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TOFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 


{COPYRIGHT. Contents 
covered by copyright, 1949, 
by the Office Appliance 
Company. 
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three years, $7.50. Other 
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$9.00. Remittances may be 
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can postage stamps or cur- 
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mail. Single copies, thirty- 


five cents. 
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interest to this trade. Al 


publication if requested. 
fADVERTISING RATES 


or directly related products 
e 


Entered as second - class 
matter, July 8, 1905, at the 
post office at 

under Act of March 3, ‘1879. 


1 “Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 








rm’ ‘ 
ta I: 
4 








LWIA De it Oe A De) Dea it BS 
4 4 ‘ “es ef ‘ 





These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 
A 

Acco Products, Inc. 244 
Ace Fastener Corp. 199 
Addo Machine Co. 218 
Advanco Products Div. A.S.B. 209 
Aigner, G. J., Co. 230 
All-Steel Equipment, Inc. 107 
Allen & Co....... 231 


Allen, R. C., Bus. Mch., Inc.....175 
Allen-Wales Addg. Mech. Div.....147 
Allied Carb. & Rib. Mfg. Corp...168 


Alma Desk Co....... 159 
Amberg File & Index Co. 251 
Amer. Dictating Mch. Co. 146 
American Map Co., Inc. 240 
Amer. Numb. Machine Co. 169 
American Stencil Mfg. Co. 109 
Anchor Ruling Div. 235 
Anderson-Hickey 150, 205 
Anglers Products Co. 226 
Appliance Products Co. 247 
Art Metal Construction Co. 121 
Art Steel Sales Corp. 135 
Automatic File & Index Co.....22% 
B 
Bainbridge, Kimpton & Haupt 190 
Bandes, Julius, & Co. 230 
Bankers Box Co. 76, 77 
Barkley, C. L., & Co. 154 
Barrett Add. Mch. Div. 249 
Bentson Mfg. Co. 244 
Berger Mfg. Div. Republic 52 
Blair Aluminum Furn. Co. 81 
Bright Chair Co. 215 
Browne-Morse Co. 203 
Brownville Paper Co. 198 
Brush-Punnett Co. 216 
Burroughs Addg. Mch. Co 163 
Business Efficiency Aids 251 
Cc 

C-Thru Ruler Co 236 
Calculator Equip. Corp. 234 
Canvas Products Co. 250 
Cardinal Sales, Inc. 150, 205 
Cardinell Corp. 239 
Checkwriter Co., Inc. 248 
Chicago Saddlery Co. 240 
Clary Multiplier Corp 91 
Codo Mfg. Corp. 174 
Cole Steel Equipment 

co . 137, 138, 139, 140 


Columbia Ribbon & Carbon 
Mfg. Co., Inc. 

Columbia Steel Equipment Co._12 

Commercial Card System Co... 282 

Commercial Institute . 

Consolidated Stamp Mfg. Co.....197 

Consolidated Wire Prod. Co 111 


Convoy, Ine. 242 
Corona Typewriter 59 
Corry-Jamestown Mfg. Corp 113 
Cotterman, I. D. 250 
Cramer Posture Chair Co. 248 


Cushman & Denison Mfg. Co...141 


D 
Darnell Corp., Ltd. 206 
Dayton Stencil Works 249 
Dennison Mfg. Co. 129 
Dick, A. B., Company 55 
Dolin Metal Products, Inc. 224 
Dome Publishing Co. 219 
Doro Mfg. Co... 248 
Downey, C. L., & Co. 234 

E F 
Ennis Tag & Salesbook Co 172 
Federal Equipment Co. 215 
Finke Mfg. Co. 232 
Fixtures Mfg. Corp. 136 


They do, however, offer 





through the journal 


Fox, George E., & ¢ 228 K 
Frits-( C I , Kalistror 164 
Fultor ‘al , 28 Key Ribbon & Carbon ( 244 
Keystone Steel Equip. C« 165 
G King Posture Chair ¢ 249 
; , —_ rh Koh-I-No Pencil ( sf 
Gits M g Cor 233 L 
G Mu I ! ( 20 Leopold Company, The 
Globe- We ke ( I 9 Lightning Addg. Mch. ‘ 241 
G rt, G I { ) Listo Pencil Corp 1S] 
( Rapids Lea Little, A. P., Inc 
Furniture Ce ‘27 =~ Lyon Metal Products, In: 117 
Guard Safe ( 24 
G S & Sup Co... ( M 
Gunlocke, The W. H Manifold Supplies ( 7 
UF . 14 Maple City Stamping C« l 
Marble, The B. L., Chair ¢ 149 
H Markilo ¢ 249 
Hall-Welter C« “<5 Markwell Mfg. Co., In 229 
Hammond —— ( 201 Mashek, Frank, Co 211 
Hanson Scale ( 166 = Maso Steel Product 47 
Hardboa Fabricat nc 231 Master Addresser C: 208 
Hart Mfg. ( 170 aster-Craft Corp a2 
Harte ( p., The 95 Meilink Steel Safe Co ge 
Herring-H -Ma I afe 227 Metal Office Furn. Co 101 
He : rh vf Metal Specialties Mfg. ¢ 1 
High 1 Bend. & Chair Co..160  aridwest Folding Produ 249 
H Mig. ¢ 178 Midwest Metal Mfg. ( y 
Hodgman Rubber ( (2 asiawest Naturlite C 161 
Hog & Pettis Mfg. ¢ 251 Mittag and Volger, In 115 
Home-O-Nize Co., The 226 =Mosler Safe Co., The 151 
H H 49 Multistamp Co 232 
' Myrtle Desk ¢ oR 
I ( rt 194 NO 
In Desk ( t Nathan 237 
Im Lt F ( 4 National Blank Book ( 87 
Imp Methods ( i National Brief Case Mfg. ¢ 245 
Ir Lamp ( 134 National Cash Register ( 147 
Ink Spe ties ( Ir 238 National Desk Co., Ih 225 
Ir I Machine { I 17 Nat Vulcanized Fibre ¢ 157 
Ir ( Reg P ( is Newn I he I f 
I M I ( Niemann | 47 
Norta Di ibuting ¢ 249 
‘ ’ ng Nort! States Enyel. 21 
, ; : Nu-( ift Products ( 2) 
, on. 1 a4 Old Town Rib. & Carl 17 
, - Oxford Filing Supply ‘ 1 
J I ( Ir f P 
J ( 0 Paillard Products, Ir 87 
J \ D Mf ; Park | ‘ ts Cc 24¢ 
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their services in resolving any disagreements which result from relations established 


Parker Steel P Ine ~ 
Peerless-Imperia! Co., In« x 
Peerless Ste« Equi oF ‘ 


Perfect Rub. Seat Cush. ¢ 
Permoflux Cor} 
Phillips Proce ‘ 9 


Photo Materia { i 
Pittsburgh ¢ Wire Cx ? 

Plastic & Wood Products C: 251 
Plus Computing Mach., Inc ( 
Pronto File ¢ : 41 
Protectafile ( i 


Protectall Safe ( 


Quality Park Envelope Cx 
Queen Ribbon & Carbon Cs 


R 
Regal Typewrit« Cx 
Reliable Tw. & Addg. Machin« 
Corp 
Remington Rand, Ine f 
Rite-Hear Ph Pad Ce i 


Rite-Rite Mfg. Cx 
Roberts Numb. Mch. Co 
Roberts, Weldor 
Rock well-Barnes (¢ 


Royal Metal Mfg. ¢ 


Royal Typewrite« Cr Ir f 
~ 

Scerbo, Frank, & Sons, Ir 

Security Ste« Equip. Cory ; 

Seng Compar The 

Sengbusch Self-( Inkstar 

Co 

Service Prod. D Woodal 

Shaw-Walk« ( The x 

Sheppard, The ( E., 8 

Sikes Co., In« rt 

Smead Mfg. ( lf 104 

Smith, L. ¢ & ¢ na 7 

Speed Key ¢ I 

Speed-O-Print Corp 18 

Speed Produc ( . Ine 

Standard |} Ce 

Standard Indust Prod. ¢ 


Stanley Mfg. ¢ 
Staplex Co., 7 
Stebco Prod 
Stein Bro 
Stewart, R. A., & ¢ . 
Storms, H M ( 

Sturgis P: ‘ 

Superior Marking Devies ( 


Supreme Steel P lucts, Ir 
Swift Bus. M it ( 

I 
Taylor Cha ( Che 
Technygraph ¢ The 4 
Thomas Furniture Co 


Toledo Metal I 
Turner, The W. |} Cc 


Underwood ( 


S. Type. Ribbon Mfg. ¢ 
Vail Manufacturing ( 
Valeo Compa s 
Victor Adding Machine ( 

Victor Safe & Equip. ¢ ik 
Vogel-Pete: on (a 24 
w Y¥ 

Walz Mfg. ¢ 

Wansco Paps ( t 

Watson Mfg. ‘ 

Webster | ~ ( 

Weis Mfg. | 67, 68 

Wells Office | n. Co 

Westcott Rule ‘ Ine 

Western Mfg. ¢ ' 

Wiggins, J. I ( 

Wilson Jone ( 

Wolber Duy & Su ( 

Worden Co., TI 

Write, Incory ‘ 

Yawman & Erbe Mfg. ¢ 
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For the benefit of the subscribers the lines advertised in this issue are here classified. 


A nting Systems Equipment om ito Order Office Furniture 
) | Ir Wi * Manufacturing Company, Inc 
. Business Forms 
Addin , ne rts . 
caing Machin Pa Ideal System Company. The 


Adding Machine Roll! 
n Caleulating Devices 
I z Adding Machine (C« 


Adding Machines 
— , ; \ Safe & Equipment Co 
R. ¢ 
‘ ‘ Calculating Machines 
. Addo Machine Cx Ine 
‘ Allen, R. ¢ Bus. Machines, Inc 


Allen-Wales Add. Mch. Div 
Barrett Add Mach. Div 
I 


surr s Adding Machine Co 
‘ ry M plier Corp 
Fi Friden Ca Machine Co.. Ine 
ational Cash Register Co 
> Pius Computing Machine, Inc 
Smith, L. ¢ & Corona Typws 
Swift Business Machines Corp 
Adding Machin t ullt & Used Viet Adding Machine Co 
Cory Cateutating Machines, Used 
Addressing Machin pa sa _— — 
Reliable Typw. & Adding Mech. Cort 
Adhesives Gntender Pads & Stands 
re E., & Ce 
Albums Carbon Papers 


See Ribbons & Carbons) 


Arch & Clipboard F 
( a Cus aden, Boxes & Trays 





W St Equipment, Ine 
came re File & Index Co 
p Art Metal Construction Co 
Ww Rentson Manufacturing Co., The 
Berger Mf Div. Republic 
A Trays and Sta (ole Steel Equipment Co 
‘ ( a Steel Equipment Cc 
a Corry-Jamestown Mfg. Co 
( eral Fireproofing Co 
‘ t W ke Ce The 
Guide 8 ‘ & Supply Co 
Bank Si ipplies Hiome-O-Nize Company, The 
I Imperial Methods Co 
" Invincil Metal Furniture Co 
Metal Office Furniture Ce 
Bankers Notecas Parker Steel Products. Ine 
I Rockwell- Barnes Co 
v Shaw-Walker Co 
Saf \" Weis Mf Company 
Wells Office Furniture 


Billing Machines Yawman and Erbe Mfg. Co 


Card Index Files, Revolving 
Busine Efficiency Aids 
B 


nders, Catalog & Periodical 
‘ i I Cards, Business 
File & Wiggins, J. B cer 


B Cash Boxes 
le St 


‘ Cole Equipment ¢ 
G r Fireproofing Co 
Binders, Permanent St Globe-Wernicke Co., The 
, ! Guide § m & Supply (« 
( Imperial Methods Co 
r ‘ Ir neible Metal Furniture C¢ 
Metal Office Furn Co, 
Peerle Steel Equipment Co 





Black boards Rockw Bart 
Wells Off Furniture Co 
Blankbooks Yawman and Erbe Mfg. Co 


Cash Register Parts 
‘ sl 


te er Parts Co 


E P t & Plan F t Cash Registers 
: Burt } Adding Machine Co 
\ Dee Casters, Caster Bearings, Slides 
Darnell Corp., Ltd 
x ' : Celluloid Envelopes 
: See Er pes, Plastic 
‘ Chair trons 
Seng ( The 


Chair Mats 
Randes, J s & (x Ir 
Ser e P Di Woodall 


Chairs, Folding 





Bookcases Lyon Metal Product In 
! I Maple Cit tar ‘ 

R M 
W or ‘ 

Bookkeesing Mact Chairs, Office 
\ Ss Sales Cort 
Blair Alumir Furniture ¢ 
I ht « air ¢ 

t tt Files ‘ Posture Chair Cc 

, General Fireproofing Co 

Gr Rat s Leather Furn. ( 
G ke, W. H., Chair Ce 
Harter Cort 
Hi P Bending & Chair ¢ 

Brief & Zipper ( Imy Leather Furniture C« 
las r « rf 
Jasy se r Co 
lohr ( ( 

I Mar BI Chair ¢ 

Metal Off Furr ire ( 
Nien r I 


OFFICE APPLIANCES, December, 1949 


Scerbo, Frank, & Sons, Inc 
Shaw-Walker Co 

Sikes Co., Inc., The 
Stanley Mfg. Co 

Sturgis Posture Chair Co 
Taylor Chair Co. 

Toledo Metal Furn. Co 
Wells Office Furniture Co 


Chairs, Posture 
Art Steel Sales Corp 
Bright Chair Co 
Cramer Posture Chair Co 
General Fireproofing Company 
Gunlocke, W. H.. Chair Co 
Harter Corp 
High Point Bending & Chair Co 
Imperial Leather Furniture Co 
Jasper Chair Co 
lohnson Chair Co 
King Posture Chair Co 
Marble, B. L.. Chair Co 
Metal Office Furniture Co 
Royal Metal Mfg. Co 
Sikes Co... Ine., The 
Sturgis Posture Chair Company 
Taylor Chair Co 
Wells Office Furniture 


‘o 


Chairs, Tablet Arm 
Jasper Chair Co 
Wells Office Furniture 


Checks, Stamped Metal 
Dayton Stencil Works 


Cheekwriters & Signers 
Hall-Welter Company 


Checkwriters, Used 
Checkwriter Co., Ine 


Clipboards 
See Arch & Clipboard Files 


Coat ard Hat Racks 
Vogel-Peterson Co. 


Coin Bags, Trays, Do ~eeate 
L 


Downey, C . & Co 


Copyholders 
Acco Products, Inc 
Bankers Box Co 
Hall-Welter Co 
Turner, The W. F., Co.. Inc 
Wells Office Furniture Co 


Correspondence Trays 
Art Metal Construction Co 
Randes, Julius, & Co., In 
Corry-Jamestown Mfg. Corp 
D ro Mfg. Co 
Fox, Geo. E., & Co 
General Fireproofing Co 
Globe-Wernicke Co., The 
Imperial Methods Co. 
Maso Steel Products 
Nu-Craft Products Co 
Peerless Steel Equipment Co 
Security Steel Equipment Co 
Sengbusch Self-Cl. Inkstand Co 
Service Prod. Div. Woodall 
Shaw-Walker Co 
Standard Incustrial Prod. Co 
Weis Mfg. Co 
Wells Office Furniture Company 
Yawman and Erbe Mfg. Co 


Costumers 
Fixtures Mfg. Corp 
Glaro Machine Products 
Globe-Wernicke Co., The 
Park Products Co 
Peerless Steel Equipment (« 
Security Steel Equipment Co 
Valeo Company 
Vogel-Peter*on Co 


Cushions & Pads, Chair 
Fox, Geo. E., & Co 
Perfect Rubber Seat Cushion Co 


Dating Stamp 
Consolid “I Stamp Mfg. Co 
Fulton Specialty Co 
Stewart, R. A., & Co 


Desk Bumpers 
Fox, Geo. E., & Co 


Desk Lamps 
Bainbridge. Kimpton & Haupt, Inc 
Glaro Machine Products 
Industrial Lamp Corporation 
Midwest Naturlite Co 
Wells Office Furniture Co 


Oost Name Plates 
ustic & Wood Products Co 


Desk Pads and Tops 
Aigner, G. J., Co 
Fox, Geo. E., & Co 


Desk Pen & Ink Sets 
Sengbusch Self-Cl. Inkstand Co 


Desk Side Files 
Amberg File & Index Co 
Automatic File and Index Co 
Business Efficiency Aids 
Cole Steel Equipment Co 
Yawman and Erbe Mfg. Co 


Many of the requirements of the modern 
ness office are represented. Should subscribers be interested in any article of office equipment not listed here, they are invited 
mmunicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, 

without obligation 


Desk Trays 
(See Correspondence Trays) 


Desk Work Distributors 
Advanco Prod. Div. Ady, 8. B 
Fox, Geo. E.. & Co. 
Globe-Wernicke Co., The 
Lyon Metal Products, Ine 
Victor Safe and Equipment Co 


Desks 
Alma Desk Co 
Art Metal Construction Co. 
Bentson Manufacturing Co., The 
Browne- Morse Co 
Cardinal Sales, Inc 
Corry-Jamestown Mfg. Corp 
Federal Equipment Co 
General Fireproofing Co 
Globe-Wernicke Co., The 
Hammond Desk Co 
Imperial Desk Co 
Invincible Metal Furn. Co 
Jasper Desk Co 
Jasper Office Furniture Co 
Leopold Company 
Metal Office Furniture Co 
Myrtle Desk Co 
National Desk Co 
Peerless Steel Equipment Co 
Royal Metal Mfg. Co. 
Scerbo Steel Equipment Corp 
Security Steel Equipment Corp. 
Shaw-Walker Co 
Standard Furniture Co 
Victor Safe & Equipment Co 
Wells Office Furniture Co 
Worden Company, The 
Yawman and Erbe Mfg. Co 


Diaries 
(See Memo Books 


Dietating Machines 
Permofiux Corporation 


Dictating Machines, Used 
American Dictating Machine Co. 


Drafting Instruments & Equipment 
Thru Ruler Co 
Cardinal Corp 


Duplicating Machine & Supplies 
American Stenci!] Mfg. Co. 
Anchor Ruling Div 
Bainbridge, Kimpton & Haupt, Inc 
Codo Mfg. Corp 
Columbia Ribbon & Carb. Mfg. Co 
Dick, A. B., Company 
Hart Mfg. Co 
Hever Corp., The 
Ink Snecialties Co., Ine 
Manifold Supnlies Co 
Mittag and Volger, Ine 
Multistamn Company 
Old Town Ribbon & Carb. Co 
Queen Ribbon & Carbon Co 
Smith, L._ C., & Corona Twps 
Speed-0-Print Corn 
Superior Marking Equipment Company 
Technygreoh Co. The 
Victor Safe & Equipment Co 
Wolber Dupl & Supply Co 


Envelopes 
Globe-Wernicke Co., The 
Northern States Bnvelope Co 
Quality Park Envelope Co 
Smead Mfg. Company, Inc 
Wilson Jones Co 


Envelopes, Plastic 
Aigner, G J., Co 
Amberg File & Index Co 
Markilo Company 


Erasers, Rubber 
Koh.I-Noor Penct!] Co 
Roberts, Weldon, Rubber Co 


File Boxes, Fibre 
Bankers Box Co 
Barkley. C. L., & Co 
Globe-Wernicke Co., The 
Guide Svstem & Supply Co 
Oxford Filing Supply Co 


Filing Cabinets, Insulated 
Herring-Hall-Marvin Safe Co 
Meilink Steel Safe Co 
Mosler Safe Co 
Shaw-Walker Co 
Victor Safe & Equipment Co 


Filing Cabinets, Metal 
Advanco Prod. Div. Adv. 8. B 
All-Steel Equipment, Inc 
Art Metal Construction Co. 
Automatic File and Index Co 
Bentson Manufacturing Co., The 
Berger Mfg. Div. Republic 
Browne- Morse Co. 
Rusiness Efficiency Aids 
Cardinal Sales, Inc 
Cole Steel Equipment Co 
Columbia Steel Equipment Co. 
Corry-Jamestown Mfg. Corp 


(Continued on page 6) 








(Continued from page 5) 


General Fireproofing Co. 
Globe-Wernicke Co., The 
Guardsman Safe Co. 
Invincible Metal Furn. Co 
Keystone Steel Equipment Co 
Metal Office Furniture Co 
Parker Steel Products, Inc 
Peerless Steel Equipment Co. 
Remington Rand, Ine. 
Rockwell-Barnes Co. 

Security Steel foment Corp 
Shaw-Walker Co. 

Victor Safe & Equipment Co 
Watson Mfg. Company, Inc 
Weis Mfg. Company 

Western Mfg. Company 
Yawman and Erbe Mfg. Co 


Fiep Cabinets, Wood 
Bainbridge, Kimpton & & eens 
Globe-Wernicke Co 
Weis Mfg. Co. 


Filing Supplies 
Acco Products, Inc. 
Advanco Prod. Adv. 8. B 
Aigner, G. J., & Co. 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp. 
Barkley, C. L., & Co. 
Browne- Morse Co. 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co., The 
Guide System & Supply Co 
Imperial Methods Co. 
Metal Office Furniture Co 
Northern States Envelope Co 
Oxford Filing Supply Co 
Parker Steel Products 
Quality Park Envelope Co 
Rockwell-Barnes Co. 
Security Steel Equipment Corp 
Shaw-Walker Co 
Smead Mfg. Company, Inc 
Victor Safe ~ Equipment Co 
Weis Mfg 
Yawman ‘cad “Erbe Mfg. Co 


Finger Pads 
Hodgman Rubber Co 
Speed Products Co 


Gummed Cloth Rings 
Dennison Mfg. Co. 


Gummed Tape & Sealing Machines 
Dennison Mfg. Co 
Metal Specialties Mfg. Co 


index Card Signals 
(See Signals, Index Card) 


Index Tabs 
Aigner, G. J., Co. 
Amberg File & 7.7 Co 
Barkley, C. L., 
Globe-Wernicke » Ay The 
Graff, George B., Co. 
Guide System & Supply Co 
Markilo Company 
Master-Craft Corp 
Shaw-Walker Co. 
Sheppard, C. E., Co 
Speed Products Co., Inc 
Victor Safe & Equipment Co 


Inks, Adhesives, ete. 
Dennison Mfg. Co. 


Inkstands 
Cushman & Denison Mfg. Co 
Sengbusch Self-Cl. Inkstand Co 


Knives, Office 
Gits Molding Corp 


Labels 
Dennison Mfg. Co 
Imperial Methods Co 
Oxford Filing Supply Co 
Wels Mfg. Co 


Ladders, Library, Store & Vauit 
Cotterman, I. D 


Leads for Mechanical Pencils 
Listo Pencil Corp 


Leather Goods 
Canvas Products Corp 
Chicago Saddlery Co 
Mashek, Frank, & Co 
Stebco Products 
Stein Bros 


Letter Trays 
(See Correspondence Trays) 


Lockers & Storage Cabinets 
All-Steel Equipment, Inc 
Anderson-Hickey Co., Inc 
Art Metal Construction Co 
Berger Mfg. Div. Republic 
Browne- Morse Co 
Cardinal Sales, Ine. 
Globe-Wernicke Co., The 
Invineible Metal Furn. Co 
Keystone Steel Equipment ( 
Lyon Metal Prod., Inc 
Parker Steel Products, Inc 
Security Steel Equipment Corp 
Shaw-Walker Co 
Supreme Steel Products, Inc 
Yawman and Erbe Mfg. Co 


Loose Leaf Books & Systems 
Amberg File & Index Co 
Ideal System Company. The 
Master-Craft Corp 
National Blank Book Co 
Sheppard, C. E., Co 
Wilson Jones Co 


Loose Leaf Metais 
National Bipak Book Co 
Sheppard, E., 
Wilson Ress Co. 


Inc 


Loese Leaf Sheet Covers, Plastic 
Aigner, ¢ 
Markilo Co 
Meier, Joshua, C« 


Mail Bags, Canvas or Leather 
Canvas Products ( 


Mail Distributors 


Advaneo Prod. Div. A Ss. B 
Globe-Werr ke (% I'he 
Victor Safe & Eq 
wep Tacks 
iff. George B ‘ 


Maps, Globes. ete 
Americar ap « 


Marking Devices 


Consolidated Stamp Mfg. ¢ 
Multistamp Compar 

Matched Office Suites 
Scer be rank, & Sons. Ine 
Standar Furniture ¢ 

Mechanics and Ropairmen Available 
Commercial Ir t 

Memorandum Books 
Ennis Tag & Sale®book ¢ 
Master-Craft Corr 
National Blank Book ( 
Wilson Jones Co 


Memorandum Devices 
Rite-Hear Phor P 


Mending Tape 
r n Mfg. ¢ 


Metal Badges Cheeks Tokens 
D nS W 


Moisteners 
Ml S ne es Mf ( 


Numbering Machines 


Office Partitions & Railings 
QO € Vert ke Ce T 
\ m Mar ‘ ( I 


Pads, Figuring 
N 1] Blank 


Wilson Jones ( 
Paper 


War Paper Pro ( 





Cushr & Den vii ( 
I I ( 
Vail Mfg. ¢ 

Paper Fastening Machines 

ner te 

‘ 0 ate Ww Pr { 
Hote? The E. H.. ¢ 
Markwell M ( 
S i] i ( Ine 
Sta x rhe 


Parcel Post & Postal Scales 
Ha Scale ¢ 

Paste 
S I Ad 


Percil Sharpeners 
R R M 


Pencils, Mechanical 
I | Cor 
Pencils, Wood Cased Lead 
| I-N Pe ( 


Pens, Steel 


s { Ink ( 


Pins and Pin Containers 
y \ ‘ 


Plaques 


Presentation Covers 
\ 


I & I ( 

I k ( I & { 
Price & Sion Markers 

Cor i Stamp M 

I t . ’ ( 

Ss 4 R A & t 
Punches 

\ P In 

Clobe-W r ke { I 

H & Pet Mf ( 

Ml = eM ‘ 

‘ f Blank Book ( 

W ( 


Ribbons and Carbons 





& Company 
\ { bon & Rit M ( 
\ Ster Mf ( 
( Mi ( 
‘ R & \ ‘ 
j I & ( 
I = I 
M Ss ( 
M ge & \ I 
0 Tow R m & ( ( 
I I al I 
| ] as « I 
Q R & { ( 
Regal T writer ( 
Retr Ir 
R ewriter { 
1 vox Cort 

» = er I ‘ 

We “S 7 ( 
Wr I i 


Rubber Bands 
HW t R 


Rubber Stamps 


Ennis Tag & Salesbook Co 


Rubber Type 
Consolidated Stamp Mfg. ¢ 
Fulton Specialty Co 
Stewar R. A., & Co 


Rulers, Transparent 


Thru Ruler ¢ 


Rulers, Yardsticks 
Wes t 


Rule ¢ 


Safe, Office 

\ Metal Construction ¢ 
tru Punnett Compa 
General Fireproofing ¢ 
Globe-Wernicke Co., Tt 
Guardsman Safe Company 
Herring Hall Marvin Saf 
Invi e Metal Furn. ¢ 
Meilink Steel Safe ¢ 
Mosler Safe Compar 
Protecta Mfg. Cort 

K gton Rand, In 
Shaw-Walker Compa 

\ fe & juipr 


Sales Books 
s 7 


ony ug & Saleshook 
Sand Urns 
Glar Ma I P 
Valeo pa 
Serapbooks 
Amberg Fi & Index ¢ 
Globe-Wernicke Cc T 


Weis Mfg. ¢ 
Wilson Jone ( 


Shelving 
Berger Mfg. D Rey 
H » Mfg. Co 
Lyon Meta! Products, I 
Supreme Steel Produ 


Signals, index Card 





Ennis Tag & SaleShook ( 
Graff, George I ( 
Victor Safe & Equipme 
Signs & Name Plates, Metal 
ewma B hers Ir 


Sleeve Protectors Plastic 
Angler s ¢ 


Stide Rules 
C-Thru R ( 
Smoking Stands, Office 
jlaro Ma e Product 


Sorting Devices 
Amberg } & Index ( 
Y un and Erbe Mf ( 

Stamp Pads 
Fult s r 
Pt s Process Co.. Ir 
Stewart, R \ & ¢ 


Stamps, Duplicating 
M amp (< 


Stamps, Rubber 
Sag z ~ 


Stende for Office Machines 


linal Sale Ir 
D ro Mfg. ¢ 

t al ¥ . ( 
t rter Cort 
Ma S Products 
Midw Metal Mfe. ¢ 
Secu! Steel Equipms 
W ofr Furniture ¢ 


Stavle Extractors 
A F ner { 


Markwell Mfc. ¢ 
M Sine es Mfg. ¢ 


Staples and Stapling Machines 


A I er Corp 
‘ Wire Pr ( 
H The F. i. ¢ 
vl Mfc. « 

nee }” te ¢ T 

St ( The 


Stenographers’ Notebooks 
} I Sal 


& uleshook ( 
N BR k Rook ¢ 
Stools 
H t ( t 
W or I r t e « 


Storage and Transfer Cases 





\ St } pment 
A ere | & Index ¢ 
| | tr tio ‘ 
Rox Con 
C.L.. & ¢ 
Manufa ( 
Mfg. D R t 
I Morse ( 
( Sa I 
( 8 1 } é ‘ 
( s I 
‘ I 
( ] es wn Mfg. ¢ 
Tr Met I j I 
{ € r fir ‘ 
( Wer } ‘ T 
( S & & ( 
H H Mar Sa 
I Ml ( 
! \ Furn. ¢ 
Vl or } niture ¢ 
Ov } Supnly ¢ 
Park Ss Products, I 
Pe 8 Equipme 
' kw Barnes ( 
s 8 I rr 
s v-W , i 
“W Mfg. ¢ 
y } ir ( 


Store Fixtures & Equipment 
All-S 


Strong Boxes, Fire Protected 


Herring-Hall-Marvin Safe ¢ 
Meilink Steel Safe Cx 
Protectall Mfg. ‘ 

Victor Safe & Equipment (¢ 
Walz Manufa i ( 


Tables 
Art Me ( ( 
Browne- x + a 
Cardinal Sales 
Corry-Jamestown Mfg. ( 
Doro Mfg. Co 


Federal Equity ( 
Globe-Wern e The 
Jasper Table Ir 

Lyon Metal P Inc 

Maso Steel Pr 

Peerless Steel Equipment C¢ 
Security Stee! Equipment Cort 


Shaw-Walker ( 
Victor Safe & Equipment ¢ 
Wells Office F ture ( 

Yawman at I 


Tables, Folding 
Midwest F 


Tabulating & Statictic Machines 
Burroughs ( 
Int’l Basines Machs. Cor 


Remington R Ir 
Tags 
Dennison M 
Ennis Tag & 8 k ¢ 
Telephone Accessories 
Hodgman Rubber Co 
Rite-Hear Phone P Co 
Victor Safe & I ent ¢ 


Thumb Tacks 
Graff, Geor I ( 


Ticket Holders 


Aigner, G 
Time Clocks and Recorders 
Internat’! Bu Machines ¢ 
Joslin, A. D., Mfg. ¢ pany 
Trimming Boards 
Photo Materi ( 
Typewriter Cleaning Material 
Beiabrids Kimpton & Ha 


‘ardinell ¢ 
Mitt ag and Volger, I 
Multistamp Co 
Norta Distrib ! ( 
Regal Typewriter ¢ 
Webster, F. S., ¢ 
Typewriter Covers 
Finke Mfg. ¢ 
Typewriter Cushion Bases & Knobs 
Fox, Geo. E., & ¢ 
Peerless Steel I ment ¢ 
Vypeurtaer Cushion Keys 
rless Imr 1 
re Key (¢ 
Speed Prod ( I 


Typewriter Tables 
(See Stands f or M 


Typewriters 
Paillard Pr 


Typewriter, Mfrs. of 


Int’] Business M es Cort 
Re —— on R: nd, I 

Royal " w r ¢ 

Smith ry ( & Corona Ty 


Underwood ¢ 
Typewriters, Rebuilt & Used 


Regal Ty 
Reliable Tyr 





& A r Mact ( 





Upholstered Furniture 
Blair Furniture A num ¢ 
Bright Chair ¢ 
Grand Rap! é t 
Gunlocke, W. H ( r ( 
Imperial Lea I i 
Niemann, Ine 
Royal Metal M 
Scerbo, Frank. & 8 I 
Stanley Mfc. ¢ 
Thomas Furnit ( 
Upholstery Materia'!s 


Kalistron 
Thomas F 


Vaults, Filing Cabinet 
Protectaflle ¢ 


Visible Systems Eoulpment 


Aigner, G 

Art Metal Construction ¢ 
Comm’! Card 8 f ( 
Globe-Wernicke ¢ The 
Master-Craft Con 
National Blank 1} k ( 


Remington Rand, Ir 
Shaw-Walker ¢ 

Sheppard, ¢ I ( 

Victor Safe & } ( 
Wilson Jones ¢ 

Yawman and Erbe M ( 


Visible Systems Equipment, Used 
Natl 


ur 


Wardrobe Racks 
Appliance I ( 
Vogel-Pe ( 


Waste Baskets 
Bainbridge K maA H 
Cole Steel Ea ( 
Corry-James on Mf ( 
Fox, Geo. E & 
General Fire ( 
Globe-Wernicke ¢ 
National Vulca } e ( 
Security Ste« I ( 
Shaw-Walker ( 
Wells Office I re { 
Wholesale Stationery 
Rainbridge & H 
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WANTS AN 


The rate for classified advertisements is 


SITUATIONS WANTED 


EXPERIENCED STATIONERY MAN desires to act as West Coast rep 
esentative for established manufacturer. Formerly managed own busi 


38; thoroughly ted with everything sold by commercial stationer 
whether writing terials, loose leaf, filing equipment and supplies, fur 
mechan goods. Well known among dealers. References that 

ps. Address M ire Office Appliances, Chicago 6. 


SALESMAN LOCATED IN WASHINGTON, D. C., desires to travel for 


anufacturer of e machines, stationery or supplies in eastern or mid 
lle Atlantic stat We acquainted with leading lines of loose leaf 
filing equipment a supplies, portable typewriters, Burroughs and Un 
erwood product ‘ printing. Operated own retail business five years 
Ready for new nection January 1 References Address M-52, care 
Office Appliances, Chicago 6 ; 


COMBINATION ADDING MACHINE and Typewriter mechanic. Experi 


ce with most Makes Adding Machine and Typewriters. 25 years’ ex 
ye rience Soutl South-West preferable. Box M-53, care Office Appli 
es, Chicag 


TYPEWRITER MECHANIE THOROUGHLY EXPERIENCED on all 


kes. Capal king full charge and showing profit. Steady, sober and 

ible, best ferences tox M-54, care Office Appliances, Chicago 6 
SITUATION WANTED, ADDED MACHINE MECHANIC—Familiar with 
1 makes, experier managing service dept Permanent connection only 
} t f reference B M-55, care Office Appliances, Chicago 6 


EXECUTIVES AVAILABLE 


CAPABLE STATIONERY OPERATOR with excellent record as buyer, 


indise inager and owner, is open for management position with 
tailer in California, Oregon or Washington. Well qualified to direct and 
elop sales organization, manage store or buy for any or all depart 
Important stationers and manufacturers representatives for refe: 
Address M-5¢ re Offic Appliances, Chicago 6 


STATIONERY MAN WITH EXCELLENT record as department and store 


iger and b ivailable to serve as manager of sales and buying 
ilar connection with established retailer. Thoroughly acquainted 
ntire stationery line including systems, supplies, furniture. Will 
der any locati that presents reasonable opportunity. Address M-50, 

Office Appliance Chicago 6 
STORE MANAGE! eks to relocate Has excellent record in buying, 
é nanagement , idvertising. Twenty-five years background in 
supplies ! furniture Address M-57, care Office Appliances 

{ » & 


STATIONER 


Y EXECUTIVE AVAILABLE—20 years’ experience. Capable 
skir roe f st 


iny department, including office furniture and 
Write pro; tion fully Top references Box M-58, care 


irg 


SALESMEN WANTED 


rYPEWRITER SALESMAN—Young man with Dealer experience preferred 


Have opening and ture with large Royal Dealer in California's finest 
residential city. G personality, hard worker and experience essential 
jualifications. Write details to Mr. I. A. Cleveland, Personal, 735 Broad 
‘ Sa Dieg ( f 


SALESMEN WANTED for the new enlarged and very complete National 
Brief Case line I t for some territories or with another line of 


Persor leather goods eather desk accessories, etc. Several territories 
Write E. R. Manning, care National Brief Case Co., 512 S. Peoria 
st Chicago 7 ] 


WORLD FAMOUS CALCULATING AND ADDING MACHINES, both 


Sw n, are now being imported to this country. Avail 

stock. Sale er f office equipment, who sell directly to offices 

‘ find these ‘ é in interesting and profitable sideline. Write 
" { 210 Fift 4 e, New York 10, 


WANTED DISTRIBUTORS AND SUB-DISTRIBUTORS 


Bright active met g in heart, who: want to please... get a zing 
ng something it f the ordinary can enjoy the benefits of 
racy in busine Independent Distributorship who will 
make tl g salesmen of the leading product in the visible 
equipment industry, VISIrecord and associated products. Exclu 
itories ava é Write us! VISIrecord, Inc 82-36 47th Ave 
I g Island Ci \ y 

MANUFACTURER OF THE LOWEST PRICED, quality sponge rubber 
ff hions, ‘ é is interested in securing live-wire salesmen 

Adare BY-7f fT Appliances, 100 East 42nd St New York 
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D TOR SALE 


twelve cents a word, minimum charge $2.40 


SALESMEN WANTED—New line of wood school tables and school desks. 
Medium priced, special order work, prompt shipments. Al! territories open. 
Box BY-71, care Office Appliances, Chicago 6. 


WANTED— EXPERIENCED SALESMAN to sell Cincinnati Time Recorders 
in Dayton, Ohio, and adjacent territory. Opportunity to become depart- 
ment manager. Be explicit in first letter. Dayton Stencil Works Co., 
Dayton 2, Ohio. 


WANTED—OUTSIDE SALESMAN thoroughly experienced in office furni- 
ture and equipment for Greensboro, N. C., and local territory by one of 
most progressive houses. Box BY-72, care Office Appliances, Chicago 6. 


WE WANT A YOUNG and Well Skilled Salesman for the sale of a com- 
bined adding machine and cash register. Excellent opportunity for the 
right man. Write BY-73, care Office Appliances, Chicago 6. 


EXECUTIVES WANTED 

EXECUTIVE WANTED—CAPABLE AND AMBITIOUS MAN to assist 
management in operating well established, modern office supply and print- 
ing business. Must have executive as well as direct contact sales ability 
and knowledge of purchasing. An excellent position with unlimited oppor- 
tunity for the future. Best city in the deep south, 100,000 population. 
Box BY-74, care Office Appliances, Chicago 6. 


WANTED—MANAGER for prosperous Stationery, Book and Office Equip- 
ment business in Texas. Excellent opportunity for experienced and alert 
man. Fine salary plus percentage of net profit. Give experience and back- 
ground details. Box BY-75, care Office Appliances, Chicago 6 


WANTED—DEALER SUPERVISOR to travel Midwest states for manu- 
facturer of mimeograph machines and supplies. Must be capable of 
training our dealers’ salesmen and service personnel. Please give experi- 
ence and references in first lettr. Box BY-76, car Office Appliances, 
Chicago 6 


SALES MANAGER FOR COMBINED ADDING machine and cash register. 
Sales Manager wanted: Must be able to train sales staff and manage the 
sale alone. A man with experience in sale of office woe and espe- 
cially cash registers will be preferred. Write BY-77, care Office Appli 
ances, Chicago 6 


MECHANICS AND REPAIRMEN WANTED 


EXPERIENCED MECHANIC must know Royal and Victor, have own tools 
ind own car. Combination Sales and Service-man preferred. Guarantee 
ind commission Please give experience and references in first letter. 
Las Vegas Stationers, Las Vegas, N. M. 


ADDING MACHINE REPAIR SHOP--Wanted to handle local service con- 
tracts of well known electric adding machine. Opportunity to also act as 
sales agent. Write Room 802-A, 210 Fifth Avenue, New York 10, N. Y. 


EXPERIENCED typewriter and office machine mechanic. Good opening 
for reliable man. Ames Stationers, Ames, lowa 


HELP WANTED.STORES AND OFFICES 


WANTED~ Young man with some experience in Stationery Store who 
vould like to live in California and has desire to manage. Habits, back- 
ground ability and references important. Single man preferred. Box 
sY-78, care Office Appliances, Chicago 6 


REPRESENTATIVES AVAILABLE 


AVAILABLE JANUARY 2d—Man with 20 years’ office and industrial rela 
tions experience, desires office supply lines, selling to commercial station 
ers and book stores in Illinois, Indiana and Ohio. Box M-59, care Office 
Appliances, Chicago 6 


EXPERIENCED FURNITURE MANUFACTURER'S REPRESENTATIVE 
seeks line for Metrolopitan New York. Write Box M-60, care Office Ap- 
pliances, 100 Kast 42nd Street, New York 17 


REPRESENTATIVE AVAILABLE—New York Metropolitan territory for 
product of leading office furniture manufacturer, wood or steel. More 
than 20 years’ successful background in this field. Best reference from 
outstanding dealers. Write Box M-61, care Office Appliances, 100 E. 42nd 
St New York 17, N. ¥Y 


REPRESENTATIVES AVAILABLE-—Continued 





WANTS AND FOR SALE. Continued Page * 
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WANTS AND FOR SALE, Continued from Page 7 FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


REPRESENTATIVES AVAILABLE-—Continued ELLIOTT-FISHER, Burroug! Moon Hopkins, Adding ‘ 

" Mact { ptomete I tromatic Typewriters, at fanfold I 
REPRESENTATIVE FOR TEXAS, Oklahoma I : A ke ts hought ' ld. Cl go Office Appliance West 2ist St 
contact manufacturer of product that w tif gent pending Chicag 
most of his time selling that product. B M ure Office Appliances 
Chicago 6. 

. ELLIOTT-FISHER Mac f \dding Machines, ¢ t t Burt gl 

r ] ; r rit , + } hy ryt 
SALESMAN CALLING ON BANKS and : e of Tenn ae See, Serene a : 
i f irsh H d j Lukes 
see would like a good additional line i i Addre M-4 
care Office Appliances, Chicago 6 
BURROUGHS PRODUCTS pecialty, get our hig sh price 
PACIFIC COAST MANUFACTURERS AGENTS g ut and uiculat bookkeepers, b omptometers. A eee 7s 
office equipment houses seeking lines of desk and é Addres Dearb Chicage I i 
M-64, care Office Appliances, Chicago ¢ 
sURR S HOP S ott-Fisher 7 tor ‘ 
REPRESENTATIVES WANTED SS ligne fl a la ae ly, hn agnten* + map Rong vag © 
nurmbs ind we will quote highest cash prices Inter il Office App 
WANTED—MANUFACTURER’S REPRESENTATIVE t er the f w t I } East St.. New York 10, N. ¥ 
ing states: lowa, Indiana, Hlinois, Kentuck O} M g Nebraska 
Minnesota, Missouri, Wisconsin, North and 8 Dakota, Kansas; als 
the New England States, Maine, New H pshire, Connecticut, Massa ELLIOTT-FISHER 1 ¢ culating machine g machine 
chusetts, Rhode Island and Vermont. We et ffer a mplete line office ¢ ent, bought ld. W. J, Crowley ¢ ny, 906-908 N 
of storage, wardrobe, combination-wardrobe ' rt ibinets Water St., Milwaukee 2, W 
and a complete line of non-suspension let gal f If interested 
reply to BY-79, care Office Appliances 0 | t 421 St Ne York 17 
WANTED TO BUY. -Sundst | bookkeeping machines, M A and ( 
(rive plete le number ial, size carriage ert e¢ 
FACTORY REPRESENTATIVES—If you nte ed in } g an ex back feed. Internati Office Appliances, Ir East S 
clusive territory selling dealers a non per file it that an be New York N. ¥ 
proven the best on the market, write us your | kground the other 
lines you now carry. State territory 3 i} fte We are 
now aggressively building up our line wit ‘ t | ffer a gen BURROUGHS MOON HOPKINS ELLIOTT-FISHER B keeping A | 
uine opportunity for a limited number f Welham hine ( tometers, a es calculators bought ar 1. Bookkee 
Metal eieste Co., Michigan City, Indiar ng & ( ting Machi: 3 S. lith, Minnea Mint 
MANUFACTURERS REPRESENTATIVE WANTED t WANTED TO BUY-—I lel Elliott-Fishe ng and 
high class bronze desk and smoker accessoric Has te chit Must be , 40.000 serial number. Ac { Machine S« 
ritory open for 1950 Experie need represent th tat office ( ‘ VW Washinet < Chicago 6 
furniture and gift ware trade. Commission } Write experier 
Do not make personal or telephone ca : t Vet \ ( It 
Buffalo 7, N. Y WANTED—AIl make tors and adding machine State 
al¢ ‘ mber a ding capacity Inte t Offic Ar 
SALES REPRESENTATIVE WANTED. Top-flight line of fice +31 Bast M., New York W, 5. 1 
chairs open to an experienced salesman in M r t t St. Louis 
Kansas, Iowa, Nebraska, the Dakota ind ¢ ra for direct factory BURROUGHS BOOKKEEPING MACHINES— AI! mode ght 
representation to office furniture dealer W rit Z g f I kground give imber and ‘ request for quotat sime I 
personal details, lines now carried B BY re Off Appliance mant ¢ 80 W. Larne Ibe 
100 East 42nd St., New York 17 
WANTED— COMPETENT MANUFACTURE! REPRESENTATIVI Bl RROUGHS oe agg ogy - pe Fagg stews: Bought ; d D 
line of filing supplies in states of Ind., M 0 Ww. \ nd K gs E a : . 
Manufacturer offers excelient opportunit Write BY 
care Office Appliances, Chicago @ QUANTITY Mon \l hant Caleulators 
t ri ted I | type if tl 4 
{ s 
REPRESENTATIVE WANTED~ To repress a " M ( Kansas City 6, M 
plastic coated tubular steel offi ul f t Se 
territories still available. Write BY-s e Off Apr é ( igo ¢ BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. W | 
t ( prehensive f ‘ fo dealers Ad ind Bookkeeping 
WANTED—REPRESENTATIVE for the | f J 1, Tinoi machine 5 gies - stoma ay 6, = 
Minnesota and Wisconsin, exclusive of ©! reputable and fast 
selling line for a good salesman wi t st BY ur rYPEWRITERS— ANY LANGUAGI ,sdders, ca t Varitype I} 
Office Appliances, Chicago 6 t ALL LANGUAGES TYPEWRITER ( \ W 
N York 11, New York, phone CH 3-808¢ 
RETAIL BUSINESS FOR SALE 
IDRESSOGRAP = NTED ( iss 1900 in ( 
FOR SALE Complete office equipment : th ~ t} a , ‘ ‘ ‘ PE I - . ‘ Bu neas an ient ‘ ‘ WV . | 
west’s fastest growing area A leadir f tive Det 6. Mict 
covering trade area of 300,000 populatior I f off 
machines, furniture and equipment, plus offtes rae cl 
repair and service business. Opportuniti t r e part SUNDSTRAND BOOKKEEPERS— Model \ b ( 
$85,000. .Box BY-83, care Office Applia ‘ ( f \ ‘ | } 1 Gib Machine l | t Street N 
\ (it Rect t 
COMPLETE OFFICE SUPPLY AND BOOK RE BUSINES 
South’s Fastest growing area A lead tive WANTED GOOD USED ADDRESSOGRAPH. Elect , , 
covering trade area of 300,000 population tes t I ne B } i1 Woodward Ave et t M 
state and three counties in another Toy tive x f 
office machines, furniture and equipmer ft ' 1 lare 
machine repair and service busines Opport t f gre ADDRESSOGRAPH FRAMES tripped and boxed ‘ B Q 
sive party. Turn key job $85,000 Addr BY e Off Ay plet fold H dB t Compan a) th A Ni York I 
Chicago 6. $200 
FOR SALE-Stationery store established a t grow DISPOSING ge st \ g Machines BURROUGH VICTORS, RI 
ing population. Price complete $15.00 Re Ke EB. ¢ d MINGTON, SUNDSTRAND makes typewriter ed port 
Pasadena 1, California M f East 75th S Ne York 
FOUNTAIN PEN REPAIRING CASH PAID FOR SURPLUS } cca elaine ae “eee 
th Ave., N \ 7, N. ¥. Phone P uM 
WELTY'S REPAIR ALL MAKES FOUNTAIN PENS, De P Pe 
ete tepaired at standard prices time 1 t ‘ ul 
improving We especially feature CONKLIN WAN WATERMAN KARDEX, ACMI f d visible filing eq r} 
WAHL, PARKER, WELTY, SHEAFFER, MOOR! but : epair a re ndit ‘ ibinet p ks, alway n hand $ i 
other makes We feature Gold Pen P t M I kes pr | for f r sale Get tat a 
to ONE place fer better service. ASK ABOUT NEW WELTY PENS, §& Natl | iS Broad New York 12, N. \¥ 
to $10.00 LIST. Welty Pen and Repair ¢ "4 ~ Stat St 
Chicago 8 
VISIBLE FILES 
ADDING MACHINE PARTS, TYPE, ETC CARDEX ACMI POSTINDEX AND GLOBI 
WE HAV} IN HAND T f immediate 
LARGE STOCKS of new and used Add Mact Parts = > a Universal Bu ' ' 
available. Quotations furnished or pe t r j t I \ 
Dehn, Jr., 1648 101st Ave., Oakland, ¢ f 
VISIBLE FILING EQUIPMENT 
OFFICE MACHINE REBUILDERS SERVICE OLDEST ESTABLISHED 4d pecializit ' ’ 
. Postindex, « We offer f eration to the d 
PRECISION WELDING AND BRAZING writ ( at ul hase W rit s in f ie that ir tw 
Adding Machine Bases, Cases, Carriage t \ t vive t} know yuire Commercial ¢ Sate ( 
Ford & Wynn, Inc., No. 48 Warren St., N x. Y a treet, New Yor N.Y 
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PATENTS. 


Copies of patente shown here can be 
obtained from the Commissioner of 
Patents, Washington, D. C., for 25 
cente each in cash, postoffice money 
orders or certified check. Stamps 
and personal checks not accepted. 
Copies of design patente are ten 
centa each. 





Granted October {!, 1949 
2,484,033. Brake Mechan sm for Rotary Files. Les 
H ’ & 3 assignor to Wheeldex 
\ ‘ Ir Ne ‘ . ‘ 
2,484,094 Caster Brake Ar w H. Jacksor Op 
\ 


2,484,111 Record Perforating Machine. Albert W 


‘ I N. ¥ w to International Bu 
s Ma s ‘ \ , N. ¥ 
2,484,154 Itiuminated Fountain Pen. John J. De 
Middlet ( 
2,484, 189 Caste ( Frederick Shepherd 
V 
2,484,363 Pencil Holder for Telephones. Merle J 
VW 5 \ ( gnor of one-half 
Pa 4 Sparkman, Hur 
2,484 568 Magazine Pencil Millard F Comstock 
T Y 
2,484 397 Cash Drawer Lock and Alarm. John F 
\\ ’ \ 
2 484 640 Mechanical Pencil lames A. Mustard 
Wis the Parker Pen ¢ 
4 W 
2,484,642 Record Card Robert FI Paris, Teaneck 


Business Machines 


N k N 7 
2,484,648. Tape Dispensing Device. Duer C. Robsor 
; r ur ‘ . ~ r. Towsor Md as 
re ” ; I New York, N. ¥ 
484,649 justifying Typewriter Elihu Root Ill 
s gtie V Research Corp New 


¥ 


nt 


OFFICE APPLIANCES, December, 


2,484,713. Compressor for Filing Devices. James 
R. Jones, Lakewood Y , ene to Art Metal 
Construction Co., Jamestown Y 

484,742. Loose-Leaf Merton Bruno C. Roehrt, 
Erie, Pa., assignor to National Organ Supply Coe., 


Erie, Pa 
Granted Ortober 18, 1949 
2,484,880. Label Dispenser. Carl A. Flood, Fram 
ngham, Mass assignor to Dennison Mfg Ce., 
Framingham, Mass 
“ee Fountain Pen. Albert G. Wahl, Les 
Angeles 
‘261° ‘Gombined Time Record and Paes En- 
aan Lawrenre F. Cravens, New York, Y 
2,485,441. Pencil qpwesee. Maurice Charles Gar- 
rett, New York, N 
2,008.5 3. veer Yipcard. Lois K. Straus, Great 
Neck assignor to The Shaw-Walker Co, 
Muskeg om Mi h 
2,485,519. Filing Deviee. Harry A. Wardy, Los 


Angeies, Cali 
Granted October 25, 1949 

2,485,892. Caleulater Device. Abe F. Kirschbaum, 
Greenbelt, Md., assignor of sixty per cent to Salvind O 
Olson, Washington, D. C 

R 486,032. Silent Yyocuriter Base. Joseph J. Jim 
enez, New York, N 

"9. 486,175. Ribbon elt Mounting for Tyoussttine 
or Like Machines. John J. Kittal, St. Albans, 
a to Royal Typewriter Co., Inc., New Yok’ 


Bs 466,253 Desk Pad. Louis L. Bresler, Chicago, Tl 
2,486,329. Loose-Leaf Binder. Frank Stanley Schade, 
Holyoke, Mass., assignor to National Blank Book Co., 
Holyoke, Mass 
2,486,330. Binder Case Construction for Books. 
Frank Stanley Schade, Holyoke, Mass., assignor to 
National a Book Co., Holyoke, Mass 
ranted November |, 1949 
2,486,463. FE Indicating Device. Jaseph A 
Chaussé, Meriden, Conn 
486, Typewriter Ribbon and Spool. Henry 
J. Hart, West Hartford, Conn., assignor to Royal 
a 9g Co., Ine., New York, N. ¥ 
486,500. Stapling Device. William A. Shocket, 
Browmlya, N. 
486,509. Erasable Surface and Copyhoider. Robert 
ne irner, Balwyn, Australia 
2,486,748. Slide Rule. Francis L. Koenig, Arling 


ton, Va 


1949 


2,486,777. Stenographic Recording Machine. Harry 
Bastow, Pittsburgh, Pa 

2,486,820. Card Filing Equipment. George C. Bruen, 
deacesed, late of Chicago, Ill., by Sophie E. Bruen, 
executrix, Chicago, Ill 

- 840. Pencil-Carrying Memorandum Pad or 
Beok. Carl C. Harris, Orange, Mass, assignor to 
The Stencil Co., Orange, Mass 

2,486,869. Bali-Point Fountain Pen. George C 
Nicholas, Worcester, Mass 

,486,945. Interest Factor Caleulator. Harold FE 
Herrington, Wichita, Kans 

2,486,959. Calculating Machine. Thomas 0. Mehan, 
Park Ridge, Ill.. assignor to Victor Adding Machine 
Co., Chicago, Il 

2,486,966. Filing Cabinet Utility Shelf. Walter C 
Mitchell, Whittier, Calif 


DESIGN PATENTS 


155,532. Design for a Fountain Pen or Similar 
Article. Louis Morrison, New York, N. Y. Granted 
Oct. 11, 1949 

155,561. Design for a Combination Repeater ‘o 3 
ell and Kaife. Jacob M. Weiss, New York, 
Granted Oct. 11, 1949 

155,562. Design for a Mucilage Applicator Unit. 
Arthur C. Werner, Lodi, Calif. Granted Oct. 11, 1949, 

55,613. Design for a Fountain Pen. David Kahn. 
Englewood, N. J., assignor to David Kahn, Ine., North 
Bergen Township, N. J. Granted Oct, 18, 1949 

155, Design for an Envelope Sealer. Frederick 
K. Storm, Jr., Los Angeles, and Elmer H. Daniels 
Pasadena, Calif., assignors to Haldon Mfg. Co., Inc 
Los Angeles, Calif. Granted Oct. 18, 1949 

155,726. Design for a Housing for a Dictating Ma- 
chine. William J. O'Neil, New York, N. Y., assignor 
to Dictaphone Corp., Bridgeport, Conn. Granted Oct. 
25, 1949 

155,775. Design for an ink Reservoir Desk Stand. 
Warren R. Burns, Newton, Mass., assignor to The 
Carter's Ink Co., Cambridge, Mass. Granted Nov. 1, 
1949 

155,781. Design for a Typewriter. Theodore G 
@lement, Rochester, N. Y assignor to International 
Business Machines Corp., New York, N. Y. Granted 
Nov. 1, 1949 

155,806. Design for a Fountain Pen. David Kahn 
Englewood, N. J., assignor to David Kahn, Inc 
North Bergen, N. J. Granted Nov, 1, 1949. 
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U. S. Exports of Office Machines, Equipment and Supplies 


(Figures for July, 1949. Released in November, 1949, by U. S. Dept. of Commerce) 
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Here's some quaint laws (to wh 
tion, of course) still on the book 
It's against the law to catch a 


of Oklahoma. 


You will run afoul of the authorities if plow N 
lina fields with an elephant. 

In Pennsylvania you are not allows 
bites you. 

You break the laws of Ohio if 
ten miles. 


And here in IIlinois you may 
blades to hogs. 

Tout: "I had-a sure thing at the track today—there were only 
two horses running, the one | bet on and another. My horse had 
an electric battery under his saddle, the trainer gave him a 
bucket of benzedrine, and my kid brother was the jockey, using 
needle-sharp spurs—but the horse /ost 

Bookie: ‘'How come?" 

Tout: "One of the judges was crooked 


A French lawyer was pleading for 
“Gentlemen of the jury 

cast into a lonely cell or sha 

ment oat 33 Rue Nueve Te epr 


"Doc, | get awful pains when | bend over, put my hands be- 
low my knees, straighten up and bring my hands to my waist.’ 

“Well, why do you make such silly movements?"’, demanded 
the M-D. 

"How else can | put my pants on?” 


Mrs. Whoosit: “Doctor, | w 
he blows smoke rings from his nose and ' 
Psychiatrist: "Well, that's a bit u yl that he blow 
from his nose, but nothing to be nme it; ma 
blow smoke rings by the hour 
Mrs. Whoosit: "That's just 
smoke." 


Some years ago, the Brown Hotel in Louisville, Ky., adopted 
the custom of naming a room in the hotel! for each winner of 
the Kentucky Derby. There is a Zev Room, a Gallant Fox Room, 
a Whirlaway Room, and so on. But after the 1946 Derby, the 
management decided to abandon the practice. The winner that 


year was Assau/t. 
—Commerce 


—cec— 














"Yes, that's true- my name is Charlie, but in the 
first place I'm older than you, and furthermore....” 
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BANKERS BOX COMPANY, 720 S. DEARBORN 
ST., CHICAGO 5, ILL.—The company has issued a 
new illustrated brochure, Catalog No. 950, designed 
for handy filing, detailing the line of record storage 
products and other office needs. Complete specifica- 
tions are given. 

CHICAGO BUREAU OF FILING AND INDEX. 
ING, INC., SUITE 561, 209 S. LASALLE ST., CHI- 
CAGO 4, ILL.—This organization offering professional 
services in revitalizing and modernizing files has just 
developed a questionnaire to help major executives 
determine just how efficient their filing systems really 
are. Firms wishing to use this questionnaire to good 
advantage with some of their own hard-to-get prospects 
can secure copies free of charge. A commission basis 
is available on business that develops. 


R. K. CLARK COMPANY, INC., 2840 FOURTH 
AVE., S., MINNEAPOLIS, MINN.—This manufac- 
turer of steel shelving, storage bins and similar prod- 
ucts has just issued a new illustrated catalog which 
dealers can obtain free on request. 


FISHER PEN COMPANY, 3658 N. BROADWAY, 
CHICAGO 13, ILL.—An advertising campaign has 
been launched by the company for what is claimed to 
be the world’s first Durilium tipped jewel point pen. 
Advertisements are prepared and a special “baker’s 
dozen” display card has been designed offering 13 pens 
for the price of 12. 

LA SALLE PRODUCTS COMPANY, 2216 N. 
CLYBOURN AVE., CHICAGO, ILL.—These manu- 
facturers of smoking stands and costumers have issued 
a handsome two-color folder illustrating and describing 
the entire line in detail. The folder does not mention 
the manufacturer’s name or address, but provides space 
for the dealer’s own imprint. It is being supplied to 
customers free of charge. 

MURPHY CHAIR COMPANY, OWENSBORO, 
KY.—A new chair catalog No. 78 has been issued, 
illustrating and describing the firm’s products “designed 
for better living.” Besides special furniture offerings 
for the home, this catalog describes all-purpose com- 
mercial chairs, Murph-Ease office chairs and chairs for 
private and general office use. 

NORTHWEST LEATHER GOODS COMPANY, 
711 W. LAKE ST., CHICAGO, ILL.—A new illustra- 
tion section for the loose leaf catalog has been issued, 
describing zipper brief cases, brief cases and catalog 
cases. Copies of the section are available on request. 

R. A. STEWART & COMPANY, 80 DUANE ST., 
NEW YORK 7, N. Y.—The company has printed a 
new discount schedule which became effective Novem- 
ber 1 to the stationery trade. The schedule shows 
increases in discounts applying to the Crown and 
Star lines of daters and numberers with the exception 
of the No. 6, No. 7 and No. 8 Crown numberers. 

WELLS OFFICE FURNITURE COMPANY, 725 
S. LA SALLE ST., CHICAGO 5, ILL.—Forerunner 
of a new catalog showing the complete line, Wells has 
issued a preview of the new 1950 Wells Aluma-Steel 
chair line. Chairs are in production and shipments 
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were to begin November 1. The preview is replete with 
illustrations and specifications. 


YAWMAN AND ERBE MANUFACTURING 
COMPANY, 1015 JAY ST., ROCHESTER 3, N. Y. 
—A new two-color, four-page 6%4 envelope enclosure 
on Y and E steel waste basket line is now available to 
those who specify Form 4240. Also just made available 
are revised folders on Y and E expanding index 
(Form 4341) and direct name filing system (Form 
3922R). Both are 12-page and fold to fit 6% envelope. 
Send requests for supplies to sales promotion and 
advertising department at the above address. 





CORPORATION REPORTS AND 
FINANCIAL NOTES 





The Globe-Wernicke Co., Norwood, Cincinnati 12, Ohio...Net earn- 
ings for the nine ths ended September 30 amounted to $289,919.90, 
er provisions f f ral income taxes, it was reported by A. C. Howard, 
sident rhe ring ire equivalent to 85 cents per share on common 

h For the parative nine months in 1948, net earnings were 
$364,461.12 $1.0 hare An allocation of $40,178 has been made for 
dividends on pref : tock, and $249,746.90 was transferred to earned 
u book value of the company’s common stock from 

to $9 RCH 


tional Business Machines Corporation, New York, WN. Y. 
by a ease f $8,514,708 over the net profit of the same 
| of th ear, the corporation and subsidiaries reported 
October 1 net profit of $24,700,285 for the nine months ended 
September 3 t Net income after taxes was equivalent to 
) 7 shares,youtstanding at the end of the period 
rt mpares with $ 45,583, equal to $8.05 a share, in the same period 
if pute n the same number of shares. On January 28, 
the numb f tstanding shares was increased from 2,506,712 to 
07 as the re t of a 5 per cent stock dividend. Directors declared 
juarterly ash ¢« end of $1 a share on the capital stock, payable 
November to holders of record of November 22. They also declared 
«k dividend of per cent on the outstanding capital stock, issuable 
December » t ! ders of record of November 22 


Remington Rand, Inc., New York, N. Y.—The report for the first nine 
nths of this year eleased October 25, showed an estimated net income 


Interna 
Marked 


1 share on tl f 007 


$6,464,000, eq t $1.36 a common share For the same period a 

r ag tl I y disclosed an income of $9,482,637, or $2.08 a share 
Earnings for the ter ended on September 30, were $1,875,000, equal to 
its a share pared with $2,031,918, or 42 cents a share, a year 

g James H. Rand, president, said the company's three new business 
ichine plant Great Britain and the one in Holland were operating 
apacity ' ild be expanded about 50 per cent. (New York 


Royal Typewriter Company, Inc., New York, N. Y.—Allan A. Ryan, 
I of R [ypewriter Company, Inc., told the yearly meeting 
ng f the company in the first two months of 
initia rter of the fiscal year were adequate to cover the 

n dividend for the entire quarter. Stating that 


Lirman 
October » that 


October business w n good volume and a satisfactory profit is anti 

d, Mr. Ryat ided that profits for the current quarter, while not 

urge as for the ke three months of the preceding fiscal year, are 
ning ahead of the f | quarter of the year ended July 31 last. 


Underwood Corporation, New York, N. Y._The corporation and domestic 
t port for the quarter ended September 30, net profit of 
compared with $1,314,545, or $1.79 a share 


idiaries re 


Se { r 76 vent ha 


é 48. For the nine months ended September 30, 
140 et incor th $81,757.807, or $2.39 a share, compared with 
s4 or $ re for the like year-ago period. 





BUSINESS OPPORTUNITIES 





Contacts Wanted With School Furniture Manufacturers—Harvey I! 
f Blank, I ; 


ink I N.1 2nd St., Miami, Fla., wants contacts 


th manufactur f hool furniture of all kinds 
This firt va slled Harvey I. Blank at a different Miami 
lr but the N York office, A. Blank, Inac., has since incorporated 
tl branch and it y has two fine showrooms at 68 and 70 N. E. 2nd 
St n the heart Ml i and a new warehouse at 418 N. W. 6th St 
4 good busines t hools is reported. 
New Manufacturers’ Representative Seeks Agencies T. P. Hunter, Jr., 
8 Dismount, D Tex., starting in business as a manufacturers 
ntative after g in the retail end of the office supply business 
t year lesi tacts with manufacturers wanting such an agency 
He recently the Hunter Office Supply in Texas City, Tex. 
Agencies Wanted by Firm in Venezuela..The Roberto Hernandez & 
( pany Apart \ 24 Caracas, Venezuela, S.A., a large Caracas 
ting f American manufacturers, is developing an 
iy y dey t t Help is wanted in securing additional agencies 
American f erences given include the Speed Products Cor 
poration, Long Is 1 Cit N. Y., and the Hazel-Atlas Glass Company, 
\W worth Ble New York City 


American Representation Wanted at Fair in Japan—K. Sakata, 
a f Sakat Shok td., 52 Shibata-cho Kita-Ku, Osaka, Japan, 


Orr \ ances that the Asahi Shinbun, one of the two 
vigg le W spape | in Japan, plans to hold an American Fair 
Help ollecting 1 itest type of American office appliances for 

/ tion at this exy tion is sought Those manufacturers interested 
ntact Mr. Sakata. Dates of the fair are to be March 20 to May 31 
Agencies Wanted by Firm in Egypt—Ahmed Samy, 16 Rue Ebn El 
\ iby (Rassafa Statior Moharrem Bey, Alexandria, Egypt, a manu 
facturer representat mporter and exporter, desires contacts with 
anufacturers in tl lustry wanting representation in Egypt Mr 
Sal planning a trip to Chicago late this year 
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IN DECEMBER OF 1879, WHEN: 

]. Fairbanks & Company, Chicago, stationers and publishers, is- 
sued a book titled, “General Grant's Tour Around the World.” ... 
The gelatine copying process took a new form of application, 
appearing as a composition roller, for which both Chicago and 
New York inventors claimed originality. Willy Wallach of New 
York brought out one of the devices and the Rotascribe was the 
other. . . . Cooke & Cobb had no salesmen on the road but kept 
fully occupied in filling orders for the patent renewable memor- 
andum books and carbon transfer papers. . . . Boorum & Pease 
reported an immense run on their new fancy leather goods. . . 
(From files of the American Stationer). 


IN DECEMBER OF 1889, WHEN: 

A Philadelphia correspondent said, ‘The last month of the year 
opens up a hurrah for holiday goods, even though the rank and 
file of other lines appear for the time neglected.” . . . The Crown 
file band—with a buckle—-was introduced. . . . A new invention 
was Sloan’s Accountant's Arm Rest. . Samuel C. Tatum & 
Company, Cincinnati, Ohio, featured the Ideal Copying Bath 
“especially adapted for copying of typewriter work.” . . . Eber- 
hard Faber marked a new discharging penholder to “renew the 
old pen without soiling your fingers.” . . . (From the files of the 
American Stationer). 


IN DECEMBER OF 1899, WHEN: 

The J. B. Lippincott Company, Philadelphia, suffered a $500,000 
loss in a fire. . . . In response to the question, “What should I 
give him?” stationers were replying——"‘ink wells of artistic beauty, 
adorned with nympths and wonderful exotic blossoms, paper 
weights in the form of tigers, serpents, beautifully tinted grass- 
hoppers, and gauzy-winged katydids, Indian warriors in full war 
paint, and, in sharp contrast, dainty little heads of Pierrot or 
Pierrette or some other piquantly pretty personage.” A new 
typist's eraser, flat and pointed at both ends, was introduced by 
A. W. Faber. . . . The Hektograph Company of Plainfield, N.. j., 
filed articles of incorporation. . . . An article commented, “A few 
businessmen, who are old-fashioned as well as elderly, still 
view the typewriting machine as an offensive innovation, but in 
the vast majority of commercial transactions the pen is now used 
only ‘for the production of signatures, and enormous has been the 
consequent economy of time, temper and eyes.” . . . (From files 
of the American Stationer). 


IN DECEMBER OF 1909, WHEN: 

The Neidich Process Company of Burlington, N. ]., began mar- 
keting a rotary type duplicating and printing outfit called the 
Flexotype. . . . A sketch concerning Zalmon Z. Sholes, inventor 
of the Remington-Sholes typewriter with the shifting basket, said, 
“A short, stocky, young-looking man is Z. Z. Sholes. His youth- 
ful appearance, and activity seem strikingly in contrast to his 
years of experience. Apparently typewriter invention stimulates 
the brain, improves one’s appearance, and prevents the en- 
croachment of even the initial indications of old age. . . . (From 
files of Office Appliances). 


IN DECEMBER OF 1919, WHEN: 

Manufacturers were hard hit by the fuel conservation rules 
put in effect because of the coal strike. The Woodstock 
typewriter was introduced in London. The Ray Adding 
Machine Compary, New York City, announced the Figuraytor 
as an adding machine 9 x 22 inches in size and weighing but 
one pound. . . . The Shaw-Walker Company opened a branch 
store at Philadelphia, Pa. . . . Fire destroyed the factory of the 
Marchant Calculating Machine Company at Oakland, Calif. .. . 
The Chicago Business Show was held at the Coliseum. . . . The 
Art Metal Construction Company, Jamestown, N. Y., unveiled a 
memorial to its Gold Star soldiers. (From files of Office 
Appliances). 
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Peace on the Earth, Good Will to Men 
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It came upon a midnight clear, 
That glorious song of old, 
From angels bending near the earth, 
To touch their harps of gold: 
“Peace on the earth, good will to men, 
From heaven’s all-gracious King,” 
The world in solemn stillness lay, 
To hear the angels sing. 


Still through the cloven sky they came, 
With peaceful wings unfurled, 

And still their heavenly music floats 
O’er all the weary world. 

Above its sad and lowly plains 
They bend on hovering wing, 

And ever o’er its Babel sounds 
The blessed angels sing. 


And ye, beneath life’s crushing load, 
Whose forms are bending low, 

Who toil along the climbing way 
With painful steps and slow, 

Look now! For glad and golden hours 
Come swiftly on the wing. 

O rest beside the weary road, 
And hear the angels sing! 


For, lo, the days are hastening on, 
By prophet bards foretold, 

When with the ever-circling years 
Comes ’round the age of gold; 

When peace shall over all the earth 
Its ancient. splendors fling, 

And the whole world give back the song 
Which now the angels sing. 


—Edmund H. Sears 
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MEANINGFUL YULETIDE 


[* THERE A SCROOGE in the house of this industry? If so, this 
character created by the facile pen of Charles Dickens must 
be cast out by the mere repetition of that greeting which prop- 
erly resounds in the hearts as well as on the tongues of men— 
Merry Christmas and a Happy New Year.” This is no time for 
miserliness of thought or of action. In the spirit of the Bethlehem 
Baby, born 2,000 years ago at Bethlehem, let's greet Christmas 
with the conviction and enthusiasm best exemplified by the 
youngster who believes that Santa Claus is the patron saint of 
all who are generous and to whom the shining bauble on the 
decorated tree is the most beautiful thing in all the world. 


1950—A TIME FOR MAKING PLANS 


oe ADVENT of 1950 means more to the progressive stationer 

than the mere reception of a new year with hopes predicated 
on the continuation of last year’s sales record. The 12 months 
ahead, while darkened with no dire predictions of business re- 
versals, can hold the most promise to the men in this industry 
who make the most complete and the soundest plans. 

This is no time for muddling through. That era of business 
born following the war in hope-we-can-fill-the-order selling has 
been passed. There must be sober realization now that a period 
of accumulating sales is based upon careful planning and judi- 
cious merchandising from the top executive down to that im- 
portant fellow selling on the outside or behind the counter. 

Today's customer must be sold. He is not merely giving an 
order. He must be convinced that the firm of his choice provides 
him with good merchandise, excellent service and abundant 
ideas for the proper use of the articles he has just purchased. 

The increasing amount of paper work of this modern age and 
the presence of non-modernized offices crying for today’s prod- 
ucts hold forth a challenge to the businessman who on January 
| makes a sound foundation for good selling ahead. It is a time 
to be looking at the horizon instead of just checking the 1949 
figures. 








OFFICE APPLIANCES, December, 1949 15 





REVIEW AND FORECAST 





Statements by Several Chief Executives of 


National Associations Serving the Office 


Equipment and Supply Industry 





OFFICE MACHINE DEALERS 


By GORDON MILLER 


President, 
National Office Machine Dealers Association 


E YEAR 1950 in the of- 
fice machine dealers in- 
dustry should be a fairly 
stabilized one, as the pe- 
riod of guessing i 








is over. 
Russia has the atom bomb, 
labor has its pension plan, 
the coal and steel strikes 
have been survived, the 
democratic party is still a 
majority, and we will have 
an England as long as we | 
can afford it, which we | 
hope will be for all time. 
During a recent trip to 
San Francisco, Oakland, 
Minneapolis, St. Paul, Chicago, St 


- _s 
Louisville, 


Dayton, Pittsburgh and Cleveland, I had the oppor- 
tunity of visiting many office machine dealers, attend- 


Louis, 


ing meetings of their local associations. I found that 
during the past year the dealers in the office machine 
industry have been very concerned about cutting the 
overhead costs of which they are now very cognizant 
We find them to be very cost-conscious, and efficiency 
plans and bonus awards for cutting costs are very 
much in evidence. Commissions on new business are 
now being paid to service men to compensate for the 
loss of overtime wages. There has been quite a turn- 
over in office machine salesmen in the past year, 
especially in the calculator industry. Many who have 
earned large salaries in the past are dissatisfied with 
their present earnings and have opened up business 
places of their own. Because of this the calculator 
field is highly competitive 


Industry Is Keeping Pace 


New store fronts and revamped interiors are in evi- 
dence all over the country, as we in this industry must 
keep pace with competitive department stores, jewelry 
stores and mail order houses, who do a good merchan- 
dising job with our article of trade 

The outlook for the office machine industry is good 
with one exception and that is the tendency of the 
manufacturer to cut the prevailing discounts. If this 
practice is continued, more dealers will tend to di- 
versify their lines and put in more profitable ones and 
the days of specialists who can render real service to 
our industry will probably come to an end. Quality 
products which are always in demand will be sold and 
serviced by progressive dealers who know that a good 
margin of profit can be derived from quality products 

The public is not as price-minded as some of the 
dealers and manufacturers seem to believe and if both 
the manufacturer and the dealer in our industry 
would put more stress on quality than price, we would 
have a healthier industry. Office machines are tech- 
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nical machines, purchased to increase efficiency and 
accuracy, and should be sold as such and not because 
they are low in price. Office machines as a rule are a 
long-time investment and the cost of a well built ma- 
chine in comparison to a poorly constructed one, is far 
less over a period of a very few years. The successful 
dealer today will stress quality and precision, and it is 
up to the manufacturer to furnish it. The above opin- 
ions are from hundreds of dealers interviewed during 
the past year. 


Period of Uncertainty Over 


It is our opinion that the period of uncertainty is 
over and we are now down to the fundamentals of 
good business and good businessmen will continue to 
have good business. 

Members of the National Office Machine 
Association are in an excellent position for a 
progressive year, for we now have a regular monthly 
bulletin which will act as a clearing house for all the 
good constructive ideas among its membership. By the 
exchange of ideas we can have definite progress in our 
industry, for limiting our activities to our own ideas 
is indeed a slow process. If you are not now a member 
of NOMDA and are eligible, we will welcome your 
membership and your ideas for progress 


Dealers 


good 


>< « 


WHOLESALE STATIONERS 
By H. F. HELD 


President, 
Wholesale Stationers Association 


HIS YEAR has been sim- 

ilar to the past four years. 
Notwithstanding the news- 
papers, trade papers and 
radio comments of inflation 
at our door; all economics 
upset; threat and fear on 
the international horizon; 
loss of take-home pay due 
to strikes which held 
up production and deliver- 
ies of much-needed mer- 
chandise, the fact remains, 
generally svreaking, that 
business did not suffer too 
seriously. With all the du- . 
plicate taxation, Federal, state and city, money still 
seems reasonably plentiful and spending remains at a 
high level for essentials as well as for luxuries. 


also 








Our association’s field broadens beyond the office 
appliances, equipment and stationery field, the re- 


placement business of which has resulted in excellent 
volume the past few years. Besides this, we cover a 
larger field—that of school supplies—school equipment, 
general stationery and supplies for office, industry and 
home, and the flow of business as reported to me from 
our membership has kept 1949 business on a most 
satisfactory level. 

With the building program unfinished and not yet 
1949 
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under way for 1950 in commercial buildings, schools 
and colleges, plus the ever-growing attendance in the 
schools, I am sure I can safely say and voice the senti- 
ments of our members that we are looking confidently 
forward to a representative business for 1950 possibly 
equal, if not better, than in 1949. 


FURNITURE DEALERS 
By MOE TURMAN 


President, 
National Office Furniture Association 











VERY merchant is inter- 

ested in trying to fore- 
see what lies ahead. In this 
connection, I have made it 
my business to talk to as 
many business executives 
in various lines of business- 
es as I could locate, and I 
have carefully read the 
forecasts of the outstand- 


ing business forecasters. I 
have always made it my 
business to talk with many 
consumers from diversified 








fields of business. and I 
find that the outlook can 
be summarized follows: 

There is business to be had. It takes a great deal 
more of going-after than we have been prone to give 
it in the last few years, which were sellers’ markets, 
and where the demand exceeded the supply at all 


times 

The firms that are on the ball, that are carrying the 
latest models and the most improved lines at competi- 
tive prices, will do business. The fellow who is con- 
centrating on getting rid of obsolete merchandise and 
is not keeping his stock up to par as to newness in 
design and manufacture will find the going tough. 


Public Has New Conception 


The public gotten over the feeling that prices 
lower than now prevalent are coming, and a lot of 
the price-cuttir to a point where there is no profit 
and not even enough to cover overhead) is due to 
uncalled-for panic on the part of merchants. There 


has been a downward adjustment in our line—in some 
instances far below that justified by wholesale costs— 


and sometimes the most amazed fellow to hear the 
low quotation is the prospective buyer. 

Under these conditions, there is no room for profit- 
eers, but, by the same token, there is no sense in the 
kind of marketing of office furniture which nets the 
dealer nothing but heartaches and financially sets 
him back month after month. 

The test on now. Merchants will survive by re- 
maining merchants. The surest short-cut to losses 


hysteria from indiscriminate price-cut- 
ting. Eventually such business tactics will lead to lay- 
‘ffs and the disruption of good organizations and, in 


is a senseless 


some instances, to the closing of doors. 
Faith in the progress of America and its ability to 
absorb normal adjustments, which are now taking 


place, will bring added strength to those firms that 
think and act wisely 


Adjustments Are Made 


that had to come with the changing 
i habit of competitors blaming all 
ills on ea ther, rather than on the true facts 
f life. Neithe1 nor your competitor brought on 
the war, and neither you nor your competitor are re- 
sponsible for adjustments that had to take place 
when the war was over and the supply began to ex- 
eed the demand. It was normal to expect that a 


One of the 
conditions 1s tne 


thei 
neil 
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period of adjustment had to follow that war period. 
And it had to come after the war, which is now. . 

The greater part of this year has been given to that 
kind of adjustment. By this time, the wise people in 
business are beginning to realize that the adjustment 
period is about over and that stability can again come 
into business. What it needs is confidence. Owners 
of businesses have to have confidence that there is 
business around and that prices are at about their 
lowest level. They have to pass this confidence on to 
their salesmen. Salesmen have to pass it on to their 
customers. In that way, all of us can contribute to 
the bringing-back of the pick-up in business that we 
in all businesses so sorely need. 


Basically, it is always good to remember that noth- 
ing new happens in a country like ours. We have had 
periods of adjustment before. We have met them with 
courage and fortitude and intelligence. We have ap- 
plied to them the old formula of hard work. We have 
talked to the people who worked for us. We have taken 
them into our confidence. We have made them feel 
a need for intelligent application to whatever their 
jobs are. We have made our firms into big families 
and the condition a family problem. 


Good, healthy families, working for the common 
cause, will come out of this stronger, more united and 
better prepared for the future. Baseless, idle worry 
will get us nowhere. Let us make ourselves fundamen- 
tally strong, and we will emerge even stronger. 


COMMERCIAL STATIONERS 
By E. R. KOCHHEISER 


President, 
National Stationers Association 


HAVE always felt that it 

was a hazard even to 
attempt to predict what 
might happen in any in- 
dustry six months or a year 
in advance. Add to this 
your own recollections of 
such predictions as made 
by economists and consul- 
tants in business that have 
turned out to be completely 
negative—and you will un- 
derstand why I am reluc- 
tant to set up any guide- 
posts or offer a safe voyage 
through the non-predict- 
able times of today. 

To the many hundreds of members and guests who 
attended our meeting in Chicago this last fall, this is 
not new news, but certainly will be worth remember- 
ing. 

A real challenge was hurled at all in attendance, as 
well as those who missed hearing it, and to refresh 
your memory taken from a few mental notes which I 
cherish very much, I am going to interpret them in 
my simple language. 

First—We are in a business with an historical back- 
ground of which we should well be proud. Its impor- 
tance in rélation to all business is gradually gaining 
recognition among a consumer trade from school chil- 
dren to top-flight executives, and the need for such 
products is as common as your need for a pair of shoes 
or a suit. 

Second—Like every other phase of business, it should 
always be the aim of each member, local and regional 
groups, as well as the national association, to raise the 
level of its practice to the highest standards possible 
in the conduct of its business. In this, there is satis- 
faction. 

Third—Christian principles today are just as impor- 
tant as they were when given to man, for his guidance 
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in business and every-day life. The regrettable fact is 
obvious, that too many people, privately and publicly, 
have forgotten or ignored them in the rush of our 
modern world. The practice of the Golden Rule might 
retard some people from making as much money as 
they think they are entitled to, but by the same token 
and practice, they will be happier, more content and 
more worth-while citizens in each community, after 
having practiced it themselves. 

Fourth—Uncertainty and confusion seems to be the 
order of the day, out of which we must chart our course 
to conduct a business. A burden of taxes, rules and 
regulations in excess of true needs, unsound national 
fiscal policies, policies to the utter exclusion of states- 
manship, inefficient public leadership, lack of interest 
on the part of too many people to do a day’s work for 
a day’s pay, security without frugality or effort—in 
short, too much “Gimme.” 

Will all this change? 

My reply would be, “Yes, if you have the will and 
desire strong enough to do so.” 

My reply is, “No, if you are content to let things go 
on without rebuff and resistance.” 

If history has taught us anything, and we want to 
be guided by it, it is that we can if we want to do so. 
A careful study of what constitutes uncertainty and 
chaos reveals the fact that it is primarily due to a 
lack of interest in better principles and planning on 
the part of too many, or, let us say, the majority of the 
people. 

In our easy-going way as Americans, we felt that 
we had an eternal mortgage on freedom, tolerance, 
security and fundamental principles of sound worth, 
only to awaken to the truth—that a relative few or 
minority can do as good a job as termites and weaken 
or destroy the whole structure. 

I believe this analogy should awaken us to our ob- 
ligations as businessmen, businesswomen and citizens 
of a great country. It will only be great so long asa 
majority choose to keep it that way. 

I have no fear of a decadence in business, so long 
as the foundation is solid, and we in this business are 
constantly hooking on to what yesterday was the 
latest thing. 

Some mountains have been a barrier to radio and 
television reception, but after hard work and careful 
study, we get through or over them somehow. 

In conclusion, I should like to confirm that invita- 
tion to each reader and his or her host of friends and 
acquaintances, that we accept the challenge of another 
year. Our industry can, if it will, be among the leaders 
to put the house we live in in order. 


a 


WOOD OFFICE FURNITURE 


By FRED M. DEANE 


President, 
Wood Office Furniture Institute 


HE WOOD OFFICE Fur- 

niture Institute is com- 
posed of most of the manu- 
facturers of wood desks and 
chairs. They are the most 
modern thinking, active 
and courageous manufac- 
turers in the industry, in 
my opinion. We are a group 
that does not believe in 
“digging in” during the 
storm; in fact, as sales level 
off, more energy, more time 
and more money must be 
spent to meet the chang- 
ing conditions. This fact is 
demonstrated by the ex- 
ceptionally successful record of accomplishments of 
the Institute during its few short years of existence. 
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Some few manufacturers feel they are giving full 
co-operation to their dealers when, in reality, they fail 
to provide the type of help actually needed. For ex- 
ample, dealers could do a better job of selling consum- 
ers if they were supplied with better merchandising 
ideas, more mailing pieces, better store display and if 
they were backed up with more advertising by the 
industry. To be able to provide the dealer with all the 
help possible to give him, the manufacturer has found 
it necessary to cultivate a new spirit permeating all of 
his activities. As industry retrains itself to fit the 
market of today, manufacturers and dealers alike must 
co-operate in research, in sales training, in methods, 
in ideas, in merchandising; in fact, all of our efforts 
must be combined into one vast and directed effort. 


The Salesmen Welcome Help 


The world today presents to salesmen a constantly 
shifting scene of changes. It is a panorama of new 
ideas, new developments, and new methods. The sales- 
man, with his eyes open and his wits at his fingertips, 
senses these changes and is constantly trying to im- 
prove himself, or retain himself, to meet them. He 
welcomes any help, and he rightfully expects help 
from his employer and from the manufacturer whose 
products he sells. This, then, is one purpose of the 
Institute—to give the dealer better merchandise at 
the lowest possible price, to give him every possible 
merchandising assistance, and to back him with ad- 
vertising that will reach his customers. Let’s look at 
the record to see how well we have accomplished our 
goal. 

From the quantity of enthusiastic letters of approval 
that have been received it is quite evident that the 
Office Furniture Merchandiser is probably the most 
outstanding sales help that has ever been offered to 
the dealer and his salesman. In this one publication 
the salesman will find the answer to almost every 
problem he will encounter in the sale of office furni- 
ture. It is planned for single or group study, and if 
used properly will result in increased sales for the alert 
salesman. From time to time additional sections will 
be added to the Merchandiser, in fact, there is one 
that is just now available. The value of the Merchan- 
diser will even increase through the years, as these 
additions will keep it up to the minute, in step with 
times and conditions. 

“The Magic Touch,” the film in sound and color, has 
been touring the country this past year, showing in 
each section, available to all dealers and their sales- 
men. As a companion to the movie, slide presentations 
and charts were used to make the sales clinic of real 
and concrete help to the dealer’s salesmen. By the end 
of this year there will have been a total of 38 strategic 
cities where this sales clinic has been presented. The 
dealers and their salesmen from the area surrounding 
each city were invited to attend. The attendance and 
the reception accorded these clinics have been most 
gratifying and have shown a definite need for more of 
this type of training. 


“Trends” Is Help to Dealer 


Trends, a vital publication from WOFI headquarters, 
has been going out to dealers each month. It is packed 
with down-to-earth sales aids, actual examples of im- 
proved sales methods, news of the trade, inspirational 
articles, and an Ad Clinic to help the dealers adver- 
tising. If you are not receiving Trends each month 
you will be put on the mailing list immediately you 
request it. Every dealer owes it to himself and his 
salesmen to be on the mailing list and pass the copy 
along to each salesman in turn. 

A long-felt need has been filled by the new furniture 
repair kit that has just been made available to all 
office furniture dealers. It is a complete kit, made for 
the novice and the experienced alike. In addition to 
the complete instruction book it contains refinishing 
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materials for almost any repair required of most fin- 
ishes. This important, sales aid helps the dealer sell 
service to his customers. 

Advertising to the consumer has been carried on to 
a successful degree. As an aid in paving the way for 
the dealers’ salesmen, most of the advertising appro- 
priation has beerr expended in getting the advantages 
of wood office furniture in the hands of the actual 
buyers. In addition to magazine advertising, several 
booklets have been prepared and mailed, pointing out 
the advantages of wood desks and chairs. These book- 
lets have also been made available to the dealers and 
their salesmen. They are factual, helpful in the mak- 
ing of the final sale. 


Progress Made in Research 


Much of the work that is being done, and has been 
done, does not show on the surface. Laboratory re- 
search is responsible for many recent improvements 
in wood furniture, such as improved light reflectance 
finishes, densi-wood posts, moistureproof drawers, 
standardization of finishes and many others. Improved 
adhesives, improved methods and materials, new proc- 
esses and designs were all born in research. Research 
of methods and materials and research of products and 
designs is a constant function of WOFI. The improve- 
ments that were developed by this constant research 
is probably largely responsible for the fact that several 


of the manufacturers worked with the U. S. Bureau 
of Federal Supply to modernize their furniture speci- 
fications. 

Many of the dealers’ sales organizations were re- 
duced or depleted during the war and the immediate 


post-war years. These organizations are now being 
replenished. They are being filled with young men 
who know the conditions that exist, men who know 
their futures are only to be carved with knowledge and 
the hard work of application of that knowledge. These 
men are eager for knowledge, they want to broaden 
the scope of their abilities, they want help from every 
possible source. As they gain the knowledge they will 
have the energy and the determination to apply it for 
increased sales 
catailitlllictiaiincoaas 


OFFICE EQUIPMENT 
MANUFACTURERS 


By HARRY C. ANDERSON 


President, 
Office Equipment Manufacturers Institute 


E OFFICE MACHINES 
and equipment industry 
enjoyed its peak year in 
1948. Dollar volume of de- 
liveries were approximately 
four times the best pre-war 
years. 

In 1949 ours, like all other 
industries, experienced 
readjustments. With very 
few exceptions, backlogs 
were liquidated. We passed 
from a buyers’ to a sellers’ 
market. 

In spite of the readjust- 
. — ments experienced, and the 
change from a buyers’ to a sellers’ market, it would 








appear that our industry as a whole will end the year 
1949 with deliveries being not more than ten per cent 
under 1948. 1949 could have been a better year, prob- 


ably equalling 1948 deliveries, had the vast export 
potential which existed in 1949 been realized. Although 
actual exports from the United States, taking the in- 
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dustry as a whole, have not been too far under 1948 
figures, the fact remains that in certain product cate- 
gories shipments were materially less in 1949 than in 
1948. Much of the potential business in these categories 
which normally would accrue to the American man- 
ufacturers is today going to European manufacturers. 
This is due in large measure to the necessity of coun- 
tries using soft currencies wherever possible. 


Excise Tax Is a Burden 


A definite deterrent to sales in our industry in the 
domestic market is the excise tax which was imposed 
in 1941 and which, up to the present time, has not 
been eliminated. There is no more justification for an 
excise tax on the “machinery of management” than 
there would be for such a tax on the machinery of 
production. 

Although over-all deliveries for the industry for 
1949 will probably show a difference of not more than 
ten per cent as compared to 1948, the decrease in 
profits will be greater. This is due in large measure 
to increased costs, both of labor and material, with 
little or no increase in prices. 

As to 1950, the industry has many reasons to expect 
a good year. First, it would appear that the federal 
government will engage in deficit spending—probably 
as much as $5 billion more than the amount taken 
in by the government will be expended. Second, relia- 
ble statistics show that 35 million to 50 million families 
have liquid savings. All of their needs have not, by 
any means, as yet been satisfied. $3 billion of G.I. 
insurance funds will be added to the money in circula- 
tion during 1950. It is reasonable to assume that the 
greater part of these 3 billion will be expended by its 
recipients. Whereas capital expenditures fell in the 
last half of 1949, it is reasonable to assume that there 
will be satisfactory expenditures for capital items in 
1950. 


Paper Work at All-Time High 


Furthermore, it must be borne in mind that paper 
work in industry is at an all-time high, and is con- 
stantly growing. Pressures are being applied by all 
United States industry to decrease the cost of office 
administration, and to effect saving all along the line 
in this division of business. Much less has been ac- 
complished in the past in decreasing office admin- 
istration costs than has been done in the production 
field. In fact, it can be said that a large segment of 
the possible savings available to business today lie in 
the field of office administration costs. The sure way 
to effectively handle the increasing need for admin- 
istration controls and, in turn, to render ever better 
service to customers is through the increased use of 
business machines and equipment. 

Our industry has been given credit for the invention 
of specialty selling. Its sales training methods are 
more highly developed than almost any other industry 
in the United States. They are, in fact, sought out 
and adopted by many other industries. We are not 
going to relinquish our leadership, resourcefulness or 
initiative. Business will be good for those who make 
business good. We have a responsibility to manufac- 
ture high-quality products and to sell those products, 
not only so that our own industry may prosper, but 
so that business in general may prosper. The entire 
business community, after all, depends upon us for 
the “machinery of management” which contributes 
greatly to the effectiveness of all industries. 

Business Week, in its May 28, 1949, issue, said, “Office 
machines are the machine tools of management. With- 
out them, modern management would be almost as 
helpless as the machine shop without the lathe, the 
auto industry without the assembly line, the steel 
workers without the open-hearth furnace.” No truer 
statement was ever made. It is our task in 1950, 
through intelligent and intensive sales effort, to prove 
its truth in every corner of the world. 








Review Tax-saving Opportunities 


Before the Year-end 


HILE OFFICE appliance 

dealers, generally continue 
to lament the burden of their in- 
dividual income tax bills, all too 
few of them consider the income 
tax as a year-around proble 
Except as a topic of doleful con 
versation, they are likely to push 
aside all tax considerations until 
annual tax filing time each year 

Their attitude seems to be 
there’s nothing we can do to re 
duce the tax as computed on our 
income, so why worry about it 
until we make out our income tax 
return. 

This may be an expensive phil 
osophy, and calls for clarification 
Usually, there is something taz- 
payers can do about income taz 
assessments, provided they keep 
income taxation well in mind 
throughout the year, and particu 
larly if they review all pertinent 
facts prior to yearend! 

However, it cannot be too 
strongly stressed that after the 
year’s business is concluded on 
December 31, the die is cast. From 
then on out, the taxpayer reports 
the facts in his income tax return 
and pays the tax calculated from 
those facts. It is too late to con- 
trol, even in small degree, the 
facts on which the return must be 
made. 

While many dealers operate as 
corporations, this should not be 
permitted to confuse the points 
here analyzed. The _ individual 
dealer as a taxpayer must finally 
report his own income as an in 
dividual, whether his income i 
from dividends from corporate 
holdings or whether derived from 
sole ownership or co-partnership 
For purposes of simplification and 
illustration, it will be assumed 
that the reader is a sole owner 


Alternatives for Savings 


Prior to December 31, the tax 
payer may be presented with many 
alternatives which possess tax 
saving possibilities. These alte! 
natives and choices are well known 
to large taxpayers and corpora 
tions because they represent 
legitimate means by which taxes 
may be substantially reduced 
They should be better understood 
by the small businessman, no mat 
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ter what his legal form of doing 
business. Until these tax-saving 
devices are fully grasped by all, 
ome taxpayers will continue to be 
at a distinct tax disadvantage. 

With individual income taxes 
now taking more than $16 of every 
$100 of taxable income, even in 
the lowest tax bracket—and after 
some of this income may have 
been taxed as corporation income 
before distribution—tthe income 
tax is something more than an ac- 
counting nuisance to be consid- 
ered only around the annual tax 
filing period 

Consider first the situation of a 
taxpayer who has worn-out ma- 
hinery or equipment used in his 
business which has not been fully 
depreciated. If this equipment is 
sold before the end of the tax year 
for its salvage or scrap value, the 
loss may be written off, thus 
reducing the income tax. The loss 
will be the difference between the 
value yet to be recovered through 
depreciation and the scrap value 
received 


A Sound Course of Action 


This course of action is particu- 
larly sound where it is expected 
current income will be higher 
than in a subsequent year in 
which, otherwise, the sale might 
be made. The reason is: the higher 
the tax bracket, the greater the 
tax Saving 

Few individual taxpayers can 
predict with any degree of exact- 
ness what their adjusted gross in- 
come will be in future years, but 
to the extent they can approxi- 
mate future taxable income, to 
that extent can they determine to 
take or pass certain tax saving 
opportunities presented to them. 
Even if business net income is ex- 
pected to remain constant in two 
consecutive years, one year's total 
income may be vastly greater, than 
another because of non-recurring 
capital gains taken in one year 

Even where taxable income is 
likely to be substantially the same 
in both the current and ensuing 
year, it may be wise to take tax 
advantages in the current year 
First, it means the taxpayer makes 
an immediate tax saving in cash, 
instead of a year later. Secondly, 


By Harold J. Ashe 


Tax Counselor 


if there is no likelihood of being 
in a higher tax bracket the fol- 
lowing year in the normal course 
of events,-there is always the pos- 
sibility. of being in a lower tax 
bracket, due to unforseen circum- 
stances, such as casualty losses 
from fire or other causes 


Must Allow for Depreciation 


In addition, the taxpayer should 
give serious consideration to re- 
building the value of his depreci- 
able assets for purpose of depre- 
ciation write-offs, as well as to 
keep his business abreast of the 
times, if not ahead of competi- 
tion. Many small ventures show 
highly-inflated earnings because, 
temporarily at least, they struggle 
along with worn-out equipment 
and machinery and trucks which 
no longer have any yearly depre- 
ciation left as a charge against 
the business. 

This may appear to be a highly 
favorable position for the tax- 
payer to be in because, even 
though it does increase his tax, a 
considerable added profit remains 
This, however, is a snare and de- 
lusion in most cases. If, in fact 
equipment is sold because it has 
been fully depreciated over its 
useful life, it generally means that 
such equipment is obsolete. Such 
a condition cannot exist indefi- 
nitely because, eventually, worn- 
out assets become more and more 
expensive as they become less and 
less productive and _. practical 
Finally, even where profits are 
concerned, this situation will ex- 
press itself in sharply-decreased 
profits. 

If allowed to run its course, such 
a management policy must result 
in the taxpayer having a job-lot 
of broken-down and completely 
worthless equipment in an obso- 
lete store. About this time, if de- 
preciation reserves have not previ- 
ously been set aside, he may also 
awaken with a shock to the real- 
ization that he has no funds with 
which to replace such equipment 

If the taxpayer does have re- 
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erves—and a surprisingly large 
number of small dealers do not 
he should at some point elect to 
reinvest these funds in new equip- 
ment, both from the standpoint of 
sound management and because 
of the tax-saving implications of 
such action 

Equipment, fixtures, machinery 
and trucks require periodic re- 
placement. In replacing fully-de- 
preciated equipment, the dealer, 
n a left-handed manner, gains a 
tax credit which, in effect, makes 

possible to acquire such assets 
at considerably less than the pur- 
chase price. That is, $5,000 worth 
of new trucks with five-year useful 
life can be written off at the rate 
of, perhaps, $900 a year ($5,000 


} 


less, say, $500 scrap value at the 


end of useful life) This new 
write-off in the depreciation sched- 
ule reduces the net profit by ex- 


actly this amount and is reflected 
in the highest bracket that the 
taxable income is in. If the tax- 
payer is in 34 per cent (less 
1948 reduction) bracket, his indi- 
vidual incom«s x will be reduced 
by $269.28 
While such 
preciable ass¢ 


purpose of reat 


newly-acquired de- 

erve the laudable 

ig the artificially 
high net income and the income 
tax, at the same time they re- 
vitalize the business and rebuild 
the physical assets which may 
have been slipping sharply down- 


For example dealer may have 
certain depreciable assets worth, 
let’s say, only $5,000, and with 

me of this completely depreci- 
ated. This compares with valua- 
i acquisition seven 
years ago of $15,000. In such a 
case the taxpayer may well con- 
sider whether new depreciable as- 
sets, tax-wise, may be in order, 
provided new equipment can be 
used with profit 


+ + + ‘ 
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Can Look Ahead a Year 


While acquisition of new depre- 
ciable items acquired late in 
the year, will ! permit sizeable 
write-offs in the balance of 1949, 

will ensure year write-offs 
each year starting with 1950, about 


the time other old equipment may 


disappear from the depreciation 
schedule 

Special outlays may serve the 
same purpose. The store may be 


need of repairs already post- 


ined too lon If repairs are 
made by December 31, 1949, they 
are deductible in the 1949 tax re- 
turn. Repairs, however, should not 
be confused with alterations or 
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additions which must be depre- 
ciated over useful life or, if the 
building is leased, over the period 
the lease has to run, or the shorter 
of the two periods. 

If the taxpayer has as little as 
$500 of taxable income in the 30 
per cent (less 1948 reduction) tax 
bracket, a $500 repair job in 1949 
will reduce his 1949 income tax by 
$132. In effect, the taxpayer pays 
$368 for repairs and, indirectly, 
the government pays $132, the 
amount of the tax saving. 

The above will indicate a few of 
the possibilities afforded taxpayers 
alert to income tax implications 
of their business, and who analyze 
their tax situation before year- 
end. 

If the taxpayer has sources of 
income other than his business, he 
should carefully scrutinize ex- 
penses incident to such income. 


Applies to Rental Property 


Take a taxpayer who owns a 
rental property. This is a resi- 
dence subject to rent control. 
After paying taxes, taking depre- 
ciation and spending a bare mini- 
mum on repairs, this property 
shows only $100 net on a $6,000 
investment. Until rent controls 
are lifted, the taxpayer is deter- 
mined not to spend a dime more 
than necessary to maintain the 
property. Ordinarily it is sound 
doctrine to make each income 
source stand by itself, not rob one 
source to support another. Thanks 
to rent control and income tazxa- 
tion, a new factor is involved. 

This property badly needs out- 
side painting to protect it against 
accelerated depreciation by the 
elements. The job will cost $250. 


Wisdom would dictate painting, 


even though a loss is sustained. 
The loss can be subtracted from 
other income, reducing the taxable 
income by that amount. 

The thing to remember is that 
While the taxpayer may think in 
terms of income from each source 
separately, and generally this is a 
sound view, the government, for 
tax purposes, calculates income 
tax on income from all sources 
combined. 

In the case just cited, the paint 
job will reduce taxable income by 
the amount of the painting bill. 
If the taxpayer is in the 30 per 
cent tax bracket, the tax saving 
will be $66. 

Even larger tax savings can 
sometimes be made by taxpayers 
in personal deductions and ex- 
emptions. It should be kept in 
mind that these personal deduc- 
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tions and exemptions have as im- 
portant a bearing on the taxpay- 
er’s take-home pay, after income 
tax, as do business deductions, 
and they should have equally 
careful consideration. 


In the matter of exemptions, a 
taxpayer may often lose out be- 
cause the amount of support given 
a dependent does not qualify un- 
der the law. A case in point. Two 
sons share equally in supporting 
an aged father, entirely dependent 
on them. Each son gives his father 
exactly 50 per cent of the support. 
Neither can claim the father as a 
dependent. To qualify as a de- 
pendent, the father must receive 
more than half of his support 
from the taxpayer counting him 
as a dependent. Solution: one 
year one son contributes more 
than half of the support and takes 
the exemption. The following year 
the other son contributes more 
than half and, in turn, claims the 
exemption. This is strictly a ques- 
tion of fact. Where each son has 
been giving exactly one half it is 
possible to correct this mistake be- 
fore year-end. Such an exemption 
is worth about $100 in tax savings 
in the lowest tax bracket. By al- 
ternating, each son will get $100 
or more tax benefit each two years. 


Personal deductions should come 
in for more careful study by the 
taxpayer before year-end. An in- 
creasing number of taxpayers are 
finding it profitable, tax-wise, to 
alternate between using the short 
form or standard deduction one 
year for their deductions, and the 
next year by itemizing the actual 
deductions on the long form. 


Worthy of Analysis 


As the reader is aware, when he 
does not elect to itemize his per- 
sonal deductions he, nevertheless, 
is allowed approximately ten per 
cent for such deductions on the 
short form and on the long form 
is allowed a like amount up to 
$1,000 maximum on his adjusted 
gross income. Given these alter- 
natives, many taxpayers are al- 
lowed an amount for personal de- 
ductions far in excess of what 
they actually could itemize. This 
opens up possibilities for consid- 
erable tax savings in two consecu- 
tive years. 

The taxpayer, of course, should 
itemize his personal deductions 
when they exceed the ten per cent 
allowed in the short form or 
standard deduction in the long 
form. He should use the short 


(Turn to page 132, please) 
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Stabilizing the Commercial 


Stationery Industry 


R THE PAST several years we 

in the Philadelphia Stationers 
Association have been discussing 
ways and means of stabilizing the 
stationery industry, as we feel 
that it would be better for all con- 
cerned—the manufacturer, the re- 
tailer, the employee and the pub- 
lic. Of course, during the past few 
years we have all been so busy 
and so interested in our own indi- 
vidual four walls, that we have 
had little time to devote to help 
establish the benefits for the sta- 
tionery industry as a whole. In 
the past three years or so we have 
built up a very strong local asso- 
ciation, both in number and qual- 
ity, and have expanded our active 
membership to take in retailers in 
an area of approximately 50 miles 
around Philadelphia. 

Now we think we have a real ob- 
jective, not perfection by any 
means, but a start to improve 
many of the faults of our retail 
stationery business. 

Our suggestion is this: 

To have the manufacturer es- 
tablish the retail value in single 
units on his merchandise that we 
sell to the consumer by using the 


fair trade law where possible, 


even though only in the State of 
Pennsylvania, and where practical, 
labeling the retail suggested price 
on the merchandise. 


Fair Trading Helps 


In fair trading the merchandise 
in unit items or small quanti- 
ties in our own state, we would 
have no fear of someone over the 
State line selling the same mer- 
chandise a few cents less as the 
consumer for the great part would 
not order merchandise outside of 
Pennsylvania just to save a few 
cents. It would also allow the 
large consumer buyer to get the 
advantage of quantity buying 
when we have one order, one bill- 
ing, and one delivery, and giving 
him the benefit of this saving. 

By the unit price we mean—one 
first quality staple machine, one 
box of first quality staples, one 
bottle of ink and adhesives, one 
bottle of ink eradicator, one gross 
of pencils (also dozen and '% 
gross) of the first grade of com- 
mercial pencils and colored pen- 
cils, one ink well, a box and a car- 
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ton of first grade clips, thumb 
tacks and paper fasteners, a box 
of carbon paper, one typewriter 
ribbon of first grade, one calendar 
pad, and so forth. This, we think, 
will establish the VALUE on each 
item to the consumer, it will show 
him that this is the value the 
manufacturer has placed on his 
item in unit quantities and that 
price is AUTHENTIC. Then in 
quantities we have this price to 
work from. If a customer wants 
the price on two or 2,000 staple 
machines we can quote what we 
think is fair, with the idea in 
mind that we must make a profit, 
and we feel sure that it will estab- 
lish confidence on the part of the 
customer that the PRICE set by 
the manufacturer is a fair price. 
This should go a long way to dis- 
courage dealers from destroying 
value and using loss leaders to 
fool the public. Very few people 
would advertise or display in their 
window or have their salesman 
recommending that the user buy 
two $6.00 machines for $5.00 each 
as the average buyer of our mer- 
chandise would not buy two of 
such an item if his requirements 
are only one. Our merchandise is 
not like shoes or neckties and 
many luxuries, where the BUYER 
could stock up on something to be 
used in the future. Our merchan- 
dise is charged off by the buyer 
as an EXPENSE in most cases an?’ 
some as an investment. 


Pricing Merchandise 


An example—most manufactur- 
ers of columnar pads have a label 
on the box with description, stock 
number, then a space reading 
“PRICE .” Why cannot they 
put their single list price on the 
label? The manufacturer printing 
his price on the merchandise 
makes it authentic to the con- 
sumer. The manufacturer spends 
time and money to develop an 
attractive label, and if left to us 
to mark the retail price, we either 
use a label that does not match 
his label, or we mark it with a 

















By Thomas Stagg 


Hoskins Company, 
Philadelphia, Pa. 


pencil or crayon that detracts 
from the beauty and attractive- 
ness for which he has spent real 
money. Now we know he has a 
problem of carrying stock for the 
Pacific Coast, export and spots 
where the freight rate charges 
conditions, but so much of this 
merchandise is sold and used on 
the Atlantic Seaboard that we 
don’t think this would have any 
real material difference in his 
costs. Some manufacturers claim 
that even in this territory some 
dealers sell above the list price, but 
we believe if the manufacturer 
assures the dealers a fair return 
by selling at his recommended re- 
tail list the dealer should be satis- 
fied, and we also believe that 
unless there is some exceptional 
circumstance that the dealer who 
over-charges tears down and 
abuses this industry as much as 
the dealer who sells at destructive 
lower prices. We realize that with 
items such as columnar pads, du- 
plicate order books and such, that 
it would probably not be practical 
to fair trade them at this time, 
but there seems to be no reason 
that while the manufacturer is 
making a label for his columnar 
pads that he cannot put his single 
list price on the label. This could 
apply to the whole line of blank 
books, duplicate order books, col- 
umnar pads, and so forth, and 
going further, why could not the 
manufacturer of filing supplies 
print on his label the list price on 
100 folders, 100 and 1,000 index 
cards, and one set of guides, then 
when we quote the 1,000 price on 
folders the consumer would see 
that he had received a concession 
because of a quantity order. Again 
we repeat that this would lead 
to the making of the price au- 


OFFICE APPLIANCES, December, 1949 





thentic when printed on the label 
by the manufacturer. Many, many 
items would come under this cate- 
gory and add attractiveness to the 
packages on our shelves. 

At the suggestion of three man- 


ufacturers we have balloted the 
great majority of dealers in Phila- 
delphia, spoken to each individu- 
ally, and all but one not only were 
in favor of trying out these ideas 
but were enthusiastic in the belief 


that this would be a real start in 
standardizing this industry of ours 
and Now was the time to do it. 
One dealer who was lukewarm 
finally admitted that the idea was 
good but it would never work out. 





Simplified Bookkeeping for the 
Office Equipment Dealer 


charge and term credit sales? 

How many “slow” accounts are 
there on your books? How much 
is owed to you—anad is it a healthy 
or an unhealthy percentage of 
your total sales? How much can 
any given customer carry? How 
nuch credit can your store profit- 
ably carry, and are you undercut- 
ting it, hitting it on the nose, or 
exceeding it? 

Three main factors govern suc- 
cessful credit selling, and when 
they are out of kilter the records 
flash a red neon warning. These 
three are the amount of capital 
the merchant has, the time period 
for which credit has been extend- 
ed and the fulfillment of credit 
obligations by customers. Any of 
the three can cause failure if it is 
not right. 


A‘: YOU MAKING money on 


Capital Governs Credit 

The amount of capital on hand 
is important because it governs 
the dollar volume of credit that 
can profitably be extended. Credit 
selling is no more than money 
lending. For example, if the office 
supply store’s operating capital is 
$5,000, and its accounts payable 
(the customers who owe money on 


charge or other credit accounts) 
totals $3,000, this means that the 
inventory has been decreased by 


$3,000, and that there is only $2,000 
with which to replace the stock 
sold. Over a period of time, this 
would deplete the store shelves to 
a dangerous point. Lower inven- 
tories mean fewer opportunities 
for future sales 

To illustrate point two, assume 


that, while $3,000 credit has 
been extended to customers, the 
Office supply dealer has a credit of 


that size with his wholesalers so 
that he can immediately replace 
the merchandise sold on charge 
account by using his own accounts 
with distributors and jobbers. 
Usually, a merchant’s credit 
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with wholesalers is for 30 days. 
That means that the credit ex- 
tended to consumers must be for 
no longer than a month, and pref- 
erably for a shorter period—for 
example, a week—to allow for the 
time taken to remit. 


Can’t Afford “Slow Pay” 


The average office supply store 
can afford to carry very few “slow 
pay” customer accounts. Conse- 
quently, the records must show the 
complete status of each customer’s 
account so that accurate controls 
can be kept on his credit buying. 

Often, large department stores 
limit a customer’s credit to so 
many dollars. When his account 
has passed the limit sum, his 
credit is stopped until he has re- 
duced it below the maximum. This 
insures that sufficient amounts 
from the credit customers will be 
forthcoming so that inventories 
are not reduced to the danger 
point. 

If charge sales during the week 
amount to more than collections— 
as shown immediately by the one 
book control sheet—an effective 
stop light warning has. been 
flashed. It is time to watch the 
next week, and the one after. If 
the trend of credit selling is fewer 
collections than dollar credit saies, 
it is time to take steps to put the 
credit ledgers on a more healthful 
basis. 

Credit records are simple to keep. 
Insist on proper marking of 
charge slips, and bear down on 
seeing that the totals are prompt- 
ly and accurately entered first on 
the customer ledger, second on 
the master control sheet. The 
ledger insures that credit pur- 
chases will be billed promptly and 
properly; the control sheet tells 
the office supply dealer the status 
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of his credit selling business at 
any given time. 

At the end of the day’s business, 
the charge sales slips should be 
totaled and entered on this con- 
trol sheet immediately. Then they 
may be entered on the billing 
ledger (which can be a plain ten- 
cent-store notebook) immediately, 
or else filed away and entered on 
the last day of the month. Many 
office supply dealers have found it 
simpler to enter them daily, thus 
lessening the normally difficult 
end-of-month routine. 

Sales slips should be filed away 
and kept for at least one year. 
Many office supply dealers simply 
put them in alphabetical files in 
an ordinary 5 x 8-inch cabinet. 

The ledger on which figures 
from the sales slips are entered 
should indicate (1) date of pur- 
chase; (2) either the department 
or departments in which the pur- 
chase was made or the names of 
the merchandise bought; (3) the 
total to date, and (4) credits, so 
that a complete statement is avail- 
able at all times. If a limit has 
been placed on a_ customer's 
charge purchases, the ledger sheet 
should have a space for this at 
the top, so that a quick glance at 
the balance-to-date and the limit 
figures enables the manager to de- 
cide instantly when a customer is 
using too much credit. 

Credits to customers’ accounts, 
like charge sales, should be en- 
tered at the end of the day on the 
master sheet. An easy way to do 
this is to issue receipts in dupli- 
cate, keeping the carbon with sales 


slips. 








INDDERM DISPLAY for the 
OFFICE EQUIPMENT DEALER 
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This Month's Suggestion 
for Your Ad Window 


Ideas Suggested by the September Advertisement 
of the Sightlight Division of Bainbridge, 
Kimpton & Haupt, Inc. 


ry important to light this 
This fact cannot be 


HE OA AD DISPLAY for De It is ve 

cember is suggested by the ad display well 
vertisement on page 291 of the emphasized too much. Light the 
September issue of OFfrice AppLi- entire unit generously by means 
ANCES. It is an advertisement fea of a spotlight from the top front 
turing the Sightlight, a new and of the window 
popular item carried in stock by You can always get ideas from 
Bainbridge, Kimpton & Haupt, the other fellow. When one reaches 
Inc. The idea suggested is for a the place in his business career 
Christmas display of the lamps in where he believes he knows it all, 
a small window. Of course, the it is time to take stock. It pays to 


The “OA” Display 
Section Is Conducted 


By George ty. Taylor 


Long Beach, Calif., 

Display Specialist Now Actively 
Connected with the Office 
Equipment Industry 





give some thought to the ideas of 
others and, though you may not 
use them in exactly the same way 
nevertheless they will prove to 
be very adaptable to your needs 
Here we have an extra Christmas 
display suggested by the adver- 
tising of Bainbridge, Kimpton & 
Haupt, Inc., adapted for special 
use in your Christmas windows 
All it took was a little imagination 





setup could be used as a center — 
unit in a large window if neces- 
sary. The accompanying sketch 
shows vividly the display as vis- 
ualized by the writer. Unit trims 
of such wanted items as Sight 
light are a decided asset at the 
Christmas season. 

The sketch shows an arrange- 
ment of Sightlights with two large 
Christmas wreaths suspended 
from the ceiling by means of col- 
ored ribbons. The sketch graph } 
ically reveals the arrangement 
The platform can be embellished 
with colored cloth or papers. If 
you prefer, it can be painted to 
harmonize with the general holi 
day effect. The box behind the 
table model is wrapped as an at- 
tractive Christmas package and 
used as a prop in the display. The 
sign should, of course, carry ‘gift’ 
copy and some small cards should 
tell the sales story. These cards 
embellished with a Christmas de 
sign should, of course, carry ‘gift’ 
shopper that Sightlight is not just 
another lamp but one that DOES 
A SPECIFIC JOB. That it “Puts 
the light just where it is needed.” 
That it is an eye-saver. That it is 
especially recommended for the 








SIGHT-LIGHT 








YOUR STORE NANE. 




















fact that it supplies maximum 





light for reading, writing, slide 
rule work, and so forth. 


24 OFFICE APPLIANCES, 


LAMPS FRAMED IN WREATHS INVEST 
THEM WITH A CHRISTMAS BUYING APPEAL 
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Frame Setting for an Office Furniture 
Display Attracts Shoppers 


Attention 


Here’s One Way to Arrange 
Office Chairs in Small, 
Effective Selling Window 


Ly George B. Taylor 


Display Specialist 


HE accompanying illustration 
shows a imple but effec- 
tive arrangement of office chairs 
for a small window. The arrange- 
ment could be used to display any 
f the smaller items of merchan- 
lise from your furniture stocks. 
rhe simplicity of this installation 
n no wise lessens its effectiveness 
on the contrary is the means 
of further stamping the name of 
your product on the mind of win- 
dow shopper! 


Variety of Coverings 


The frame used in this display 
was very moderate in cost. It was 


for $3.50 and was 
California red- 


purchased ne\ 


snionea 


wood. It is wise to select a soft 
wood in ordering one of these 
frames from the mill because 
here will numerous times 
when you will want to fasten 
omething t it by means of a 
mmon pin h as is illustrated 
rhis particular frame was covered 
with yellow silk. There are numer- 
ways of vering. You can 
over it with any desirable mate- 
rial by the use of a stapler, or 
1 can have flocked in any de- 
irable color The cost of flock- 


ng in Long Beach is 50 cents per 
square yard u see the cost is 
his attractive prop 

fastened in 


very low for 


place by meal f silk rope tied 
securely to t screw eyes sunk 
t he flo f the window, one 
front of the frame, one behind 


passed over the 
and pulled very 
fastened to the 


p of the frame 


De fi re 
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EFFECTIVE DISPLAY OF CHAIRS IN A SMALL WINDOW 


second screw eye. The pressure 
will hold the frame in position and 
it will stay there as long as you 
want it to, if not roughly handled. 


Featured Chair on Platform 


The featured chair was raised 
on a platform behind the frame 
and floodlighted so that it could 
be seen by day or night. The 
other two chairs occupied advan- 
tage points in the display. We 
showed as many models as we 
deemed advisable in our small 
windows but intimated that we 
had other models by means of 
framed photographs fastened to 
the larger frame. We also cut 
out actual printed slogans from 
the catalog which we pasted in 
the frames to describe the pic- 
tures. You will notice that we 
were able to show an executive 
chair, a man’s chair, a stenog- 
rapher’s chair and a high stool. 

The chrome frame at the left of 
the center frame is made espe- 
cially for bulletins and is a highly 
desirable prop for any store. It 
is useful both in the show win- 
dow and on the display floor. In 
our store, we rotate the use of 
these frames and find them very 
handy to carry the message we 
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want to convey to our customers. 


Frame Has Variety of Uses 


This frame is more than a card 
holder, it is a permanent adver- 
tisement which will work for you 
as long as you want to leave it on 
display. One of its chief assets 
is the fact that it can be easily 
moved from place to place and 
is very effective at night when 
set in front of the store entrance 
just inside the door so that the 
message can be read from the out- 
side. It’s value of course is regu- 
lated by the type of material used 
in it, just as a good sales presen- 
tation makes the sale. Take pains 
with the composition of any sales 
material used therein. We fin- 
ished the display by using circu- 
lars and brochures in groups of 
three on the floor of the window. 

In the accompanying article in 
this issue the writer has described 
how the large frame can be put 
to use very effectively in a narrow 
window space. The protograph 
can be used as an illustration for 
both articles and, by stretching 
the imagination just a little, you 
will be able to develop some very 
useful ideas if faced with his 
dilemma. 
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Fifteen Important Days in a Planned 


Display Program 


HE NEXT 15 days are the most 

important days of the year for 
window promotion. Your Christ- 
mas displays have been installed 
and most probably have done a 
splendid job for you. You expect 
this at Christmas time. However, 
unless you watch very carefully, 
after Christmas is over you will 
find yourself stuck with several 
lines of merchandise which you 
would be happier to have disposed 
of. You could have disposed of 
them IF you had just given a little 
more thought to your window pro- 
cedure during these vital 15 days 
Many merchants in the office sup- 
ply and stationery business install 
their displays about November 10 
and with a sigh of relief leave 
them in right up to Christmas 
day, and even into January. This 
is definitely not good business 
Now, and right up to Christmas 
eve, is the time you should keep 
your eyes on the windows and 
measure very accurately just what 
they are doing for you. 

You should make sure, for in- 
stance, that the most valuable 
space in the display is not being 
taken up by an item of which you 
have only two left in stock. Go 
over your stock of Christmas mer- 
chandise in the stock room very 
carefully. Check the slow-moving 
items and display them very 


Keep Your Eyes on Your Windows to Measure 
Accurately What They Are Doing For You 


prominently in the windows. If 
necessary, cut the price of the 
“stickers” so that you will not 
have to carry them as dead weight 
on your shelves for another 12 
months. Be insistent that mer- 
chandise in the store be sold from 
the shelves and not from the dis- 
play. Many times, larger items 
such as lamps, ash trays and desk 
sets are not sold out at Christmas 
time because you did not take the 
trouble to put your displays con- 
stantly to work. This means more 
than just showing Christmas mer- 
chandise, but involves a detailed 
analysis of the merchandise situa- 
tion in your store as it pertains 
to your display program. 

The strictly office furniture 
dealer is missing one of his best 
bets if he neglects to incorporate 
the Christmas theme into his dis- 
plays. He will, of course, not get 
as big a play as the household 
furniture dealer because of the 
limited lines, but there are any 
number of gifts to be made to the 
boss. This theme should be fea- 
tured strongly in the show win- 
dows. Items to be featured should 
include desks, executive chairs, 


By George I. Taylor 


Display Specialist 


lamps, club chairs, settees, desk 
sets, ash trays, bookcases—in fact, 
any item of your stock which com- 
mon sense tells you would be se- 
lected as a gift for the employer 
should find prominence in the dis- 
play. This is progressive effort. 
What better place is there to pur- 
chase a gift for the boss than in 
YOUR office furniture store. If, 
however, you fail to place the gift 
emphasis on your merchandise in 
the store interior and in the show 
windows, then you have no one 
but yourself to blame if those gifts 
of leather are purchased from the 
household man who has similar 
merchandise, and who has made a 
more determined effort to sell it 
than you have. The pace you set 
determines the final results. These 
last 15 days are important. Don’t 
let this fact be overlooked in your 
organization. IT’S LATER THAN 
YOU THINK, so take full advan- 
tage of your display potentiali- 
ties. 





A Vexing Problem for Display Men 


Windows Need More Attention Than Merely 
Placing Manufacturers’ Lithographed Cards 


NE OF THE MOST vexing 

problems faced by many 
small operators today is how to 
put those inadequate windows to 
work in a manner that will assure 
maximum results. The office fur- 
niture dealer, who is starting out 
in a small way, is often stymied 
by what seems to him to be an im- 
possible situation. He usually 
tries to solve the problem by the 
use of any manufacturers’ litho- 
graphed displays which he may 
have on hand and generally gives 
little thought to the way in which 
he uses them in the display. These 
certainly should enter into the 
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picture but, if the maximum re- 
sult is to be obtained from the ef- 
fort, that effort must consist of 
much more than just setting these 
cards in the show window. 


Keep Window Clean 
The first consideration, of course, 
as in any window, is the matter 
of cleanliness. Where the budget 


will not allow for remodeling, 
then at least the backs of the 


windows should be painted or cov- 
ered so that they present a rea- 
sonably attractive appearance to 
the prospective customers. Next, 
they should be well-lighted. Ina 
narrow display window where a 
floodlight cannot be used to good 
advantage, it might be advisable 
to seek help from the local power 
company as to the best source for 
your particular display windows. 
They will be only too glad to ad- 
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vise you and the advice will cost 
you nothing 


Show Actual Photographs 


One of the easiest and most 
logical’methods of securing maxi- 
mum results from your inadequate 
narrow display window is to use 
(effectively) actual «photographs 
of the items in stock or sold from 
the catalog. Many dealers will be 
glad to furnish you with photo- 
graphs of desks and other furni- 


ture items. You can show these in 
frames which can be purchased 
for a very nominal sum at the 


local dime store. Of course, for 
real elegance, you can spend more 
money and fix up your window 
with expensive carpet on the floor 
and frames which will harmonize 
to achieve any one of hundreds 
of color effects attractive to the 
passer-by. Individual taste and 
budget allowances, of course, will 


determine your procedure. 

The work entailed can be done 
at home by anyone in spare time. 
It is not the type of work that is 
physically tiring and it definitely 
will be time well spent. The pho- 
tographs can be matted and 


framed to taste. If deemed ad- 
visable, prices can be attached 
to them on a small white card let- 
tered in black. They can be shown 


in the window artistically grouped 
on the background, on the floor, 
and on special chromium stands 
which you may purchase for this 
purpose. They can be fastened to 
costumers from your regular stocks 
in several pleasing arrangements. 
Another attractive way to use 
these photographs is by means of 
a frame similar to the one in the 
photograph illustrating the ac- 
companying article in this issue of 
the display section. You will no- 
tice the small frames attached to 
the large wooden frame. By 
stretching the imagination, you 
can arrive at many ideas for your 
own window arrangements. If the 
window is deep enough, use one 
attractive piece of merchandise in 
the center of the frame and ar- 
range the photographs around it. 


Use Printed Material 


Incorporate as much printed ma- 
terial as is consistent with good 
taste in the display. To display 
merchandise in the show window 
without cards telling something 
about the items is the same thing 
as trying to sell your customer 
on the show room floor by stand- 
ing alongside the item with 
your mouth shut. There is just as 
much common-sense or lack of it 
in either procedure. Some potent 


sales idea briefly worded will do 
the trick. Many times, a sale is 
made and you don’t realize that 
the display was responsible but, 
nevertheless, it is true. 

If you cannot get the photo- 
graphs for any reason, then you 
may use some of the larger pic- 
tures from the catalog with just 
as much effect. Cut the pictures 
out of the catalog and frame 
them. The manufacturer will be 
happy to supply you with avail- 
able catalog pictures upon re- 
quest. 


Moving Display Attracts 


If you want to attract more at- 
tention to your displays, a turn- 
table will do the trick. Fasten 
your framed photographs on a 
suitable stand which will revolve 
on the turntables. The tempo 
should be slow, so that the photo- 
graphs can be seen and appre- 
ciated. Until such time as larger 
headquarters with more window 
space is a possibility, do the best 
you can with the narrow display 
space with which you are 
“CURSED.” Make that narrow 
space a“BLESSING” with thought- 
ful and careful planning. Put it 
to work for you every hour of the 
day, every day of the year. You 
cannot afford to do otherwise. 








NEW HOME OFFICE OF THE OFFICE SPECIALTY MFG. CO., LTD.. NEWMARKET, ONTARIO, CANADA 


Upper left: office of G. L. Manning, vice-president and gen- 
eral manager of the company. Upper right: office of M. B. 
Seldon, sales manager. Lower left: sales department office. 
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Lower center: board of directors room in the new building. 
Lower right: the accounting department. Center: front view 
of the attractive new office structure at Newmarket, Ontario. 
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The Trend Toward 


Furniture Sales Is Growing 


HILE THERE is as yet no 

outstanding demand fo! 
“Hollywood style” desks, tables, 
chairs, files, and other office fur- 
nishings, there is a steadily-grow- 
ing taste for modernity in office 
equipment, according to Rucker- 
Fuller, office furniture dealers in 
San Francisco, Calif. 

The Rucker-Fuller concern, 
which has featured for many 
years the slogan “Offices Designed 
and Executed” is in an excel- 
lent position to comment on the 
growth of modern design in of- 
fice furniture, inasmuch as the 
company is called upon consist- 
ently to design furnishings for 
everything from one or two small 
individual offices, up to grand di- 
rector’s suites, and complete of- 
fices for a clinic or bank. 

While the northern California 
city has long been noted for more 
conservative tastes than its south- 
ern California counterpart of Lo 
Angeles, the extreme “functional- 
ism” which is represented in most 
modern office furniture has helped 
to outweigh any loathness for 
dramatization, according to the 
management. For example, many 
banks, who for decades have op- 
erated with the same staid, old- 
fashioned atmosphere, have gone 
“modern” since the end of the 
war, with streamlined counters, 
desks, lighting and architecture 
Thus, it isn’t difficult to convince 
the bank president of the wisdom 
of office furnishings to match 

In covering its territory, the 
Rucker-Fuller concern is_ using 
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Modern in Office 


Sales and Engineering Teamwork Secret of 


Rucker-Fuller Office Designing Success 


photographs and _ illustrations 
heavily to keep abreast of the 
trend toward modernized build- 
ings. Chiefly featured are blonde 
wood, severely-designed modern 
desks and chairs, which do away 
with much of the ornateness and 
massive size usually associated 
with mahogany and dark oak 
desks, chairs and tables. Through 
constant suggestion of smaller 
desks, which offer as much stor- 
age space in drawers in trays, and 
which can be fitted more easily 
into the typical new office, or re- 
modeled office of today, a lot of 
“die-hards” have been converted 
Typical institutions which have 
remodeled throughout with ultra- 
modern new furniture include the 
Bank of America, the White House 
department store, the Stock Ex- 
change, Grain Exchange, the of- 
fices of several leading shipping 
firms, and many of San Fran- 
cisco’s public buildings. In almost 
every case, the office furniture in- 
stalled has been on an “engineered 
basis,” with each item carefully 
designed to complement another, 
and an over-all white, cheerful, 
bright atmosphere included. 

The Rucker-Fuller concern util- 
izes the slogan “Offices Designed 
and Executed” on a perman- 
ent sign across the front of the 
building, on letterheads, invoices, 
and all direct-mail and newspaper 


&y Bert Merrill 


Feature Writer 


advertising. Eight large windows, 
across the front give examples 
of the firm’s efforts in harmoni- 
ous, eye-pleasing offices which 
make work “more pleasant for 
executive or minor employee 
alike.” Owners of offices of al- 
most any size can find a counter- 
part in the windows of the Ruck- 
er-Fuller store, in the office furni- 
ture department, or in photo- 
graphs which have been meticu- 
lously accumulated over the years. 

In designing and executing of- 
fices, Rucker-Fuller salesmen sit 
down for a “preliminary confer- 
ence” with office managers, heads 
of businesses and _ institutional 
managers, and first narrow the 
prospect’s choice down to a speci- 
fic type or size of furniture, work- 
ing with such details as the type 
of operations carried out in each 
office, the number of customers 
visiting, whether the offices are 
exposed to the public, the amount 
of lighting and total cubic feet 
of space. Even such small details 
as whether an office is air condi- 
tioned or not bear heavily upon 
the selection of the ultimate fur- 
niture. 

The details, after they have 
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worked out in as many 
necessary, go to 
department of 


peen 
conferences as 
the engineering 
the Rucker-Fuller concern, where 
actual sketches are made up for 
the customer’s approval, and 
changed or altered several times 
ntil the ultimate choice has been 
made. It is infrequent for a 


Rucker-Fuller office furniture de- 
sign suggestion to be accepted 
immediately, with the result that 
the store can make the installa- 
tions within a few days after the 
original contact. Most of Rucker- 
Fuller’s veteran salesmen are 
thoroughly trained in office furni- 
ture planning, and most can exe- 


cute anything but a major-scale 
job without research or study. 
Carrying many lines of nationally- 
advertised office furniture, there 
are few brands or preferences 
which the firm cannot meet—and 
their “design engineering” has 
built a potent reputation for the 
San Francisco firm. 





Play Up Versatility to 
Increase Desk Sales 


MPHASIZING the “all-purpose 
FE features” of many new lines of 
desks, and pointing out to 

e prospect that one desk may be 
often utilized to serve the pur- 
three with simple 
changes, has proven an effective 
merchandising slant at John A. 
Marshall Company, office outfit- 
110 W. 9th St., Kansas City, 


office 


poses of tWO OI 


ters at 
Mo 
The firm is utilizing two-column 
newspaper ads eight inches long 
to picture a handsome steel or 
wood desk each week. A smaller 
etch beside the main illustration 
which shows the desk reversed 
that readers get an idea of the 
arrangement of letter file, desks, 
pullout trays, and other features 
Where the desk is readily con- 
verted for specific purposes, copy 
explains how this is done. For 


example, in playing up a modern 
metal desk, “designed and engi- 
neered for changing business 
needs,” the firm points out, “This 
desk has features seldom found in 
furniture made for commercial 
se. Its mode! ctional design 
makes it r adaptable to 
changing busin«s needs and fu- 


Drawers are 
hangeable; the 


ture a 
‘completely inte! 


‘ 


ove + eae Ml nference tabletop 
can be changed, too. The letter file 
drawer operate on heavy-duty, 
progressive ball pensions. Ideal 


Ly sy 
Orking sur©ria 


may be changed 


SAN ANTONIO INSTALLATION—This 
private office installation was made by 
the Paul Anderson Co., San Antonio, 
Tex., for the Thompson Motors Co. of 
that city. Gunlc chairs were chosen 
to provide the o comfort and beauty 
wanted. The walls are of Flexwood. 
Donald Wittig. in charge of the Paul 
Anderson Co. furniture department, a 
W. H. Gunlocke Chair Co. dealer, was 
in charge of the installation. 
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in area by substituting one top 
for another. This is one of the 
most economical modern desks 
on the market today.” 

Office furniture prospects, 
brought to the first and secona 
floor display rooms of the Mar- 
shall Company, are invariably in- 
tensely interested in the method 
by which a desk can be converted 
over from an executive type to a 
handy working surface for mail- 
ing or small machine work. 
Whenever possible, desks with 
conversion features are given dis- 
play precedence and enough con- 
version equipment is kept near by 


so that the desk can be “put 
through its paces” within a few 
moments. In this way, the store 


bas been able to continuously sell 
better-priced, “convertible” desks 
to many office-holders who would 
normally try to “get by” with 
lower-priced office furniture 
RAL 
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EFFECTIVE AD—This advertisement 

proved effective for the Shaw & Bor- 

den Co., Spokane, Wash., proving the 
value of illustrations. 
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BANK TESTS NEW STEELCASE FURNITURE 
COLORS “IN OLD TUCSON” 

The average teen-ager around the U.S.—and some 
of their parents, too—think of Arizona in terms of 
what they see in the movies. To them, Phoenix and 
Tucson have false-front saloons, gun-toting cowpokes, 
and half-naked redskins riding the perimeter of the 
towns with a bottle of red-rye in one hand, a Sharp’s 
repeater rifle in the other 

This belief is confirmed by the wide-eyed amazement 
of visitors the first time they see the modern develop- 
ments of Phoenix or Tucson. 

Take Tucson, for example. This “Old Pueblo,” rich in 
the lore of the West, has grown steadily over the years 
and today, with its immediate surrounding area, has 
a population of 125,000. 

Business is brisk. Stores and offices have been built 
on a grand scale, and large banks vie with each other 
for financial] business. As a matter of record, last year 
Tucson alone showed over $733 million in banking 
transactions, and post office receipts were in excess 
of $1 million. 

Open New Branch Bank 


Southern Arizona Bank & Trust Company built a new 
branch office in Tucson’s thriving University of Ari- 
zona district, and opened its doors to the public on 
October 3. This bank, a deluxe modern design, with 
drive-in teller service, two Mosler vaults and a gen- 
erous use of plate glass, wanted to break away from 
the standard conservative office furniture 

Now it so happened that D. D. Hunting, vice-presi- 
dent of Metal Office Furniture Company and Stow- 
Davis Furniture Company, a regular winter visitor to 
Tucson, had just recently introduced a new color tone 
in his Steelcase line. Named “Desert Sage,” it was Mr. 
Hunting’s interpretation of the coloring he had seen 
for years throughout the Arizona desert. 

The Arizona distributor for Steelcase is Walsh Bros.., 
an office furniture firm that has been in Phoenix for 
30 years, and have had a Tucson office since 1935. 
Ferd Lauber, Walsh Bros. Tucson manager, showed 
the “Desert Sage” finish to bank officials and they 
placed their order immediately 

But that isn’t the finish of the story! 

Dick Walsh, the company owner, realizing that this 
new shade was something of an innovation in the 
industry, decided to get the public reaction for Mr 
Hunting. 

A newspaper release was prepared, telling about the 
new color and mentioning the fact that the public 
would be invited to vote for or against the shade at 
the opening. 
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IN DESERT SAGE—An office in the 
Southern Arizona Bank & Trust Co. 
branch office at Tucson, equipped with 
Steelcase desks. This installation, by 
Walsh Bros., of Phoenix, introduced the 
new desert sage color tond. 





BALLOTING—Visitors to the new bank 

cast their bailots which showed a de- 

cided approval of the new desert sage 
color in office furnishings. 





September 28, four days before the scheduled bank 


opening, the Tucson Daily Star, morning paper, car- 
ried a five-inch story .with the heading: 

Branch Bank Interior 

Designed to Harmonize 


With Office Furniture 


The newspaper rewrite man exaggerated a bit, as the 
headline indicates, but did no harm to the office furni- 
ture industry—and carried the story complete. 

The bank itself released a brochure or fact-sheet to 
the public, which included the paragraph: 

“We are among the first in the nation to receive 
delivery, through Walsh Bros., on office furniture utiliz- 
ing the new shade known as ‘Desert Sage.’ D. D 
Hunting, a regular winter visitor to Tucson and vice- 
president of two furniture companies in Grand Rap- 
ids, Mich., has long admired the desert coloring and 
developed this new soft tone which has been adapted 
to his nationally known Steelcase office furniture 
line.” 

Gain Much Newspaper Publicity 

The Tucson Daily Citizen on Monday evening, Octo- 
ber 3, carried the story of the opening and mentioned 
“modern furniture in a new shade—‘Desert Sage.’” 
The Star, Tuesday morning, gave a three-column pic- 
ture with a half-column story to the bank opening, 
and said, “A touch of the desert is in the Steelcase 
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lesks done in desert sage, a color developed by the 
ice-president of the Metal Office Furniture Company 
after spending several winters in Tucson.” 

A showcard was placed on one of the front desks, 
inviting the visitors to vote for or against the new 
‘olor. Ballots were provided which gave the voter 
n opportunity to check (x) an equal number of un- 
favorable or favorable statements. Additional com- 
ments were invited on a space at the bottom of the 
ballot. 

Ray Harris, Walsh Bros. sales manager, and Jim 
Williams, manager of Friden Calculator department, 
went to Tuscon to assist Manager Lauber at the open- 


100 to 2 For New Color 


The visitors were practically unanimous in their 
hearty approval of the new Desert Sage color. 

Here are some of the comments: 

Is soothing on the eyes.” 

It gets away from those dead, dull, stodgy colors.” 

Very unique and different.” 

‘Like it especially because it is restful and calming.” 

Doesn’t show the dust.” 

And so nice for Tucson.” 

Of the 102 people who took the time to fill out a bal- 


lot 100 were 
criticisms 
In addition to the sale, and a pleased customer, 


favorable, two expressed constructive 






TRADITIONAL—One of the individual 
office suites in traditional furniture on 
display at the Clarke & Courts, Dallas, 
Tex., Executive Furniture Guild Gal- 
lery. recently opened. Each office pre- 
sents a color scheme and theme of 
decoration different from the others. 
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Walsh Bros. managed to exhibit their new color in the 
community’s “front window.” They obtained news- 
paper support painlessly and obtained factual public 
opinion for their supplier that should help him in his 
own distribution. 

Walsh Bros., in addition to being exclusive Arizona 
distributors for Steelcase and Stow-Davis, also handle 
Sikes chairs, Lincoln desks, Jasper desks and Jasper 
Seating chairs. 

a tS oe 
CLARKE & COURTS OPENS EXECUTIVE 
FURNITURE NEW GUILD GALLERY 

Clarke & Courts, 1506 Young St., Dallas, Tex., for- 
mally opened their Executive Furniture Guild Gallery 
on Sunday, October 16. 

For some months Clarke & Courts nave been prepar- 
ing the galleries, which occupy approximately 5,000 
square feet. One side of the room is divided into offices 
by movable screens and the individual offices have been 
painted in different Guild colors, each office presenting 
a color scheme and theme of decoration which is un- 
like the one next to it. As the visitor enters the gallery 
floor from the elevator he enters a large lounge. The 
lounge is done in gray with accents of geranium red 
and the visitor is drawn into the room by a large red 
davenport at the far end. Over the davenport is an 
enargement of an aerial photograph of the city of 
Dallas. 

As the visitor moves along the floor from the lounge 


CONTEMPORARY —A visitor at The 
Clarke & Courts Executive Furniture 
Guild finds individual offices, com- 
pletely furnished. Movable screens are 
used to divide the office displays. Furni- 
ture shown is of contemporary design. 
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he passes both traditional and contemporary offices 
until he reaches the end section which is the tradition- 


al type furniture gallery. 


All of the offices are shown with Executive Furniture 
Guild desks and chairs which have been designed es- 
pecially for the Guild and built by Stow & Davis Furni- 
ture Company of Grand Rapids, Mich. Other sections 
of the galleries are assigned to the various lines of fur- 
niture shown and sold by Clarke & Courts. 

The formal opening was held on Sunday afternoon 





from 2:30 until 8 p.m., and Monday and Tuesday nights 
from 5 until 9 P.M. 


Invitations were sent to thousands 


of the firm’s customers and friends, and newspaper ad- 


Visitors’ 


vertisements invited the public. 

Arthur A. Hopkins, vice-president of Clarke & Courts, 
has put into the Guild galleries many of his own ideas, 
together with the co-ordinated program of the Execu- 
tive Furniture Guild. 
comments 
“Finest thing I have ever seen.” 


ranged from “Amazing” to 





Humorous Advertising Sells Furniture 


EING ABLE to “take it on the 
chin” and come up smiling 
following a fire during which tons 
of water were poured on office 
furniture displayed in the store, 
resulted in a record sale of water- 
damaged office furniture at Clark- 
Peeper Company, St. Louis, Mo. 
Large quantities of business 
furniture, in both the warehouse 
and the display room of the 
Clark-Peeper store were damaged 
by a fire next door a few months 
ago, when city firemen found it 
necessary to pour huge volumes of 
water into the upper floors of the 
building. The water, running 
through cracks in the dividing 
wall, through ceiling, and _ so 
forth, resulted in serious damage, 
ruining the finish of many desks, 
tables, chairs, on display, cor 
roding and rusting metal files and 
metal furniture. 


Ads Tell the Story 


Resolving to clear up the entire 
mess in a single operation, how- 
ever, Clark-Peeper Company sur- 
prised the public by coming out 
with a large display ad headed 
“We're all wet!—If you don’t be 
lieve it, take a look at our water 
damaged office furniture sale.” 
The copy below pointed out that 
damage of the furniture by water 
was “our loss and your gain” and 
explained that some rather rare 


and unusual bargains would be 
available. For instance, one ad 
indicated “Here’s the come-on 
item—$225 desk now $25.”" A para- 
graph below stated, “Before the 
floods came (in our basement dis- 
play room) this desk was the last 
word in modern design. Now, it’s 
another Clark-Peeper exclusive; 
there’s not another desk in ex- 
istence with the warped lines of 
this one. Not all of the damaged 
cesks were as bad as this one— 
we have several others which were 
only slightly damaged, and are 
priced at a good discount.” 

In boxes on either side of the 
ad were such smile-provoking in- 
novations as “Linoleum desk pads 

$4.50 dry—98c wet!” Copy ex- 
plained, “A little water doesn’t 
hurt linoleum, but it doesn’t do 
the glued leather ends any good. 
But then, who knows—a desk pad 
with leather decoration on one 
end may be the desk pad of the 
future.” Similarly, chair cushions 
were advertised at sharp dis- 
counts, the copy pointing out that 
most of the damaged cushions are 
filled with rubber, but some are 
filed with goathair. Clark-Peeper 
suggested that customers give 
them the “nose test” before pur- 
chasing—as the odor may linger 
on. 

In the main body of the copy, 
the Clark-Peeper Company stated 
“Whether we were looking for an 


excuse for a sale or not, the fire 
next door to us gave uS an op- 
portunity we just couldn’t pass 
up—So in addition to the water- 
damaged furniture that we are 
offering at reduced prices, we are 
adding to the sale all of our buy- 
er’s mistakes—which include office 
chairs, factory chairs, desk trays 
and other items of both new and 
used office furniture. All of these 
items will be offered at sale prices 

some at less than cost—others 
at our cost, and on the balance 
we hope to make enough profit 
to pay for this ad. This sale 
doesn’t include our entire inven- 
tory. During it, we will be open 
for business as usual on our regu- 
lar lines of quality furniture. After 
all, the overhead goes on just the 
same!” 


Customers Express Appreciation 

Many appreciative comments 
came in through telephone and 
personal visits, according to the 
Clark-Peeper management. As a 
result of the good humor included 
in the ad, the entire stock of dam- 
aged office furniture was moved 
out in a few days’ time, with a 
commensurate volume of first- 
quality, first-line undamaged fur- 
niture. “Humor is an asset in office 
furniture merchandising which is 
too seldom used,” it was summed 
up 
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NEW INSTALLATION BRIGHTENS 
BANK.—Wiltshire Modern furniture by 
the Imperial Desk Co. combines beauty 
with utility in the Industrial Bank of St. 
Louis, Mo. Lammert Furniture Co., also 
of St. Louis, made the installation. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of :— 
CONFIDENCE .. . COUR. 
AGE .. . CO-OPERATION 


N invigorating good, GOOD 
MORNING to you OFFICE 
OUTFITTERS everywhere, listen- 
ng in to your “BUSINESS BUILD- 
ERS” commentator bringing you 
this current monthly IDEA-STIM- 
ULATOR over your OFFICE APPLI- 
INCES network 
And a most extraordinary 
broadcast experience it is, for with 
our traveling we are standing here 
at Geiger Field Airport in Spc- 
kane, Wash., breathlessly await- 
ing the arrival of a sales executive 
from Cincinnati, Ohio, who is 
coming in on Northwest Orient 
Airlines new Boeing Stratocruiser, 
Flight Number 1, due in here at 


5 p.m. after leaving Chicago at only 
11:45 a.m. this morning... and 
HERE COMES the sleek beautiful 
plane right on the dot... first off 
the giant ship, with his wife, is our 
guest-speaker-to-be on this un- 
usual “BUSINESS BUILDERS” in- 
terview. He is Elmer G. Rahe, 


general sales manager of The 
Globe-Wernicke Co 

Rushing to him with our travel- 
ing “OFFICE APPLIANCES” micro- 
phone represented by the Novem- 
ber issue hot off the press, our 
first query brings this reply: 
Ralph, you certainly traverse a 
lot of country speedily to get to 
your Inland Empire City; we had 
splendid vision all of the way, the 


smoothest of sailing, and the most 
unique experience was seeing the 
veritable ocean of clouds over 
Flathead Valle Montana—it 
gave the appearance of a great 
inland lake.’ 

Later at the Crystal Room of 
the Davenport Hotel’s headquar- 


ters for fine western foods, we 
again set up the Orrice APPLIANCES 


mike” and outlined the next 

day’s sales conference program 

weaving in more news for you sta- 

tioners eager to hear more from 

Globe-Wernicke’s Elmer G. Rahe 
+ * * 


So here we are, office equip- 


ment friends f this busy old 
world, visiting with you via this 
key on the cover” television me- 


dia, OFFICE APPLIANCES. Right off 
we bring to Mr. Rahe’s attention 
1a responses to our 


several airmal 
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new monthly prize feature, that 
cheery departmental character, 
none other than the little sales- 
man televised right 
here and now to 
® c the left. Pausing 

a for a few minutes 
for station identi- 
fication, quote: 
“S-A-L-E-S,” 
we peruse carefully 
and select the win- 
——" ner, who is a mid- 
western office equipment traveler, 
who prefers to let his entry speak 
for him, and to remain incognito. 

. And what a favor he has 
granted us by dispatching this ex- 
cellent Business Builder for analy- 
sis and transmission to you sta- 
tioners standing by your OFFICE 
APPLIANCES receiver .. . here it is: 


It is a worthy Mr. I. Will Pep- 
per-Upper personified, for it is 
forceful, colorful, fact-full, direct 
mail piece of Burgess, Ander- 
son & Tate, Inc., of Zion, IIl., 
which firm has offices also in 
Waukegan, Kenosha, and Racine. 
A compact and effective four-page 
letter-head size mailing piece, it 
most certainly is. The headline 
caption is “35 Daily Office Needs” 

. and directly it proceeds to 
depict and price them. Let us 
cite the highlights of a few: Dis- 
playing a box of typewriter car- 
bon, this folder calls for accuracy 
in ordering by asking for size, 
weight, and color. and specifying 
whether for standard or noiseless 
machine. Well-selected line eiec- 
tros and brief order-impelling 
copy follow in easy-to-read rota- 
tion, and we hold up to the OFFICE 
APPLIANCES Television Screen such 
portions as quote: “Special Water- 
marked Typewriter Paper,” “Pen- 
cil Sharpeners, adjustable for all 
diameter pencils,” “Spiral Steno 
Note Books” illustrated invitingly 
ready to use, “Easy-to-use” Ink 
Eradicator, Dictionary in “Dark 
Red Fabrikoid” indicating dura- 
bility, Storage Boxes “Available in 
23 Sizes,” “Blue Waterproof Cloth 
Everyday Files,” “Beautiful ham- 
mered silver finish heavy gauge 
cash boxes,” “Top quality forged 
steel office shears,” “Rounded 
Cornered Office Pencils,” “Large 
Linoleum Desk Pads,” “Dependa- 
ble Paper Punches,” “Desk Trays,” 
Dialing Pencils with the news, “If 
you use a dial phone, you'll find 
easier, faster dialing with this 
DIALING PENCIL,” Double-Top 
File. Folders, “Serviceable, Sani- 
tary Porcelain Moisteners,” “Prac- 
tical Stapler, does not jam or clog 

always works perfectly,” guar- 
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anteed rubber bands, White Bond 
Adding Machine Roll with a cut 
showing the roll rolling right to 
you ...and a back page of office 
furniture suggestions from desk 
side files to complete installations 
of desks, tables, chairs, and cup- 
boards. AND THE RED STREAM- 
ER in the center spread calls to 
your attention beside the 35 items 
featured in this mailing-piece, 
quote: “MORE T'HAN 15,000 
STOCK ITEMS to service all your 
OFFICE SUPPL'Y REQUIRE- 
MENTS” .. . and all phone num- 
bers of their four stores are 
4118—8 on 10 11-14—M 
prominently noted with a color 
tint block for attention-directing. 
TRULY AN INSPIRATIONAL sales 
effort illustrating the importance 
of attractively presenting stock as 
well as special offerings. 

.. and perhaps you'll be inter- 
ested in rushing to us at Box 2153, 
Spokane 2, Wash., care of Shaw & 
Borden Company, YOUR IDEA a 
Mr. I. Will Pepper-Upper, and any 
other BUSINESS BUILDERS you 
desire to share. 

Before we sign off, let us bring 
you an important Business Build- 
ers contribution that came with 
the credit line “Management 
Briefs” that appeared in “Sales 
Talk,” quote:— 


“HERE COMES EXPERIENCE” 


This is how the top executive of 
America’s large stores meets trou- 
bles: When trouble breaks, in- 
stead of trying to sidestep it 
(which is seldom possible) he 
greets it with his own private 
hand-hammered slogan: “Here 
comes experience; keep your eyes 
open.” 

He reports that he has learned 
practically all he knows about the 
store business from troubles, big 
and little. “Experience nearly al- 
ways comes camouflaged as trou- 
ble,” he observes, “and experience 
is what pays the good salaries in 
this or any other business.” 

. and here is a corker of a 
good-to-remember Terse Trailer 
that we proudly present after like- 
wise proudly thanking our guest 
speaker, Elmer G. Rahe of Cincin- 
nati, U.S. A. We quote: 

A lot of somebodies 

want a lot of something 

everyday—and high on 

the WANTS are OFFICE ITEMS! 


3b, 3b 3b 


Office-efficiently yours! 
RALPH B. ORTEL 
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The State of 
the Industry 


@ REPEAL of the excise tax on office 
machines is an immediate goal of the Na- 
tional Office Machine Dealers Association, 
declares Gordon Miller, NOMDA presi- 
dent. He says, "The removal of the excise 
tax will stimulate sales just as its imposition 
was to prevent sales,"’ and points out, "A 
tax that was imposed for the sole purpose 
of acting as a brake on sales of office ma- 
chines to conserve metals for war pur- 
poses, has no business being in force at a 
time when America's businessmen can use 
all the sales possible." The leather goods 
manufacturers also are warring on this un- 
fair imposition upon their branch of in- 
dustry. Both organizations see that con- 
tinued pressure upon congressmen in the 
form of letters, wires or personal calls is 
the best weapon. . . . Members of the 
industry will soon find the new wage and 
hour act effective, in the form of amend- 
ments to the Fair Labor Standards Act of 
1938. Signed by President Truman, the 
new measure is effective in 90 days fol- 
lowing the October 26 signing. Are you 
responsible under the provisions? The main 
yard sticks are: 1. Over 50 per cent of 
the sales by annual dollar volume must be 
made within the state in which the estab- 
lishment is located. 2. In order to be con- 
sidered a retail establishment at least 
three-fourths of the goods or services, or 
both, sold, must be to purchasers who do 
not buy for the purpose of reselling. 3. In 
order to be considered a retail establish- 
ment at least 75 per cent of the annual 
dollar volume of 2 of goods or services, 
or both, must be recognized in their par- 
ticular industry as retail sales or services. 
. . . The present trend in Government, re- 
garded by many observers as being toward 
socialism, is being assailed on every hand. 
In this connection, Henry H. Heimann, ex- 
ecutive manager of the National Associa- 
tion of Credit Men, says: Our early lead- 
ers had a great appreciation of the Letely 
virtues of thrift and humility and of the 
doctrine that the government is best which 
governs least. While it is natural that in 
this day and age after two wars our Gov- 
ernment should assume more of the so- 
cial responsibility, it is very questionable 
whether the measure it is now assuming 
is in the best interest of this nation's wel- 


fare.""—COS 
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Editorial 


Evan Johnson—Contributor 


@¢THIS MONTH Evan Johnson, editor and pub- 
lisher of OrriceE APPLIANCEs for 34 years prior to July 
1941, reaches his 80th birthday. Birthdays in them- 
selves have no real significance save as they record 
the accumulated years of a life investment in con- 
tributions to fellow men, to a movement, to an in- 
dustry. Evan Johnson’s record makes his present 
title on the staff of OrriceE APPLIANCES—Contributing 
Editor—particularly apt. 

Among the more obvious of Mr. Johnson’s contribu- 
tions was the activity in relation to the founding of 
the National Stationers Association. At the Octo- 
ber, 1941, convention of NSA, when Mr. Johnson was 
elected to honorary membership, Charles P. Garvin, 
then general manager of the association, said, ‘Mr. 
Johnson was as much responsible as any individual, 
if not more so, for the organization of this great asso- 
ciation.”’ The accuracy of the remark is attested by 
the events just prior to the formation of NSA. In co- 
operative activity with Charles H. Coles, Llewellyn E. 
Barnes, and others, Mr. Johnson created and devel- 
oped the idea of a national association. Despite occa- 
sional waning of interest, the idea persisted, eventu- 
ating in an organization meeting held in Chicago on 
October 3, 4 and 5, 1904. 

Mr. Johnson was also present, by invitation, at the 
organization meeting of the association now known 
as the Office Equipment Manufacturers Institute. 

During the years of his editorial leadership, Mr. 
Johnson consistently and successfully promoted the 
dream of the founder of OrricE APPLIANCES, George 
Patterson, of bringing all of the trade related to the 
production and distribution of office utilities under 
the single banner of the office equipment or office 
appliance industry. The soundness of his judgment 
and the effectiveness of the campaign he initiated 
and sustained in OrricE APPLIANCES, are evident to- 
day in the recognition accorded the office equipment 
industry as an entity in the total field of commerce. 

A more specialized movement launched by Evan 
Johnson through the pages of OFFICE APPLIANCES was 
the diversion of office furniture from distribution 
through household furniture dealers to its present 
channels within the office equipment industry. Un- 
der the direction of Mr. Johnson OFFricE APPLIANCES 
continued promoting office furniture as a logical line 
for the commercial stationer and office supplier to 
handle. Today very little office furniture reaches the 
user through other types of dealers. 

Less conspicuous, but perhaps even more influen- 
tial, were the daily contributions in the way of ideas 
and suggestions to visitors that Mr. Johnson made 
from his “old workshop,” as he called the space be- 
tween two desks—a roll top and a flat top—which he 
occupied for so many years. No matter who the visi- 
tor was—dealer, salesman, manufacturer, top execu- 
tive or a beginner—Evan Johnson always found 
time to listen and offer wise counsel when it was 
asked. Thus it was that he earned the good will and 
high regard of many friends in all phases and cata- 
gories of the industry. Their good will, which he 
terms, “Treasure found along the way,” is the re- 
verse side of the coin of compensation whose obverse 
is the giving of oneself unstintedly for the good of 
fellow men within the industry. 


OFFICE APPLIANCES, December, 1949 











‘hi re (DH DH TD .,.* 


49 


Here and There 


GEORGE F. MALCOLM EARNS 
HIS REST BY HIS SERVICE TO 
WEBSTER AND INDUSTRY 
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GEORGE MALCOLM ENJOYING HIMSELF AT HIS HOME IN MAINE.—Mr. Mal- 
colm’s interest in horses, stemming from his hobby of horseback riding, is of long 
standing. This picture was taken from one of his Christmas cards. 


OFFICE APPLIANCES, December, 





He recommended that in order to 
be independent editorially and 
otherwise, no one engaged in the 
industry should be permitted to 
have even a small financial interest 
in the business. Frequently we have 
expressed gratitude at that whole 
ome bit of advice. 





MAXWELL MILLER HEADS 
DIVISION FOR DRIVE OF 
TRAVELERS AID SOCIETY 


Maxwell Miller of the Royal Type- 
writer Company, Inc., is chairman 
of the office equipment and furni- 
ture division of the 1949 fund drive 
»f the Travelers Aid Society of New 
York. The campaign, now in prog- 
ress, has a goal of $350,000. 

This amount is needed this year 

support emergency assistance 
ind counsel for travelers and new- 
>mers in difficulty. Last year the 
Travelers Aid Society of New York 
helped |10,260 men, women, and 
hildren who needed a variety of 
ervices because of illness, a finan- 
ial emergency,’ inability to find 
relatives, running away from home, 
ynd many other serious problems 
it the piers and terminals. 

Non-duplicating in its work, the 
agency co-operates with 108 other 
lravelers Aid Societies which in turn 
assist thousands of traveling New 

rkers each year. 

Since Travelers Aid depends sole- 
y upon voluntary contributions, sub- 
tantial support from commerce and 
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industry is needed this year so that 
services essential to the well-being 
of the traveling public and to New 
York will not have to be curtailed. 





KENT CHANDLER ON CHICAGO 
PERMANENT FAIR COMMITTEE 


As vice-chairman of the board of 
directors and secretary of the A. B. 
Dick Company, Kent Chandler has 
been a very busy man during tie 
past year or two because of the 
erection of the new Dick factory 
and office building in Niles, Ill., just 
northwest of Chicago. Despite those 
special demands on his time, he has 
found a way to serve actively as 
vice-chairman of the permanent 
Chicago fair committee, appointed 
recently by Mayor Martin H. Ken- 
nelly. 

As temporary chairman of the 
executive committee of the fair or- 
ganization, Mr. Chandler and his 
committee members have explored 
the possibilities of a permanent in- 
dustrial exposition on the lake front 
in the area where railroad fairs have 
been staged so successfully the past 
two summers. Mr. Chandler reports 
that conferences with leading busi- 
nessmen and other interested indi- 
viduals give rise to the belief that 
a permanent industrial exposition 
similar in character to the great an- 
nual fairs at Leipzig, Germany, and 
Toronto, Canada, can be estab- 
lished in Chicago. Much of the 
success achieved in the fair project 
up to this time can be credited to 
Mr. Chandler's ability to think a 
problem through, fix an objective, 
and then concentrate skillfully on 
achieving that goal. 





TEXAS FIRM FINDS IDEA THAT 
PAYS DIVIDENDS IN OFFICE 
APPLIANCES ITEM 


Pat Callahan, manager of Shaf- 
fer's Book Store, P.O. Box 890, Col- 
lege Station, Tex., informs this trade 
journal of the fine results he ob- 
tained in following an idea gained 
from a recent Office Appliances 
item telling of an advertising stunt 
to obtain business. 

The article told how a store 
placed an incubator in a window, 
hatching eggs for a contest on 
"Guess the time the first chick will 
hatch." 

Callahan took it from there, bor- 
rowed a 72-egg glass incubator 
from the poultry department of a 
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store, and secured more than 4,000 Mr. Wittgen has been active i 
guesses in two weeks’ time. A pags the affairs of the bureau for the 
ad tie-in with other merchants wa past several years. He is president 
secured, offering prizes for ‘Stu f the County Welfare Board. He 
dent Night Watcher." Double the active in Community Chest work 
business over last year's colleg and is a member of the Country 
opening was achieved. Club, the Kiwanis Club, Elks, Cen- 





tral Turners and the Knights of Co 

mbus. He lives at 637 College 
Highway. He and Mrs. Wittger 
have two daughters.—WBC. 


RICHMOND STATIONER REALLY 
GOES IN FOR STAMP 
COLLECTIONS 
Mack Weekley, office supply 
Jealer of Richmond, Va., here pic 
tured on his way to the post office 
with the evening mail, had the 
honor of making the first official 
purchase of 100 stamps commemor 
sting the |00th anniversary of the 
death of Edgar Allan Poe. The pur- 








HAPPY MOMENT—Herb Johnson, vice- 
president of the Kendrick-Bellamy Sta- 
tionery Co., Denver, Colo., holds his 
new grandson, John Herbert Stolp, two 
weeks of age. No grandfather ever 
registered more pride or satisfaction. 


SMITH & BUTTERFIELD 
OFFICIAL NEW HEAD 
OF RETAIL BUREAU 
Leo Wittgen, vice-president 
Smith & Butterfield, book and offic 
supplies dealers at Evansville, Ind 








has been named president of the MACK WEEKLEY 
Merchants Retail Bureau in Evar ; 4 mn 
: nase was maae on Uctoro 
ville. rege 
Z2:VUi a.m. 
He succeeds A. R. Eastwood, wh ted : 
ine or - + thi mmem Aa 
held the post for ten years and wi L a jain € 
. .' € € c ¢ € ar 
askea to be relievea because of th te . 
nterested—is $1,000. 
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ROYAL SETS ADVERTISING PACE—Chicago Manager W. W. Pennels, Advertis- 
ing Manager E. G. Bishop, Dolores Schennum, of the Chicago office, and Chicago 
Roytype Manager Harry DeBurgos, in Royal's eye-attracting booth at the recent 
Direct Mail Advertising Association Convention in Chicago. There. Royal won the 
direct mail advertising “Best of Industry Award” for the top campaign produced 
in the past year. Royal's presentation included materials created for office and 
portable typewriters and Roytype supplies. Royal Advertising Manager Bishop 
was elected a D.M.A.A. director. 


MORSE GENCE FROM OL... THE OW’ 





orc“ 8 WHO STREET 
Tee OAK TREE 
ow, HOLLOW 
Ex 
LiBRi 
Dear Editor: 


Bill Raven had a business in 
Birdland and it began to operate 
in the Russian Zone—red, that is. 
He was losing customers, 
couldn't pay his bills and he sat 
around all day trying to solve 
the problem. Finally, he arrived 
at the solution. “Money makes 
money,” he said. “That's an old 
saying and it's true as Jupiter. 
I haven‘t got enough working 
capital working for me and 
there’s my trouble.” 


So, he mortgaged his home for 
$10,000, which he used to pay 
his bills. Then he sat back, re- 
laxed and said ‘Now I'm all set. 
Money makes money. From this 
day on, my business will begin 
to show a nice profit.” 


Soon he owed more money 
than he did before, and so, he 
borrowed $10,000 from an uncle 
and paid his bills again. Then 
he sat back, relaxed and said 
with satisfaction, “This is the 
pay-off that will put me in the 
black for life.” 


Soon he owed a lot more 
money and while he was sitting 
around figuring out the reason, a 
friend came in and sold him a 
lottery ticket, first prize $10,000. 
Bill won. “At long last, I'm on 
the road to success,” said Bill. 
“Now I'll pay the bills I owe and 
wait for the money to begin 
working for me.” 


It wasn’t long before he owed 
so much money that the creditors 
cracked down and threw him 
into receivership. 


Failure is more often due to 
lack of enterprise than to lack 
of working capital. 


Very wisely yours, 


OLLIE THE OWL. 
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o CONVENTION ADDRESSES  o 


(Texts of several of the addresses not available at the time of going to press with the story of the National 
Stationers Association convention last month are presented below.) 





THE WAY OF THE WORLD AT 
THE MOMENT 
By Grove Patterson, 
Editor-in-Chief, 
Toledo Blade, 
Toledo, Ohio 


l SHOULD li first to say something that occurs to me 
about se! ze and salesmanship. I could speak from a 
peculiar point f view because never in my life did I ever 
sell anything | never sold coat hangers or stereopticon 


views to get through college or did anything of the sort, and 
yet somewhow or other I have acquired some ideas about it 
When I was a youngster in my teens, I remember there came 
to the village where I lived, as they did often in those days, 
a medicine man with a covered wagon. He hitched his team 
to the railing that ran around the Court House square late 
in the afternoon, and about 6:30, after most of the folks 
were through supper, he took down the back of the wagon 
ind took out a banjo and he began to play tunes and sing 
songs. In a little while he had all of the villagers gathered 
iround the back of the wagon. When he had them all to- 
gether, he sold them an amazing and incredible product in 
a bottle called Kickapoo Indian Sagwa. He claimed this 
ired everything He was such a salesman that men and 
women just crowded against each other, reaching over the 


shoulders of the es in front to buy a bottle of Kickapoo 
Indian Sagwa at $1.00 a bottle. 

[ remember a ttle while after that, just a youngster that 
| was, | gathered up a lot of bottles and put colored water 

one kind or another in them and went around and tried 

sell them to my playmates. About that time, a little later 
[ got up one morning at 5 o'clock, a very notable event in 
my life—as far as I can remember, the only sunrise I have 
ever seen ind I rode my bicycle 25 miles over the dusty 
roads of southern Illinois to hear William Jennings Bryan 
open his campaign on the occasion of his first candidacy for 


the presidency l remember that, only a lad, I stood in the 
park without be efit of tree or post to lean against or bench 
it upor I stened for two hours while he set forth his 


ws. Il was ere d in salesmanship, and I was interested 

public speaking and all that sort of thing, and I tried to 
nalyze it. The thine that communicates itself faster than 
inythinge else fr a salesman to his prospect or from a 
speaker to his audience is the utter belief in the thing that 
he has to sel The thing that communicates itself faster 
rom an audle to the speaker and the speaker to the 


1udience is that sense of utter sincerity. There is no doubt 
n my mind that this medicine man actually believed that 

this medicine would cure almost everything or he couldn't 

have sold it that way and nobody need tell me that William 

Jennings Bryan was not one of the most sincere public ser- 
ints and public advocates of reform who ever lived. 


“Must Believe in Your Product” 


And so I have said to many groups of salesmen, don't 
ry on i it your approach. Don't worry too much 
ibout languag hugh it’s a very lovely thing. The Eng- 


is the nost magnificent tool ever devised in 


story a d for the communication of ideas, but 
ion’t worry it it. You must believe in your product. If 
you | ve ir sufficiently and you have the sincerity, you 
A i it 
We need in this « ntry of ours, I think, a new aristocracy 
Let not be afraid f that word It’s not an aristocracy 
based upon birt! eeding, social position, wealth. I should 
ke to giv a I much better name and call it “the 
lowship of tl e who care.” For unless there is in every 
nunity the few group, those who Know that if there 
e any |} progress it must go forward on the 
hearts and ups their shoulders, there won't be any human 
progress Always t re are those who have to go more than 
half way \ zations of the past were never mass 
vements \ gre reforms begin in the heart of a man 
rin the heart 1 few and work from the inside out. A 
great reforn ivilization itself, never works from the 
itside in but a iys from the inside out 
Somehow or other I felt impelled—perhaps it is not appro- 
priate for the topic which I was given—to say at the begin- 
ng of my brief talk today that a great responsibility rests 
ipon those wl y places of leadership. You know the 
greatest lea t t nan can get across to himself? It is 
he idea of per responsibility for corporate or organized 
tior Why is tl great organization? Not simply be- 
ause you have thé ichinery to make it a great organiza- 
but becauss ifficient number of members have put 
across to themss s that idea of personal responsibility for 
Trea zea act 
Now, friends, I e to the subject of “The Way of the 
World at the M nt I'll explain that a little bit For 
re than 25 years I have written a daily column in 
paper Somebod said to me some time ago, “Do you 
ist write that imn for your own amusement. I said, “No 
r own amaz ent.” When one says the way of the 
\ ld at the r ent, he gives himself a considerable range 
Being a newspaper in, | have divided what I have to say 
nto four items. 7 first item I label simply by the single 
vord mplificat What is the state of the world today 
n respect to that toy which intrigues us more than any 
ther at the moment Our relations with Russia. So I call 
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the first item “simplification.” How we are in need of sim- 
plified statements of things which everybody can understand 


Defines Kussian Objective 


Ve are in need of simple talk, it seems to me, as we face 
ioday’s problems. What is the great Russian objective? Let's 
be very simple about that. There are four objectives. First, 
the destruction of democracy and the establishment of the 
police state in those countries which border Russia and 
which are known as the satellite states—Czechoslovakia, Po- 
land, Hungary, Rumania, Bulgaria and Albania. I rather like 
the use of the term “the establishment of the police state and 
the destruction of democracy” rather than the word Com- 
munism, because Communism isn’t a good word. We had in 
the early history of America some examples of Communism 
which at least were inspired by Christian motives and they 
didn’t work, human nature being what it is, but it was a very 
good word, had a decent meaning, ought to have a decent 
burial. So their first objective is the substitution of the 
police state for democratic government in their immediate 
territory. The second is the destruction of democracy and the 
establishment of the police state in all of Germany, and they 
have not changed from that objective because of the estab- 
lishment in Western Germany of a republic... That's their 
secondary objective upon which they are working now and 
on which I shall speak more in a moment. The third objec- 
tive, of course, is the communization or the destruction of 
democratic government in the other nations of Western 
iSurope, notably Italy, France, and so on. The fourth objec- 
tive, 1 need hardly mention to an audience like this, is the 
complete abolition of democratic government and the substi- 
tution of the police state in all the nations of the world, in 
i“urope, America and Asia. At the moment, the second ob- 
jected is devoted particularly to Germany and I want to say 
right here that the Russians are the most diabolically ingen- 
ius, the most clever people in all of the world in the use of 
propaganda—not only in the amount of it but in the char- 
acter of it. 

| was in France last year and an American told me with 
some satisfaction that we were doing some good things over 
there. He said that we had information stations, radio sta- 
tions in France, through which we pour out our belief in our 
kind of democratic government in order to combat the 
zrowth of Communism in France. I said, “That's fine. How 
many are there in France?” He said we already had twqof 
them. I happened to find out before I left there that the 
tussians had 1200 such stations. I said they were diaboli- 
cally ingenious in the character of their propaganda, 

Out from Radio Berlin there goes 24 hours a day this type 
of propaganda. They have good music, great artists, fine 
entertainment and they have big listening undoubtedly, and 
then come on the speakers of the day and they do not at- 
tack in rough language. They appeal to the German poopie 
and they say, “Wouldn't you like to have us go home? 
Wouldn't you like to have all the Russians withdraw from 
your ports? Wouldn't you like to have the Americans, the 
British and the French go home? Don't you love the old uni- 
fied Germany? And they have been so clever as to change 
the name of the Communist Party and call it the German 
Socialist Unity Party. All this falls very pleasantly on the 
ears of the Germans because they do long for the old-time 
unity. 

Develop Counter Propaganda 


We now have in Berlin, Bill Heimlich, who was a colonel 
in the Intelligence Department when General Eisenhower 
made the invasion of Normandy in 1944. We have set up un- 
der his direction a great radio station and we are beginning 
to pour out constantly 24 hours a day our kind of propa- 
ganda to combat the Russians. It is a great and proper 
weapon. Now the question arises, why can't we deal with 
Russia as we would deal with any nation? Why are our con- 
ferences always futile? It is because we mistake Russian 
policy with the unchanging Communist objective, and they 
are two different things Russian policy can change over 
night. Russian policy can lift and did lift the blockade of 
Berlin. Russian policy may go a step back, maybe two ape 
today, in order to go forward three steps tomorrow. But the 
Communist objective never changes and you can’t sit across 
the table from men whose prime objective is to destroy you. 
So much for my first item which I call “simplification.” 

Now we come to a more important one—how to stop Com- 
munism. In the first place, we are on the right road at the 
moment. I am convinced that the Marshall Plan ts doing 
an immense amount of good. I was over there last year 
when it was getting under way and I have had very late 
returns from it within the last few weeks and months, It is 
making progress and it is doing a great deal of good. I do 
not need to tell you that Communism grows in the soil of 
poverty, of political and economic upset, of moral depression 
Once put the nations of Western Europe on a firm basis of 
prosperity, and Communism fades out. 

I have talked to several people recently back from Italy. 
They said conditions were pretty good in Italy. Everything 
is going all right. What became of that great Communist 
movement which almost took over the government? Once 
you establish good economic conditions among people, Com- 
munism can no longer grow, because the soil of poverty and 
depression is not there. In the second place, I submit to you 
that in the long run we have to stop Communism by compe- 
tition. In other words, we must prove that our economic sys- 
tem does more good to more people than any other kind in 
the world. 

We teach our young people that success in our way calls 


(Turn to page 177, please) 
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Alst National Business Show Records 


Attendance of Above 70,000 


NCE AGAIN the National Business Show proved 

a magnet to which business people from all over 
the world are drawn. They came from Holland, France, 
China, Java, South Africa and many other far-off 
places, as well as South America, Canada and from all 
parts of the United States. 

From the moment Grand Central Palace in New 
York City swung open its exhibition hall doors to the 
Forty-First Annual Business Show on Monday, October 
24, to the closing bell on Saturday, October 29, an ever- 
increasing stream of visitors poured in to see the latest 
offerings of the office equipment world. 


Entering the exhibition hall, the visitor was im- 
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The Latest Products of More Than 100 
Distributors Were Displayed in Grand 
Central Palace at New York City 

From October 24 to 29 


pressed with an atmosphere of sincerity and friendli- 
ness that predominated throughout the entire show. 
The exhibits themselves presented an interesting and 
effective use of color and art in modern application 
that was most pleasing to the eye. The show this year 
was dedicated to “the emancipation of the white col- 
lar worker,” featuring the latest developments in 
office equipment which are geared to free workers 
from tedium and fatigue and facilitate channeling of 
their energies into more productive, wage-increasing 
work. 

The show was open daily from 1 p.m. to 10 P.M., ex- 
cept the last day when it closed at 6 p.m. Exhibits were 
laid out with spacious aisles to facilitate the progress 
of crowds, giving visual evidence of the skill and ex- 
perience of Frank E. Tupper and his associates. 


More Than 100 Exhibitors 


This year more than 100 exhibitors displayed the 
latest in time- and labor-saving devices in a many- 
faceted show, the keynote of which was emphasis on 
the need for greater modernization in the office to 
increase worker efficiency and reduce operating costs. 
The feeling exists among members of the office equip- 
ment industry that business is slower in adopting new 
methods and equipment for the office than it is for the 
factory. A large segment of the nation’s white collar 
workers are laboring under conditions which are only a 
short way past the stage when bookkeepers wore eye- 
shades and celluloid sleeve protectors. This is partic- 
ularly significant when viewed in the light of the fact 
that office workers now outnumber factory workers by 
almost two to one. Exhibitors reported.a degree of in- 
terest shown by visitors never before experienced. The 
large percentage of small businessmen attending the 
show gave evidence of the fact that the machine age 
has hit Main Street. It was apparent that many of 
the products on display will find usefulness in the 
home, on the farm and in other outlets besides the 
office. 


Recognition has been given to the ever-growing im- 


SEEN AT THE N. Y. BUSINESS SHOW 


3 Jonas, C. E. ~~ 4 R. ~ Jonas. Jr., and R. P. Jonas, Jr., 
al Dew Filing Sup 

2. 3 +. Richardson PP Zrccloy Fe Friden. Friden Calculating Machine 
o.,. Inc. 


3. Thomas O’Laird, Thomas O’Laird Co., Charleston, W. Va., “The 
Laird of Charleston’’; John A. Gilbert, OFFICE APPLIANCES. 
4. Mortimer Kazan. Cole Steel Equipment Co.; M. E. Schnall. Schnall 


& Krug Associates; Victor Scheinman. S. T. Scheinman, and Samuel 


Henning. all Cole Steel Equipment Co. 

5. Louis Caracci, The Nor-Wood Co., New York. N. Y.; Harvey Bright. 
Bright Chair Co. 

6. D. B. Burns, Mansfield Typewriter Co., Mansfield, Ohio. 

7. James A. Maher, Jr.. Lew Blaha. Jim Bishop, Ben Williams, Sr.. 
Ben Williams. Jr., John Williams, and Bill Tipmore. all Domore 
Chair Co.. Inc. 

8. Abe and Jerry Warshaw. Warshaw Mig. Co., 


In 

9. Bill Simpkins, John A. Gilbert. OFFICE APPLI- 
ANCES. 

10. Front row: Robert Yanowitz, Nathan Yanowitz, Irving Kremsdorf. 
Harry Lefkowitz. and Charles Lefkowitz. all Guide System & Supply 
Co., Inc. Back row: Julian Kremsdorf. Jerry Kremsdori, Barney 
Meltzer, Max Witz. Gerald Cohen, Seymour Baum. and Sid How- 


ard, all Guide System & Supply Co.., Inc. 


Tiffany Stand Co.; 
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5 turers who have 


a standpoint 


women in office work by manufac- 
designed their products not only from 
eye-appeal but also to help reduce 
and tea he busy secretary. In addition, there 
many ol eye-saving, space-saving and noise- 

icing pieces of equipment all designed to make 
ffice girls happier, more energetic workers. 
Besides equipment, another major attraction of the 
availability of expert advice on 
rocedures from highly-skilled tech- 
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Bright Frank E. Tup; National Business Show Co., signs the guest 
book 
S 4. J. D. Hawkins and C. C. Bartlett. Rex-O-Graph, Imc.; Jack H. 
ll . Llewellyn, Sta Air & Lite Corp., Pittsburgh. Pa. 
Vomore 5. Arthur Zitt, T eyer Corp.; Vincent Schaible, Marx Sty. Co., 
Philadelphia Reeves Heyer, The Heyer Corp. 
PPLI 6. J. A. Gilber FFICE APPLIANCES; R. K. ‘Bill’ Allerten and An 
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nicians who manned the booths to answer questions 
of visitors and offer suggestions for the solution of 
their problems. 

The Thomas Mechanical Collator Corporation, in its 
efforts to reduce the time and fatigue which has been 
so great a part of paper gathering operations, intro- 
duced for the first time their Vacuumatic collator. 
The machine, which gathers pages into sets auto- 
matically, uses a vacuum pick-up arrangement to re- 
move individual sheets from piles and transfer them, 


AMONG THE EXHIBITORS AT THE N. Y. BUSINESS SHOW, GRAND CENTRAL PALACE, OCT. 24-29 


ll. Ge. Lane, A. A. Goldstein, J. Walsh and J. Heinz, all C. E. Sheppard 


12. A. Dahl, Business wadcoer fie Walter Christenson, Koller & 
Senith Co., Inc., New York, : R. C. Elliott, Business Efficiency 
Aids. 


13. Ewald Mayer, Safeguard Corp. 
14. Sam Itkin, Ben Itkin and Abe Itkin, all Itkin Brothers, Inc., 


York, N. Y. 
1S. Robert N. Wood and Ray L. Wood, Esterbrook Pen Co. 
16. = a and Marilyn Sanders, Speed Products Co.., Inc. 
Monroe © eee Machine Co., Inc.; J. A. Gilbert. 


7. &. SB. 
OFFICE APPLIANCES 

18. Henry Ring. Jr. and Arthur DuPre. Queen Ribbon & Carbon Co., 
Inc. 

19. R. L. Weber, Rite-Line Corp.; Louis Stock, Collister Corp., Rite- 
Line Copyholder Division. 

20. Edgar x Yousen. Marchant Calculating Machine Co., 


New 


and customer. 
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EXHIBITORS AT N. Y. BUSINESS SHOW 


Aetna Products Co. 

. Acme Bulletin & Di- 
rectory Board Corp. 
American Writing Pa- 

per Corp. 

Blank, A., Inc. 
Cummins Business 
Machines 

Cushman & Denison 


Mig. Corp. 
Diebold, Inc. 
Domore Chair Co., 


_ Elliott Addressing Ma- 


chine Co. 

Federal Cash Regis- 
ter Co. 

Ferris Business Equip- 
ment, Inc. 
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EXHIBITORS AT N. Y. BUSINESS SHOW 


Friden Calculating . Marr Duplicator Co. 
Machine Co., Inc. . Master Addresser Co. 
Gray Mig. Co. . Mimeo Mig. Co. 

Itkin Bros., Inc. . Modern Telephone 
Koller & Smith Co., Corp. 

Inc. 10. Monroe Calculating 
Mailers Equipment Machine Co., Inc. 

Co. ll. Olivetti, Ing. C., & Co. 
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in their correct sequence, to a moving belt containing 
the finished sets. Complete accuracy of the sets is 
insured by electronic controls which break the 
vacuum when one of the delivering arms fails to pick 
up a sheet of paper and return the incomplete set of 
papers to their original file for another pickup. De- 
signed for large collating problems, its rated speed is 
18,000 sheets per hour for a ten-page unit. A similar 
volume of collating would take the average hand col- 
lator about six hours to complete. In addition, the 
entire line of mechanical collators has been rede- 
signed and was shown at the show for the first time 
anywhere. 

At the Monroe Calculating Machine Company ex- 
hibit was to be seen an imposing array of 61 figuring 





machines arranged on stepped shelves. A wide line of 
machines covering three types—calculating, adding 
and bookkeeping—in a large variety of models in each 
category, ranging from hand-operated to fully auto- 
matic models. Highlighting their exhibit was the new 
fully automatic Monro-Matic in the feature role. 


Simplicity Is Featured 


Simplicity was the keynote of the new Ultra-Matic 
calculator shown for the first time by the Friden 
Calculating Machine Company, Inc. An addition to 
the company’s line of semi-automatic and full auto- 
matic models, the machine contains features of merit. 
It can perform addition, subtraction, division and 
aati 
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EXHIBITORS AT N. Y. BUSINESS SHOW 


. Ozalid, Div. General Analine & Film 


- Plus Computing Machines, Inc. 
. Reynolds & Reynolds Co. 
. Robotyper Corp. 
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5. SoundScriber Corp. 
Tiffany Stand Co. 
Universal Cash Registers 
Wheeldex Mfg. Co., Inc. 
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three kinds of multiplication—all in six minutes. The 
machine automatically responds with the answer 
when a button is pushed. 

In addition to its Figuremaster calculators, with a 
range of models and prices to suit all types of busi- 
ess budgets, large and small, the Marchant Calcu- 
lating Machine Company exhibited a newcomer to its 
line, a low-cost, semi-automatic Figuremaster, which 
has all the automatic features of the fully-automatic 
model except automatic multiplication. 

The Gray Manufacturing Company introduced a new 
product, the Voice Eraser, in which a recording disc 
of 20-, 30- or 62-minute capacity is resurfaced in three 
minutes, multiplying the usability of each side 50 
times. The disc simply is inserted in a slot on one 
side of the machine and emerges from a slot on the 
ther side ready for instant use without a cooling 
period. In addition, the company displayed the Audo- 
graph Electronic Soundwriter, a dictating instrument 
which, in addition to use as a business instrument, is 
being used in police cruiser cars to record first-hand 
omment at accidents and also to provide accurate 
‘ourt reporting 


Display Television Indexing 


Another transcribing machine manufacturer, the 
SoundScriber Corporation, featured television indexing 
n The Lady Tycoon, the latest portable transcribing 
iachine. Through its use the operator can observe 
the disc as it is being played, watching for corrections 
which are plainly visible on the television mirror which 
blows the record up to four times its original size. The 
company also exhibited the Tycoon, another addi- 
ion to its line of portable recorders. A “quick-review” 
microphone on this machine enables the operator to 
dictate by pressing down on the microphone switch 
and listen back by pressing up. 

In answer to the current cry of business for cost 
reduction, Plus Computing Machines, Inc., exhibited 
the unique Part-Keyboard machine at the show. This 


machine revolutionizes adding-calculating machines 
by providing keys only from one to five in each row, 
all the keys that are needed or normally used for 
touch addition, subtraction and simple multiplication. 
The elimination of idle 7, 8 and 9 keys makes the 
Plus Part-Keyboard models economical enough to 
mechanize routine office operations which heretofore 


ould not bear the cost of a regular or full keyboard 
machine. Plu econd answer to management’s pres- 


ent attitude of only “spending money to save money” 
is the new model, streamlined Plus full keyboard ma- 
hine which made its bow at the show. These ma- 
hines, designed for high-speed computing accuracy 
ind while they use standard key spacing, the 1, 5 and 


) keys have been specially placed for easier and fastest 
uch operati n all intricate computations. 


Show Paper-Making 


Of interest to visitors was the miniature paper- 
naking machine in the American Writing Paper Cor- 
poration’s Eagle-A boxed typewriter paper display 
The Eagle-A miniature paper-making machine has 
been on exhibit in major expositions throughout the 
world. It was built in England about 40 years ago 
ind was last exhibition and in operation making 
paper at the Chicago World’s Fair where throngs of 
eople besieged the Eagle-A exhibit for the purpose 
f seeing this marvelous piece of equipment in action 

In an attractive setting the Domore Chair Company 
lisplayed tw ew executive models, heavily padded 
with soft resilient foam rubber in seats, backs and 

m rests. The seats were provided with a new type 

spring uni esigned to permit free action of every 

ring without the hazard of breakdown. Also shown 
the Conferee chair with adjustable, oscillating 

k with trolled spring tension, combining the 

ins of sitting in healthful posture with luxurious 
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LIFELIKE—The value of a striking lifelike display was 
strongly illustrated by some incidents happening at Na- 
tional Business Show recently in New York, N. Y., Safeguard 
Corporation reports. In several cases persons walked up to 
the girl in front of the Safeguard Humidifier display and 
started a conversation with her, realizing only after being 
told that they were talking to a dummy. This effect was most 
likely helped along by the fact that Safeguard had a wire 
recorder with the canned sales talk to help the illusion along. 


comfort. In addition, the Postur-Matic—the chair 
that breathes—and Debonair chair for secretarial use 
were on display. 

The Wheeldex Manufacturing Company centered its 
exhibit around a new ferris wheel arrangement of 
largest wheel card files, the new Fastroll Wheeldex 
motorized units for effortless operation and an in- 
genious new design of the popular tiny Wheeldex Cub 
in new gray and red plastic mounted on a new one- 
piece, chromed tubular frame. 


Demonstrate Checkwriter 


Safeguard Corporation demonstrated a new six-bank 
individual Safeguard checkwriter designed for small 
personal checks, giving the same complete protection 
to pocket size personal checks as is afforded to busi- 
ness checks. A new feature demonstrated at the show 
was a security lock for all Safeguard checkwriter 
models to prevent misuse by unauthorized persons. 
Also shown was the Safeguard Air-Humidifier. 


Cushman & Denison Manufacturing Company, Inc., 
displayed the Cado Flo-Master Fountnbrush, a versa- 
tile writing and marking instrumentt in new and 
more attractive packaging. Flo-Master inks in attrac- 
tive self-dispensing containers were shown for the 
first time and illustrations of work done by outstand- 
ing artists with the Flo-Master Fountnbrush were 
prominently displayed. 

The Permofiux Corporation introduced the all-new 
magnetic tapewriter dictating machine, an exclusive 
feature of which is a “magazine load”, enabling the 
user to make a quick change of tape without the 
necessity of handling the tape itself. This lightweight 
portable machine has a single level control, giving 
full control of tape and a fully automatic back-spacer 
is provided which is so selective that one word or 
whole sentence can be back-spaced. 


Wespey International Corporation demonstrated the 
Print-Fix stencil duplicating machine which uses paste 
applied under a patented air pressure system instead 
of ink. Stains and messiness are eliminated and sharp, 
clear copy without fuzz is made by this process. 


Show Reproducing Machines 


Two new Bruning whiteprinting machines for the 
reproduction of office copies were shown by Charles 
(Turn to page 142, please) 
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Large Dealer Group Attends Sales, 
Service Clinic in Springfield, Mo. 


ESPITE A RAIN of practically deluge proportions, 
nearly 500 dealers, manufacturers and students 
and faculty of the Office Appliance Mechanical Insti- 
tute were in attendance at the Sales-Service Clinic 
sponsored by C. LeRoy Jones, director of O.A.M.L, in 
Springfield, Mo., on Friday and Saturday, October 21 
and 22. Ironically, those located closest to Springfield 
encountered the greatest difficulties in their attempts 
to reach that city. Many of them turned back home 
because flooded roads prevented automobile travel. 
The clinic was an experiment in the sense that no 
social functions of any sort were included in the offi- 
cial program. For luncheons, dinners and entertain- 
ment, those present were strictly on their own. The 
registration fee was held to a minimum and food and 
hotel-costs were low. Both dealers and manufacturers 
were enthusiastic in their expressions of approval. 
Another experiment that proved successful was the 
service clinic idea, which afforded dealers and manu- 
facturers opportunities to get together to discuss and 
iron out problems having to do with mechanical ad- 
justments, repairs, and so forth. Crowds in the clinic 
rooms during the scheduled hours attested to the 
success of the venture. 


Speaking Sessions in Mornings—Clinics in Afternoons 

Staged in the Shrine Mosque auditorium, the pro- 
gram of the two-day clinic was divided into two morn- 
ing sessions of addresses and demonstrations, and two 
afternoons, from 2:30 to 8:00 o’clock, of visitations to 
merchandise display booths and service clinic rooms. 
Twenty-one manufacturers had displays and nine con- 
ducted service clinics. The displays lined the sides 
and the back of the assembly hall, and the clinics were 
in enclosed spaces under the balcony seats at the sides 
of the auditorium. 

Following registration activities on Friday morning, 
Convention Manager C. LeRoy Jones opened the first 
formal session. Mr. Jones made a short address of 
welcome and then introduced the first man on the 
program, Cortez Peters, Royal Typewriter Company, 
world’s champion typist on a portable machine. Mr. 
Peters has written 130 words per minute in a long test 
on a portable, but holds his championship for a record 
of 120 words per minute for 20 minutes of typing. 

Using a stock model portable, Mr. Peters made a 
remarkable demonstration. He explained the factors 
necessary to good, fast, rhythmic typing, demonstrat- 
ing as he talked by starting out at 20 words per min- 
ute and building up to a “cruising” range of 130 words 
per minute. In a special test for 30 seconds of typing, 
he operated at the rate of 144 words per minute with- 
out error. A little later he took the same test while 
blindfolded and with mittens on his hands. Despite 
those handicaps, he stepped up his speed and wrote 
at a rate of 154 words per minute. His final demon- 
stration was a novelty tap dance on the typewriter 
keyboard. 

Market for Ribbons and Carbons 


Harry Haig, sales manager of the supply division of 
Remington Rand, Inc., was the first speaker of the 
convention. In covering the subject, “The Supply 
Business,”’ Mr. Haig said that there is a great current 
demand for inked ribbons and carbon papers. Such 
supplies can and should follow the sale of a machine. 
Selling them is frequently more profitable than was 
the original sale of the machine. Through more and 
better displays, increased advertising and careful use 
of coupon books, ribbon and carbon business handled 


aa 


“Rock” Jones and Associates at O.A.M.!. 
Serve as Hosts in Successful Experiment 


of a Strictly Business Meeting, Oct. 21-22 


by office machine dealers can be stepped up substan- 
tially, was Mr. Haig’s concluding statement. 

At this point Rock Jones departed from the sched- 
uled program to call on those present from various 
states to stand as their state names were called. The 
process revealed the assembly as having come from 21 
states as well as Canada. 

Discussing the subject, “The Lost Sales,” W. G. Tur- 
quand, sales manager of the portable division, Under- 
wood Corporation, asserted that there is plenty of 
evidence that competition in the sale of portable type- 
writers is getting keener. The primary need, accord- 
ing to Mr. Turquand, is a consistent program of ad- 
vertising. The portable typewriter has become a home 
appliance. As a result, many sales organizations other 
than office machine dealers are going after the mar- 
ket. The dealer who refuses to advertise finds that 
his market has been taken away from him by other 
sales organizations that advertise vigorously. There 
is no substitute for personal selling, of course, but Mr. 
Turquand warned it is unwise to be too technical in 
the selling process. Prospects are interested in what 
the machine will do and not in how it is made or of 
what it is constructed. Mr. Turquand’s parting com- 
ment was, “Our job is selling office equipment—let’s 
be proud of.our job.” 


Salesmen Can Make Our Future Secure 


Ken Adams of the Clary Multiplier,Corporation was 
the next speaker. In introducing his subject, “Faith 
in Our Business Future,” Mr. Adams said that man is 
a free moral agent and in America he still has the 
privilege of exercising individual judgment. In a 
totalitarian state there is no place for salesmen. The 
successful salesman has faith in himself, his country 
and the economic system under which he operates. If 
he doesn’t believe in himself or his product he doesn’t 
sell. Yet it is largely up to the salesman to protect 
the American way of life. Through individual enter- 
prise the salesman sélls and makes the future of all 
of us more secure. 

In a very practical talk on, “How To Make Money 
in Your Service Department,” Frank Burwinkel, Ohio 
Typewriter Service Company, Cincinnati, Ohio, gave 
his listeners a number of ideas in reference to service 
and repair operations. Some of the primary require- 
ments are a well-equipped shop, well-trained men and 
an effective sales program that gets service business. 
In too many instances, Mr. Burwinkel pointed out, 
dealers do not allocate expenses properly so that it is 
falsely assumed that the service department is expen- 
sive to operate. The many things done by the service 
department for the sales department should be listed 
as sales expenses. In consequence, correct bookkeep- 
ing might reveal the service department as something 
more than an expensive necessity. By avoiding too 
much free service and by setting up a price system 
that will assure a profit, dealers will find that they 
will handle as much business as ever and show a profit 
on service operations. 

The outside servicemen should be considered sales- 
1949 
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men in repairmen’s clothing. They are not only giv- 


ing service, they are selling service and selling the 
ganization as well. If servicemen can be given the 
proper incentive through salary plans, they can be- 


come importa 
ment profitable 
The Dealer’s Market for Portable Typewriters To- 


factors in making the service depart- 


‘SALES SERVICE 
CLINIC 


REGISTRATION 
DE 


day,” according to James Mackney, sales manager of 
the portable division, Remington Rand, Inc., is a free 
market and a competitive one. The portable type- 
writer came into being as a facility for the traveling 
man. Now it is an accepted facility for the home. With 
34 million homes in the United States and 33 million 
students in schools, the potential market is really 





SEEN AT SALES-SERVICE CLINIC, SPRINGFIELD, MO. 


Ladies at the registration desk—Mrs. Marie Frichette. Mrs. C. L. 

Jones and Mrs. Ed Ebert. 

Two Underwood men testing the strength of Samsonite cases for 

the new Underwood portable: Tiny Parker balances on the top 

of one case while W. G. Turquand holds another which is closed 
on a piece of cloth 

Floyd Kavanaugh, Floyd J. Kavanaugh Co., Galveston, Tex., puts 

on cn interesting sales demonstration with Mrs. Harold Fox. The 

typewriter used was a Woodstock. 

4. Rock Jones, Office Appliance Mechanical Institute (at right) handing 
a gold lettered plaque to James P. Ward. Shipman-Ward Mig. Co. 
The plaque was arranged for at the S0th we g anniversary 
dinner tendered to Mr. and Mrs. Ward in Chicago on Saturday. 
October 8, but was not completed until shortly before the Sales- 
Service Clinic was staged. The plaque carries a suitable message 
and the names of all who contributed to the gift of the fifty $50 


~» 
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bills to Mr. and Mrs. Ward. 


5. Don Coumbe, Shipman-Ward Mig. Co., taking one of the several 


hundred ¥ - ,* snapped during the Clinic as the visitors 
dropped in at the man-Ward Mig. Co.'s booth. The Polaroid 
camera made it aie to present a completed picture in a 
souvenir folder to each visitor within a minute after the exposure 
had been made. 


6. Yo entertainers receive tangible expressions of appreciation. 


Bill Frichette and Emilee Jones with Jack Weiner. a Type- 
writer Sales & Service, Chicago, Ill., chairman of 


eoaulen. 
7. At the Ames Supply Co. Clinic: Burns Marvil (at abe) demon. 


strates a typewriter washing machine for several interested dealers. 


8. Jim Hackney. Remington Rand, Inc., demonstrates the new Reming- 


ton portable for Angott. Iowa Typewriter Exchange. Cedar 
Bene, Nowe, and Vito Randazzo, General Typewriter Co., Kansas 
ity. °. 
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tremendous. As most of the buyers are women, it is 
important to slant sales programs toward them. 


Through the use of slides showing charts, Mr. Hack- 
ney explained how market quotas and potentials are 
set up. Throughout the United States there are some 
608 trading areas. He used Topeka, Kan., as an ex- 
ample of a typical trading area and showed how an 
analysis of buying power indicated that a certain num- 
ber of portable typewriters should be sold in that area. 
At present the total annual production and sale for 
the country is 500,000 units. In Mr. Hackney’s opinion, 
production will continue to go up and will soon reach 
the figure of one million units per year. 


The business session was recessed for luncheon and 
the booths and clinics were opened until 8 o’clock in 
the evening. At 8:15 p.m. the O.A.M.I. graduation ex- 
ercises were conducted in the American Legion audi- 
torium, a block north of the Shrine Mosque. 


Irwin Vincent Addresses O.A.M.I. Graduates 


Irwin Vincent, Western Typewriter Company, 
Topeka, Kans., former president of the National Office 
Machine Dealers Association, was the principal speak- 
er at the American Legion hall. He referred to the 
NOMDA official approval given O.A.M.I. and com- 
mented on the support of the institute by manufac- 
turers. Such recognition of the school is evidence of 
the quality of the instruction and training. 


Speaking directly to the graduates, he urged them 
to be alert, honest and co-operative as they put their 
skills into function in shops throughout the country. 
In that way they will not only help themselves but 
advance the cause of the office machine industry. 


As director of O.A.M.I., Mr. Jones presented the class 
as being ready for the diplomas. Faculty members 
O. S. Traylor and Ferd Masters handed each graduate 


ON OPPOSITE PAGE: 


l. R. E. Davis. S. J. Cordaro, Paul A. Kegevic and W. G. Irvin. 
all Keg-Master Gauge Co. 

2. Startled by the camera—Rock Jones, Office Appliance Mechanical 
Institute and conductor of the Sales-Service Clinic, and A. H. 
Kellstedt. Peoria Typewriter Co., Peoria, Ill. 

3. Joseph Weber and C. Ritten, both Weber Addressing Machine 
Co.; Byron Gaar, Louisville Ty meg Co., Louisville, Ky. 

4. W. G. Turquand, Underwood R. A. Currie, Currie Sales & 
Service Co., Memphis, Tenn.; Sor Shoup, Remington Rand, Inc.; 
James P. Ward, Shipman-Ward Co.; E. A. Bulger, Remington 
Rand, Inc.; Steve Kantor, Siena Ward Mi 

5. Henry Paschke, Western Typewriter Co., TS oske, ‘Kans.; J. C. 
Frazer, Crane & Co., Topeka, Kans.; Wilbur Walker, Wilbur 
Walker Co., Wichita, Kans.; Irwin Vincent, Western Typewriter 
Co., Topeka, Kans.; Mrs. R. J. Mathes. Blackwell, Okla.; Mrs. 
Irwin Vincent; R. J. Mathes, L. C. Smith & Corona Typewriters. 
Inc., Blackwell. Okla.; Jim McClure, Royal Typewriter Co., Coffee- 
ville, Kans. 

6. Robert Mickey and Vern Reck, Typewriter Sales & Service, Dan- 
ville, Ill; Louw Bland and Guy DeMoss. both Adding Machine 
Service & Sales, Indianapolis, Ind. 

7. Don Greever, Hutchinson Typewriter Co., Hutchinson, Kans.; 
Tony Dopke, Peerless-Imperial Co.; Ken Smith and Horace W. 
Akers, both Horace W. ers Co., To .~ Kans. 

8. W. L. Logan, Willis H. Ransome and 5. all Magnetic 
Corp. of America: J. W. Lanford, p34... eS Ce., Bir- 
mingham,. Ala. 

9. H. Len Olson, Woodstock Typewriter Co.; J. A. Connelly, Williams- 
ort Technical Institute, Williamsport, Pa.; J. W. Lanford, Alabama 

ypewriter Co., Birmingham, a.; Floyd Kavanaugh, Floyd J. 
caremenah Co., Galveston, Tex. 

10. M. V. McFarren, McFarren Typewriter Co., Pittsburgh, Pa.; Don 
Middleton. R. C. Allen Business Machines, Inc.; S. A. Miceli, 
Main Office. New Orleans, La.; Robt. Randazzo, General Type- 
writer Co., Kansas City. Mo. 

ll. J. A. Smith, Jr., Nashville Office Machine Co., Nashville, Tenn.; 
Ross Elliott, Elliott Typewriter Exchange. Nashville, Tenn.; Mr. 
and ie. F. T. Burwinkel, Ohio Typewriter Service Co., Cincin- 
ati, jo. 

12. J. W. Murray. Maso Steel Products; Paul Cockrill, Indianapolis 
Typewriter Co., Indianapolis, Ind.; A. H. Kellstedt, Peoria Type- 
writer Co., Peoria, Ill.; Harvey Miner, Miner Business Machine 
Co., Kankakee, Ill.; John Burke, Maso Steel Products. 

13. jock Weiner. Belmont Typewriter Sales & Service, Chicago, IIl.; 

G. Turquand, Underwood Corp.; Miller Huggins, Anderson. Ind. 

14, — M. Shedd. Shedd Typewriter Agency. Ft. Collins, Colo.; 
Louis De Sciose, 1.X.L. Typewriter Co., Denver, Colo.; Vic Sitze, 
Shedd Typewriter Agency, Ft. Collins, Colo. 

15. Bob Conklin and Eddy Conklin, both Conklin Office econ 
Co., Wichita, Kans.; lanes ¥ P. Ward, ray 
H. E. Van Zant, Van Zant Ty pownmes Co., “yy Ohio; Vito 
Randazzo, General Typewriter 7 «= City 

16. C. A. Bolinger, Lakewood, Ohio; G. O. Langston, Ralph Mears 
and W. R. Fuhr, all Office Resilience Mechanical Institute. 

17. Charles Urbanek and Jack Morrissey, both Roses Office Equipment 
Co., Omaha. Neb.; D. J. Martin and A. R. Letmer, both Marr 
Duplicator Co., Inc. 
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his diploma and then James H. Wardlaw, president 
of the class, made a brief speech of acceptance. A 
special faculty award for the outstanding student was 
given to Roland E. Davis. Burns Marvil presented the 
Ames award to Joseph J. Gallo and Jim Ward gave the 
two Shipman-Ward awards to Sidney Campbell and 
Salvatore J. Cordaro. The rest of the evening was 
given over to ballroom dancing. 

With the help of better weather, the Saturday morn- 
ing activities got under way just about as scheduled. 
From 8:00 until 9:45 a.m. the O.A.M.I. school facilities 
were open for inspection. At 10 o'clock the group 
moved to the Shrine Mosque auditorium for assembly 
under the general chairmanship of Jack Weiner, Bel- 
mont Typewriter Sales & Service, Chicago. 


Sales Potentials for Duplicators 


Following announcements, Mr. Weiner introduced 
D. J. Martin, manager of the Marr Duplicator Com- 
pany, Chicago office, who spoke on the subject, “There’s 
Money in Handling Duplicators.” Like the speakers 
who had preceeded him on the program, Mr. Martin 
asserted that most of the problems that confront deal- 
ers today have their solution in what the salesman 
does. In a competitive market, the salesman is often 
called upon to make a prospect change his mind. The 
process is not easy but by covering a territory day 
after day, carefully, consistently, intensively, the earn- 
est and intelligent salesman will find enough people 
in a buying mood so that a respectable sales volume 
can be built up. This steady selling of duplicating 
machines naturally builds up a steady supply business. 
Obviously, a salesman must do more than just make 
calls. He must be equipped with a complete knowl- 
edge of his product and how it should be demonstrated, 
and he should be supported by his firm with constant 
direct mail and other types of advertising promotion. 

Sam Smith, sales manager of the dealer adding 
machine division, Remington Rand, Inc., was the sec- 
ond speaker of the morning. He introduced his topic, 
“Who Is Selling Adding Machines?,” by referring to 
Jim Dalton, inventor of the first ten-key adding ma- 
chine, as a man who was primarily a salesman. Mr. 
Dalton had a 19-point sales presentation with a clos- 
ing factor after each point. Mr. Dalton built up a 
powerful direct selling organization, but for small add- 
ing machines today dealers have natural advantages 
because of their constant contacts with customers and 
prospects in selling other lines of office machines and 
supplies. More dealers could be reaching that adding 
machine market if they would reappraise their busi- 
nesses and learn just what they are suited for by train- 
ing, skill and experience. 

Although dealers are now selling a substantial por- 
tion of the small adding machines made, Mr. Smith 
assured his hearers that the rest of the volume could 
be taken away from the department stores and other 
sales outlets if the dealer would make the effort and 
train himself and his men. 


Get Business by Asking for It 


The next address, also on selling, was titled, “Ask 
For the Order.” It was given by George C. Witzel, 
Royal Typewriter Company. Mr. Witzel pointed out 
immediately that the process of asking for the order 
is not limited to personal selling. It should be done 
in every phase of promotion from newspaper and mail 
advertising to window and store display. 


On the subject of advertising, he said that too often 
a dealer tries to put everything into his advertising 
copy. It is much better to be selective and concentrate 
on a single item or two. Similarly, direct mail ap- 
proaches should be in the form of letters that are short 
and to the point. Like face-to-face selling, window 
displays should be concentrated on a single point or 
product. The less the prospect has to think about, the 
more likely he is to respond to the buying urge. Every 

(Turn to page 136, please) 
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TWO-STORY OFFICE BUILDING WHICH DOMINATES STREET APPROACH TO NEW A. B. DIC PLANT 


Inset are the portraits of the founder, the late A. B. Dick, Sr., 
his son, A. B. Dick, Jr., now chairman of the board, and his 
grandson, A. B. Dick, III]. now president of the company. In 


THOUSANDS TOUR NEW A. B. DICK 
PLANT AT NILES, JUST NORTHWEST 
OF CHICAGO CITY LIMITS 


Several thousand civic, business and community 
leaders attended an open house and plant tour of 
A. B. Dick Company’s new plant and offices on No- 
vember 5. In addition, many users of A. B. Dick Com- 
pany products in the Chicago area attended the event. 
A fraternal spirit among visitors and members of the 
Dick organization was pleasantly evident during the 
day. 

Located in Niles, Ill., 16 miles from the Chicago 
Loop, the new plant has 550,000 square feet of floor 
space, making it possible for the company to combine 
manufacturing and office facilities previously housed 
in two Chicago plants at 720 West Jackson Blvd., and 
3040 W. Lake St. These two plants, combined, had 
20 per cent more floor space than the new facilities. 
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suceeding periods these three men have held the office of 
president of the A. B. Dick Company during the entire busi- 
ness span of the firm, which was established on May 5, 1884. 


The new plant and facilities, which represent an 
investment of approximately 8 million dollars, were 
formally dedicated by Albert B. Dick, Jr., chairman 
of the board, on October 22 before some 3,000 persons, 
including employees, their families and friends. In 
dedicating the plant, which will be used to manu- 
facture and process A. B. Dick mimeograph dupli- 
cators, inks, stencils and other supplies, Mr. Dick pre- 
sented a gold key to his son, Albert B. Dick III, 
president, with which he unlocked the main entrance 
to the office building. This key was attached to the 
key to the first A. B. Dick Company factory, opened 
in 1887 in the Marine Building at the northeast corner 
of Lake and LaSalle Sts., in Chicago. Both keys were 
bound together by a key chain which belonged to 
A. B. Dick, Sr., founder and president of the com- 
pany for 50 years. 

Designed and built by The Austin Company on a 
53-acre site adjacent to the Chicago, Milwaukee and 
St. Paul Railroad tracks, the plant’s facade is of sim- 

(Turn to page 126, please) 


AERIAL VIEW OF NEW 13-ACRE A. B. 
DICK CO. PLANT AND GENERAL 
OFFICES AT NILES, ILL. 
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GLOBE-WERNICKE INTRODUCES NEW PRODUCTS 

Introduced to the trade recently are two products of 
The Globe-Wernicke Co., Norwood, Cincinnati 12, Ohio. 
These are the visible reference record rotary stand 
and the new insulated visible record safe. 

The rotary visible record stand, for handy desk or 
table reference use, is a rotating, ball-bearing, steel 
stand on which frames, held in vertical position, swing 
from side to side. When necessary, frames may be 
easily removed or replaced by simply snapping in. 

On display for the first time is the insulated visible 
record safe designed to combine the G-W visible record 
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Two MORE G-W PRODUCTS MAKE INITIAL BOW.—Lett: 


the new insulated visible reference record file. Right: the 


new indexed vertical visible rotary stand. 


system with the protection of a safe that carries the 
one-hour fire label of the Safe Manufacturers National 
Association. The safe is seal gray in finish, constructed 
of heavy-gauge steel, electro-welded. A steel table with 
a protecting guard rib around the top has been espe- 
cially designed to hold the safe 


— et © 
NEW LOCK DEFIES SAFE CRACKERS 

A manipulation-proof combination lock has been 
incorporated into the new line of safe-files manufac- 
tured by Remington Rand, Inc., 315 Fourth Ave., New 
York 10, N. Y., the company recently announced. 

The lock, manufactured by Sargent & Greenleaf, 
Rochester, N. Y., is declared to completely eliminate 
the tiny but tell-tale click in the tumblers by which 
a smart manipulator using a stethescope can often 
feel out a combination sequence, according to Walter 
Ward, manager of Remington Rand’s safe-cabinet de- 
partment and president of the Safe Manufacturers’ 
National Association. 

The new device is the invention of Harry C. Miller, 
lock expert of Washington, D. C. 

The lock is encased in a highly-tempered steel box, 
said to provide further security by thwarting attempts 
at drilling from any angle. 
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KEGEVIC DEVISES NEW TYPEWRITER MARGIN 

A new automatic margin for portable and standard 
typewriters, easily installed on old or new machines, 
has been invented by Paul A. Kegevic, 1012 S. Glen- 


KEGEVIC AUTOMATIC TYPEWRITER MARGIN 
stone, Springfield, Mo. Mr. Kegevic, in displaying the 
new margin at the Manufacturer-Dealer Sales-Service 
Clinic in Springfield, Mo., October 21-22, demonstrated 
its construction and ease of assembly. He claims that 
elimination of many moving parts reduces margin 
trouble to a minimum. 

The new device is so devised that both margins may 
be set with a lever from the left or right end of the 
carriage, or from the keyboard. 


' 





oe - 
HEYER ANNOUNCES PORTABLE 


ADDRESSER 
Heyer Corporation, 1850 S. Kostner Ave., Chicago 
23, Ill, has announced a new portable spirit ad- 


dresser. It was first shown at the NSA national con- 
vention and sells for $9.95. 


This machine loads and handles like a camera with 





HEYER PORTABLE ADDRESSER 
250 addresses on a master spirit roll quickly 
wick which 
stays wet for a full run. One smooth motion applies 


about 
inserted. Fluid is stored in a cartridge 
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fluid to the envelope or card and prints the address. 
Each address is good for 100 or more impressions, says 
the manufacturer 


In addition to addressing, the machine is declared 
to be ideal for printing when up to seven lines of copy 
must be repeated on forms, tickets, slips or cartons 


—_><-—- 
BURROUGHS OFFERS NEW BANK MACHINE 
Burroughs Adding Machine Company, 6071 Second 
Ave., Detroit 32, Mich., recently announced a new au- 
tomatic bank accounting machine making it possible 





BURROUGHS BANK BOOKKEEPING MACHINE 


write a complete bank statement by 
controls. 


to calculate an 
ising only thre 


The working service of the machine consists essen- 
tially of a number keyboard flanked on the right by 
three controls, labelled “Checks,” “Deposits” and “Bal- 
ance The machine itself automatically selects the 
proper columns on the customer’s statement, auto- 
matically prints the date, counts checks, tells the op- 
erator if the customer has overdrawn his account and 
by how much, and computes and prints the new bal- 


ance 

A feature is that the machine can be quickly trans- 
formed from a bookkeeping machine into a high- 
speed adding and substracting machine that will han- 
ile amounts up to $100,000,000. 


oe 8 
DOME AIDS SIMPLIFIED BOOKKEEPING 
The Dome Publishing Company, Inc., 49 Westminster 
St., Providence, R. I., has introduced a new 1950 edi- 
tion of its ‘“‘Dome Simplified Weekly Bookkeeping Rec- 
ord,” specimen pages of which are here illustrated. This 





NEW DOME SIMPLIFIED BOOKKEEPING SYSTEM 


system is designed to meet the growing need among 
small businessmen for a simple plan of bookkeeping 

Among the ne¢ features of this edition are a two- 

lor cover of Lexhide, a durable rubber and rag con- 
tent material inch Wire-o binding, a complete table 
of contents important tax dates, statement of 
net worth, uy -date excerpts from the Federal] in- 
come tax law, withholding tax table bound in the 
book, and provision for up to ten employees instead 
f eight 
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The author is Nicholas Piccione, C.P.A. and tax spe- 
cialist, who has incorporated in the new edition all 
the improvements suggested by his survey of the usage 
of the book by many thousands of small business and 
professional men. 

ee 
ALUMINUM SEATING PRESENTS NEW LINE 

A new posture chair line, the Fine-Rest, has been 
introduced by the Aluminum Seating Corporation, 17 
S. Cherry St., Akron, Ohio. 

Illustrated here is the SE-675-A senior executive 
posture chair in which expert craftsmanship is de- 
clared to be evident from the handsome tailoring to 
the richly finished aluminum frame. The posture 
mechanism is adjustable to the requirements of any 





FINE-REST CHAIR SE-675-A 


user. Thick contour-molded bonded foam rubber 
cushions are used. 

Tolex is available in dark green, maroon, gray, brown 
and other shades. Bedford cord is available in green, 
maroon and brown. The chairs are also made in top 
grain leather and other materials on request. 


ee 
WEBSTER DEVISES TRIMMING BOARD STOP 
A trimming board stop, the Trim-True, is now avail- 
able from Webster Instrument Company, 11856 Mis- 





sissippi Ave., Los Angeles 25, Calif. This adjustable 
device attaches to the standard trimming board and 
is equipped with a pair of slidable stops permitting 
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selection of any desired measurements along the rule. 
The stop nearest the cutter blade determines width, 
the second stop controls length. Both stops lift out 
of the way without altering slide position, or either 
can be instantly snapped down to establish length or 
width. The stock to be cut is placed along the rule at 
the top of the board. The left edge is placed in con- 
tact with the stop selected. 

Bar lengths are available to match the trimming 
board. 


°*—- © 


INTRODUCE VALCO 

SMOKING STAND 

Valco Company, 2937 
Sheridan Ave., St. Louis 
6, Mo., is now offering the 
new smoking stand here 
illustrated, Model 60S. 
Dimensions are ten in- 
ches diameter for base 
and 1% inches for stem, 
with height of 21 inches 
for stand and ten inches 
diameter for the tray. The 
interliner of 834-inch di- 
ameter is made of ano- 
dized aluminum claimed 
not to stain. This liner is 
removable by a spin of 
the center handle. The 
stands are heavily 
weighted, approximately 
ten pounds each. Imme- 
diate delivery is prom- 
ised 
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VALCO SMOKER 


WORDEN MARKETS NEW 242 ST DESK 
A new item in the line of The Worden Company, 200 
E. 17th St., Holland, Mich., is the No. 242 ST desk. 
The desk illustrated is 42 x 32 inches in size and is 





WORDEN’S NEW ADDITION TO DESK LINE 


offered in walnut or oak. The stationery compartment 
is an integral part of the mechanism and is auto- 
matically controlled when the typewriter is placed in 
position of storage or is in use. Several sizes are avail- 
able. 
- ee 
ANNOUNCE NEW MODEL SOUNDSCRIBER 

Shown to the public for the first time at the recent 
National Business Show was the new 1950 model Sound- 
Scriber, announced by The SoundScriber Corporation, 
New Haven 11, Conn., as “the world’s most functional 
dictation system.” Smaller and more compact than 
the previous model, the new instruments occupy little 
space on a desk. The previously employed wooden 
cabinet is now replaced by a diecasting of airplane 
metals for light weight, yet great structural strength 
The recorder and the transcriber are finished in warm 
gray enamel to match a color trend in office furniture. 

Incorporating many of SoundScriber’s basic features 
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the new instruments may be used in offices where 
previous models are at work without upsetting any 
established routines or practices. 

A feature is the hand microphone. By simply press- 
ing a switch, the executive can listen back to the last 
few words of his dictation, without manipulating the 
recording instrument itself. 

On the transcriber, or the secretary’s instrument, a 
unique optical system reflects the surface of the disc 





SOUNDSCRIBER’S NEW RECORDER AND TRANSCRIBER 
Left: the new disc dictation transcriber, the Lady Tycoon. 
Right: new Soundscriber disc dictation recorder, the Tycoon. 


onto a “television” screen. This “Television Indexing 
Transcriber” illuminates and magnifies the disc sur- 
face with the indexing instructions on it and projects 
it on a scale which is calibrated from 0 to 15. As she 
types, the secretary glances at the index screen and 
judges length of letter, as well as observes where cor- 
rections are to be inserted. 
i 2- 
NEW STEEL FILE INTRODUCED BY MASO 

A new all-steel transfer file, designed to do double 
duty as a permanent transfer case and also to serve 
as an add-on unit for a general office file, is now being 
introduced by Maso Steel Products Company, 81 W. 
Van Buren St., Chicago 5, IIl. 

The new transfer file is equipped on the front and 
back with three-eighths inch channel iron reinforcing, 
electrically welded. This is claimed to provide greater 
than average strength to each file and permits stack- 
ing ceiling high without buckling or binding. 

Stacking legs and clamps are said to assure straight 
assembling units both sideways and vertically. Drawers 





eo 
MASO STEEL TRANSFER FILE 


are free running with four rollers, two top and two 
bottom, to permit easy operation when fully loaded. 
Drawer backs and fronts are of extra heavy steel, the 
front provided with a card holder and a heavy duty 
rolled steel handle. Files are available in both legal 
and letter sizes with follower blocks optional. 
Finish is olive green baked enamel. Inside measure- 
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ments of the letter size file are 10 x 12 x 24 inches and 


for the legal size 10 x 15 x 24 inches. 
oo <i ¢ 
MARKWELL ANNOUNCES A NEW STAPLER 
Markwell Manufacturing Company, Inc., 200 Hudson 
St.. New York 13, N. Y., recently announced a new 





MARKWELL PACEMAKER STAPLER 


Pacemaker desk-type stapling machine “built on a 
new principle.’ 

A flick of the wrist exposes the heart of this stapler 
which loads 100 staples. It uses both staples and tacks. 
The price is $2.00 

Ai 


INTRODUCE PERMOFLUX TAPE-RITER 


The Permofiux Corporation, 4900 W. Grand Ave., Chi- 
cago, has announced its entry into the dictating ma- 
chine field with the all new Permoflux Tape-Riter 









NEW PERMOFLUX TAPE-RITER 


The exclusive “magazine load” feature is declared to 
enable the user to make a quick change of tape with- 
out the necessity of handling the tape itself. Other 
features are a single control lever to give the user full 
control of the tape and a fully automatic backspacer 
that also is selective—it can be backspaced one word 
or a whole sentence 

The magnetic tape can be reused many thousands 
of times, declares the manufacturer. 

_—_-)  —— 
KONKO PRESENTS NEW STABILIZERS 
A new product introduced by Konko Sales Company, 





NEW KONKO STABILIZER 


Box 132, Austiz 
all types of b 


Tex., is the Konko stabilizer to serve 
isiness machines and furniture. It is 
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claimed that these devices, made of rubber compouna 
and waterproof, reduce noise, stop “walking” of the 
machine and control vibration. No. 1 is designed for 
typewriters, adding machines and all desk-type busi- 
ness machines. No. 2 is made for posting machines 
and all stand-type business machines and office fur- 
niture. 
one 


OFFER NEW STEN-X-LITE LAMP 
The Fostoria Pressed Steel Corporation, Fostoria, 
Ohio, has designed Sten-X-Lite as a new fluorescent 
desk lamp made especially for stenographers. A novel 





a a het BS 
STEN-X-LITE DESK LAM 


lamp stand easel holds shorthand notebook and copy 

as needed for quick, easy reading. The adjustable 

reflector extends to either right or left to spread 

illumination directly on copy, typewriter and desk. 

Retailing at $9.90 complete, except lamp, Sten-X-Lite 

is now available through office supply dealers. 
A 


AIGNER DESIGNS NEW PROTECTORS 


After months of experimentation, the G. J. Aigner 
Company, 426 S. Clinton St., Chicago 7, Ill., has pro- 
duced a new transparent sheet protector that can be 
used twofold as: 

1. A sheet protector giving glamorized protection 
to photographs, literature or other valuable papers. 

2. An index. A title can be typed or printed, then 


elLiwiose 


AICO CHLLULOSE SHEET PROTECTORS 

, wER * 
- 
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AICO INDEXED SHEET PROTECTOR 


inserted in the tab that is fused right to the sheet 
protector. 

It is claimed this device eliminates the necessity 
of buying and inserting index pages and also elimi- 
nates the added bulk. 

The new Aico sheet protectors are made of 7% pt. 
acetate cellulose, punched three holes for standard 
ring books. The tab is two inches long, one-fourth- 
inch extension, and is made with a tubular edge. 
These sheet protectors are made to hold 11% x 8-in. 
sheets. 

Additional information and samples may be obtained 
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by writing the company and inquiring about #TS-13 
insertable index. 


I . 
BANKERS BOX OFFERS NEW STORAGE BINDER 


Bankers Box Company, 720 S. Dearborn St., Chicago 
5, Ill., recently announced the new, improved Liberty 
storage binder featuring an aluminum hinge. 

The new-type hinge is claimed to provide wear-proof 
protection for vital transferred records plus multiple 





LIBERTY STORAGE BINDER 


post hole punchings. The multiple centers make pos- 
sible the use of one stock size binder which will fit 
several sheets of the same size but with different 
centers. 

The rust-proof aluminum hinge is firmly riveted to 
hard surfaced, durable pressed-wood covers. 

Liberty storage binders with aluminum hinge are 
available in 12 stock sizes and can be made up to fit 
special size sheets. The binders are available with 
either Liberty self-locking posts or with semi-perma- 


nent screw posts. 
© ~~ « 


DESIGN NEW MURRAY ELECTRO-STYLUS 
A new office device, distributed exclusively to the 
office supply trade by the American Stencil Manufac- 
turing Company, 2714 Walnut St., Denver 5, Colo., is the 
Murray Electro-Stylus. It is claimed to eliminate fuzzy 





MURRAY ELECTRO-STYLUS 


“bleeds” where ink spreads from line work and make 
the most intricate drawings easy. It is especially made 
for stencil-cutting. 

Hobbyists are said to desire the electric stylus (with 
a special diamond point) for cutting glass and etching 
beautiful lines onto the surface. The etched glass can 
be used as a plaque when properly framed or as a 
photographic negative to produce as many prints of the 
work as desired. A special plastic cutting needle is fur- 
nished and similar work can be done on plastics. 
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Edge-lighted plastic signs, personalized silverware, 
tooled leatherwork, silk screen process stencils and 
other articles of value can be produced with the new 
business tool. 

The new stylus delivers 7,200 strokes a minute. It 
sells at retail for $9.95. 


Mate 
CHANGE DESIGN OF ASE LOCKERS 

All-Steel Equipment, Inc., W. Griffith Ave., Aurora, 
Ill., has introduced changes in design for all-steel lock- 
ers, such as the ASE single-tier lockers illustrated 
here. These are available in many styles and fitted 
with a variety of equipment. 

Schools, hospitals, industrial plants and gymnasiums 
are users of the lockers wherever it is desirable to 
hang clothing full length. Standard equipment con- 





ASE SINGLE TIER LOCKERS 


sists of a hat shelf, a two-prong ceiling hook, and 
three or more single-prong coat hooks. Olive green, 
dawn gray and school furniture brown are standard 
finishes. 

Locker engineers will submit estimates, layouts and 
installation suggestions. 


eee es 
GITS ANNOUNCES KNIFE-FILE COMBINATION 
Gits Molding Corporation, 4600 W. Huron St., Chi- 

cago 44, Ill., has introduced a two-in-one gift combina- 





GITS COMBINATION KNIFE AND FILE SET 


tion consisting of a slide blade pocket knife and slide 
blade triple-cut nail file, attractively gift boxed. 
The blade of the knife is highest carbon steel with 
crocus finish, said to be razor sharp. The file is triple 
cut. Plastic handles are molded in iridescent shades of 
1949 
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gold, silver, maroon, blue, and others. Both knife blade 
and file slide in and out to four locking positions. 
Knife and file each measure 35, inches long, opening 
to 5%4 inches. The gift duo will retail for $2.00. 
—————_o—e 
MYRTLE ANNOUNCES NEW MODEL DESK 


Cavalier desk, Model 5461-F, is now being made by 
the Myrtle Desk Company, High Point, N. C. Turned 
legs have been designed with solid brass ferrules 1% 
inches high to prevent scuffing. Semi-flush diecast 
drawer pulls are finished in highlighted antique bronze. 





MYRTLE DESK’S NEW “CAVALIER” 


A metal side rail suspension is included in the design 
to achieve fingertip drawer control. 

Additional features of the new Myrtle desk include 
drawer fronts of selected, cross-figured walnut veneers. 
To provide extra sturdiness the front and back of the 
drawers have been made 13/16 of an inch thick 

The new Cavalier model has a shaped top and 
rounded corners. Walnut veneers have been used in 
the top, front and panels while solid wood parts are 
of selected close-grained hardwoods. All veneers are 
said to be securely bonded with urea resin water- 
resistant glue. 

— —- © 


VIKING CHAIR RETURNS TO MARKET 


The Viking No. 200 steel folding chair has again been 
placed in production by the manufacturer, Maple City 





VIKING NO. 200 STEEL FOLDING CHAIR 


Stamping Company, 700 Park Ave., Peoria, IIl., 
the chairs with a five-year warranty 
This chair is designed to meet the needs of group 


selling 
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seating users such as schools, hotels, restaurants, 
churches and mortuaries. 

Available in both dark brown and gray, the chair is 
manufactured of heavy-gauge furniture steel on a steel 
channel frame. It has a full back rest, wide seat and 
“X-brace” style legs. It folds to 14-inch thin, with no 
projections, thus allowing from 75 to 100 chairs to be 
stacked compactly, with no danger of tipping. 

—-<- — 
COLE DESIGNS “PROFESSIONAL FILE” 

Cole Steel Equipment Company, 285 Madison Ave., 
New York, N. Y., recently introduced a new filing cab- 
inet known as The Professional File. 

Designed to keep records readily accessible, the new 
cabinet has two legal files with spring compressors 
These glide on ball-bearing rollers. Two of the drawers 
have 3200 (5 x 8) card capacity while two other draw- 


1 











COLE’S NEW “PROFESSIONAL FILE” 


ers are provided for law blanks, x-ray film or electros 
The latter are 16 x 17% x 13% inches. 

The storage compartment has two adjustable shelves 
and can be locked. Made of heavy-gauge steel, the 
Professional File is available in olive green or Cole 
gray baked enamel finish. 

—- 

INTRODUCE REDI-RIP DELEAVING MACHINE 

Redi-Rip Company, 1594 W. Hopkins St., Milwaukee 
6, Wis., recently introduced the component of multi- 
ple part form sets—the Redi-Rip deleaving machine. 





REDI-RIP DELEAVING MACHINE 


It separates the carbons from the forms and is adap- 
table for use with individual or continuous multiple 
part forms 

A group of forms totaling up to a thickness of 
three-eights of an inch may be separated in one op- 
eration, it is claimed. The machine is easily adjustable 
1949 
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OW ERING PRICES is one thing . . . but hammering 
them down at QUALITY’s expense is something else 
again. PANAMA-BEAVER products are superb, 
because we tailor them UP to rare quality standards, 
not DOWN to higgle-penny prices. That’s why they 
are CHEAPER for YOU in the long, hard run... 





PANAMA-BEAVER 
lobind” anita 


MANIFOLD SUPPLIES CO., 188 3rd Ave., Brooklyn 17, N. Y. 





CARBON PAPERS HECTOGRAPH UNI-MASTERS INKED RIBBONS 
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and will accommodate forms up to 12 x 15 inches and 
is guaranteed to separate forms only at the stub per- 
foration with no tearing or smudging damage. 
The machine sells for $37.50. Information is avail- 
able on request for form 40A 
——_———- > 
FISHER ANNOUNCES A NEW PEN 
The Fisher Pen Company, 3658 N. Broadway, Chi- 
cago 13, Ill., recently announced a durilium-tipped 
jewel point pen, claiming that in Durilium it has a new 






NEW FISHER DURILIUM-TIPPED PEN 


specially-treated metal to improve ball point perform- 
ance. 

It is asserted that the new 
and allow the point to leak 

The pen is only half sized when closed—small 
enough to slip into a watch pocket or the corner of 
a billfold—yet it opens up into a full-sized men’s pen. 
The pen, with acetate body and chrome plated cap, 
retails for $.98. 

—-> ¢ 


NEW INTERCOM LINE OFFERED BY EXECUTONE 

Automatic audio-visual signalling is featured as an 
important innovation in the new intercommunication 
equipment just introduced by Executone, Inc., 415 
Lexington Ave., New York 17, N. Y 

Called Chime-Matic signalling, and part of all new 
Executone fully-intercommunicating stations, this new 
feature is said to simplify and speed call-origination. 
Pressing any button automatically announces the call 


metal will not wear out 





NEW EXECUTONE INTERCOM UNIT 


at the station selected by means of a modulated chime 
and signal light. . 

There is no need, the company points out, for the 

caller to press the talk bar, or to announce himself 
. or for the individual being called to “match but- 
tons” with the station calling. 

New electronic voice circuits in this new intercom- 
munication are engineered to give “selective sensi- 
tivity,” according to the manufacturer. Also high- 
lighted in the new circuits is the automatic “blanking 
impulse,” said-to be timed to 250 mili-seconds, which 
automatically eliminates any annoying electronic key 
clicks. 


The new Executone line is housed in streamlined 
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cabinets. Other features included a lifetime pilot light 
and replaceable plug-in chassis. 


MULTISTAMP MARKETS FORM-CUT STENCILS 

The Multistamp Company, Norfolk, Va., recently 
placed on the market a new development in the field 
of marking stamps under the new trade-name of 
Form-Cut stencils. 

These stencils, available in blue and light colors for 
all; sizes of Multistamp duplicators, are prepared to 
individual order, with the user’s specific information 
die-impressed into the stencils. Then the user fills in 
the blank space on the stencil with typewriter or 
writes by hand with the stylus pen, attaches the sten- 





MULTISTAMP FORM-CUT STENCILS 


cil to the duplicator and prints 1,000 or more copies 
from one stencil and one inking. 

This operation is declared to be ideal for many 
filled-in forms requirements, including marking di- 
rectly on boxes, cartons, packages and surfaces larger 
than the duplicator itself. 


Printing areas on the stencils range from 7,-inch 
to 3144-inch for the small No. 1 duplicator to 7%, x 
10 5/16 inches for the large letter size No. 7. A wide 


choice of sizes and faces of type is available 
—--- 
GLARO INTRODUCES UMBRELLA STAND 
A new all-aluminum umbrella stand has been intro- 
duced to the trade by the Glaro Machine Products 





GLARO UMBRELLA STAND 


Company, Inc., 37-11 Edgemere Ave., Far Rockaway, 
N. Y. The No. 259 model will accommodate six um- 
brellas while the No. 359 has 12-umbrella capacity. 
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List Price 
pies ADDING MACHINE 
ms $] O = 0 
di- 
reel subject f« nange 
; Plus Tax 
nen 
x 
ide 
THE NEW 1949 ! 
itro- 
ucts 
~~ 
Want the most tor your adding machine money? Then look no 
farther! This new beauty gives you seven columns of keys, totals 
to eight places ... and has a separate clearance key for each 
column! Trouble-free? Dealers say they “sell ‘em and forget 
‘em’’... and just take a look at these new 1949 features: 
© NEW LARGER WINDOW — Makes reading last * NEW COLORSPEED KEYBOARD — Two-tone green 
s printed easier than ever before! Convex to and maroon controls are restful to the eyes, fit 
ify and make reading from angles easier, too! the fingers better and are easier to read! 
© NEW PAPER TAPE GUIDE—Just slip paper tape * NEW ONE-PIECE CASE— Beautifully styled in 
to guide and push paper feed—it threads itself smart grey-brown. Seals out dust and dirt and is in- 
ally! stantly removable by release of two simple latches. 
C SMITH & CORONA TYPEWRITERS INC SYRACUSE 1N Y 
iway 
um- 
acity Makers a h-( na Office Typewriters, Portable Typewriters, Vivid Duplicators and Typebar Brand Ribbons and Carbons. 
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Construction is all polished aluminum with weighted 
bases. Both styles are available for immediate delivery. 
———— 

PITNEY-BOWES ANNOUNCES NEW TICKOMETER 

The Model TIC Tickometer to count anything from 
dollar bills to World Series tickets at speeds up to 
1,000 per minute has been introduced by Pitney- 
Bowes, Inc., Stamford, Conn. An optional imprinting 





PITNEY-BOWES TICKOMETER 


device permits dating, coding, endorsing or canceling 
while counting. 

Among the items handled are checks and currency 
tickets and coupons, labels and cards, stubs and re- 
ceipts, sales and production slips 

The makers claim that the Tickometer 
per cent counting accuracy,” requires no extensive 
training and feeds and stacks automatically. It has 
two ascending counters, one a “set-back” counter con- 
trolled by a knob, for recording individual or partial 
“runs.” The other, which is inaccessible and tamper- 
proof, records cumulative totals 

© —a 
INTRODUCE REM-RAND CHECK FEEDER 

A new device which automatically feeds checks into 
a microfilming camera at the rate of 250 a minute has 
been added to Remington Rand’s fast-growing line of 
photo-records equipment, the company announced re- 


offers ‘100 





REM-RAND CHECK FEEDER 


cently at the home offices, 315 Fourth Ave., 
10, N. Y. 

Designed to handle mixed checks or cards ranging 
from 2% to ten inches in width, the new machine is 
the fifth in a line of automatic card and document 
feeders produced by Remington Rand’s management 
controls division. 

The new feeder is equipped 


New York 


with two rollers to pro- 
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vide positive feed control, and the follower is built on 
The unit slips simply onto the record camera, de- 
signed especially for use with Models No. 6 or No. 7 
Film-A-Record cameras. 
—? >. 
MOIST’N SEALER IS INTRODUCED 

Paul Products, 3631 W. Pico Blvd., Los Angeles 6, 

Calif., has introduced its new Moist’n Sealer to the in- 





NEW SPEEDY MOIST'N SEALER 


dustry as a handy desk device which through a 
sponge applicator licks envelopes and then by the ac- 
companying roller seals them. 

These articles are available in various color com- 
binations and are packaged 12 to a box, all carded in- 
dividually. 

$ ee 
JASPER ANNOUNCES A NEW TABLE 

The Jasper Table Company, Jasper, Ind., manufac- 
turer of tables, recently announced a new low-priced 
office and school table. Model No. T550 here illustrated 





JASPER OFFICE AND SCHOOL TABLE 
has one drawer, but this style is available with or with- 


out the drawer in three sizes—50 x 30 inches, 60 x 30 
inches and 72 x 30 inches. The tops are five-ply one- 
inch veneer patterned with veneer edging. The legs 
are tapered, rails are rounded and all interior materials 
are of hardwood. Finishes are natural, light oak, wal- 
nut, school brown and mahogany 
———- =o 
DEVISE A. B. DICK MUSIC STENCIL 

A new music manuscript stencil which simplifies and 
reduces the cost of reproduction of certain types of 
music scores has recently been announced by A. B. 
Dick Company, 5700 W. Touhy Ave., manufacturer of 
mimeograph machines and supplies. 

This new product consists of a mimeograph stencil 
which has ten staffs die-impressed into it and it may 
be used “as is” for mimeographing copies of music 
manuscript paper. However, its primary use will prob- 
ably be for production of completed music scores as 
music symbols may be added quickly and easily with 
the new roll-point stylus, a writing instrument similar 
to the ball point pen. 

These new stencils will solve one of the major prob- 
lems faced by musicians as music scores can be pro- 
(Turn to page 161, please) 

1949 


OFFICE APPLIANCES, December, 


Look what Royal has for you 








heen! 
Chri 4 i 
/; 
| ) ristmas Promotion 
Powerhouse! 
Publication advertising. Timely and sales-stimulating 
directed to parents and teen-agers. Life! Seventeen! 
: = American Girl! Scholastic! Gregg Writer! 
ac- 
y) 
ym- , 
in- 
“American Weekly” advertising. Powerful full- 
Gq color ad in the special gift section. 
ac 5 
“sn Dealer Mats. They’ ve got holiday flavor. They'll 
bring prospects to your store. 
, 
en Spots. 1-minute and 30-second spots in 
> an form with time allowed for your name, 
phone, and address. 
Window Display. A real stopper that'll flag em 
outside and tease ‘em to come inside. 
Counter Cards. They tie right up with that 
th- special American Weekly ad! 
; 30 
ne- 
sate Gift Certificates. They'll help you tap the gift 
oni. market and cover you in event of a holiday Folders. For over-the-counter 
shortage of machines. distribution or mailing. Space pro- 
vided for imprinting your name. 
and 
; of 
B . * 4 
- of See your Royal Portable District Representative! 
neil He’ll help you work up your Xmas promotion for extra profits! 
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THESE < PRODUCTS WILL 
MAKE MONEY FOR YOU.... 


Your customers are particularly file conscious this period of 
the year—more than at any other time. So now is the time 
to show them how Guide-O-folders will reduce their filing 
and finding costs. Not only can they file and find faster with 
Guide-O-folders but they will find the labor and fatigue of 
their file clerks greatly reduced. Their file clerks will no 
longer spend their days tugging heavy folders back and 
forth—for Guide-O-folders HANG and do not even touch 
the bottom of the file drawer. They just glide along easily 
on the steel Guide-O-frames. 





Your customers do not have to change their filing systems 
to use Guide-O-folders because the adjustable metal tabs 
make them adaptable for every system. And altho the tabs 
lock in place, they can be unlocked and moved from one 
Observe how Guide-O-folders HANG on the steel position to another with utmost ease. 


Guide-O-frames in the file drawer. The Guide-O- 
frames are adjustable and snug fit every standard 


file drawer without any cutting. No matter how Use the Guide-O-folder demonstration kit to help you make 
heavy the content, Guide-O-folders never touch ° ° ° 
the drawer bottom — they glide along on the more money this transfer season. Write for sample Guide- 
Guide-O-frame. 

O-folder today. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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> 
FILING SUPPLIES 


Dealers who handle the GUSSCO line are never limited to 
small orders or over the counter sales. They go right after 
every order because they know that GUSSCO products are 
good, sound merchandise, made right and priced for com- 
petition. And they never fear competition from us because 
we sell thru our dealers only. 











In the GUSSCO catalog you will find a complete range of 
filing supplies. If you need a special job, our plant is ideally 
equipped to turn it out for you quickly and economically. 


Write for your copy of the new GUSSCO catalog today! 


Guide.O. fre é 








ee 
WITH SLID-O-MATIC 
A personal file, desk high, where informa- 
tion may be kept instantly available. The ¥ R A N S 6 | L t 
Slid-O-Matic top completely disappears at 
a slight push of the finger. It slides back 
into place with equal ease. Gray or green 
finish. Sturdy all steel construction. Mounted 
on rollers, the Guide-O-file can be moved STEEL FRONT FIBRE 5 DARD FILES 
about as required. 
The Guide-O-file is equipped with 25 
Guide-O-folders complete with adjustable 
metal tabs and an ee of — 
f tab headin Guide-O-file is also . . 
eveliable witheut the stand. Offer-the low cost method of housing semi-permanent and 
permanent records in an accessible, tip of the finger way. 
d of Made of fibre board, they are so reinforced by steel that all 
+) . . 
is the weight of drawer and contents is supported on steel. 
‘| ing . . . ee. 
with Drawers slide in and out with surprising ease. They can be 
uae interlocked and stacked as high and wide as desired. No tools 
Daal or nuts or bolts are required. A size for every card and record 
and requirement. Roller bearing drawer suspension available on 
ouch the De Luxe style. 
asily 
“il J 3 STYLES 
tabs Pe 4 
: “iss 13 SIZES 
tabs 
one STEEL DESK DRAWER UNIT 
Made to fit the lower deep drawer of alli e 
standard desks. Using this unit, the desk 
worker always has important and vital 
data at the finger tips—olways in an up- 
make right position. Instantly available and in- 
uide- stantly replaced. The unit consists of a De Luxe style with steel roller 


metal tray and 25 Guide-O-folders com- ‘i ra ion 
plete with adjustable meta! tabs and an COED CEN CE. 
assortment of inserts for teb headings. 


GUIDE SYSTEM & SUPPLY CO. 





335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL 





949 OFFICE APPLIANCES, December, 1949 63 














GEILE 





Representatives of office equipment concerns abroad, visiting the United States, are cordtally wnvited to make the 


Offices of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff 

at the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park 

Ave., New York, will be happy to be of any possible service. While the facilities at New York are not so man) 
as at Chicago, there will be found the same desire to serve. 








AMERICANS KNOW THIS VETERAN 
IN STATIONERY BUSINESS AT LONDON 

This story of one of Britain's oldest stationers would 
never have reached the United States, but for the large 
number of American visitors whose interest has promp- 
ted it. 

Well over 50 years ago, William Mays opened his 
small, neat stationery store in Woodhouse Lane, Leeds, 

—one of the larger industrial cities in Britain’s biggest 
county, Yorkshire. 

Mr. Mays’ store is just across the street from the now 
vast (and still growing) University of Leeds, and which 
in 1904 was granted a Royal Charter as a separate body 
from earlier educational institutions 

During the years, large numbers of Americans have 
either visited or studied at the university. Special fac- 
ilities for visits and courses were given to many over- 
seas men serving in the recent European War. 


At 89 He Still Works 


Practically every American found his way across the 
not-very-wide street into the pleasant stationery store, 
there to be greeted by William Mays himself, a slim, 
upright, courteous, quiet-voiced veteran. To-day, at 
the age of 89, bright-eyed and still remarkably active, 
he continues the routine of the long years. He rises at 
6 a.m. and is at work in the store shortly after. He has 
very little help, his pleasant-mannered wife (who is 
many years younger) being his chief assistant 

Control of the large stock is so excellent that Mr. 
Mays can locate instantly any unusual requirements 
asked for by customers. 

Fountain pens (including several famous American 
makes), a large variety of files, many types of carbons, 
stenographers’ notebooks, pencils, inks of every kind 
needed by office worker or student, business and social 
envelopes, diaries—Mr. Mays can discuss the newest 
of each and, like all other British stationers, looks for- 
ward to a future of diminishing restrictions 

In the course of his half-century of trade, Mr. Mays 
has lost all count of the many thousands of record 
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(It is with regret that we announce the discontinuance of News Notes from 
Mrs. S. 8S. Elliott, who recently resigned her position of London correspondent 
Monthly news of the trade will continue to be published, however, as S. E 
Rhodes of the Lancashire Press Agency has been named to succeed Mrs. 


Elliott 








books and exercise books he has sold personally over 
the neat and shining counter. Sons and grandsons of 
early customers are among his valued friends. Some 
of these have become stationers themselves in different 
parts of Britain—and they don’t forget their pleasant 
contacts with veteran William Mays. 


Carries Many Memo Books 


Varieties of memo books form a part of Mr. Mays’ 
stock, which, naturally, is much influenced by univer- 
sity students’ requirements. As the university special- 





he 
WILLIAM MAYS IN THE LITTLE BOOK 
SECTION OF HIS STATIONERY STORE. 


izes in much industrial training—(textiles, engineering 
and agriculture)—good ranges of suitable stationery 
are available. Mr. Mays does not sell typewriters or 
other office machines and equipment owing to the lim- 
ited space, but he usually knows where to send such 
enquiring customers to larger firms in the heart of 
this city of over half-million population. 

American snooker fans may be interested to know 
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Imperial’s Gift lo you 
more sales, more profits 
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, the period desk line with modern features! 

—“ Imperial’s Christmas gift to you is the The new Windsor 3000 is created with 
finest offering we could give—a NEW line the same excellent craftsmanship that 

} of desks that will boost your sales, multiply dominates all en office furniture. 
your profits. Each desk is a fine show piece . . . a beau- 

i This entire line has just been completed, tiful display for the most luxurious offices 
designed to meet the demands of your cus- ...acomplete work unit. 
tomers who want period style combined with There are seventeen different pieces in 
the ultra-modern features of Imperial the lin complete selection to outfit any 
ae the Windsor’s moderate prices office. 
and superb quality will assure another Im- The Windsor line was created to SELL! 
perial best seller in 1950. it will SELL! 
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EVANSVILLE 7, INDIANA 
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that Mr. Mays devotes much of his leisure time to the 
game. Two years ago, at the age of 87, he carried off 
the winter snooker championship promoted yearly by 
the Tariff Reform Club in Leeds, of which he is the 
oldest member.—EFM 

_— — 
MARSEILLES FAIR FEATURES MODERN OFFICE 

The Fair of Marseilles, France, this year devoted a 
special building, “The Hall of the Modern Office” to 
presenting the equipment used in today’s offices. 

In spite of limited time, the exhibitors attained a 
homogeneous exposition, complete, well-presented and 
very interesting. 

An attempt at the creation of an office section had 
started before the war under the active direction of 











JACQUES RICORD 


M. Jacques Ricord, to whom the Fair administration 
assigned this task, but the lack of sufficient buildings 
prevented fulfillment of the idea. Today, still in the 
role of the commissioner of the section, Mr. Ricord is 
supported by the help of M. Payan, president of the 
Chamber of Commercial Organization; M. Rolin, hon- 
orary president; M. Fallette-Ricoux, vice-president, 
and Parrot, secretary. 


HALL OF THE MODERN OFFICE AT THE 25TH FAIR OF 

MARSEILLES.—Above: main entrance of the Hall of the Mod- 

ern Office during the Fair held September 10-26, 1949. Below: 
bird's-eye view of the numerous office exhibits. 
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Featured at the Hall of the Modern Office are trans- 
mitters, registers, office furniture, accounting material, 
trade journals, publicity, and so forth 

Invitations are sent to groups such as C. J. P. (Youth 
Patrons Center), the C. N. O. F. (National Committee 
of French Organization), the E. O. S. T. (School of the 
Scientific Organization of Work), the C. E. G. O. S. 
(General Commission of Scientific Organization), the 
Order of Expert Accountants, and others. 

Next year, a whole cycle of events is planned—con- 
ferences, film showings and competitive examinations 
in dactylography, stenography and stenotypy 


>< — 


AUSTRALIAN NEWS NOTES 


W. Beecham, Correspondent 


A number of Australian office appliance firms have 
been exhibiting at this year’s agricultural shows, and 
several of them report some nice business. At the 
Perth Royal Show, just concluded, the Victor Office 
Furniture Company staged a very attractive exhibit 
of desks, office tables and chairs, while Lamson Para- 
gon (W.A.), Ltd., showed a good line-up of Bendix 
chairs. 

Employees of firms manufacturing office and other 
furniture in Western Australia are now seeking an 
increase in wages. Men who now receive a margin of 
£2 1s. 6d. above the basic wage for skill want this in- 
creased to £2 7s. 6d., and in addition workers are asking 
fo ran additional day’s holiday each year for a union 
picnic, the accumulations of sick leave from year to 
year, and a tool allowance for all tradesmen. 

During the three months, January 1 to March 31, 
1949, Australia imported writing and typing paper 
valued at £244,000 (compared with the £813,000 of the 
same period in 1948); pens and pencils valued at £195,- 
000 (£336,000); and other stationery valued at £274,000 
(£342,000). 

The Council for Scientific and Industrial Research 
reports the discovery of a method of peeling veneer 
strips of pine as fine as the finest paper—0.0075 of an 
inch in thickness. Three sheets have to be laminated 
to make a wooden Christmas card, and it is thought 
that this fine veneer may eventually find some uses in 
the office appliance business. 


Make Carbon Paper in New Zealand 


New Zealand is now turning out its own carbon 
paper, and latest reports are that nearly the whole of 
the country’s needs can now be supplied. 

Edwards Dunlop & Company, Ltd., wholesale sta- 
tionery merchants of Sydney, report a profit of £52,462 
for the 12 months to April 30, 1949, compared with the 
£48,100 of the previous year. Directors intend to in- 
crease subscribed capital to £551,158 shortly by issuing 
100,000 shares of £1 each at a premium of £1. Turnover 
for the past year again showed considerable expan- 
sion, and during the second half of the year large 
supplies of Scandinavian writing papers were landed. 

Nettl Paper Converters, Ltd., Melbourne, is offering 
for subscription 50,000 ordinary shares of 10s. each. 
The company has been formed to purchase the interest 
of A. Nettl in the Legy Company, Melbourne, and ii 
proposes to manufacture and deal in gummed papers, 
and so forth. 

Australian patents have been applied for as follows: 

130,172—Card or bank note case. “Cards or notes are 
firmly held against displacement in a card or bank 
note case comprising similar rectangular front and 
rear wall hingedly connected to similar rectangular 
side walls. One or more springs Keep the case closed 
in a substantially flat form.” (H. S. Scott, New South 
Wales.) 

130,178—Cabinet of drawers. “A portable cabinet hav- 

(Turn to page 198, please) 
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Your first thought when you see the 
new Super Wizard will be: 


“This is what we have been waiting 
for—here is the ‘Pull-out-drawer’ 
case our customers have always 
wanted”’. 


Without a doubt, for general appear- 
ance this handsome case cannot be 
matched, but more important, it is built 
for endurance. 


The shell of the Super Wizard is made 
of 275-lb. test corrugated board double 
lined with heavy fibre and supported 
with steel. The all important drawer 
is really sturdy with its front com- 











Also, it 1s 
steel reinforced along top edges to 
strengthen and keep drawer sides in 
alignment. 


pletely enclosed in steel. 


The corrugated board, made especially 
for Super Wizards, has a stipled gray 
surface which lends itself perfectly to 
the steel front’s gray enamel finish. 


The case goes together in a hurry when 
ready to put into use. No tools are 
needed—even the steel front and drop 
handle are already attached. You 
merely fold it up into shape and lock. 
Stack them as high and as wide as you 
wish—metal locking pins join them 
snugly together. 











/ 
/ 


/ 
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Scientific Aaboratory Tests 


Show Unbelievable Strength 


/ 


Before work was started on the new Super 
Wizard, the instructions at Weis were to de- 
sign above all a case that was tough and 
would really take punishment. After months 
of experimenting, changing, testing, we offer 
the sturdiest case we’ve ever built. This is no 
idle guesswork, but cold, hard facts backed 
by scientific tests. 





On the left you see our engineer making an 
actual laboratory experiment with a Compres- 
sion Tester. Here are the findings: 


With 770-lbs. of sustained pressure ap- 
plied, the case still held firm and good... 
the drawer glided easily in and out. Not 
until the load reached 2000-lbs. did the 
front become completely inactive and the 
back was just beginning to show damage. 
The drawer front itself took 1800-lbs. 
before binding. 


Here we have a case which will take two to 
three times the load that would ever con- 
ceiveably be put to it in actual office use. 











Now that you have read the ex- 
citing news of the new SUPER 
WIZARD on the preceding 
pages, you’ll want to place your 
order without delay. 


Write, phone, or wire for more 
information at once ... your 
customers will be anxious to see 
this new, modern Record Trans- 
fer Storage Case. 


THE WEIS MANUFACTURING COMPANY 


Sf uo 


MONROE, MICHIGAN 





NEW YORK 13: The Weis Mfg. Co., 54-56 Franklin St 
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L-50 COPY-RITE Liquid Duplicator 


with automatic paper feed and cover 


$12.4 50 


plus Federal and State Taxes. F.O.B. 
Factory, Chicago, Ill. 














Htolidar 


@ Greeti aers 


Migh quality g value at a new low price can use it and get good, clear copies. It's trouble-free, fool- 
, ; : proof end sturdily built. Co aper is easily loaded on 
his new « my COPY-RITE Liquid Duplicator has VALUE Sly : Py Pep y 
~ the tray—positive automatic paper feed. One turn of the 
t has the sles-ability to convince your toughest show- , , , 
handle gives one copy, ready to use, face up. Fluid supply 
ry usTtorr ana Tne right low price to sell your most oi : . ° 
: ; is always visible. Roller moistening—no wicks or pumps— 
udget-minded prospect. In fact, it has everything to make . . , : 
and, of course, no stencils, gelatin, ink, type or ribbons. 


Smartly styled in eye-appealing, handsome two-tone gray 
OPY-RITE is simple to operate, so simple anyone finish, WRITE TODAY FOR COMPLETE DETAILS 


WOLBER DUPLICATOR & SUPPLY CO. 


1203 CORTLAND ST., CHICAGO 14, ILL. 
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H. C. ANDERSON HEADS O. E. M. IL. 

Harry C. Anderson, vice-president of A. B. Dick Com- 
pany, Chicago, was elected president of the Office 
Equipment Manufacturers Institute at the closing ses- 
sion of its annual meeting recently at the Waldorf- 
Astoria. He succeeds Edward M. Douglas, vice-presi- 
dent of International Business Machines Corporation, 


| 




















HARRY C. ANDERSON 


who will continue to serve as a member of the board 
of directors. Mr. Anderson is a former vice-president 
of the National Sales Executives 

The O.E.M.I. named the following additional officers: 

Vice-presidents—R. S. Oelman, vice-president, Na- 
tional Cash Register Co., Dayton, Ohio; Fortune P. 
Ryan, vice-president Royal Typewriter Co., Inc., New 
York. 

Administrative vice-president 
Washington, D. C. 

Treasurer—W. F. Arnold, vice-president, Underwood 
Corp., NYC. 

Secretary—Miss G. L 
D. C. 


E. D. Taylor, O.E.M.I., 


Meyer, O.E.M.I., Washington, 


Elected to Board of Directors 


Board of directors—Mr. Anderson, Mr. Douglas, New 
York; P. M. Zenner, chairman of the board, The McBee 
Co., New York; Fortune P. Ryan, vice president, Royal 
Typewriter Co., Inc., New York, N. Y.; H. V. Widdoes, 
vice-president and general sales manager, business 
machines and supplies division, Remington Rand, Inc., 
New York, N. Y.; E. A. Purnell, vice-president, General 
Fireproofing Co.; Youngstown, Ohio; John S. Coleman, 
president, Burroughs Adding Machine Co., Detroit; 
R. S. Oelman, vice-president, National Cash Register 
Co., Dayton, Ohio; L. C. Stowell, president, Underwood 
Corp., New York, N. Y.; A. P. Hornor, vice-president, 
Thomas A. Edison, Inc., West Orange, N. J.; Walter H. 
Wheeler, Jr., president, Pitney-Bowes, Inc., Stamford, 
Conn.; George H. Alter, vice-president, Invincible 
Metal Furniture Co., Manitowoc, Wis.; and A. W. Van- 
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derhoof, president and chairman of the board, Stand- 
ard Duplicating Machines Corp., Everett, Mass 

The morning session on November 3 was featured 
by two addresses, ‘Accident Prevention in Industry” 
by Clifford F. Burris, safety director of IBM Plant No. 1, 
Endicott, N. Y., and “Economic Co-operation Admin- 


istration’s Guarantee of Investments” by Charles J. 
Baker of the Economic Co-Operation Administration. 


Conduct Panel Discussion 


In the afternoon a panel discussion was held on 
the topic, “What Has Been the Over-all Economic 
Picture for the Industry in 1949?” Participating were 
L. C. Stowell, president of Underwood Corporation; A. 
C. Buehler, president of Victor Adding Machine Com- 
pany; Fortune P. Ryan, vice-president of Royal Type- 
writer Company, Inc.; and A. J. E. Larson, president 
of Art Metal Construction Company 

C. C. Smith, statistician of International Business 
Machines Corporation, addressed the group on “The 
Long-Term Business Outlook with Special Reference 
to the Office Equipment Industry.” 

Arthur H. Motley, president of Parade Publications, 
Inc., was the dinner speaker. 

At the closing session, S. Chesterfield Oppenheim, 
professor of George Washington University Law School, 
spoke on “Present-Day Interpretation of the Anti- 
Trust Laws” and James C. Olson, Booz, Allen & Hamil- 
ton, made an address on “Achieving Distribution Cost 
Control in Our Industrv.” 

aa ; 
BOSTON OFFICE FURNITURE MEN MEET 

The October meeting of the Boston Furniture Asso- 
ciation was held at Steuben’s Restaurant, Boston, 
Mass., on October 24 with President Henry Skillings 
presiding for a business session. Edward Knapp of the 
Victor Safe & Equipment Company was named co- 
chairman of the membership committee. 

Charles Laird and Victor Corcoran of the Jackson 
Chair Company expressed their interest in becoming 
new members of the association 

Honored guest was John R. Gray, executive director 
of N.O.F.A. In his talk, Mr. Gray clarified the aims 
and purposes of the national organization and the 
relationship between these and the branch organiza- 
tion of the various large cities. He also discussed the 
educational schooling program which is now func- 
tioning in New York City with a class of approximately 
48 members. He also advised that he was currently 
preparing to set up a similar class with the Chicago 
organization and would like to interest the Boston 
members in a similar program. 

Lester Peabody of the L. J. Peabody Office Furniture 
Company was appointed to gather information on the 
educational program and to report at the next direc- 
tors’ meeting 

Announcement was made that 


the N.O.F.A. conven- 
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rane NO LONGER ARE YOU LIMITED merely to purple copies that for years have been 
‘The associated with the hectograph process. Now you can specify MARATHON Ready-Masters 


rence ° ° ° ° ° ° 
and have a choice of three sparkling, brilliant colors, each with its own advantages! 


tions, 


BLUE—a long-awaited color—now yours without MARATHON SUPER COATING gives greater 


— the use of hectograph dye. This virtually stainproof handling ease, extra cleanliness, longer shelf life; 
‘hool, + as " age i ; . , : 

holt. master unit is highly resistant to moisture; produces eliminates necessity of slip-sheeting. Special for- 
amil- beautiful blue copies—a Columbia exclusive! mulas produce gratifying color 


| Cost brilliance, provide immediate 

BLACK—gives the really black copies, start-to-fin- copy-identification, wide diversi- 

ish, you've always wanted. No waste of copy paper; fication. No special fluid needed. 
bora no need for special duplicating fluids, Columbia Duplicating Fluid is 
illings finest for all. Marathon Masters 
es te PURPLE—super-coated, a vast improvement over give more in brilliant copies, in 
ie: conventional master units. This finest-on-the-market number of copies — lowest cost 
ckson purple master gives you added cleanliness; more per quality copy! All standard 
—— and sharper re-runs with a minimum of bleeding. sizes. 








rector 





aims S When you stock Marathon Ready Mas- <<< ee ee ee ee eee 
d the ters you're assured of greater volume , me? or2 
oye and profits in your duplicating depart- ' Columbia Ribbon & Carbon Mfg. Co., Inc. 
pee ment. Send in coupon for details of , Glen Cove, L. L, N. Y. 

corer Dealer Co-operation Plan. ‘ ' 
— 4 Please send all information on Super-Coated 
rently 
nieaen , Marathon Ready Masters 
hicago I q 
icago Dabo NIBBON & CARBON MANUFACTURING CO, Inc ! 

SS Main Office & Factory * Glen Cove, L. I., N. Y. | Name 

— New York Sales & Export: 58-64 West 40th Street j 

. Z a Kansas City, Mo. * Chicago * Detroit * Atlanta * Milwaukee i Firm 

airec- Minneapolis + Philadelphia * Pittsburgh * Portland, Oregon 

oiaia Fort Worth. « Cincinnati (Harris-Moers Co.) Address 

m , Also: Toronto, Canada * London, England * Milan, Italy * Sydney, Australia ; 
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tion would be held at the Commodore Hotel, New York 
N. Y., on March 23, 24 and 25, at which time there 
would be at least 100 display booths set up 
*—- 
GLOBE-WERNICKE HOLDS SALES MEET 

Branch office managers and district representatives 
from all over the country attended the annual sales 
conference of The Globe-Wernicke Co., held at the 
company’s executive offices in Cincinnati, Ohio, Octo- 
ber 18-20. A. C. Howard, president, opened the con- 
ference with a welcoming talk in which he spoke of 
present plans and the company’s future expansion 
program. E. G. Rahe, director of sales, was in charge 
of the meeting. 

The theme of the three-day sales conference was 
“New Product Parade,” during the presentation of 
which new products in the product development pro- 
gram were presented to sales personnel. Spearheadins 
the group of new items was the Let-R-Guard steel 
file, which had previously made its sensational debut 
at the Globe-Wernicke dealer breakfast in Chicago 
during the NSA Convention. Other items receiving 
attention and analysis at the meeting were: the inno- 
vational desk arm slide with visible record tray insert, 
the overhanging top executive and junior executive 
Streamliner steel desks, the 45-inch Streamliner steel 
desk with folding typewriter platform, folding storage 
case, visible reference record equipment including 
rotary stands, wall racks, and desk stands, insulated 
visible record safe with table, pre-packaged Safeguard 
and Standguard one-drawer filing units, and the new 
line of aluminum office and institutional chairs 

Coincident with showing to sales personnel the new 
items, which dealers attending the recent NSA Con- 
vention saw previewed at Chicago, was the release 
to the trade of the Globe-Wernicke’s fall promotional 
material. The present promotional thinking of in- 
creasing the. number of advertising aimed at 
the point of sale contact will be continued and ag- 
gressively stepped-up during the late win months, 
Mr. Howard announced 

Globe-Wernicke’s effective display booth designed by 
Donald Deskey Associates, New York, and Osgood Dis- 
play, Chicago, for use at the NSA Convention was 
removed to the company’s Cincinnati office for this 
sales meeting. Any dealers located in or visiting in 
the Cincinnati area are cordially invited to visit, at 
the company’s executive office showrooms, this perma- 
nent winter display in which new ‘ts are ex- 
hibited. 
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ANNUAL SALES CONFERENCE OF THE GLOBE-WERNICKE CO., OCTOBER 


Front row—R. W. Sprott, assistant director of sales; P. H. Leonard 
Texas-Oklahoma; C. W. Hoover, manager, Washington. D. C., office 
E. G. Rahe. director of sales; A. C. Howard. president; G. J. Handort 
Indiana-Kentucky-Tennessee; J]. B. Hibbard, Pacific-Rocky Mountain 
Southwest states; A. S. Wright. New Jersey-Eastern Pennsylvania 
Middle row—H. J. Warnock, manager, Chicago oifice; nger 
Chicago; L. O. Schneider, Chicago: J]. W. Wardman. Central Atlantic 
states; E. J. Howard. Ohio-West Virginia: K. Wheeler, New York: 
C. Allen. New York: L. Hansell. Ohio-Michigan: J. Turner, Washing 
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CONNECTICUT VALLEY STATIONERS CONVENE 

More than 50 members and guests assembled for the 
regular meeting of the Connecticut Valley Stationers 
Association on October 26 at Ceriane’s Cafe Mellone, 
New Haven, Conn., with President Nils E. Anderson, 
Anderson’s, Bridgeport, Conn., presiding 

President Anderson extended greetings. He then 
introduced Cortland Horr of Associated Stationers 
Supply Company, Chicago, Ill. who expressed his 
pleasure at having the opportunity of meeting with 
the group 

Vice-president Raymond C. Scheppach, Scheppach 
& Goekler, New Haven, Conn., proposed that the asso- 
ciation’s annual meeting be held on February 15, 1950, 
at the Bond Hotel, Hartford, Conn. The program will 
consist of a luncheon followed by an afternoon meet- 
ing, at which a number of good speakers would be 
heard, and a round-table discussion of mutual prob- 


lems with a dinner in the evening to round out the 
program. After some discussion from the floor, the 


program was approved. 

Mr. Scheppach then announced that the next meet- 
ing will be held on Wednesday evening, November 30, 
at the Hotel Bond, Hartford, Conn., with A. M. Coles 
of Pratt & Whitney as guest speaker. His topic will 
be “Office Methods and Procedures.”’ 


Tells of NSA Convention 


-resident Anderson then gave his listeners a word 
picture of the recent NSA convention, telling in 
letail of the great number of exhibitors and some 
of the products shown. He told of the large attend- 
ance at the business sessions, of the speakers and 
topics discussed, and remarked that they were at- 
tended by people from all parts of the country who 

irticipated in the round-table discussions. 

Declaring that the National Stationers Association 
is the largest of its kind in the world, he gave as his 
opinion that the large attendance at the convention 
indicated the confidence of stationery dealers in the 
future of the industry. In conclusion, he remarked 
that one could not help but feel proud to be part of 
an industry where manufacturer, wholesaler and re- 
tailer work together harmoniously 


Hear Sales Manager 


He then introduced the guest speaker of the eve- 
E. A. Stubenhaus, sales manager of the Elec- 


lux Company. His talk was entitled, “How to 


18-20 
ton, D. C.; C. C. McWilliams, Rocky Mountain states: C. M. Derry. 
New Encland states: C. H. Berry-Wisconsin-Michigan-North Dakota: 
W. EK. Downing. sales promotion manager. Last row—R. P. Black- 
burn, Central Midwest; W. G. Armstrong. New York State-Western 
Pennsylvania: C. O. Rumph, South Atlantic states; E. B. Bowman. 
Gulf states; J. Somel. New York: F. R. Austin, Midwest states; L. 
Tracy. New York; K. S. Sutherland, Pacific states. H. B. Elmer. 
manager of the New York olfice. is not shown. 
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There is a complete line 

of GF metal furniture — 

desks, tables, chairs, files 
and shelving 
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Save space, save time, save money, 
with the improved Super-Filer 


@ Now is the time to get rid of obsolete files. Improved Super- 
Filer, with Self-Adjusting Divide-a-Files, cuts office expense 
four ways: Saves time, simplifies filing work, saves floor space, 
reduces initial cost of equipment. 

Che unique feature of Super-Filer is its Swing l’ront. When 
a drawer is opened, the front swings forward, producing a 
supported angle spread of contents and adding working space. 
This feature permits 18% more payload per drawer—makes 
it possible to replace 3 old i-drawer cony entional files with 
2 new 5-drawer Super-Filers. 

New Self-Adjusting Divide-a-Files (three to a drawer) 
mechanically simplify filing. They break up the drawer load, 
hold contents slanted to the rear for easy reading and auto- 
matically help to maintain compression. They self-adjust 
themselves to changes in volume of drawer contents. 


If you would like to see our jatest sound motion picture, 
“Mechanized Record Filing”, featuring Super- Filer, just 
drop us a line. The General Fireproofing Company, Depart- 
ment A-12, Youngstown 1, Ohio. 


GENERAL FIREPROOFING 


Foremost in Metal Business Furniture 


DEALERS THROUGHOUT THE WORLD 














fibre-board is used in LIBERTY 
Record Storage Boxes. The rein- 
forcements and the fittings are of 
the highest quality. Heavily gummed 
reinforcing tape is used exclusively 
at all points of strain. Set up—easy, 
quick, ALL IN ONE PIECE—no sep- 
arate parts or mechanism to wear or 
get out of order. 
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or Cap. Invoices 
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Folded Vouchers, Etc 


Ledger Sheets 
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QUALITY 


Today the storage filing of practically 
recognized as a prudent policy. These records often jam current files. 





oe 
ox 514", 
also 2 rows 4” x 7” 
in No. 


ECONOMY 





RECORD STORAGE BOXES 


for Storing INACTIVE RECORDS at Low (ost 


all business records is universally 
The 


vital necessity for saving INACTIVE RECORDS when there is need for 
only occasional reference makes extreme economy desirable. Storage fil- 
ing is approximately 95% safety—only 5% reference, safety is the big 
point. LIBERTY Boxes assure safety against dust, dirt, mildew, spillage 
and loss. Cost per year—actually a few pennies. 

Only the highest grade .corrugated “LIBERTY’S” patented closing 


method closes or opens the box in a 
second. It operates swiftly and se- 
curely, without mechanical faults; 
and, provides positive insurance 
against spillage. Countless thou- 
sands of LIBERTY Record Storage 
Boxes now in use are in good condi- 
tion after more than 30 years. 


LIBERTY Boxes have been proving themselves superior, 
to the most exacting buyers in the field, since 1918 





Deposit Slips and 
Tabulating Cards 






844" x 7” 


18 


Card Records 
a” «x 3", 0° & 


Card Records 
use. ae 


EFFICIENCY 


Sold by Leading Stationers From Coast to Coast 
BANKERS BOX COMPANY & 


720 S. DEARBORN ST. + CHICAGO 
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STORAGE BINDERS 


For Storing Loose Leal Records... 


IT’S NEW NOW IT’S EASY TO TRANSFER AND BIND 
IT’S LOW COST RECORDS IN YOUR OWN O “ICE 


With the New Improved LIBERTY Storage Binder 
anyone can bind loose-leaf sheets into book form 
quickly —neatly—permanently. No tools needed. 
Pressure of the thumb on the LIBERTY self-lock- 
ing binding post fastens sheets permanently be- 
tween hinged covers of hard durable Presdwood. 
No need to call in outside help or to send those 
important records out to have them bound. The 
New LIBERTY Storage Binder with self-locking 
posts will do the job in half the time and half the 
cost. No tampering with vital records once they are 
bound in LIBERTY Storage Binders. 


THE LIBERTY STORAGE BINDER— 
WITH METAL HINGE 


The LIBERTY Storage Binder with its New Alum- 
inum Hinge offers you practically wear-proof pro- 
tection for those vital records. The hinge is firmly 
riveted to hard surfaced durable Presdwood covers. 
Its bright finish is attractive and gives a neat and 
pleasing appearance. With this metal hinge mul- 
tiple punching is possible, which means one binder 
will fit several sheets the same size but with differ- 
ent post-hole centers. 


































Self-locking posts 
y ae allow up te 75% 
~am extension. The 
post locks perma- 
nently. 





FEATURES OF THE 
LIBERTY STORAGE BINDER 


Bind records easily, quickly, perma- 
nently, in your own office—no tools are 


needed. 
The LIBERTY self-locking binding post Metal label clip 
holds the sheets in place forever. Mere for identification 
thumb pressure locks posts. cord, available in 
eke three sizes. 
No projecting posts—smooth top and 
bottom—binders will stack perfectly. 
Metal hinges, commonly associated 
with only the most expensive binders, Aluminum hinge 
are now available in the economical with multiple 
LIBERTY Storage Binder. centers oll with 
; : 3/16” diameter 

Twelve standard stock sizes. Eight of -hol 
tn dei seh iin! t-hol post-hotes. Covers of clear, 

es oc sizes with multiple post-nhole herd, durable 
punchings. Presdwood. 


SPECIAL SIZES quickly made to order. 


White for literature 


BANKERS BOX COMPANY 


720 S. DEARBORN ST.+ CHICAGO 5, ILL. 
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G-W DEALER BREAKFAST—The scene 
at the annual authorized dealer break- 
fast of The Globe-Wernicke Co., held on 
Tuesday, October 4, at 8 A.M.* at the 
Stevens Hotel in conjunction with the 
recent NSA convention. This breakfast 
was attended by approximately 150 
dealers. After the breakfast, Globe- 
Wernicke’s new Let-R-Guard steel file 
was introduced to the breakfasters. 





Motivate Men and Maintain a Continuity of Sales,” 
in which he told of his experience in building an effec- 
tive sales organization. 

He took his audience through every stage of mould- 
ing men from various walks of life into good, efficient 
salesmen. In conclusion, he gave some worth-while 
advice on how to keep salesmen’s interest at the proper 
pitch so as to procure and maintain a continuity of 


sales. 
_— —-* 


MINNEAPOLIS OMDA IS ORGANIZED 

Gordon Miller, president of the National Office Ma- 
chine Dealers Association, paid the dealers of Minne- 
apolis a visit on September 27, when a dinner was 
held at the Raddison Hotel. Mr. Miller was the prin- 
cipal speaker on the theme of dealer organization ne- 
cessity and told what NOMDA is doing to help the 
dealers over the nation. 

It was decided at this meeting that a new organiza- 
tion would be formed by the dealers in Minneapolis 
with the foundation so laid that it could develop into 
a state-wide association of dealers 

Officers were elected to organize and carry on the 
work of the group which will be known as Minneapolis 
Office Machine Dealers Association 

Officers elected were: e 

T. DeFore of DeFore & Farrell Typewriter Exchange 
Company, president. 





ORGANIZE OMDA—Pictured at organization meeting of the 
Minneapolis Office Machine Dealers Ass‘n. are (left to right) 
seated—A. L. Dorrell, Gordon Miller, T. DeFore; standing— 
Roy Rolph, H. Olson, Lee Mattson, P. Lee and M. Teschion. 


A. L. Dorrell of Dorrell Office Machines Company, 
vice-president. 

Roy Rolph of the Typewriter Clearing Association, 
treasurer. 

Paul Lee of Acme Typewriter Company, secretary. 

Lee A. Mattson of Mattson Typewriter Company, 
Harry Olson of American Typewriter Company and 
M. Teschion of A.A.A. Typewriter Company, bylaws. 

—>-—____ 
STATIONERS 12:30 CLUB MEETS AT N. Y. 

More than 60 members and guests assembled to at- 
tend the regular monthly meeting of the Stationers 
12:30 Club of New York, held on Monday evening, 
October 17, in the Victory Room at Rosof?f’s Restaurant, 
New York, N. Y. President Mortimer Libien, Libien 
Press, Inc., New York, N. Y., presided. 

President Libien announced a death in the family 
of Ben S. Grayson, Ace Fastener Corporation, and 
asked all to stand for a moment in respectful silence. 
He then informed his listeners that the group insur- 
ance plan adopted by the club is progressing favorably 
and announced that many members have sent in their 
applications. He urged members interested in the plan 
to send in their applications as soon as possible, if 
they have not already done so. 

Robert Reichman, Mooney’s, Inc., New York, N. Y., 
newly-elected governor of the NSA Thirteenth Re- 
gional District, gave his listeners an account of the 
recent convention. Remarking that the convention, 
attended by men from all parts of the country, was 
enlightening from an educational standpoint, he added 
that anyone attending could not help being impressed 
with the size and scope of the stationery industry and 
the high caliber of men in the business. 

He went on to tell of the value of the numerous NSA 
services to dealer members and concluded with a 
stirring appeal to New York stationers to join the 
National Stationers Association. His voice rang out 
with the slogan, ‘“Let’s put New York on the NSA map,” 
as he urged dealers and manufacturers’ representatives 
alike to work for new members. 

Treasurer Dwight N. Briggs, Sun Rubber Company, 
added a word, inviting members to sign and send in 
their applications for the club’s group insurance plan. 
He then introduced Charles F. Shelly, Eberhard Faber 
Pencil Company, who announced that the annual 


‘ 





MINNEAPOLIS OFFICE MACHINE DEALERS ASS’'N. HOLDS ORGANIZATION MEETING 
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FOR MORE PROFITABLE SALES 
The numerous advantages afforded by the 
@ Auto-Flex Chain Post Binder over the ordi- 
nary post binder, presents an opportunity for 
“service-selling” that assures greater customer 
satisfaction and more profitable unit sales. 


Among these advantages are: 


@ Tight compression for a few or large number of 
sheets. 


@ Expansion for working space at the turn of a key, 
unlimited capacity by adding post sections. 


@ When expanded, sheets lie perfectly flat and pro- 
vide flat writing surface. 


@ Permits instant addition or removal of sheets at any 
part of sheet body. 


@ No protruding posts to mar furniture. Convenient to 
stack, saves space. 


@ Dished metal hinges allow covers to turn back 
full open position. 


For complete description, ask for Circular D1231. 





Muto Hex 


CHAIN POST 


BINDERS 


Always Room for 
More Sheets 


Open or Closed Back Styles 
in Choice of Bindings 
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WILSON JONES Co. 


GENERAL SALES OFFICES 


NEW YORK CAMBRIDGE, MASS. CHICAGO KANSAS CITY, MO. SAN FRANCISCO 
eet 26 Blackstone Street 3300 Franklin Bivd 816 Locust Street 234 First Street 
Main Plants at CHICAGO and ELIZABETH, N. Jd. 
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dinner dance of the Stationers Square Club would be 
held Saturday evening, November 19, at the Roosevelt 
Hotel, New York, N. Y. 

Robert Polan, Robel Press, New York, N 
of the Stationers Association of New York, 
that that association would hold a dinner 
Monday, Oct. 31. 

«te + — 
STATIONERS GOLF ASSOCIATION OF NEW YORK 
HOLDS FINAL TOURNAMENT OF 1949 

The Stationers Golf Association of New York held 
the thirty-third annual meeting and final tournament 
of the 1949 season at the Hackensack Golf Club, Ora- 
dell, N. J., on October 11. The weather was ideal for 
golf and a goodly group of players was on hand to 
take full advantage of the Indian Summer day. 

After a quick lunch some 50 members and guests 
teed off in leisurely fashion for the long grind over 
Hackensack’s rolling and sporty course. As is usual, 


Y., secretary 
announcea 
meeting on 





STATIONERS GOLF ASSN. OF N. Y. OUTING. 


1. George F. Griffiths. president Stationers Golf Assn. of New York; 
L. H. Tavernier. chairman of the board. 

2. Fred G. Huber, retired: R. B. Sainberg, Sainberg & Co., Inc.: 
Charles Karasik, Jaclin Staty. Corp.; Henry Levy. Silver Staty. Co. 

. Charles H. Ramsey, Ever Seater Calendar Mig. Co., treasurer of 
the day's outing. 

. Bob Nevin, Defiance Sales Corp.; Ed Buenger 


3 
4 Wilson Jones Co. 
5. — Craig. Jerry Magnetti, and Henry Maedell 
6 
7 


all Eagle Pencil 
‘ E F. Dooley. Wilson Jones Co.; E. T. MacIntyre. Defiance Sales 
B. Kemp. Jr 

Levy. Art Steel Sales Corp.; 


Ever Ready 


. L. * Messina. Foeteestonet Ptg. Co.; J 
Dave Price 


endar Mig. Co.; I. M. 

Ea Pencil Co. 
8. 5. Schlossman. Jersey Ptg. Co.; 
4 York, Y.; H. Garfield, Garfield Corp. 


M. P. Berman, Berman Paper Co 
New York, N. Y.: 


some of the lads found the course architect’s ideas ot 
water, bunkers and traps at variance with their play 
but a lot of good-natured ribbing and sympathy helped 
all over the rough spots for a most enjoyable round. 

The setting-up exercises at the eighteenth hole did 
much to smooth out the rough spots of the afternoon 
and whet appetites for a sumptuous dinner which 
followed. 

After dinner the usual reports were submitted and 
the chairman expressed the thanks of the group to all 
who had a part in making the year and day a success. 
The real business of the evening was the election and 
awarding of the trophies for the year’s competition. 
The officers and directors were all re-elected to office 

unanimous vote. They are as follows: 
President—George F. Griffiths, Noesting 
Company. 

Vice-president—Julius M. Kahn, 

Treasurer—Ray A. Weissenborn, 
Company. 


by 
Pin Ticket 


Inc. 
Pencil 


David Kahn, 
National 


HACKENSACK, G. C., CRADELL, N. J.. OCT. ll 


West Shore Envelope Co. 

Max Stuart 
:; Harry Yager. 
R. A. Weissenborn, Na- 


Joe Schlanger, 
9. R. S. Meyers, Binney & Smith Co.; 
D. McAllister. ““Geyers Topics” 
10. Ed Kemp, Ever Ready Ca endar Mig. Co.: 
tional Pencil Co.; M. Springer, American News Co.; N. Shields, 


guest. 

ll. G. O. Driscoll, guest: R. T. Soulby gad J- * Campbell, 1. ~ om 
Faber Pencil Co.; E. J. McDonough, Jr., McDonough & C 

12. George Nicklaus, Frank Horner and Bill A hee wee all National 
Blank Book Co.; G. H. Hinck, guest. 

13. Irving Myers, Premier Supply Corp.; Nat Kremer 
York, N. y E. G. Geehring, American Paper Goods Co.; J 
worth, J]. G. Bosworth Envelope Co. 

14. H. S. Sanders, Stationers & Publishers Board of Trade; R. J. Urm- 
ston, J. S. Staedtler, Inc.; J. C. Musser, unattached; G. F. Griffiths 
Noesting Pin Ticket Co. 


Barnes Printing Co.; 
David Kahn, Inc. 


Kremer Co., New 
G. Bos- 


OFFICE APPLIANCES, December, 1949 





: FOR VOLUME SALES 
: AND HANDSOME PROFITS 














The New Blair 


ie 
















4 SWIVEL CHAIR 72-C SIDE ARM CHAIR 73-C SIDE CHAIR 76-C 
4 Write for complete These handsome chairs are totally new in style and design, but 
information about the new retain all the structural features that have made Blair furniture 


Blair Junior ExecutiveGro : : 
Ju - Group famous for comfort and quality. Welded aluminum frames for 


w ;, , , 

chy lightness and strength. Seats cushioned on no-sag springs; backs 
curved and generously padded. Upholstered in a rich combina- 

» | tion of Duran and Goodall Fabric (or in all-Duran) in a wide 
choice of colors. 

Ce With all their superiority, these chairs are priced to sell in 

Na volume at a splendid profit to you. 

Ids 

nard 
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New 

Bos 
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91 YEARS SERVICE TO AMERICAN BUSINESS 













PUBLIC 
RECORDS 





INVENTORY 
RECORDS 







ORIGINAL ENTRY 
RECORDS 





ACCOUNTS RECEIVABLE 
and PAYABLE RECORDS 





SOCIAL SECURITY 
and WITHHOLDING 
TAX RECORDS 






MINUTE and 
CORPORATION 
RECORDS 







DEALERS HAVING THE MASTER-CRAFT FRANCHISE 
can offer a broad line of Sight-Saver ruled forms 
for commercial, industrial, and public records that 
are maintained for permanent reference. Hundreds 
of forms are available, on high quality rag content 
paper, made to Master-Craft standards. 


, Built Likea 
Ay Skyscraper’ 





All forms are ruled in the distinctive Master-Craft 
combination of soft brown and green that is “easy 
on the eves.” Wide choice of stock colors. 


MASTER-CRA FT Inquire about the Exclusive Dealer Franchise for 
Sight-Saver forms and thousands of other Master- 


KALAMAZOO, MICHIGAN Craft items. /t’s worth getting. 


MASTER-CRAPFT is THE Loose LEaAFr D 
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1899 


50 YEARS SERVICE TO AMERICAN BUSINESS 





: “Built Like a 
rail Skyscraper” 




















DS 
\m f 
| i 
ii, 
a ! 
NUIT 
ili CARD FILES 
| For All Sizes 
BLE 
DS 
| j : ~~ } 
— ~ 
LETTER AND LEGAL 
, ! All Heights 
INSERTS 
DEALERS HAVING THE SHAW-WALKER FRANCHISE 
can supply fire protection for business records of 
. Built Like a d in Bs ae , 
Ay Skyscraper” every size. Today, there are twenty-six Shaw-Walker 
- Fire-File items which provide 24-hour protection for 
records, in convenient, compact, point-of-use models. 
Fire-Files are sold only to and by exclusive Shaw- 
Walker dealers.... Fire-Files represent only a few 
of the many time-savers and space-savers available 
from no one other than the Dealer having the enor- 
GHAW-WALKE mous Shaw-Walker franchise. 
R The Shaw-Walker 4,000-item franchise is the 
Home Office... Muskegon, Mich. trade’s most valuable asset. /t’s worth asking for. 
LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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Secretary—Howard S. Sanders, Stationers & Pub- 
lishers Board of Trade. 

Directors—Chairman of the board, Louis H. Taver- 
nier, Jr.; honorary director, James E. Neary; Fred W. 
Callahan, J. C. Blair Company; Edward F. Dooley, Wil- 
son Jones Company; George F. Griffiths, Noesting Pin 
Ticket Company; Fred G. Huber, Eberhard Faber 
Pencil Company; Julius M. Kahn, David Kahn, Inc:; 
John B. Kemp, Jr., Ever Ready Calendar Mfg. Com- 
pany; Henry Levy, Silver Stationery Company; Irving 
M. Levy, Art Steel Sales Corporation; E. T. MacIntyre, 
Defiance Sales Corporation; George Nicklaus, National 
Blank Book Company; Robert B. Sainberg, Sainberg & 
Company; Howard S. Sanders, Stationers & Publishers 
Board of Trade; Ray J. Urmston, J. S. Staedtler, Inc., 
and Ray A. Weissenborn, National Pencil Company 

Winners of the season’s trophies were: 

Louis Tavernier Cup to winner of Class A—Joseph 
Schlanger, West Shore Envelope Company 

George Griffiths Cup to winner of Class B—Myron P. 
Berman, Berman Paper Company, New York, N. Y. 

Harry Levy Memorial Cup to runner-up in Class A 
Raymond A. Weissenborn, National Pencil Company. 

Ray Weissenborn Cup to runner-up in Class B 
Harold Garfield, Garfield, Inc., New York, N. Y. 

Herman Price Trophy for greatest percentage of im- 
provement—Arnold Neustadter, Zephyr American Cor- 
poration. 

D. A. Davies Trophy for best attendance—Charles 
Karasik, Jaclin Stationery Corporation. 

Thus concluded another successful year of the Sta- 
tioners Golf Association of New York. The organization 
is justly proud of its record. 


Socutttteesiibpatiunasinnen 
CASEY PAPER COMPANY MARKS 25 YEARS 
The recent twenty-fifth anniversary of the D. J. 
Casey Paper Company, Haverhill, Mass., found ap- 
proximately 25 members of the New England Travelers 
Association joining in the happy event. They presented 
an elaborate electric clock during attendance at a 





D. J. CASEY PAPER CO. PERSONNEL 


dinner at Haverhill at which Dan and Jack Casey were 
the honored guests. 

The Haverhill Gazette in a special article reviewed 
the 25 years in business of the Casey Paper Company, 
paying tribute to Dan Casey in this manner: 


OBSERVE 25TH YEAR—The happy 
group attending the dinner celebrating 
the twenty-fifth year of the D. J. Casey 
Paper Co., Haverhill, Mass. The occa- 
sion was marked by the attendance of 
25 members of the New England Trav- 
elers Association, who joined with Dan 
and Jack Casey for the event. 


84 


“Anyone whose confidence in Haverhill is faltering 
needs to hear the story of Daniel J. Casey, now observ- 
ing the twenty-fifth anniversary of a business career. 

“Back in 1924, Dan Casey got himself what he de- 
scribes as a ‘stall’ in a factory on Essex St. to launch 
an office supply business. His stock in trade was little 
more than a bottle of ink and a few sheets of sta- 
tionery. 

“After a quarter of a century, the same Dan Casey 
is in the same business but on a much larger and more 
profitable scale. 

“The Casey Paper Company hasn’t been the only 
successful enterprise in the city in the past 25 years 
nor has Casey been the only individual able to start 
and expand an enterprise. Many others have found 
the way. 

“But there’s a point in the Dan Casey story that 
could inspire others. It’s a comparatively simple con- 
clusion that here are opportunities, if those looking 
for them have vision and courage and confidence. 

“Dan Casey was a salesman for an office supply 
concern when he decided to work for himself. He had 
traveled extensively. .. . Casey left the Noyes Paper 
Company store on Washington St., which he was man- 
aging for a Boston concern, to open his factory store. 
.. . Eight years ago, the Casey Paper Company, well 
established by that time, took over its present location 
on Washington Sq., formerly the Howe stationery store. 
. . . Casey also found, as his office supply business ex- 
panded, that it was more or less associated with job 
printing. So, about 19 years ago, he became interested 
in a job printing plant with Eugene K. Shaw and the 
late Fred L. Mosher. This business is still operating on 
Washington St. under the name of the Casey Press... .” 

cial 
NEW YORK STATIONERS HEAR SEIFERT 

The regular monthly meeting of the Stationers As- 
sociation of New York, Inc., was held on October 31 
at Rosoff’s Restaurant, New York, N. Y., with presi- 
dent Richard E. Wahrman, R. E. Wahrman, Inc., New 
York, N. Y., presiding. 

Guest speaker of the evening was R. J. Seifert, fair 
trade attorney of the law firm of Coughlan, Russell 
& Seifert, who spoke on the subject of “Fair Trade 
Practices.” In an enlightening and instructive dis- 
course Mr. Seifert covered his subject thoroughly. Be- 
ginning with the definition of fair trade, he discussed 
all angles of fair trade operation at both the wholesale 
and retail levels. He told of its application to products 
in a number of different industries and its beneficial 
results to those industries. In conclusion, the legal 
aspects and interpretations of fair trade laws were 
made clear to all present. Considerable interest was 
shown in his talk as was attested by the number of 
questions from the floor during the question-and-an- 
swer period that followed. At the conclusion of his 
talk, President Wahrman proposed a resolution that 
the association go on record as favoring fair trade. 
After some discussion by members, the resolution was 
adopted and so ordered. 

Robert Reichman, Mooney’s, Inc., New York, N. Y., 
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SUPREME STEEL 
Y STORAGE CABINET—A big, husky beauty that 
will sell on sight. Built of heavy gauge steel, 
with extra heavy hinges; chrome plated handles; 
three-point king device and Supreme Steel 
sonstruction. That means tops in everything— 
strength, finish, durability—at a price, too! 
Available in storage, wardrobe and combination 
types—in large variety of sizes. 
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Your customers know value 


VUANAHE 


Urn 


EANS BUSINESS 


when they see it! They GO for 


Supreme Steel lockers, shelving, cabinets. That's why you'll 
build a bigger, more profitable business with Supreme. It's 


tops in quality, construction, 


appearance—and LOW PRICED, 


too! That's a hard-to-beat combination, so tie in with Supreme 
Steel NOW! Some dealerships are available if you act fast. 


SUPREME STEEL SINGLE TIER 
LOCKER—A quality job in every 
respect. Well-designed, well built, 
well finished. The kind of merchandise 
you can sell with confidence! We 
manufacture every type of steel locker 
known, and as a Supreme Steel dealer 
you'll make money with this outstand- 
ing line. 


oe. ate ar 


SUPREME STEEL SHELVING—Just one of 
the many different types of shelving we 
manufacture for every storage need. En- 
closed shelving, ledge type shelving, li- 
brary shelving, or any special type your 
customer needs. Sign up now as a Supreme 
Steel dealer! It will be the most profitable 
connection you've ever made. 


1\SUPREME STEEL PRODUCTS, Inc. 


52-55 74th St., Maspeth, L. I., N. Y. 
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governor of NSA Regional District No. then gave a 
brief report of the recent NSA convention concluding 
with the remark that it was the best meeting he ever 
attended and advised dealers to join their local asso 
ciations for local problems and to join the National 
Stationers Association for national problems 

The chair then called upon Howard J. Shoemaker, 
Eberhard Faber Pencil Company, chairman of the 
membership committee, to Meet with his committee 
to make plans for the fall drive for new members. 

In response to Treasurer Murray Cook, Cook’s Sta- 
tionery, Brooklyn, N. Y., who called for a reduction 
in the association’s yearly dues, Mr. Wahrman prom- 
ised to appoint a committee to make a study of the 
possibilities and report their findings at a future meet- 
ing. 

Chick Shelly, Eberhard Faber Pencil Company, an- 
nounced that the annual dinner dance of the Sta- 
tioners Square Club, to be held on Saturday evening, 
November 19, at the Roosevelt Hotel, New York, N. Y., 
promised to be a “sell out.” 

Secretary Robert Polon, Robel Press, New York, N. Y., 
reminded members that association decals were avail- 


able to those members who had not received theirs as 
yet. 

In concluding the meeting, President Wahrman an 
nounced that at the next meeting the guest speaker 


will be a representative of an insurance company who 
will discuss group insurance. 
cH 


61 ATTEND G-F SALES SCHOOL 


Sixty-one GF dealer and branch salesmen from all 
parts of the nation took part in two sales schools held 
during the last week of September and the first week 
of October at The General Fireproofing Company, 
Youngstown, Ohio. The program was under the super- 
vision of GF’s advertising and sales education depart- 
ment. 

The purpose of the school, which has been held an- 
nually since the war, is to train salesmen in the best 
ways to present GF products to prospects, and to dis- 
seminate the latest information and developments con- 
cerning the company and its products 

A portion of the program was devoted to each of 
the company’s major products wherein much use was 
made of dramatized sales presentations and skits. A 





TWO CLASSES OF G-F SALES SCHOOL HELD RECENTLY AT YOUNGSTOWN, OHIO 


3-7 class. First row: Bill Roberts, Knoxville, Tenn.; Arlie Se 
asser, Detroit branch: H. E. Moore. Wichita, Kans.; W. Paul 
roves, Columbus, Ohio; W. H. Foster. Youngstown; Al L. 


Above: the » ~ 26-30 class. First row: beg = J McNelly, 
Cedar Rapids owa; Paul Ray, Jackson, : Robert Powers, 
Waterloo, Iowa: E. A. Purnell, W. H. Foster ‘ona William Hoge. 
all Youngstown; Fred O. Griffin, St. Joseph, Mo.; Carl Avra, 
Cincinnati, Ohio; Karl M. Kramer. Indianapolis. Ind. Second 
row: H, H. Suender. Youngstown; Marshall H. Dean, Harris- 
burg, Pa.; R. W. Smale, Youngstown; Carlton M. Smith, Bir- 
mingham, Ala.; Edward D. Jelks. Charlotte, N. C.; Frank Still- 
wagon, Youngstown: Thurston Sayre, Cortland, N. Y.; J. F. 
Rooney and J. W. Goldrick, Youngstown. Third row: Otho D. 
Mason, Roanoke, Va.; Arnold May, Topeka, Kans.: Fred Christ- 
man, Appleton, Wis.; Wayne Stickler, Bakersfield, Calif.; Wil- 
liam a Schenectady, N. Y.:; ao —4% Provi- 
dence, R. tanley W. Llewellyn, Manchester, H. Fourth 
row: Jared Skidmore, Kansas City. Mo.; — ‘Moser, Mil- 
waukee, Wis.; Emmett McGee, Nashville, Tenn.: Lawrence 
F. Kilpatrick, Rochester, N. Y.; C. W. Allen, Youngstown. Fifth 
row: William H. Farrell, Nashville. Tenn.; John Brim, Colum- 
bus, Ga.; Dorsie B. Williams, Parkersburg. W. Va.; William 
Payne, San Diego. Calif. Sixth row: S. J. McGee, Lancaster, 
Pa.; J. A. Saunders, Youngstown; Sam Jones, McAllen. Tex.; 
Chester Sturr, Dayton, Ohio; Samuel B. Hughes, Louisville, 
a Seventh row: A. J. Ball. R. E. Shook, C. W. Straubel, 

a C. T. Blumenschein, R. H. Helsel, Barker Rudolph 
ay j. L. Morgan, all of Youngstown, Ohio. Below: the Oct. 


86 


Kinkade and Austin V. Unger. Detroit branch: Lee O. Martin, 
St. Louis branch: Rudolph England, Abilene, Tex. Second row: 
H. H. Suender, Youngstown; Dan Waldner, New York branch; 
Leslie Hutson, Dallas. Tex.; Jerry Sondock. Harlingen. Tex.; 
Frank Van Deman, Chicago branch; Elbert Smith, Jr., Atlanta 
Ga.; T. H. Rymer, Youngstown; Joseph P. Connell, Newark 
branch; Ed Doyle. New York branch; E. Locke Anderson, Bos- 
ton branch; Thomas A. Maxwell, Jr., St. Louis branch. Third 
row: Cullen E. Willis. Abilene, Tex.:; V. F. Wickline. Spokane 
Wash.; Robert L. Tull, Washington branch. Fourth row: 
Eugene P. Eldridge, Chicago branch: James W. Barron, Flint. 
Mich. Fifth row: Russell L. Stairs, Pittsburgh branch: Milson 
Jezek, Chicago branch; Robert Mentzer, Youngstown; R. F. 
Gifford, Erie, Pa. Sixth row: J. S. Ulmer, Youngstown: Spencer 
L. Hayes, Jr., Norfolk, Va.; Robert Hamilton, Rapid City. 5S. 
Dak.; Walter Fischer, Dayton, Ohio. Seventh row: C. W. 
Straubel, Youngstown; Paul H. Schellhase, Cleveland branch; 
A. J. Ball, Youngstown: Ellett Lawrence II, Greenwood, Miss.; 
Kenneth Meyer. New York branch: J. A. Saunders, Youngs- 
town; H. Bruce Franklin, Philadelphia branch; H. C. William- 
son H. W. Knapp. Youngstown; Les Heege. Cleveland 
branch. 
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The World’s Largest Store has Sold 
,35,000 Hermes! 



















ll 
id 
k ; —proof that you can get your share of 
y : 
& the vast, brand new American market 
I 
iS 
A 
\ [ ,cy’s. foremost dealer for the Hermes July 5,1949 
4 lightweight portable, shows the way Roy S. Durstine 
- ’ - 7 F Ine, 
dealers everywhere. With compar- _ fa Avenue 
at el littl promotion they can count ie 3 
. , Bs : Gent] , 
35.000 enthusiastic Hermes owners. ae 
Get the fact it this amazing, Swiss 
table, which retails at 
. then plan to get 
\merican market for the 
r already owned by over ~ 
= Travel id , 
a n 25 countries! most n. In other " eal for air 
Portable of the na. the Hermes is the 
Portable typevriters, 
Sincerely your 
P.S. Also ask about the Hermes 2000 " 
the doul ty portable of standard port- 
nachine features. Fair 
traded retail pi , $98.50 (Fed. tax inc.) SB ira Stanley M. Berman 
Departne nt Manager 
[ Lf Pa) ae 
ps WAll 2 S 
In ALS 
er typewriters 
Wri- . , f letails on dealerst ips 
PAILLARD PRODUCTS, INC., 265 MADISON AVENUE, NEW YORK 16, N. Y. 
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Announcing the New 


| 5400 SERIES VERTICAL CABINETS 


RATED “TRIPLE A GRADE” BY THOSE WHO DEMAND QUALITY 











ti SOLID TORQUE PLUNGER TYPE 
| H ALUMINUM SIDE PLATE LOCKING 
DEVI 
LABEL HOLDER LOCKING CE 


HARDWARE FOLLOWER a 


BLOCK 





sire 


” r | 





GRAVITY STOP 
BALL BEARINGS 


FLOATING 
ROLLER BEARING 


BALL BEARINGS 






uct 


THUMB 
LATCH 


REINFORCED 
CHANNEL DIVIDER 





HEAVY GAUGE 2 
U CHANNEL a | 
REINFORCEMENT 


LOCK ROD 


TURNED EDGE 
ON BOTTOM 





NO LONGER A FILING CABINET—NOW A PIECE OF OFFICE MACHINERY 


Every moving part is formed by precision dies assuring smooth, easy operation and 
longer life. Fatigue in your filing department can now be a thing of the past. Even 
when loaded to fullest capacity drawers will operate either in or out by a touch of the 
finger. Discriminating buyers will find this product the best engineered, most efficient 
piece of equipment now available. A full line complete in every detail for housing 
records of all types. ‘ 
Manufactured by 


PEERLESS STEEL EQUIPMENT COMPANY 


UNRUH AND HASBROOK AVES., PHILADELPHIA (11) PA. 
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We Offer The Discriminating Buyer 
's A NEW OFFICE MACHINE 


THE COMPLETE DRAWER FOR “SUSPENDING” GUIDES 


4) 





Engineered to perfection. Completely welded 


forming a solid weave proof unit. 
Frames for using all types of suspending guides 


THE “TORQUE” PLATE can be furnished to replace the follower block at 
any time. 


THE FOLLOWER BLOCK 





Heavy torque plates are welded into every drawer on 

opening of cabinet housings. This prevents cabi- ~~" 

net swaying, adding much to ease of drawer oper- The strongest easiest moving block ever made. 

avon Can not cock or jam. Lower bracket prevents let- 
THE DIVIDER BLOCK ters or guides from slipping underneath block. 


THE SUSPENSION SLIDE 








and 
ven 
the 
lent Made of EXTRA-HEAVY metal. A new principle 
sing of weight distribution which assures longer life 
Metal divider blocks are optional for all types and plus smoother operation. Engineered to last a 
sizes of drawers. business life time. 
LOS ANGELES oe ae CHICAGO 
LY} pair BLAIR & Co. Sra Gea H. E. PARLIAMENT 
1429 So. Los Angeles Ave Suite O54~- Such Tower First Nat‘l. Bank Bldg 
. 130 W. 42nd St. ; ; 
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number of motion pictures were shown, two of which 
were produced by the company. A supervised trip 
through the plant was an important part of the pro 
gram. Lectures and discussions were included on sub 
jects such as “Building a Territory for GF Products,” 
“Color and Design,” “Inter Market Transactions,” and 
“Advertising and Sales Education.” 

eta bento ope ‘ 

EMPLOYEES HONOR DITTO PRESIDENT 
ON HIS THIRTIETH ANNIVERSARY 


Kenneth M. Henderson, President of Ditto, Inc., was 
signally honored by more than 200 employees at a 
testimonial banquet November 4 on the occasion of the 
thirtieth anniversary of his service with the busi- 
ness machines manufacturing company. The banquet 
held at the Furniture Club of America was a complete 
surprise to Mr. Henderson, who was lured to the club 
by a business associate. It was an expression of gen- 
uine respect and sincere friendship for a man who 
played the business game well. 

A feature of the banquet was a dramatic presenta- 
tion of Mr. Henderson’s business career from the day 














KENNETH M. HENDERSON 


he was hired up to the present time. The script read 
by R. C. Stevenson, board member, was punctuated 
by humorous but authentic incidents in his rise to 
leadership of the company which were depicted in a 
series of dramatic skits written, produced and acted 
by volunteer thespians from the ranks of the em- 
ployees. 

The presentation also disclosed other phases of his 
well-rounded life where his leadership qualities and 
ability for administration and management were util- 
ized. Letters from the Office Equipment Manufac- 
turers Institute, the Congregational Church of Win- 
netka and the Young Men’s Christian Association of 
Chicago bore brilliant testimony to his unselfish public 
service. 

Mr. Henderson has also contributed much of his 
time to welfare agencies, currently serving as vice- 
chairman of the budget committee of the Chicago 
Community Fund and chairman of the board of the 
Duncan Y.M.C.A. A. C. Williams, executive secretary, 
appraised the humanitarian well when he wrote, “Mr. 
Henderson has brought a high level of Christian 
statesmanship to his responsibilities at Duncan 
Y.M.C.A. The fineness of his nature, the penetration 
of his insight and vigor of his stimulative powers 
have forwarded greatly the work of this association 
and have won the esteem and affection of all of us 
who are associated with him.” 

The heartwarming tribute to the character, leader- 
ship and foresight of the man who moulded the dis- 
tiny of his company was concluded with the presen- 
tation of a regular 30-year service emblem, an illumi- 
nated plaque testimonial of appreciation and the latest 
in photographic equipment. 

Beaming with pride and sharing in the ovation to 
“their man” were Mrs. K. M. Henderson, daughter 
Ann and son Pete, a junior at Dartmouth, Dad’s alma 
mater. 
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HARRY ANDERSON ADDRESSES FURNITURE MEN 
Speaking on the subject, “The Customer Is King,” 
Harry Anderson, vice-president and director of sales 
of the A. B. Dick Company, captured and held the 
interest of members of the Office Furniture Associa- 
tion of Chicago at the regular meeting held in the 
Bismark Hotel on Monday evening, November 7. 
The change from a sellers’ market to a buyers’ mar- 
ket has given sales managers a very difficult problem, 
according to Mr. Anderson. Salesmen have forgotten 
how to sell. Sales staffs are like a man who has had 
an arm in a sling for ten years. When attempts are 
made to put that sales arm into function again, it just 


doesn’t work right. Selling muscles have become atro- | 


phied from lack of use. 





Referring to an article in a recent issue of Fortune 


Magazine, Mr. Anderson quoted the author as saying 
that many sales managers now admit that one of the 
major causes of business depressions in the United 
States was the failure of American salesmen to do a 
genuine selling job. Selling can save the American 
economy, but no one can sell effectively without ex- 
tensive and intensive training. When business is easy 
to get, training programs are hard to put over. Cur- 
rent buyer resistance makes it easier to convince sales- 
men of the importance of co-operating with manage- 
ment in sales-training activities. 

When salesmen are well trained they make money 
for themselves, for their firms, for their industry, and 
of more general significance, they contribute to the 
cause of the American economy. 

Essentially selling is educating—educating prospects 
to an appreciation and desire for the new, the better, 
the more efficient product or service. Without selling 
we would still be using horses instead of automobiles, 
washboards instead of washing machines, and so 
forth. The true salesman is an apostle of progress. 

No matter who signs the pay check, it is the cus- 
tomer who pays the salaries of everybody in a business 
organization, from the chairman of the board down 
to the office boy or messenger. That’s why “The Cus- 
tomer Is King.” He is beginning to realize that again, 
but he still remembers how he was treated when 
merchandise was scarce. In consequence the sales- 
man’s job is really tough and he needs all the training 
he can possibly get. He needs product training, work 
habits training, sales training, service training. He 
needs to be trained to accept the idea that “The Cus- 
tomer Is King.” 

Enthusiastic applause, indicating full appreciation of 
Mr. Anderson’s address, was followed by a short busi- 
ness meeting. Reports of officers were presented and 
accepted, and then Ed Tyre, Mead & Wheeler Com- 
pany, announced that the association’s annual dinner 
dance would be held in the Sheraton Hotel on Satur- 
day evening, January 21. 

Activities Chairman Charles Goodman, S. Stein & 
Company, read a letter from John R. Gray, executive 
director of the National Office Furniture Association, 
in reference to the New York Office Furniture Associa- 
tion’s training courses for salesmen. Mr. Gray offered 
to journey to Chicago to set up a similar course for 
the Chicago association. A general discussion was 
terminated by a decision to instruct Mr. Goodman to 
write for more detailed information and to indicate 
general approval of the correspondence course idea. 
On that note, President Hofherr, Kendrick Furniture 
Company, adjourned the meeting. 

—- 
GREAT LAKES TRAVELERS CLUB NOTES 

The final Great Lakes Travelers Club meeting at 
Riccardo’s Studio Restaurant was held Friday, Novem- 
ber 11, with 20 in attendance. As previously announced, 
subsequent meetings of the club will be held at the 
Real Estate Board of Trade Restaurant, on the fourth 
floor at 105 Madison St. Announcement was also made 
of the meeting of the Stationers Club of Chicago on 
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vei FIRST with the VISUAL Credit Balance Indicator 

tered y 

® for ... now on the world’s fastest adding machine 
TIME-SAVING VISUAL INDICATOR... 
Brand new, a warning eye flashes red 
automatically when there’s a minus 
balance in the machine...no need to 
sub-total, the signal tells you instantly 
as you work. 


icate NEVER BEFORE such speed, sureness, simplicity in one credit bal- 
idea ance adding machine. Now, for the first time, a visual signal warns 
iture when there’s a minus balance in the machine. Now, whenever the 
total is a minus, the Clary prints it in red. Now, all credit balance 
operations are fully automatic, completed with quiet, split-second 
speed (as much as 48% faster than other adding machines). See 
weal how it combines all the most useful credit balance features of 
need older machines—plus time-saving innovations all its own. Today, 

the try the new Clary Credit Balance on your own toughest prob- 


yurth lems. For demonstration consult telephone directory or write. 
nade ' 


Oo on 


MINUS BALANCE SHOWN IN RED... 
The Clary Credit Balance automati- 
cally changes from black printing to 
red whenever the total is a minus. 
Subtracted items red, too. 





CLARY MULTIPLIER CORPORATION .« sam Gasritt, CALIFORNIA 
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CAMPBELL HEADS ACME AND MITTAG & VOLGER 

J. A. Campbell, formerly president of the Acme Car- 
bon & Ribbon Company, Limited, Toronto, Ontario, 
has been appointed general manager of both Acme 
Carbon & Ribbon Company and Mittag & Volger, Inc., 
Park Ridge, N. J. Both of these well-known manufac- 
turers of carbon paper and inked ribbons recently be- 
came subsidiaries of Burroughs Adding Machine Com- 
pany. With respect to the future activities of these 
two companies, Mr. Campbell pointed out that they 
will continue to distribute their products through their 
own distributing organizations on the same basis as 
in the past. 

“The combined research, manufacturing and mar- 
keting experience resulting from this affiliation,” Mr. 
Campbell stated, “will establish new standards for 
product development and improvement. As a result, 
the distributors of both Acme and Mittag & Volger 
lines will be directly benefited by new and better prod- 
ucts, faster deliveries, and a better competitive position 
in the supplies field.” 


—-— + 

NAME SALES MANAGER OF FELT-POINT PEN DIV. 

Robert E. Wright recently was appointed sales man- 
ager of the newly-formed Felt-Point Pen Division of 
the Marsh Stencil Machine Company, Belleville, II]. 

Mr. Wright formerly served as sales and advertis- 
ing manager of Cushman and Denison Manufacturing 
Company, New York, N. Y. One of the pioneers in the 
development and merchandising of the small size felt 
point markers and fast-drying inks, Mr. Wright has 














SSSEE_—EeEeEeEeEeEeEeEeEeEE 
ROBERT E. WRIGHT 

been a leader for 28 years in the stencil machine, foun- 
tain brush and stencil ink fields 

A graduate of West Point, Mr. Wright served as a 

colonel in the Army Service Forces Packaging Section 

from 1939 to 1945. He is well known for his sales con- 

sultant work for a number of manufacturing firms in 

merchandising and distribution problems. To his new 
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position he brings a wealth of knowledge and experi- 


ence in the stationery, art, marking and packaging} 


fields. 

The new division headed by Mr. Wright marks the 
entry of Marsh Stencil into the field of individual and 
drawing felt-pointed pens and inks through the 
wholesale and retail markets. 


a sci ; 
ALLEN BUYS WOODSTOCK TYPEWRITER FIRM 
R. C. Allen Business Machines, Inc., 

Mich., recently announced that it had purchased man- 

ufacturing rights and facilities of 

Typewriter Company. 

Woodstock machinery and equipment will be 


from Woodstock, Ill., to Grand Rapids early in 1950 


Grand Rapids, } 





the Woodstock 


moved 


Ralph C. Allen, president of the Grand Rapids firm, } 


said a new improved typewriter, bearing the R. C. 
Allen-Woodstock trademark, would be manufactured. 
He did not say what disposition would be made of the 


Woodstock, Ill., factory, which employs about 450 
workers. 
The Allen firm already employs an estimated 1,000 


workers in five Grand Rapids plants in making add- 
ing machines, bookkeeping machines, calculators and 
cash registers 

ao 

HARRIS AND DEAN RESIGN FROM HORDER’S 

On November 9, C. W. Harris resigned as president 
of Horder’s, Inc., and H. G. Horder, chairman of the 
executive committee, immediately “took over the duties 
of the president, in accordance with bylaws of 
the company.” 

Five days later George A. Dean vice- 
president and general sales manager of Horder’s, and 
department heads previously reporting to Mr. Dean 
were instructed to confer directly with Mr. Horder 


wsataiilaataies - 
IDEAL SCHOOL SUPPLY APPOINTS SILLIMAN 
Ward Silliman has been selected by Ideal School 
Supply Company of Chicago as southern representa- 
tive. In this new capacity Mr. Silliman, who 
known throughout the southern will sell 


th 
Le 


rea ron 
resigned as 


the 


states, 


is well | 


Ideal company’s Ingento trimming boards to stationers | 


extending 
Mr. Silliman is a 
travelers clubs and 
national con- 


throughout the South, his territory 
the Atlantic states to New Mexico 
member of the Southern and Texas 
is a regular attendant at regional and 
ventions. 
oi. — 
EURASIAN COMMERCE APPOINTS AGENTS 

J. J. Warmbrand, director of the Hamilton Spil-Pruf 
department of Eurasian Commerce, Inc., 505 Fifth 
Ave., New York, N. Y., recently announced the appoint- 
ment of Burrows Brothers Guardian Company, 419 
Euclid Ave., Cleveland 14, Ohio, office outfitters, as the 
exclusive agents for the entire Cuyahoga County, in- 
cluding Cleveland, for the distribution of the Hamilton 
Spil-Pruf desk sets and accessories 
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NEW DESIGN FOR BUSINESS LIVING 









Yes, there are 81 new different models and sizes of In- 
vincible ““Modert desks designed to make business 
living easier give you something really new and 
é l. Ad ble height to fit individual require- 
ts for leg ro for writing ease. Non-glare lino- 
tops mean all-day eye comfort. Smooth-sliding and 
rolling draw easy reaching for work papers. 
Exclusive Inv Finger-Touch locking compressor in 
letter draw fast filing — no strain pulling files 
out no “jammit them in. 
Desks are 1 from heavy-gauge steel, with all- 
Modernaire & 
Features You'll AV 


Like! ~~) 


New 30” 
big sovina 


width on general office models meons 
in floor spoce 





Rust-proof, sturdy, screw-jock type glides. Adjust? 
desk height from 29” to 30%,” 


welded construction, Tops are extra-reinforced to with- 
stand heavy-weight loads. They're built from carefully 
designed standard units for uniformity of appearance 

for low-cost big profit sale. For detailed dealer in- 
formation on these great new desks — how each model 
and size fits a specific office need — write Dept. D, 





METAL FURNITURE CO., MANITOWOC, WIS. 





Note spacious drawers. Box drawers equipped with 
one divider adjustable on 1” centers. Lop drower 
with compartmented convenience tray. 
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Letter drawer with invin 


pressor 






ble Finger-Touch Com- 
Note heovy-duty, silent-oction progressive 
bol!-beor ng roller crodie suspension, 


Moderncire Desks . . 
strength herel 
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All “"Modernaire’’ desks hove stoiniess stee! bind- 
ing ond corner protection. Precision die-cast 
bordwore to match. 


Invincible 
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l. The salesmen’s office. Seated left to right: Merrill Alders, 
Ranny Leyshon, Al Kinkade, Nathan Gray, Aus Unger, Arlie 
Segasser and L. B. Carpenter. 2. Branch Manager R. C. Scott 
at work in his office, set apart by a large plate glass win- 
dow. 3. John Wilkie, Wanda Hodgins and Alberta Hosking at 
work in the branch records department. 4. This beautiful ex- 
ecutive office is part of the display of G-F furniture in the 


OPEN DETROIT BRANCH OF G-F 

With the remodeling and redecorating completed, the 
Detroit branch of the General Fireproofing Company 
held its official opening October 12 and 13. Manager 
R. C. Scott had invitations sent to approximately 3,500 
business executives in the Detroit area and a significant 
number of them attended. Refreshments were served 
and the two G-F movies were shown throughout the 
day. 

Planned by the Detroit industrial designer, Don Mor- 
trude, the branch, located at 2121 Second Ave 
out attractively. The G-F furniture on display is shown 
off to its best advantage. Contemporary colors with a 
warm brown background are used generously. The 
front windows are attractive in brown and rust drap- 
eries. A dark asphalt tile covers the floor. Desks and 
filing cabinets are finished in the standard G-F gray 
The satin aluminum chairs contrast beautifully with 
colorful upholstery. 

Entrance to the building is herald 


is laid 


72-foot long 


G-F sign. Fluted anodized aluminum serves as a back- 
ground for the letters which are two feet high. A 
highlight of the general office is the photomontage 5 


x 10 feet showing six representative G-F installation 
The institutional chair display is easily converted i: 

to a motion picture theater for showing film 

by the company. A beautiful executive office is 


art ‘ 
part ol 
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NEW G-F BRANCH OFFICE IN DETROIT, OFFICIALLY OPENED OCTOBER 12 AND 13 


new Detroit branch. 5. Exterior of the new branch headquart- 
ers at 2121 Second Ave. 6. The Super-Filer display is set off 
by an 11-foot photomural showing manufacturing steps in 
the production of this mechanized filing equipment. 7. Spot- 
lighted adjustable posture chair exhibit on a raised platform. 
8. Institutional chair display. from which a door leads di- 
rectly into warehouse. 9. Over-all view of display room. 


the display of G-F furniture. A lighted photo-mural 
here shows the city in which the company has just 
opened its fourteenth branch 
—- ¢ 

SKERRY MARKS 33 YEARS WITH REM-RAND 

H. R. Skerry, West Coast district sales manager since 
1948 for the former ABC machines division, has retired 
serving Remington Rand, Inc. for nearly 33 years. 
Mr. Skerry joined the former Dalton Adding Machine 
y in 1916 as sales representative for the Reno, 
Nev., and Sacramento, Calif., territorie He was pro- 
moted to field sales manager for the San Francisco 
branch in 1920, and in 1927, following the merger with 


»fter 
cal i 


Company 


Remington Rand, he was appointed adding machines 
division branch manager for San Francisco, later ABC 
machines branch manager. 

—>< 


MARVIN EXPANDS SALES FORCE 
N. Remington, who has held executive positions with 
several Chicago paper houses and was formerly vice- 
president of the Remington Jensen Paper Company, 
of out-of-town sales for the Marvin 


now in charge 
Envelope & Paper Company, 223 N. Desplaines St. 
Chicago 6, Il. In line with its poli of expansion 
Marvin has added more than 15 nationally-advertised 
mill brands of paper this year 
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HARTER 
EXECUTIVE POSTURE CHAIR 
NO. 65 






POP COMFORT 


say, 


POP EXECUTIVES 








uart- 
et off 
2s in 
Spot- 
form. 
s di- 
‘oom. 
iral 
1S HARTER 
EXECUTIVE POSTURE CHAIR 
NO. 66 
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~ Businessmet these chairs. They like them for that are deep and soft, light in weight, resilient and 
isc their comfort ; ty and luxury. Above all, busi- airy. And both chairs are upholstered in luxurious, 
nes | nessmen like tl perior quality which distinguishes long-wearing mohair fabric which sets off the beauty 
ABC Harter executiv ture chairs of Harter’s modern design. 
Each of thes uirs features five comfort adjust- These chairs combine the comfort of posture 
ts which give the occupant a perfect and personal seating with the luxury of executive armchairs. This 
it. Both models come with foam rubber cushions is a combination businessmen find hard to resist. 


ATE Ir 


aan i Every month Harter tells its quality story to the LI 
cy stion’s top executives in the advertising (a) 
iol ge f America’s top executive magazines rl ri 
. Ue was H | GAN 


POSTURE CHAIRS © STEEL CHAIRS 
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At right: serving as a mezzanine be- 
tween the store's entrance way and the 
display room is this office unit which is 
actually the window display decorated 
to catch the eye of the many passers-by. 


PETERSON FIRM OPENS NEW STORE 


In a completely remodeled five-story building in the 
downtown loop of Omaha, Nebr., Peterson Lithograph 
and Printing Company opened the doors of its new 
office supplies and equipment store November 9 and 10. 

A small department that kept growing under the 
guidance of John Ford, Jr., has now become one of the 
Midwest’s largest office supply stores 

When Peterson’s bought the 1405 Harney St. build- 
ing in 1948, architect Fred Henninger, Jr., was in- 
structed to plan functionally the entire remodeling. 

Even before the first pencil line was drawn, Mr. Ford 
visited new office supply stores in Minneapolis, Chi- 
cago, Cleveland, Evansville, and Kansas City. Gaining 
ideas from these new buildings, adapting and adding 
to them to fit the needs of the Omaha firm, Mr. Ford 
and Mr. Henninger worked out the plan. As a conse- 
quence, customer traffic flow, expeditious handling of 
incoming and outgoing shipments, and most advan- 
tageous merchandise arrangements were determined 


/ 
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A PLACE FOR EVERYTHING.—At leit: 
the main floor display of office equip- 
ment and supplies in the new store of 
Peterson Lith. & Prtg. Co., 1405 Harney 
St.. Omaha, Neb. Limed oak cabinets 
provide enough room for an attractive 
display as well as for keeping every- 
thing in its place. 










At left: in the well-lighted lower floor 
display, desks, chairs, filing cabinets, 
visible record systems, duplicators and 
bookcases are arranged for easy exam- 
ination and demonstration. 


the men began 


before 
work. 
The attractiveness of the finished building is ample 


carpenters and construction 


proof of the well-laid plans. Display windows nearly 
two-stories high feature the entrance to the new 
Store. Because of the novel step-up arrangement, the 
customer walks right by the merchandise that is visible 
from the street. Indirect cove lighting and directional 
spots illuminate the display area. 

Tiers of fluorescent ceiling fixtures furnish the light 
while display cases have indirect fluorescent tubes 
hidden by overhanging canopies. Light colored walls 
and limed oak counters add to the modern treatment. 
Heavy office equipment such as desks, chairs, and filing 
cabinets is arranged in the brilliantly lighted lower 
floor 

The three top floors of the building hold the stock, 
readily available for replacing items as they’re sold 
from the store’s first two floors. The shipping depart- 
ment is on the second floor, to expedite handling of 
merchandise directly from stock. Ample dock facilities 
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Liquid Pro 
with the new 


> Duplicating Moves Ahead 
HOW! duplicator 























Here’s a new superior kind of 
liquid duplicating . . . more simpli- 
fied, more economical, more depend- 
able in delivering crisp brilliant 
copies. 

Liquid process duplicating gives you 
more copies per duplicating dollar than 
any other system* .. . and OLD TOWN is 
the latest step forward in liquid duplicators. 
Precision-engineered for a new high in specd, 
accuracy and ease of operation... the new OLD 
TOWN Duplicator delights owner and operator 
alike. 

Only OLD TOWN offers you these startling new 
features. 


*For runs up to 800 copies 


@ HAIRLINE REGISTRATION 
@ COMPLETELY AUTOMATIC 
© SIMPLIFIED OPERATION 

@ COPY STRENGTH CONTROL 
@ SINGLE SHEET FEEDING 
@ LIFETIME LUBRICATED 

@ GREATER FLUID CAPACITY 
® 

. 

# 

& 





NEW FLUID ECONOMY 
GREATER SPEED 
COPIES FACE UP 


VERSATILE 
ass Allo 
Manufactured by.. A OW .. world’s foremost maker of 
duplicating seopbliis Pi oneer in the chemistry of liquid process duplicating 






For the best resul 


any liquid duplicator, use Old Town duplicating supplies 





F OLD TOWN RIBBON & CARBON CO., INC. + Brooklyn 17, New York 








assure quick pickup by express and freight carriers. 

Under Mr. Ford’s direction as general manager of 
the office supplies and equipment store is a staff of 
four city salesmen, two store salesmen, plus steno- 
graphic and bookkeeping helpers. Dan H. Umbach is 
assistant manager, supervising the activities of four 
stockroom and shipping employees. A total of 16 per- 
sons are required to handle the complete operations. 

The name of Peterson Lithograph and Printing Com- 
pany is not new to the office supplies field. The print- 
ing department was organized in 1872 and came under 
its present management with Emery O. Peterson as 
president in 1916. One year later it purchased the 
United States Check Book Company and moved it 
from Chicago. Business activities outside the city of 
Omaha are carried on under the United States Check 
Book Company name. The office supplies section 
evolved as a separate department in 1930 


Cover Ten States in Sales 


Seven salesmen cover ten midwestern states selling 
office supplies and equipment as well as checks and 
lithographed forms to banks and other business estab- 
lishments in that area. 

During the two opening days over 2,000 interested 
persons inspected the new store, receiving a fresh rose 
or cigars or cigarettes. Assisting in the opening ac- 
tivities were representatives of the firm’s major sup- 
pliers, such as Y and E Manufacturing Company, Na- 
tional Blank Book Company, Codo Manufacturing Cor- 
poration, Bankers Box Company, Do/More Chair Com- 
pany, Acme Visible Records Company, Inc., Hoosier 
Desk Company and others. 

In addition to his position as general manager of the 
new store, John Ford, Jr., is secretary of the Peterson 
Lithograph and Printing Company. Other officers are 
Emery O. Peterson, president, and Homer H. Peterson, 
vice-president. 





“CRACK THE SAFE” CONTEST DRAWS INTEREST 


The Hall Safe and Equipment Company exhibit at 
the recent NSA convention in Chicago featured a novel 
“Crack the Safe” contest. 

Five safes were arranged as shown in illustration ap- 
pearing in November issue of OFFICE APPLIANCES—all 
having the same combination. Various combinations 
were printed on several thousand cards—only one of 
these cards carrying the correct combination. Several 
hundred people tried their luck, each being given one 
minute to open the safe. Safes were opened by the fol- 
lowing people, each of whom was presented with a safe 
encased in a beautiful mahogany cabinet: 

R. C. Whitman, Jr., Whitman Office Equipment Co., 
Columbus, Ga. 

J. Duskey, Wausau, Wis. 

Jack Love, Business Equipment Company, Peoria, Ill. 

James V. McCoy, Smith & Butterfield, Evansville, Ind. 

J. G. Aigner, 5831—20ist St., Bayside, N. Y. 

— ee 
TAYLOR CHAIR APPOINTS RAY S. FROEBA 

Ray S. Froeba, with 20 years’ retail experience in the 
office furniture business has been appointed South- 
east representative for Taylor chairs. His headquar- 
ters will be in New Orleans, with mailing address P.O. 
Box 188. Mr. Froeba’s experience will be of great as- 
sistance to our dealer organization. We welcome him 
as a factory sales representative, well-known and well- 
liked in the trade. 

ation 
NORTHWEST LEATHER GOODS APPOINTS AGENT 

The Northwest Leather Goods Company, 711 W. Lake 
St., Chicago, recently announced the appointment of 
Dan J. Consodine, 7708 Jarvoe St., Kansas City, Mo., 
as sales representative in Kansas, Iowa, Nebraska and 
Missouri for the line of brief cases, brief bags and 
salesmen’s cases. 








NEW STORE OF D. WALDNER CO., INC.. AT MINEOLA, N. Y. 


The consolidated headquarters of the former Hempstead and 
Mineola store, now located at 222 Old Country Road, Min- 
eola, N. Y. Upper left: the impressive new structure, with 
show windows permitting a view of the entire interior. Upper 
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right: one section of the office furniture department. Lower 
left: the greeting card department and one small section 
of the commercial stationery section. Lower right: another 
view of the modern, well-stocked office supply department. 
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Facts at a glance—for the scores 
of traffic centers where time is 
vital—where speed is service—where 
accuracy 1S @ MUST. 
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HIGH VISIBILITY 





the credit department, the informa- 

tion desk, the stock control, the parts Extra frame capacity for 
department. These new Globe- seuieenes 
Wernick« Visible Reference 

Record devices are compact, As shown, they work on rotary 
offer 1-line or 2-line references, stand, on wall rack, or on desk 
and provide for simple easy re- stand. 

moval or replac ement of frames. Your customers will be eager to 
They’re as simple as they are swift. see them. 





= 
’ 





Norwood, Cincinnati 12, Ohio 


NOW! you SEE IT! 


These new time and money savers 
in the Globe-Wernicke line, will fit 
into countless high - pressure 
spots in many, many kinds of 


businesses. 


Give your customers the “*Facts 
at a Glance” story—demonstrate 
the easy removal and replacement 
of frames. There’s a lot of obsolete 
equipment trying to keep up with 
today’s accelerated demands—and 
penalizing users with delays, high 
costs, and poor service. No busi- 
ness can stand such drags on 
operation. Seek out these pros- 
pects and install G-W NEW, mod- 
ern, fast, low-cost Visible Ref- 


erence Record Equipment. 


Remember, every sale starts the 
chain of repeat orders on frames, 
tubes, labels, signals, and index 
tabs, needed to keep the equip- 


ment functioning properly. 


All these products are tradi- 
tional Globe-Wernicke quality 
and have been added to the line to 
meet very evident needs—with 
good profits to every G-W dealer 
who gives them the push they 


deserve. 


I thank you. 





W. “Kes” Downing, 
Sales Promotion Mgr. 
Globe-Wernicke 
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GREGORY, MAYER AND THOM COMPANY, 
DETROIT FIRM, MARKS FIFTIETH YEAR 

A striking illustration of the value of “working to- 
gether” is found in the story of the Gregory, Mayer and 
Thom Company which is currently celebrating its fif- 
tieth anniversary. 

In 1899 the firm opened for business at 435 Woodward 
Ave., Detroit, Michigan, selling stationery, office forms 
and blank books, and offering a limited printing serv- 
ice. A staff of ten was sufficient to handle the early 
volume of business. 


First Move After Three Years 


Three years later, the company moved to larger quar- 
ters, a four-story building on the southwest corner of 
Woodward and Congress, and office furniture on a 
small scale was added to the various lines of merchan- 
dise. 

At that time, Charles A. H. Thom was the outside 
representative, contacting clients by bicycle. Alfred J. 
Mayer was superintendent of the factory. The station- 
ery department was under the supervision of William 
B. Gregory and Robert F. Berry, the latter having en- 
tered the partnership in 1900, and remaining until 1917 
when the company purchased his holdings. William B. 
Gregory sold his interest to the firm in 1924. 

A printing plant on East Larned Street was pur- 
chased in 1903, and Robert W. Hamilton, who joined 
the firm that year, assumed its management. A year 
later the printing plant was moved to the Woodward 
and Congress building. 


Reach Expansion Stage 


By that time the company’s volume of business had 
reached the point where additional expansion was nec- 
essary. So in 1907 the firm rented first-floor space at 
Griswold and Congress, as well as two floors on Wood- 
ward between Congress and Larned for its office furni- 
ture displays. A warehouse on Congress St. was also 
added. 

Although in those days Gregory, Mayer and Thom 
used the standard horse-and-wagon delivery system, 
the company was one of the first to adopt motorized 
delivery service, having purchased a “Rapid” motor 
truck in 1904. Today, seven delivery trucks serve the 
Detroit area. 

By 1912, the Gregory, Mayer and Thom Company was 
enjoying such state-wide patronage that it was neces- 
sary to open a branch store in Lansing, Mich., to facili- 
tate serving its expanding clientele 
The year of 1914 witnessed_the firm’s most important 
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THE BEGINNING—The first store of 
Gregory. Mayer & Thom, located on 
Woodward Ave., Detroit. 


# 
7 


i) Be 


-s 


a 
= 
”~ fF 





Ree ee 
7 > LL 






TODAY—Gregory. Mayer & Thom Co.'s present nine- 
story building on Cadillac Square, Detroit, Mich. 
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IT TAKES 4 \ a 


. | IMPORTANT FACTORS 


to make a JOP-FL/GHT 
OFFICE CHA/R 
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COMFORT Easyrest posture chairs are built to give perfect support and day-long 
working efficiency. Seats are upholstered over 16 resilient coiled springs. A soft, 
cushion-rolled front edge is another Easyrest extra — for comfort that cuts down 
fatigue and increases efficiency 














Easyrest is one o 
DURABILITY The rigid, tubular steel frames are welded together into one un- 


a complete line b ; : 
oreakable unit. No glued joints to give way, no screws to loosen or pull out. 


a el 


of Steelcase chairs Easyrest upholstery is sturdy and easy to clean . . . stays handsome for years. 
now available © SMART STYLING Sleek modern lines and smart colors make Easyrest chairs an 

nized office attractive addition to any office. Upholstering is trim and tailored. The smooth 
atte ' grey-enameled finish is fused to the steel . . . will never chip or snag sheer hose. 
furniture dec ore. 


ECONOMY Easyrest chairs are doubly economical —their initial cost is low, 


. t : 
nvited to and they give long, trouble-free service. 


You are} 


write for prices PERFORMANCE [Easyrest chairs roll easily, quietly. Height can be adjusted with- 

out tools, in two quick motions. The occupant can adjust the back rest to any 

position, without getting up. This easy adjustability encourages perfect posture 
giving every office worker a chair tailored for her individual needs. 
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METAL OFFICE FURNITURE COMPANY ¢ GRAND RAPIDS, MICHIGAN 
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Business Hquipment 








forward step, the erection of its own nine-story build- 
ing on Cadillac Square, which today is still one of the 
largest and finest structures in America devoted ex 
clusively to the needs of the businessman 

In 1929, a three-story, fireproof warehouse was built 
on East Larned St., increasing the company’s area to 
more than 125,000 square feet of floor space 

The ability of Charles Thom, Alfred Mayer and Rob- 
ert Hamilton to work harmoniously and efficiently to- 
gether has resulted in the development of a small store 
with an original capital of only $6,000 into one of the 
largest office supply concerns in America. 

These men had strong faith in Detroit’s future as an 
outstanding business center. They set out to grow 
with the city by keeping pace, at all times, with the 
needs of Detroit’s businessmen 

With the impressive growth of the Gregory, Mayer 
and Thom Company has gone a corresponding expan- 
sion in the firm’s lines of office furniture, supplies and 
equipment, and its numerous allied services. The com- 
pany, with a personnel of 195, can furnish offices of 
any size completely, from paper clips to office suites. 
And in addition, the firm can handle printing, engrav- 
ing and lithographing orders of almost any size or de- 
scription. 

“Charlie” Thom, “Al” Mayer and “Bob” Hamilton are 
naturally pleased with their progress over this long 
‘span of years. But they are not content to sit back and 
rest on this achievement they are too busy “work- 
ing together” on ambitious plans for the future 


- *—-¢ 
PAILLARD OPENS NEW YORK OFFICES 


New York headquarters at 265 Madison Ave., were 
opened on Thursday, October 27, by Paillard Products, 
Inc., American factory branch of Paillard, Ltd., Yver- 
don, Switzerland, creators and manufacturers of Bolex 
motion picture equipment and Hermes typewriters. 

H. Stauder, vice-president and general manager in 
charge of American activities, personally received 
Bolex and Hermes dealers from the New York area, and 
informed them of the firm’s policy. “This headquar- 
ters,” Mr. Stauder stated, “is your Paillard headquar- 
ters in America. It is here for only two reasons: first, 
to further the public’s interest in our fine precision 
products and to show them how to use them to best 
advantage, and second, to service their equipment. No 
merchandise will be sold here at retail. We are leav- 
ing that for you, our authorized Bolex and Hermes 
dealers.” 
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Fully staffed with trained personnel and precision 
craftsmen, Paillard Products, Inc.’s new headquarters 
will handle all phases of repair, service and educa- 
tional work on all Paillard products in both motion 
pictures as well as office equipment lines 

Constructed by Chapman and Evans of New York 
City, Paillard Products, Inc.’s new headquarters is mod- 
ernistic and unique in that the entire showroom is 
entirely visible from the street, so that the interior of 
the store becomes part of the over-all exterior display 





AT OPENING OF PAILLARD PROD- 
UCTS, INC., AMERICAN FACTORY 
BRANCH IN NEW YORK CITY.—Top: 
Bob Considine, famous columnist and 
feature writer of International News 
Service, a fan of the Hermes portable 
who has used the machine in 43 coun- 
tries and on Bikini, is shown with H. 
Stauder (right), vice-president of Pail- 
lard Products, Inc., as the new head- 
quarters are opened at 265 Madison 
Ave. Paillard Products, Inc., Yverdon, 
Switzerland, are manufacturers of Bolex 
motion picture equipment, Kern-Paillard 
lenses and Hermes typewriters. Below: 
H. Stauder (left), vice-president aad 
general manager of Paillard Products, 
Inc., and Jack Kern (right), sales man- 
ager, demonstrate the compactness of 
the Hermes portable to E. W. Pernet, 
Swiss vice-consul, at the opening of 
the new Paillard Products headquarters. 


OPEN AMERICAN HEADQUARTERS— 
A section of the new Paillard showroom 
for Bolex motion picture equipment and 
Hermes typewriters at 265 Madison 
Ave., New York, N. Y. The modernistic- 
ally designed service booths are an 
addition to the firm's general service. 
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SMEAD’S 


TELL*IVISION 


Reg. U.S. Pot. Off. 


READS LIKE A 800K 
LEFT TO RIGHT- 
GROWS AS NEEDED 





ACCURATE FILES ARE THE HEART 
OF ANY BUSINESS 


Saue “Jime! 


by using Smead's Tell-I-Vision filing system, you 


can reduce filing time. The alphabetical-color 





signal system for finding — and the numerical- 





color signal system for replacing — make filing 


easy, fast, and accurate. 
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Reg. U. S. Pat. Off 


MANUFACTURING CO. INC., HASTINGS, MINNESOTA 


Export Representatives: UNITY EXPORT CORPORATION, 295 Madison Ave., New York 17, New York 














Smead’s TELL-I-VISION Filing Index 


REG. U.S. PAT. OFF 


SMEAD’S TELL-I-VISION FILING INDEX is equally 
adaptable to small, medium or large installa- 
tions. The basic principle is sound. It reads like 
a book—from left to right. 


You first locate the notation or subdivision of the 
alphabet, on the guide, nearest the name you 
wish to find. You then tip the guide forward, 
making a working space, in which to find the 
desired individual folder. If the individual folder 
with the name desired cannot be found you follow 
through to the green miscellaneous folder, which 
is at the end of the individual folders and pre- 
ceding the next guide. The miscellaneous folders 
hold the papers of the occasional correspondent. 
If the desired correspondence is not there you 
know this is a new correspondent and the material 
should be filed in the miscellaneous folder up to 
such time as it contains 6 or 8 papers, at which 
time it will warrant an individual name folder. 
Approximately 80% of your reference will be 
made to the individual folders. Should any one 
individual folder contain more than 40 papers 
you should prepare another individual folder, 
dividing that correspondence into monthly or 
quarterly periods. 


The same number found on the guide, behind 
which they will be filed, should be placed on all 
individual name folders. The purpose of this 
number is to save time in refiling by matching 
numbers. It simplifies reference because all odd 
numbers are on blue tabs and all even numbers 
are on orange tabs. 


You Look Alphabetically and Put Back Numerically 


The double purpose of the miscellaneous folder 
is to become the guide in the transfer cabinet 
when correspondence is moved at transfer time. 


The last step in centralizing the filing system is by 
using the OUT GUIDE. This OUT GUIDE replaces 
a folder which has been removed from the filing 
cabinet. A 3” x 5” REQUISITION card is signed 
and inserted in the OUT GUIDE pocket. This tells 
who has the correspondence. Should the same 
folder be desired by some other party, while it 
is still out of the file, a small WANTED card is 
placed in the pocket of the OUT GUIDE. This will 
designate to whom this folder should next go. 
When the folder is finally returned to the file the 
REQUISITION card and the OUT GUIDE are re- 
moved. The REQUISITION cards are then filed 
in the card cabinet, indicating that the corre- 
spondence has been returned to the file. 


No Lost Files...No Lost Time...No Arguments.. 
No Confusion 


We recommend that our heavy, 20 point Smead- 
fibre folders, with green celluloid angled tabs in 
the center position, be used for the miscellaneous 
folders. These are the de luxe folders which 
better withstand hard, constant use. At the 
end of the year, when the files are transferred, 
they are moved ahead of the individual folders 
and serve as the index to the transferred ma- 
terial. The guides remain in the file and a new 
set of miscellaneous folders are placed in the file 
for the coming year. New individual folders are 
then prepared for those names which you know 
will continue to be active. When material ex- 
pands to such a point that a larger break-down 
of an index is required, you merely add the 
necessary number of guides and miscellaneous 
folders, remove the old inserts and insert the 
new and larger set of sub-divisions in both the 
guides and miscellaneous folders. IT GROWS 
AS NEEDED. 


SMEAD MANUFACTURING COMPANY, INC. 


HASTINGS, MINNESOTA 


Export Representatives: UNITY EXPORT CORPORATION, 295 Madison Ave., New York 17, New York 
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GLOBE BUYS CINCINNATI BUILDING 

Globe Office Equipment Company has purchased for 
approximately $125,000 the eight-story brick building 
at 706 Walnut St., Cincinnati, Ohio, and, after exten- 
sive remodeling, will occupy thé first three floors for 
display purposes, the fourth floor for a service de- 
partment, and the fifth floor for warehousing. The 
remaining three floors will be leased. 

The building, in the downtown business district, 
contains about 50,000 square feet of floor space, is gas 
heated, has a sprinkler system and both freight and 
passenger elevators 

The company is exclusive distributor in the Cincin- 
nati area for Globe-Wernicke office furniture, and the 
products of 14 other office equipment manufacturing 
concerns throughout the country. James Robertson is 
owner of the firm.—ECH 

—- 
WICHITA FIRM ADDS TO SERVICE 

Kansas Typewriter Company, which is owned and 
operated at Wichita, Kans. by Lawrence Applegate, 
veteran typewriter dealer, has added a free pick-up 
and delivery six days a week. 

Mr. Applegate has been operating the Kansas Type- 
writer Company at the present location for the past 
five years, and has been in the business of selling, re- 
pairing and servicing typewriters and office machines 
for more than 30 years. He is the authorized McCaskey 
Cash Register Company service in the Wichita area. 
He is also an authorized dealer for Remington Rand 
typew riters WLF 


CLARK, BOOTH ANNOUNCE NEW FIRM 

James B. Clark and H. C. Booth have announced 
their association in business under the trade-name of 
Associated Impression Products Corporation. The new 
firm succeeds Old Dutch Carbon & Ribbon Company, 
formerly operated in Chicago by Mr. Clark and the 
Scripps Booth Company, formerly operated in St. Louis 
by Mr. Booth. 

The business will be operated as manufacturers’ sell- 
ing agent and distributor of typewriter and duplicator 
papers, carbon papers and inked ribbons, pencils and 
writing and duplicating specialties. Office and ware- 
house space has been leased at 1313 W. Randolph St.., 
Chicago 7, Ill., where the new company opened for 
business November 15. 

aml eS 
MAKE CHANGE IN PETERY-HEDDEN OWNERSHIP 

A change in the ownership status of Petery-Hedden 
Company, New Albany, Ind., was recently concluded 
when the half interest of W. J. Hedden in the firm was 
purchased by the majority stockholder, John Dannen- 
felser, and Pat Higdon. Mr. Higdon, the minority stock- 
holder who has been the cash register sales manager 
for four years, is now the assistant manager of the 
business. 

It is planned that Mr. Hedden will continue to be 
with the firm on a part-time basis indefinitely and the 
change in the business will not create any change in 
general policy. 

The real estate owned by the company will still be 
owned jointly by Mr. Hedden and Mr. Dannenfelser. 








ECKERT EXHIBIT—The annual exhibi- 
tion of Royal H. Eckert, Inc., here pic- 
tured, was a feature of a fair held late 
in September at Allentown, Pa. This 
display was witnessed by many people 
living within a 100-mile radius of Allen- 
town. Among the products shown were 
Security Steel files and desks, Mosler 
safes, Sikes chairs, Woodstock type- 
writers, portables of all makes, Invinci- 
ble files, and numerous other nation- 
ally-advertised items. 
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OPENS NEW HEADQUARTERS—C. L. 
Minton, Underwood Corp.'s regional 
manager in Hartford, Conn., recently 
moved to new headquarters at 476 
Capitol Ave., where there is greaily 
expanded facilities for the sales and 
service of Underwood Corporation 
products in the Hartford area. 
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MOORE PLANT SCALE MODEL PROVES HIT 

On display in the booth of Moore Push-Pin Com- 
pany at the recent NSA Convention in Chicago was 
an exact-scale model of the Moore plant, located at 
113-25 Berkley St., Philadelphia 44, Pa. 

Made by Emil G. Storck, superintendent of the 
Moore plant for the past 32 years, the model is a 
perfect replica of the actual plant, even to colors and 


location of shrubbery on either side of the front en- 


trance. 
It took Mr. Storck two months to complete the model, 





MOORE PUSH-PIN PLANT IN MINIATURE 


which he worked on during the evenings at his work- 
shop in his home. The only article which he did not 
make especially for use in the model is the toy truck 
parked in the driveway in front of the garage. 


Represents Much Patient Work 


The walls of the building and garage are made from 
the type of wood used in the manufacture of toy air- 
plane models, and glued together. The roof is sand 
paper, painted black; while the lawn is also sand 
paper, painted green. Pieces of sponge, painted green 
are used to simulate shrubbery 


Some idéa of the close attention to detail by Mr. 





Storck is indicated by the fact that the fence divid- 
ing the Moore property from its neighbor on the right 
is actually wood, as is the short portion running from 
the right-hand edge of the building to the front fence. 
In the model, these two sections are also made of 
wood, and painted gray, as is actually the case. To 
simulate the picket fence which runs across the front 
of the property and marks its left-hand boundary, 
Mr. Storck used up-ended nails. He painted these 
fences black, as they are in real life 


Trade-Marks Are Reproduced 


The well-known Moore trade-marks appearing on 
the front of the building—an oversize Moore hanger 
and push-pin—are actually Moore products on the 
model. A No. 25 hanger and a No. 1 push-pin were used 
by Mr. Storck. The windows are cellophane, the same 
material used in the familiar Moore window packages. 
Window shades are cut from window shade material. 
The smoke stack and the lightning rods on either 
side of it are metal, while the flag pole is wood. 

Mr. Storck thoroughly enjoyed making the model, 
and was highly pleased with the widespread attention 
it received at the convention. He claims he can im- 
prove it somewhat, although no one as yet has discov- 
ered where any improvement is possible. The model 
is currently on display at the Moore offices in Phila- 
delphia. 

—- 


CODO ADDS TO PLANT AT CORAOPOLIS 


Due to increased business and new developments, 
Codo Manufacturing Corporation recently found it 
necessary to add a substantial addition to its Fourth 
Ave. plant in Coraopolis, Pa. 

The new part contains the ribbon department and 
register roll department. New machines have been 
installed to take care of the increased demands for 
these products and to give customers prompt service. 

It was also necessary to expand the general offices 
at the Second Ave. plant, and the new quarters con- 
tain more than double the former space. 

Earlier this year, the Chicago branch moved to 
larger quarters and, a little over a year ago, the Pitts- 
burgh branch had to quadruple its former space. 

—_———_= oe 
HARRY WELLS ADDS ANOTHER LINE 


Harry R. Wells, 235 E. Breckenridge St., Ferndale 20, 
Mich., who already represents Jasper Office Furniture 
Company, recently added the Nucraft Furniture Com- 
pany, Grand Rapids, Mich., line of accessories for the 
states of Pennsylvania and New York. 





FEATURE HERMES TYPEWRITER— 
Typical of displays featuring the 
Hermes typewriter is the scene pic- 
tured in the Madison Ave. window of 
Gramercy Stationers, New York, N.Y. 
Due to its compactness and stream- 
lined design, the firm reports that the 
Hermes models proved to be definite 
traffic-stoppers. Paillard Products, Inc., 
265 Madison Ave., New York, N.Y.. is 
headquarters for Hermes in America. 
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same 
ages Now is the time fo stock and SELL Steel 
erial. DS* Files—the famous Dead Storage File 
ither made by A-S-E. 
odel. Every business has a record storage 
ition problem—some types of records must 
im- be kept forever. Neat, orderly storage 
SCOV- of records saves hours of filing and 
10del look-up time—and cufs your needed 
hila- floor space as much as 40%. 
Point out these time, money and space 
saving advantages to your customers. 
Here’s a market that brings you profit- 
ents, able new business—and steady repeat 
id it business yeor after year—when you 
yurth stock DS Files. Get your share of these 
profitable sales! Write today for com- 
and plete information and prices. 
been 
s for 
rvice 
ffices 
con- 
dad to 
Me DS Features are Features you can Sell! 
2100 SIZES MEET EVERY TREMENDOUS STRENGTH —Front frame of DS 
STORAGE NEED! “ts Case is a continuous scoot 
le 20 : and, securely welded in place; 
fe 6 popular sizes of DS Files accommodate most an extra heavy band in large 
mites Dead Storage needs. But when you sell DS Files sizes is dovetailed for additional 
— you Ca whe vecessary, order any of 2109 sizes strength. Bottom drawers al- 
* the to fit yo stomer’s business forms exactly. No ways open easily, thanks to the 
other lin ves you such complete flexibility! heavy construction of DS Files. 
SIDE LOCKING~—FEasily inserted “U” clips SURE STACKING—Every DS Case is built 
securely lock together _ with a unique set of strong 
Pe every Case—in every tier clips and lugs which pre- 
—frontand back. DS Files vent all slipping, tipping 
“iy —® can be stacked fully and movement forward or 


® loaded from floor to ceil- backward. Front lugs serve 


ing with perfect, no-sway as positive drawer stops. 


safety ° 








Comparison proves it... 
your first choice is A-S-E 


*T. M, Reg Pat. Off 





ALL-STEEL EQUIPMENT INC. 


600 CLEVELAND AVENUE AURORA, ILLINOIS 
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Y AND E NAMES ASSISTANT SALES MANAGER 


Charles W. Schrieber has been appointed assistant 
sales manager of Yawman and Erbe Manufacturing 
Company, Rochester, N. Y., according to a statement 
by Hugh L. Smith, vice-president in charge of sales. 
Mr. Schreiber will assume with other duties the sales 
responsibilities formerly handled by David C. Borlen, 


——————OO 








CHARLES W. SCHREIBER 





who recently moved to the post of works manager fol- 
lowing James R. Clark’s announced retirement. 

Mr. Schreiber has been with the company for more 
than 22 years. His past experience as salesman in the 
New York City branch and later as manager of na- 
tional accounts sales division, gives him a background 
that will prove helpful in his new position. Prior to 
joining “Y and E,” Mr. Schreiber was with Western 
Electric Company. 

Mr. Schreiber will headquarter in Rochester, N. Y.., 
where the Yawman and Erbe general offices are lo- 
cated. 

—-> © 


ROYAL ANNOUNCES TWO PROMOTIONS 


D. B. Starrett, vice-president in charge of sales for 
the Royal Typewriter Company, has announced two 
promotions in his sales organization 

Louis W. Siemering, formerly New York group man- 
ager, has been elevated to the district managership of 
the Brooklyn office, effective November 1. Well known 
throughout the country for his proficiency in dem- 
onstrating and seiling, Mr. Siemering started with the 





























L. W. SIEMERING 





H. J. FEASTER 


Royal Typewriter Company in November, 1927, as a 
junior salesman in the New York office. He became a 
full-fledged salesman in 1930 and a national accounts 
salesman in 1949. His promotion to New York group 
manager developed in February, 1948 

Succeeding Mr. Siemering as group manager is 
Henry J. Feaster, formerly a New York salesman. Feas- 
ter’s aggressive salesmanship earned for him a na- 
tional accounts post in February, 1948. His new pro- 
motion became effective on October 1. 
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CLARY EXPANDS DEALER PROGRAM 

An expanded dealer program relating to approxi- 
mately 300 sales outlets in the U. S., has been an- 
nounced by Clary Multiplier Corporation, manufacturer 
of adding machines, calculators and cash registers. 

Heading up the new program as director of the 
dealer division is Kenneth A. Adams, formerly one of 
Clary’s largest dealers in Peoria, Il. Adams brings to 
his new post 21 years of selling experience, ten of them 
in the business machines industry. 

The new program, which includes an entirely new 
and unique dealer profit-sharing plan, will be admin- 
istered by seven new appointees working under Adams’ 
supervision. They are: 

Walter Wells, Jr., office manager of dealer division, 
San Gabriel, Calif. He has been with Clary for three 
years and was formerly with I.B.M. and Standard 
Register Corporation. 

William S. Watkins, district manager for the western 
states, who has been with Clary four years as sales- 
man, branch manager and in a home office executive 
capacity. 

Edward Newton, manager for the north central 
states. Formerly one of the company’s top producing 
salesmen, he has been selling Clary business machines 
for three years. 

James Collins, manager for the midwestern states, 
His appointment resulted from his outstanding success 





























MARTIN COWAN 


KEN ADAMS 


as manager of the Clary factory branch in Rochester 
N. Y. 

Robert Latshaw, manager for the southwestern 
states, recently joined Clary after being for a number 
of years with Victor and National Cash Register. 

Harry Thruston, manager for the southern states, 
was promoted from the selling team in Clary’s Denver 
branch office. 

Joseph Castellanos, manager for the New England 
states, was formerly one of the top producers in Clary’s 
New York City branch. 

Under Clary’s new profit-sharing plan, dealers will 
receive monthly and quarterly bonuses for plus sales 
in excess of their usual business. The company will 
also share the cost of advertising with dealers on 4 
percentage-of-sales basis. Clary dealer sales jumped 
10 per cent the first month that the program was put 
into effect, according to Mr. Adams. 

Appointment of two men well known in the busines 
machines industry to important assignments wit 
Clary Multiplier Corporation has also been announce 
by Marvin S. Bandoli, vice-president of sales and ser¥ 
ice. 

Martin L. Cowan, for the past ten years district ma 
ager for Victor in Dallas, Tex., has joined the Clag 
organization as manager of its Dallas factory brancl 

Charles Watkins, formerly manager of Clary’s Ne@ 
York City branch, has been placed in charge of t® 
trade-in machine division with headquarters in t& 
home office at San Gabriel, Calif.. where Clary addim= 
machines, calculators and cash registers are mant 
factured. 


December, 


OFFICE APPLIANCES, 198 


| 





»proxi- 
Pn an- 
acturer 
sters 

of the 
one of 
ings to 
f them 


ly new 
admin- 
Adams’ 


livision 
r three 
andard 


western 
$ sales- 
cecutive 


central 
oducing 
achines 


| states 
success 








AN 


chester 


iwestern 
number 
ter 

1 States 

; Denvel 


England 
n Clary’ 


lers Wil 
lus sales 
any will 
ers on @ 
; jumpee 
was pul 


busines 
nts witt 
inounceé 
and serv 


rict mal 
the Clay 
y brancb 
iry’s Ne& 
se of th 
rs in & 
ry addi 
re mane 














ae. rs cl 
>» 2 ne 
Hoe “4, i 


a | 


“Amazing ju 0 


ew miracle 
\ duplicating ink! j 


Se, 
on 


~~ 

aa 

os Ova 
“aes 





ts 


; 5 
a 
a 
‘ 


an > 


* 


ee 


* 


a 
> 


of 





...dries while you watch it, yet it’s an oil base 
ink that doesn’t dry on the drum...anyone can use 
the Sure-Rite 999 duplicating ink! No 
slip-sheeting, little penetration ...so black it 

looks like printing! Write for more information about 
the new Sure-Rite Speedry 999 Duplicating Ink 


the ink that eliminates offsetting! 


1 Nene Mis, bo, 





2714 WALNUT STREET DENVER 5, COLORADO 
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MOSLER ELECTS TWO NEW DIRECTORS 
John Mosler and Martin S. Coleman have been 
elected directors of the Mosler Safe Company, it was 
announced by Edwin H. Mosler, president. John Mos- 
ler, who also has been appointed director of sales, is 




















MARTIN S. COLEMAN 


JOHN MOSLER 
the fourth generation of the family in the business. He 


attended Exeter and Princeton universities 

Mr. Coleman, a graduate of the school of account- 
ing at New York University, is controller of the com- 
pany. 

°*—-> ¢ 

NATIONAL BLANK BOOK NAMES NEW SALESMEN 

The National Blank Book Company, Holyoke, Mass., 
has announced the appointment of George E. Florence 
as new southern representative and Kenneth E. Dick- 
ensheet as new northwestern representative 

Mr. Florence will assist the senior southern represen- 
tative, Sam Orr. His territory will be the states of South 
Carolina, Florida and part of Georgia. Since 1941, ex- 











“GEORGE E. FLORENCE 


cept for service in the U. S. Navy, he has been manager 
of the University Stores at the University of Georgia 
Athens, Ga. 

Mr. Dickensheet, who joined National last summer 
will be sales representative in the states of Oregon, 
Washington, Idaho, Montana and Wyoming, familiar 
territory to him as he traveled in the area for 6'2 years 
selling for other concerns 

_ 


TYPEWRITER EXCHANGE MARKS ANNIVERSARY 


Austin Typewriter Exchange, Oak Park, IIl., under 
the direction of Mrs. Lillian Simpson, recently observed 
its twentieth anniversary as the oldest typewriter 
house west of the Chicago Loop dealing in all models 
of typewriters and adding machines 

Mrs. Simpson opened the firm on October 1, 1929, 
and is at present assisted by her son, George Simpson 

© ——e 3 
C. L. BARKLEY APPOINTS NEW SALESMAN 

W. H. Oehmler has been appointed as a new sales- 
man for C. L. Barkley & Company, Chicago. He is cov- 
ering Ohio, West Virginia, Pennsylvania and Maryland 








KENNETH E. DICKENSHEET 
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ANNOUNCE CHANGES IN ACE SALES STAFF 


Ace Fastener Corporation of Chicago has announced 
that Hy Linden is now representing the company in 
the following states: Alabama, Florida, Georgia, Mis- 
sissippi, North Carolina, South Carolina, Tennessee, 
Virginia, and West Virginia. 

The change became effective October 1 and was 
decided upon by W. E. (Bill) Smith, sales manager, 
who feels that it will be beneficial to both Hy and the 
company. 

Mr. Linden is well known in this territory and his 
many dealer friends will welcome his return to the 
South where he traveled several years ago. He in- 
tends to make his home in the territory. 

Ace also announces the addition to the sales staff 
of H. M. Donisthorpe to assist Mr. Smith and H. J. 


gi | 
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H. M. DONISTHORPE 


———— | 








HY LINDEN 


Walsh in the Central States territory. Mr. Donisthorpe 
has had experience in the office supply field and is 
well known to the trade in the Ohio, Michigan, Indi- 
ana area. He has been active in NSA affairs in the 
Fifth District. 

a 


GUINDON NAMED UNDERWOOD MANAGER 
G. E. Guindon has been appointed regional manager 
at the Jacksonville, Fla., branch office of Underwood 
Corporation, according to an announcement by W. F. 
Arnold, vice-president and general sales manager. 
Mr. Guindon joined Underwood in 1934 as an appren- 
tice and in 1940 became a sales representative. He was 
manager of the accounting machine and adding ma- 
chine divisions prior to his present assignment. His 

















G. E. GUINDON 


headquarters are at 1328 San Marco Blvd., in Jackson- 
ville, where he will direct the sales and service activi- 
ties of the typewriter, adding machine, accounting ma- 
chine and supply divisions in Florida 
oe —~<> > 
ARROW PRINTING CHANGES FIRM NAME 

R. A Howard, president of Arrow Printing, Inc, 
Mankato, Minn., announced that as of October 19, 
the company name has been changed to Howard, Inc. 
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Foot-Powers give Wings fo 
Every Fastening Operation 
+ 
Every step in the production of Mercury : 
device checked by skilled technicians ; 
. : 
to be sure they meet the most exacting : 
specifications. All vital parts of Mercury : 
Staplers are case-hardened for added effi- ' 
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IBM ELECTS FRED FICK SECRETARY 
International Business Machines Corporation recent- 
ly announced the election of Fred H. Fick as company 
secretary. He had been serving as assistant secretary 
since April, 1947. 
Mr. Fick joined IBM in October, 1925, and was iden- 














FRED H. FICK 


tified with various departments of the business before 


being named an officer of the organization 
o ie © 


WANT OFFICE MACHINE REPAIRMEN 
FOR WORK WITH ARMY ON OKINAWA 

The Department of the Army, Overseas Affairs 
Branch, 1660 E. Hyde Park Blvd., in Chicago, is recruit- 
ing office appliance repairmen to work as civilian em- 
ployees of the Army of Occupation on Okinawa. 

Base salary for this position is $2,900 per annum plus 
free housing and a 25 per cent foreign allowance. Min- 
imum tour of duty is one year. Transportation is pro- 
vided by the Government. There is no housing for 
dependents. 

The ability and experience necessary to repair all 
types of office machines, including typewriters, adding 
and calculating machines, mimeogrgaphs, grapho- 
types, and numbering machines is required. 

Interested applicants can contact the Chicago office 

—- 
ALL-STEEL EQUIPMENT APPOINTS ANTHONSEN 

A recent announcement by J. H. Hartman, field 
manager of the equipment division, tells of the ap- 
pointment of Arnold Anthonsen as district manager 
in charge of sales for the All-Steel Equipment, Inc., 
Aurora, Ill., for the state of New York outside of the 
metropolitan area. 

Mr. Anthonsen succeeds Tom Fox in this position 
the move following Mr. Fox’s promotion to the New 
York branch managership. 

Mr. Anthonsen will maintain offices at 114 S. War- 














ARNOLD ANTHONSEN 


ren in Syracuse, N. Y. He has been associated with the 


sale of steel office furniture and equipment for the 
past few years and was formerly associated with the 


Berger Manufacturing Company, Canton, Ohio. 


112 





LYON METAL PRODUCTS GOES TO YORK, PA.; 
NEW PLANT TO SERVE EASTERN MARKETS 


Lyon Metal Products, Inc., with plants in Aurora and 
Chicago Heights, Ill., a manufacturer of a diversified 
line of steel products for many markets, has an- 
nounced the purchase of the York, Pa., plant of the 
Owens Yacht Company. 

The York property, one of two plants owned by the 
Owens Yacht Company, provides 200,000 square feet 
of floor space and a modern factory layout in which 
Lyon will soon start production to serve its Atlantic 
Seaboard markets. 

The plant, completed in 1946, is of modern construc- 
tion—concrete, brick, and steel sash—ideally laid out 
for straight line production of Lyon’s diversified lines 
of fabricated metal products. All manufacturing and 
shipping facilities are on the ground floor, with offices 
and rest rooms On mezzanines, and with track sidings 
along the Pennsylvania Railroad. 

Earl D. Power, Lyon’s president, describéd this addi- 
tional plant investment as the company’s answer to 
better service for the company’s eastern markets. In- 
creasing freight rates since 1940, increasing competi- 
tive facilities since the war, and Lyon’s expanding 
dealer organization have all demanded a production 
plant in the East. “This new plant will assure Lyon 
of a substantially larger share of the eastern business,” 
he said, “better service, and lower delivered prices for 
present customers.” 

Mr. Power indicated that the acquisition of more 
manufacturing floor space will also expedite Lyon’s 
new product development program. After important 
changes and improvements are made, manufacturing 
at the York plant will start some time during the first 
half of 1950 

—--« 

ROYAL TYPEWRITER ADVANCES EDDINGFIELD 

D. B. Starrett, vice-president in charge of sales for 
the Royal Typewriter Company, Inc., recently an- 
nounced the elevation of R. L. Eddingfield, former 
salesman at San Francisco, Calif., to the position of 











R. L. EDDINGFIELD 


district manager at Sacramento, Calif., effective 
November 1. 

Mr. Eddingfield, a veteran of many years in the 
‘ffice equipment field, joined Royal as a salesman at 
Los Angeles. Several months later he transferred to 
the San Francisco office. 

An excellent record, achieved through outstanding 
service to customers, coupled with fine administrative 
qualifications earned for Mr. Eddingfield this new 
promotion. He will direct Royal Typewriter sales in the 


Sacramento area from headquarters at 1115 Eighth St. 
cst ; 

MARCHANT APPOINTS DANIEL H. CONWAY 

Marchant Calculating Machine Company has ap- 
pointed Daniel H. Conway to the position of agency 
manager of the Youngstown, Ohio, district, it was an- 
nounced recently by Edgar B. Jessup, president. Serv- 
ice will continue under the direction of Lawrence B 
Kurfis, service manager. 
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AN STEEL AGE desks have 
adjustable gliders for level- 
ing on uneven floors and 
to adjust height in any 
degree from 29" to 3014". 
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The STEEL AGE Executive Desk 
gives Secretaries a break 
i 
| ae ’ 

in Comfort too. 
Work flows smoothly across a desk when both parties are that’s tailored to your physique. Ball bearing suspended 
relaxed and comfortable. In conference or dictation, the drawers glide open at a touch and the no-glare Corroleum 
person at the back of the STEEL AGE Executive desk has top is pleasant to the eyes. Add a full measure of un- 
plenty of knee room too, thanks to the special recess. In matched beauty, superb construction and masterful metal 
fact, everything about the Executive desk is keyed for craftsmanship and you'll understand why everyone says, 
comfort. The island-type pontoon bases mean worlds of ‘Sell STEEL AGE and you sell the best in steel office 
extra foot room the adjustable height means comfort furniture!”’ 
: ” - ee J = 
— <a —— oa 
=] WOE CORRY—JAMESTOWN 
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Louis H. Suttner of Suttner’s Office Equipment (Pty.) 
Ltd., Johannesburg, South Africa, favored Orrice APPLI- 
ANCES with a visit on October 25. Mr. Suttner was on 
an extensive business trip that was to take him to 
several European countries before his return to South 
Africa in January. This was Mr. Suttner’s first trip to 
the United States, enabling him to meet his American 
suppliers personally for the first time. He also attend- 
ed the Business Show of Progress in San Francisco and 
the National Business Show in New York City. Al- 


'¢ V 





DEMONSTRATION—Stanley M. Friden, export sales manager 
of Friden Calculating Machine Co., demonstrates a new 


STW model to Louis H. Suttner, managing director of Union 
of South Africa firm and Friden distributor. 


though exchange conditions are interfering with the 
importation of American products, he is importing 
some and expects business to improve as the currency 
situation eases. He is the exclusive distributor 
throughout South Africa for Friden Calculating Ma- 
chine Company, Acme Staple Company, General Pen- 
cil Company, Charles J. Ross Company, and Wassell 
Organization in the United States, Leabank Chairs, 
Ltd., and Farquason Bros., Ltd., in England and Skan- 
dex A. B. in Sweden. His 17-year-old firm also acts as 
sub-agent for American Typewriter Company in Trans- 
vaal. 


Holland D. Cottrell, Cottrell-Clarke, Inc., Detroit, 
Mich., visited with us on Wednesday, October 26. Mr. 
Cottrell was in Chicago searching for a source of 
punches to use in connection with Manufiles, clipless 
binder folders made by his company. His demonstra- 
tion of the folders and their uses was interesting and 


_ instructive. 


Rose Cushman, assistant to NSA general manager, 
favored us with a visit on November 7. Part of that 
day and all of the preceding day were spent in ses- 
sion with the association’s board of control. The next 
item on her program was the trip to the airport for 
return to Washington. Since Miss Cushman is editor 
of the National Stationer, she and Orrice APPLIANCES’ 
staff have many common interests such as printing, 
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photographs, engravings and other matters of partic- 
ular concern to publishers in addition to promotion of 
the welfare of the stationery and office equipment in- 
dustry. Miss Cushman’s friends among stationers and 
stationery manufacturers are legion 

Oe - 

NEWSPAPER GIVES MICHIGAN FIRM NOTICE 

The Thomas Office & School Supply, Rogers City, 
Mich., operated by Walter M. Thomas, was given a 
flattering account recently by the Presque Isle County 
Advance of Rogers City, headlining the feature with 
“Started in a Modest Way, Here is a Business That 
is Growing Steadily.” 

“It’s two businesses rolled into one for Walter M. 
Thomas, who joined merchants on Third St. about 
eight years ago, moving his office supply items over 
from the Rice building where he had been located for 
a couple of years, and adding 50 items, party goods 
and similar merchandise to the stock.” 

The article continues in part: 

“Walter’s introduction to the office supply business 
began in 1931 when he began to sell Remington Rand 
and Smith-Corona typewriters and adding machines, 
sometimes ‘on the road.’ Until recently he traveled 
considerably and at present, through his mail order 
business and personal calls, covers the northern third 
of the state. He also does some typewriter repair work. 
Shaw-Walker office equipment, Royal typewriters, fire- 
proof safes and chests, a complete stock of office sup- 
plies, stationery and other items are now included in 
his stock.” 

2 


TWO PARTNERS JOIN TULSA FIRM 

Charles E. Baker, owner of the Charles E. Baker Co., 
Tulsa, Okla., manufacturers’ agent for the Underwood 
Corporation, announces an expansion of ownership by 
taking in as co-partners two salesmen who have been 
associated with the organization over a period of years. 

The two partners are Lewis B. Hackley, associated 
with the company for ten years, and Paul E. Baker, a 
brother who has had 12 years association in a sales 
capacity. 

Mr. Baker came to Tulsa in 1919 as manufacturers’ 
agent for the Sundstrand Adding Machine Company, 
which was later merged with the Elliott Fisher billing 
and accounting machines, and then again merged with 
the Underwood Typewriter Corporation. The company 
maintains a sales force of six persons in Tulsa and a 
service force of 17 factory trained and supervised men 
to service Underwood products in this territory —WLF 





INTRODUCES NEW PORTABLE—W. G. Turquand, Underwood 
Corp.'s portable typewriter division sales manager, recently 
introduced the company’s new Leader portable at a luncheon 
held at the Hotel Vanderbilt, New York, N. Y. Among the in- 
terested buying syndicate representatives were (left to right) 
Eda Del Bagno, Associated Merchandising Corp.: Mildred 
Rusicia, May Co.; Mr. Turquand; Jerry Hill, F. & R. Lazarus 
Co., Columbus, Ohio; Lee Schmidt and Norma Banks, Asso- 
ciated Merchandising Corp. 
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Bringing home the Christmas tree to proudly stand with its 


glittering star, as the spirit of Christmas. Bethlehem’s star 
still shines down through the ages with its promise of peace 
| and good will for all who would see it. May we take this 
| opportunity to wish you every happiness this Yuletide Season 
| 


and to thank you for your past friendship and cooperation. 





MITTAG & VOLGER, INC... PARK RIDGE, NEW 





JERSEY 
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CRANE FIRM MOVES INTO NEW BUILDING 
The Crane Office & School Supply Company, located 
in the university district in Minneapolis, has moved 
the office and furniture department into the new 


building at 1417 4th Street, S. E 
It is an all-fireproof structure of 50 by 100 feet, ultra 





CRANE OFFICE & SCHOOL SUPPLY NEW STORE 


modern design planned and built by a leading firm of 
Minneapolis architects. It will be the home of office 
furniture, equipment and commercial stationery. The 
ground floor was designed particularly for the effec- 
tive display of office furniture, with ample facilities 
for receiving and shipping of merchandise. The firm 
features leading lines in the equipment and office sup- 
ply field. Security and Invincible desks and files; Alma 
desks, Harter, Cramer, Murphy, Riteform and High 
Point chairs, and Wilson Jones loose leaf, Smead and 
Oxford filing supplies. The outside salesmen will work 
out of the new building, as will the shipping and bill- 
ing. It will be managed by Joseph Crane, with a per- 
sonnel of 12. 

The student supply store will remain intact at the old 
location, 324 14th Ave., S. E., less than a block away, 
but handles entirely different merchandise. It fea- 
tures student supplies for University of Minnesota stu- 
dents, greeting cards, gifts, social stationery, and type- 
writers for sale, rent, or repair. It will be managed by 
Mrs. Joseph Crane, with a personnel of eight 

Mr. Crane opened the business in 1928 as a student 
supply store when the University of Minnesota had 
a registration of about 10,000-12,000 students. The en- 
rollment reached a high of nearly 30,000 students in 
the post-war period and Crane’s student supply busi- 
ness increased along with the office supply and equip- 
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ment business. In 1934, Crane’s added commercial sta- 
tionery, soliciting business with outside salesmen. In 
1939, office furniture and equipment was added. Vol- 
ume of business grew to the point where it was 
necessary to move to larger quarters. 

The new building is unique in architecture and has 
ample facilities for expansion, should business volume 
increase. The grand opening of the store was cele- 
brated on November 18. 

- >. 


GLTC TO HOLD ANNUAL CHRISTMAS PARTY 

December 21 is the date selected for the 1949 Christ- 
mas Party of the Great Lakes Travelers Club. It will 
be held in the West Room of the Sherman Hotel, Chi- 
cago, at noon. A turkey dinner will be served. 

This annual gathering has been growing in popu- 
larity year by year. The attendance at the 1948 party 
was more than 200. It is the regular practice for each 
person to donate a gift—toy or article of wearing 
apparel—the total being delivered afterward to one 
or two orphanages in the Chicago area. The president 
of the Great Lakes Travelers is Russell Ragan of 
American Pad & Paper Company, chairman of the 
Christmas committee, George Aigner of G. J. Aigner 
Company 

pa © 


VET EMPLOYEE RETIRES AT HARTFORD 

When William H. Pease retired from Gustave Fischer 
Company at Hartford, Conn., recently, three genera- 
tions of Hartford men and women who are still school 
kids at heart reminisced a moment. 

“There was a time,” said the Hartford Times, “they 
will remember, when Mr. Fischer’s Asylum St. store 
was the only school supply house in town, and they 
would line up all the way to Ann St. to buy their 
ledgers and theme books, and then exit through the 
back door to avoid congestion.” 

Of the half-dozen or so employees who were around 
to take care of them in those days—40 years ago—only 
Mr. Pease is left. 

“The business hasn’t changed much since then,” he 
says. “They use loose leaf binders instead of journals 
and ledgers, and fountain pens are better, but aside 
from that things aren’t much different.” 

During his many years with Fischer, Mr. Pease was 
one of Hartford’s leading free-lance photographers 
and was commissioned by builders and architects to 





GUSTAVE FISCHER PRESENTS A CHECK 
TO W. H. PEASE. RETIRING EMPLOYEE 


take portraits of most of the important structures that 
went up during that time. 

Twenty-eight employees of the Gustave Fischer 
Company attended a farewell testimonial and birth- 
day dinner for Mr. Pease. 

In a flower-decked room at Hotel Bond, a floor lamp 
and radio were presented to Mr. Pease on behalf of | 
fellow employees while Gustave Fischer, president of | 
the firm, gave Mr. Pease a check 
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LYON METAL PRODUCTS, INCORPORATED 


General Offices: 1228 Monroe Avenue, Aurora, Illinois 





Branches and Dealers in Al! Principal Cities 




















s that 
Fischer , 
birth- A <> adage wea OF LYON PRODUCTS 
® Shelving ® Kitchen Cabinets °F tor . binet ° ve 
rr lamp * Lockers ® Display Equipment 
half of * Wood Working Benches * Hanging Cabinets 
ent of ° Economy Locker Racks ® Welding Benches 
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Calendar of 
Industry Activities 











February 27-March 2. Thirty-Fourth annual con- 
vention of Wholesale Stationers Association of the 
U.S.A., Hotel New Yorker, New York, N. Y. H. C. Whit- 
temore, General Manager, 250 Fifth Ave., New York, 
| 4 

February 27-March 1. Office Management Associa- 
tion of Chicago, Stevens Hotel, Chicago, Ill. Organiza- 
tion headquarters, 105 W. Madison St., Chicago, Il. 

March 20-21. District No. 5, NSA, Greenbrier Hotel, 
White Sulphur Springs, W. Va. Harry S. May, Regional 
Governor, May Office Service, Beckley, W. Va. 

March 23-24. District No. 13, NSA, The Statler Ho- 
tel, New York, N. Y. Robert Reichman, Regional Gov- 
ernor, Mooney’s, Inc., New York, N. Y. 

March 23-25. National Office Furniture Assoc., Hotel 
Commodore, New York, N. Y. John R. Gray, Executive 
Director, 60 W. 42nd St., New York 17, N. Y 

March 30-31. District No. 2, NSA, The Statler Hotel, 
Buffalo, N. Y. Walter H. Miller, Regional Governor, 
Otto Ulbrich Co., Buffalo, N. Y. 

April 13-15. District No. 4, NSA, Boca Raton Hotel, 
Boca Raton, Fla. Ben H. Vanderford, Regional Gov- 
ernor, E. H. Clarke & Bros., Memphis, Tenn 

April 19-20. District No. 9, NSA, Rice Hotel, Houston, 
Tex. Howard Dear, Regional Governor, Standard Sta- 
tioners, Jackson, Miss. 

April 24-25. District No. 14, NSA, Hotel Westward 
Ho, Phoenix, Ariz. Edward R. Harrington, Regional 
Governor, Heinze, Bowen & Harrington, Phoenix, Ariz. 

May 1-2. District No. 12, NSA, hotel indefinite, San 
Francisco, Calif. Ray Morgan, Regional Governor, 
Morgan & Barclay Co., San Francisco, Calif. 

May 5-6. District No. 11, NSA, The Leopold Hotel, 
Bellingham, Wash. H. Humphrey Griggs, Regional 
Governor, Griggs, Bellingham, Wash. 

May 9-10. District No. 10, NSA, The Broadmoor Ho- 
tel, Colorado Springs, Colo. Adrian Pembroke, Re- 
gional Governor, Pembroke Co., Salt Lake City, Utah. 

May 11-13. District No. 8, NSA, Continental Hotel, 
Kansas City, Mo. J. L. Wren, Regional Governor, House 
of Wren, Oklahoma City, Okla. 

May 15-16. District No. 6, NSA, Moraine Hotel, High- 
land Park, Ill. Ed Shapiro, Regional Governor, Esco 
Stationery Store, Chicago, Ill. 

May 19-20. District No. 7, NSA, Nicollet Hotel, Min- 
neapolis, Minn. Bob Jerue, Regional Governor, Mc- 
Clain & Hedman Co., St. Paul, Minn. 

May 21-24. National Office Management Association 
convention and exhibit, Cleveland, Ohio. Association 
headquarters, 13 E. Chelten Ave., Philadelphia 44, Pa. 

June 5-6. District No. 1, NSA, Wentworth-by-the 
Sea, Portsmouth, N. H. Horton Frisbie, Regional Gov. 
ernor, Roberts Office Supply Co., Portland, Me. 

June 19-20. District No. 3, NSA, Chalfonte-Haddon 
Hall, Atlantic City, N. J. Charles W. Lukens, Regional 
Governor, Yeo & Lukens Co., Philadelphia, Pa. 

June 28-July 1. National Office Machine Dealers As- 
sociation 1950 convention, Palmer House, Chicago, III. 
Jack Weiner, Convention General Chairman, 1520 Bel- 
mont Ave., Chicago 13, Ill. 

September 24-28. NSA Forty-fourth Annual Conven- 
tion and Fourteenth exhibit, The Stevens Hotel, Chi- 
cago, Ill. Paul Burbank, General Manager, 740 Invest- 
ment Building, Washington 5, D. C. 

> - 
INDIANAPOLIS FIRM BUYS TWO BUILDINGS 


J. Worth Baker & Company, office furniture and 
equipment firm, recently purchased two three-story 
buildings at 122-24 S. Pennsylvania St., Indianapolis, 


Ind. 
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Y AND E LAYOUT CHART AIDS SALESMEN 


A new aid to salesmen in the form of an office lay- 
out chart has just been announced by Yawman and 
Erbe Manufacturing Company, 1015 Jay St., Roches- 
ter 3, N. Y. Consisting of two cards, each measuring 
approximately 11 x 17 inches flat (11 x 8% inches 
folded) this new chart will permit a salesman to show 
his customer or prospect a scaled floor plan layout of 
his newly arranged office or department 

The inner card, Form No. 4003, illustrated, from 
which all furniture items are cut, contains desks, ta- 
bles, waste baskets, costumers, bookcases, cupboards, 
card record desks and files in letter, bill and cap 


; = 
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YAWMAN AND ERBE OFFICE CHART 


sizes. These items are illustrated in Y and E’s Neutra- 
Tone gray. Chairs in both arm and secretarial styles 
are maroon. While shown in scale of 42-inch equalling 
one foot, novel provisions have been made for accu- 
rately trimming desks and tables from 66 x 34 inches 
to any smaller required size. A scale is provided for 
locating doors and door swings, windows, radiators 
and pipes, pilasters, columns and electrical outlets. 
This scale is also used for measuring other items that 
require floor space, such as sorters, water coolers, safes 
and office machines. 

The outer card, Form No. 3991, contains customary 
presentation lines on front and a brief outline of the 
layout’s purpose on the back fold. Inside is the floor 
plan and represents an area of 22 x 34 feet. This 
part is lithographed in light green and is blocked off 
into 42-inch squares, with each square representing 
one foot. 

Yawman and Erbe sales executives believe that a 
well-thought-out plan should accompany all proposals 
which involve the sale of over two or three desks or 
files. It is with this in mind that they now offer this 
simple and effective layout chart to their agents and 
dealers. Copies can be had by addressing requests to 
sales promotion and advertising department. 

——— i 


OPEN OFFICE SUPPLY STORE IN EDENTON 

A new business, the Eastern Office Equipment Com- 
pany, was recently opened by A. R. Bowen at Edenton, 
N.C. 

This new store features anything in office supply 
equipment, including social stationery, school supplies, 
blank books, bookkeepers’ supplies, desks, chairs, filing 
and storage cabinets, adding machines, cash registers 
and typewriters 

ee 
WSI PEN SHOP OPENS AT GOLDBLATT’S 

Write Shops, Inc., known as WSI (“Repair Station of 
the Nation,”—Pen and Lighter Specialists) of 164 W. 
Monroe St., Chicago, is now operating a complete repair 
department for fountain pens, mechanical pencils and 
cigarette lighters in the stationery department of Gold- 
blatt Bros. State St. store, Chicago. Engraving and im- 
printing is also done by the firm, of which J. Y. Hicks 
is president. 
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At this season of the year, all of 
us at Queen Ribbon and Carbon 
wish to say Merry Christmas and 
"Thank You" for your loyalty and 
cooperation in the past. Your con- 
tinued courtesy has made our job 
easier .. . has turned dealing with 
you into a pleasure instead of a 
task. We sincerely hope you will 
enjoy the Merriest Christmas . . 

and every success in the New Year 


you wish yourself. 





i ween RIBBON & CARBON CO., INC. 


Executive Offices 


742-760 Wythe Avenue Brooklyn 11, New York 


Factories: Brooklyn, New York and Chicago, Illinois 
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CALCULATOR SERVICES OFFERED BY FIRM 


A unique new business has been established in 
southern California. 

Calculators, Ltd., is the firm name. Specializing in 
the sale and rental of calculating machines, this or- 
ganization also offers a complete calculating service 
bureau, wherein machines and operators are furnished 
in the customer’s offices, or in the offices of Calculators, 
Ltd., by the hour or by job contract. 

Because they do not care to become competitors or 
infringe upon the field of endeavor of the many 
independent office machine dealers, the firm does not 
accept repair work of any kind, except to maintain 
their own equipment and the machines sold to cus- 





— 











LEROY J. BURT 


tomers. In so doing, and through a unique new plan 
of dealer co-operation, Calculators, Ltd., is able to se- 
cure a great: many sales leads from dealers, in addi- 
tion to those uncovered by their own staff 

All makes (rotary, keydrive, and printing) of late 
mode] calculators are offered and utilized by the firm 
The new Olivetti, fully automatic printing calculator, 
is featured. 

Varied Services Offered 

In addition, the new concern offers free consultation 
on various other services, including efficiency studies 
and short-cut methods of figure production, resulting 
in substantial savings to customers. No fee is charged 
unless satisfactory results are shown 

Calculators, Ltd., is affiliated with L. J. Burt & As- 
sociates, system and method analysts. Both are under 
the direction of L. J. Burt, a native Californian, who, 
for the past 15 years, has become increasingly well 
known in the calculating machine field. For more than 
a decade Mr. Burt, as a sales representative for Friden 
Calculators, has achieved an enviable sales and pro- 


duction record. “L. J.,” as he is known to a host of 
friends, was formerly with Marchant, and also had 
typewriter and adding machine experience in the 


“middle 30’s.” 

During his experiences with Marchant and Friden, 
he made a specialty of devising short-cut machine 
methods and figure procedures with such success that 
it was decided to include this type of work among the 
services offered by Calculators, Ltd. 


Plan Extended Area Coverage 


Through the affiliated 
continue to specialize on calculating 
calculating machine services exclusively. Although 
long-range plans call for extensive coverage of 15 
counties of southern California, and the consulting 
services already extend as far north as Stockton and 
the San Francisco Bay region, it is expected that the 
majority of the business will obtain from the metro- 
politan area of Los Angeles, where six major territories 
have already been set up 

A choice location in the heart of the ever-expand- 
ing Wilshire district of Los Angeles, in a new ground 


planned to 
machines, and 


concerns, it 1S 
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floor store building occupying over 1,400 square feet, 
on heavily trafficked La Brea Ave., where parking and 
accessibility are not a problem, has been obtained. 
Fitted throughout with ultra-modern gray steel fur- 
niture, and attractively decorated, the new organiza- 
tion has caused a considerable amount of comment 
among the local office machine fraternity. 
<eciiaaiiiieeily ; 
G-F PRODUCES NEW MOVIE ON FILING 

A new 27-minute 16 mm. sound motion picture, 
“Mechanized Record Filing,” which shows how office 
costs can be reduced through the use of mechanized 
filing cabinets, has just been produced by The General 
Fireproofing Company of Youngstown, Ohio. 

The story has to do with the problems of a typical 
company that didn’t have enough room to house all of 
its filing records. Valuable time was wasted hunting 
for correspondence kept in overcrowded filing cabi- 
nets. Lack of floor space would not permit the pur- 
chase of additional conventional files. Frayed nerves, 
wasted effort, fatigue, and inefficiency resulted as the 
filing girls had a near-impossible task of keeping up 
with the demands of the office. 

The solution to the problem is found by replacing the 
old files with exclusive GF mechanized Super-Filers. 
Most of the movie is built around the efforts of the GF 
salesman who shows how the Super-Filer operates. 

Initial showings of the motion picture are being 
made in 14 key cities in the nation where the General 
Fireproofing Company maintains branch offices. Other 
showings are being made through the extensive GF 
dealer organizations which are located in all parts of 
the nation and in many foreign countries 

This is the second movie produced by GF. The first, 
“Sitting Pretty,” was released last year. This film dram- 
atized the importance of proper seating and its effect 
on employee efficiency and morale. 

Both “Sitting Pretty” and “Mechanized Record Fil- 





SCENE FROM GENERAL FIREPROOFING MOVIE 


ing” are available for showings through any GF branch 
yr dealer. Free showings are also available for business 
groups, clubs, schools, and other organizations 
For further information, write to The General Fire- 
proofing Company, Youngstown 1, Ohio 
8 


HAGER GETS DICTASCRIBER FRANCHISE 


Hans G. Hager, 276 Melbourne Ave., Akron, Ohio, 
operating as the Dictascriber Sales Company of east- 
ern Ohio, recently was given exclusive distribution 
franchise for the Dictascriber by the Magnetic Corpo- 
ration of America, Chicago. The firm will cover Ash- 
tabula, Carroll, Columbiana, Harrison, Holmes, Mahon- 
ing, Mediana, Portage, Stark, Summitt Trumbull, Tus- 
carawas and Wayne Counties.—AK 
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He knows there’s no better way of describing design and 

quality in business equipment and furniture than to say it 

a bears the famous name of Art Metal—a leader in the office 
equipment field for more than 60 years. And this new, all 

4 aluminum clerical posture chair embraces all the qualities 
' of design, engineering, durability and efficiency that have 


made Art Metal desks, files and safes outstanding since 1888. 


The Clerical Posture Chair —along with other all-new, 





Art Metal aluminum office chairs—represents the latest in 


$ the complete line of business equipment being produced 
hat in the Art Metal tradition of utility -; smart design — 
ae efficiency — and exceptional durability. 

x ART METAL CONSTRUCTION CO., Jamestown, N. Y. 


Art Natal 


BUSINESS EQUIPMENT 







Art Metal 


Jamestown New York 
U.S.A 





Symbol! of the finest 
in quality business equipment 








OFFICES BECOMING GAYER, SAYS ASSOCIATION 

Members of the Painting & Decorating Contractors 
Association, 72 W. Randolph St., Chicago, are reporting 
that offices are being decorated in brighter moods. 
Fifteen years ago you never would have expected to 
find stripes and large cabbage roses on office walls, 
but they’re here today, and they are here to stay, says 
Ben Benjamin, president of the association. The asso- 
ciation gives as the reason the fact that employers are 
realizing more and more that office staffs are happier 
and even more efficient when cheered by pleasant sur- 
roundings. Painting and decorating contractors are 
increasingly being given the chance in offices to rival 
decorating plans they’ve put into the finest homes. 

Whereas grays and dull colors predominated in of- 
fices 15-20 years ago, today the trend has changed 
and there is not only an increasing use of pastels and 
bright colors in paint, but also mural effects done 
with wallpaper, gay patterns and stripes 

Advertising agencies, employment agencies and other 
service businesses may have set the pace earlier in 
decorating, says the association, but now businesses of 
every kind are catching up with them 

Executives are bringing the great outdoors into their 
private offices by using vivid scenic wallpapers. In 
some offices all walls have been covered with scenic 
wallpaper from panoramic views of the Hudson and 
early Colonial life to life-size hunters on horseback. 
fortable more relaxing, and as they do in homes. And 
Decorating contractors are using their full bag of 
decorating tricks to transform architectural sore 
thumbs in offices into something beautiful, and to 
make rooms look larger, cozier, brighter, more com- 
fortable and more relaxing, just as they do in homes 
And employers are finding that gay offices not only are 
appreciated by employees, such things as plaids, 
stripes, floral patterns and the whole gamut of brighter 
wall decorating are also better for concentration and 
tend to end boredom. 


- © 

STUDY ISSUED ON COMMUNITY RELATIONS 

Does a business organization owe anything to its 
community above and beyond the fundamental re- 
sponsibility of providing jobs, maintaining satisfactory 
working conditions, and paying good wages? 

Most companies believe that a business has social, 
as well as economic, obligations to the community. It 
must conduct itself as a good citizen, its actions must 
be of good moral character, and it must be active in 
the support of those projects the community believes 
necessary to its health and welfare 

These facts were stressed again and again by execu- 
tives who co-operated with the Policyholders Service 
Bureau of the Metropolitan Life Insurance Company 
during a study of community relations practices. A 
report based on this study and entitled, “Community 
Relations: Getting Acquainted With The Community,” 
has now been published by Metropolitan 

The purpose of this study is to provide executives 
of Metropolitan group-insured companies with infor- 
mation on proven methods of increasing understand- 
ing and co-operation between a company and its com- 
munity. 

Executives who would like to examine a copy of the 
report may obtain copies by writing to the bureau on 
their business letterhead. Address: Policyholders Serv- 
ice Bureau, Metropolitan Life Insurance Company, One 
Madison Ave., New York 10, N. Y. 


Oe - 
INJUNCTION AGAINST QUEEN RIBBON & CARBON 
The Circuit Court of Cook County recently issued an 
order restraining the Queen Ribbon & Carbon Com- 
pany, Brooklyn, N. Y., from “selling or otherwise dis- 
posing of any billing carbon paper packs known as 
the patented ‘Jiffy Sets’ to any person, firm or cor- 
poration, other than the S. J. Witz & Company, Chi- 
cago, Ill., in the territory served by Witz.” 
On November 14 Queen Ribbon & Carbon filed a 
motion, in the same court, in the nature of a demurrer 
to dismiss the injunction. This motion was denied. 
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THE CAY COMPANY MOVES TO NEW QUARTERS 

The Cay Company, owned and operated by Herman 
W. Yurman and Robert E. Corino as partners at 1218 
North St., Endicott, N. Y., moved to larger quarters at 
9 Washington Ave., Endicott, on November 1. 

The new store has a large greeting card line and 
gift wrapping offerings together with an augmented 
display of office equipment and supplies. Featured are 
the complete line of Smith-Corona machines, Victor 
Visible systems, Metalstand typewriter stands, Cole 
and Art Steel lines, Metalcase chairs, Security Steel 
desks and files, Wilson Jones blank books and Sheaffer 
pens and pencils. 

The new location is on the main street and provides 
better quarters for specialization in office equipment, 
machines and office supplies. 

—-- 
REM-RAND REDUCES TYPEWRITER PRICE 

Claiming improved manufacturing conditions, Rem- 
ington Rand, Inc., has reduced the price of the Rem- 
ington noiseless typewriter 12 per cent, it was an- 
nounced November 5 at the company’s offices, 315 
Fourth Ave., New York, N. Y. 

Effective November 1, the retail price of this noise- 
less madel has been reduced from $224.75 to $197.50, 
bringing the price to the customer back to the 1946 
level. Cuts in manufacturing costs have been passed 
on to the consumer, the company said 

~— 


CLEVELAND FIRM OPENS DALLAS BRANCH 
Bonnar-Vawter, Inc., of Cleveland, Ohio, manufac- 
turer of business forms, has opened a branch office in 
Dallas, Tex., at 2215 Cedar Springs, Frank Howard, 
southern regional manager, announced. 
Lee Weatherly, a Dallas man, has been appointed 
manager of the branch. The company manufactures 


snap-out, continuous and carbon-interleaved forms for 
WLF 


tabulating, billing and accounting machines. 


ma 
| | | FISHER PEN DISPLAYS— 
Left: “baker's dozen” display 
of Fisher 100 ball-point pens. 
Above: Fisher refill display 
designed for counters. 


II 











WEDDING BELLS 





First Ave. Methodist Church, St. Petersburg, Fla., 
was the scene Saturday afternoon, October 22, of the 
marriage of Miss Frances R. Arnold, daughter of Mr. 
and Mrs. Adolph J. Arnold of Whitewater, Wis., to 
James N. Black, vice-president and general sales man- 
ager of the Parker Pen Company of Janesville, Wis. 
Mr. Black is the son of Mrs. Hattie Black of the Dusen- 
bury Hotel. The Rev. J. H. Bancroft of Asheville, N. C., 
brother-in-law of the bridegroom, officiated. 

Given in marriage by her father, the bride wore a 
navy gabardine suit with navy and winter pink acces- 
sories. Her corsage was of white orchids. 

After a honeymoon at the Gulf Beaches, the couple 
returned to Janesville. Mrs. Black received her B.A. 
degree in education from Whitewater State Teacher’s 
College.—JL 
1949 
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When you are a dé r for Watson this complete service is yours. Write 


ATSON 


ESTABLISHED 1887 





A quality line that upholds tradition for satis- 





faction whether in stock or custom built equip- 


ment of metal construction. 


A complete engineering department is at your 


service for large or small! installations. 


“WATSON 


ABLE DEALER TERRITORIES OPEN padres Hb yl > 





for information, Dept. D-2. 


WATSON MANUFACTURING COMPANY, Inc., Jamestown, New York 
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TEXAS TRAVELERS CLUB NOTES 


Virginia Leonard, Correspondent 

Sorry to have missed this column last month due 
to attending the NSA in Chicago. If you weren’t there, 
you missed a good convention—almost as good as our 
Texas regionals. 

_ + * 

S. R. Hansen, formerly with the Carpenter Paper 
Company, Omaha, Nebr., branch, has been transferred 
to the Houston branch as credit and office manager, re- 
placing B. J. Lake. 

* a oa 

As of October 6, J. W. Boswell is no longer associated 
with the firm of Boswell & Mabe Office Supply Com- 
pany in Ft. Worth. 

a . 

A number of changes have been made at The Cargill 
Company, Houston. Russell P. Grieve, Sr., is general 
manager and executive vice-president, Russell P. 
Grieve, Jr., is the new sales manager, W. O. (Bill) 
White is manager and buyer for the furniture depart- 
ment, Lee Greb, buyer for the stationery department, 
and Robt. (Bob) Purkus is head purchasing agent. 
The Grieves, senior and junior, and Mr. Purkus were 
formerly with Maverick-Clarke in San Antonio. 

« a * 

Ennis Tag Company, Ennis, Tex., has announced 
the opening of an eastern division factory in Chatham, 
Va., on November 1. Homer McElroy was transferred 
from Ennis to Chatham, where he will be vice-presi- 
dent in charge of the new plant. 

- + * 

Glad to hear the Ward Sillimans (manufacturers’ 
representative), are all settled in their new home at 
100515 Meadowbrook Drive in Dallas. 

~ * % 


The balcony of the Little’s Printing & Stationery 
Company, (Duncan, Okla.), has been extended to allow 
additional space for furniture display 

. - ‘ 

A recent marriage within the Carpenter Paper Com- 
pany organization was that of Miss Jean Moore of the 
Houston office to Charles Shettlesworth, who repre- 
sents Carpenter Paper Company in south central 
Texas and the Rio Grande Valley. Mr. and Mrs. Shet- 
tlesworth are making their home in San Antonio. 

. 7 

Roy Kerr (Kerr Paper Co., Amarillo) was a recent 
Houston visitor where he was attending a wholesale 
paper convention held at the famous Shamrock Hotel. 

<<. %% 


Announcement has been made of the engagement 
and approaching marriage of Miss Ruth Tommie Lou 
Ziegler, daughter of Mr. and Mrs. Thad Ziegier, San 
Antonio, to James Hannaford Smith, son of Mr. and 
Mrs. J. Andrew Smith (J. Andrew Smith Company, 
San Antonio). 

+ > 

Standard Office Equipment Company, 

has acquired additional display space 


+ 


Fort Worth, 


Tommy Massingill has resigned at Cathey Office 
Furniture & Supply, Inc., in Dallas and is now repre- 


senting Paterson Parchmar Paper Company in Texas, 


Louisiana and New Mexico 

The Western Printing & Stationery Company; 183 W. 
Twenty-Second St., Colorado City, Tex., has been pur- 
chased by H. H. Hughston of Colorado City, and will 
retain the former firm name 

. o + 

J. O. Williams, associated with American Printing 
Company in Galveston for the past ten years, the last 
18 months as manager and buyer for the retail store, 
has recently purchased Hunter Office Supply in Texas 
City from Tom P. Hunter and has taken over active 
management of the business 
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EATON CHERUBS FEATURED IN PROMOTION 

Eaton’s Fashion Angels, bearing gifts of fine letter 
papers manufactured by Eaton Paper Company, Pitts- 
field, Mass., are now being featured in the firm’s gift- 
selling advertising in national magazines and will spike 
the attention of customers in retail store windows and 
stationery departments during the Christmas shopping 
season. 

The accompanying picture shows a demonstration 





EATON FASHION ANGELS 


setup. From left to right the Eaton gift papers are 
Chintz, Highland Pensmooth, Trophy Letters and Em- 
broidered Crystal Sheer. 

These Fashion Angels in point-of-sale display are 
supported by easels hidden by the boxes of Eaton’s 
writing papers. Angel, easel and package holder are 
one complete assembly. 

The Angels may be used for both window and coun- 
ter display. 

—« — 
TYPEWRITER FIRM TO OPEN NEW STORE 

Liston Jackson, owner and manager of the Type- 
writer Supply Company, Ft. Worth, Tex., recently 
opened a second store at Sixth and Throckmorton, the 
space formerly occupied by the Trinity State Bank. 

Typewriter Supply Company has been in the present 
location at 808 Main for the past 32 years. This store 
will be retained. 

The company has sole distributorship in Fort Worth 
for L. C. Smith typewriters. 





DELIVER FIRST OF NEW SOUNDSCRIBERS—tThe initial ma- 
chine of the new Tycoon series SoundScriber dictating equip- 
ment is delivered and demonstrated to its new owner, P. L 
McCauley (right), general purchasing agent for the J. C. 
Penney Co., Inc. R. M. Fowler, (seated), sales representative, 
points out the controls on the recorder while N. J. Collister 
(standing), president of the Collister Corp., SoundScriber dis- 
tributor for New York, looks on. 








ean. +3 Oo ke 


Norman Ginsburg of Jos. Ginsburg, Inc., office furni- 
ture outfitters at Chicago, is beaming from ear to ear. 
Mr. Ginsburg and wife, Ella, are the proud parents of | 
a daughter, Holly Joan, newly arrived on September 28. 
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At last! Efficiency and comfort 
and beauty in any office! No more 
ractive office look 
caused by an accumulation of un- 
related furniture and equipment— 
“orphan”’ pieces independently de- 
signed and manufactured. Rock- 
a-File Modular Office Furniture 
and Equipment is designed and 
constructed to provide top effi- 
ciency and maximum comfort plus 
richly attrac ompletely harmo- 


niIOoOUS appe ar 
i 


confused, unatt 


Rock-a-File Modular includes 
desks, files, dictating machine and 
typewriter cabinets, bookcases, 
cabinets and waste paper 
each a completely in- 
dependent unit, yet completely in- 
terchangeable so that any combi- 
nation of units can be arranged in 
harmonious layout. 


storage 
receptacle : 


a complete, 


Send for Free Booklet —For complete information, 
send for free illustrated booklet: ‘The 


December, 


Rock-a-File Modular offers extreme flex- 
ibility of layout, whether for private or 
general office. Note how varied units 


Each Modular unit easily attaches 
to adjoining units—and results in 
perfect alignment. 


de Variety and Flexibility 
Rock-a-File Modular offers a wide 
variety of combinations and ex- 
treme flexibility of arrangements 
—ideal for either private or gen- 
eral offices. All of the units neces- 
sary to individual requirements 
can be combined in a variety of 
layouts to suit taste and conven- 
ience, each resulting in a charming 
and attractive office setting. 

Stee! Construction 
Finishes 


Rock-a-File Modular units are all- 
steel construction throughout. Fil- 
ing units incorporate famous space 
saving Rock-a-File side-filing prin- 
ciple. All units available in choice 
of most popular finishes—grained 
walnut, mahogany, gray or green. 


Pop lor 


Office of Tomorrow.” 
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required by individual needs combine 
to create a balanced harmonious ap- 
pearance regardless of sequence. 









Rock-a-File Modular Units 











Desk Waste 
(Right ond Left Models) Receptacle 





Filing Drawer Dictating 
Cabinet Cabinet Cabinet 
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ROCKWELL-BARNES COMPANY 
35 East Wacker Drive 


Chicago ], Ill. 
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JASPER TABLE 


offers... 
PRICE TABLES 


for schools, office 
and institutions 


NEW LOW 


j 











No. T550 
50"" x 30" 


with or without one drawer 





No. T560 
60"' x 30" 
72"' x 30" 
with or without 2 drawers 





Tops: 5-ply, 1” veneer banded with veneer edging. 
All interior material hardwood. 


SPECIFICATIONS: 
Tapered legs. All rails rounded. 


FINISHES AVAILABLE: Natural, Light Ook, School Brown, Walnut and 


Mahogany. 


WRITE FOR COMPLETE LITERATURE 


JASPER TABLE 


Company, Inc. 


JASPER . INDIANA 
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NEW A. B. DICK COMPANY FACTORY 
(Continued from page 48) 


ple buff brick and limestone. The 


to the 
office building consists of a combination of monumen- 
tal limestone and an expanse of plate glass in treat- 
ment designed by Walter Dorwin Teague, the noted 


entrance 


Porthole frames in the lobby hold 
the evolution of A. B. Dick 


industrial designer. 
displays which depict 
mimeograph equipment. 

The 454,000-square-foot area in the manufacturing 
building has been laid out to simplfy material han- 
dling and to reduce travel distance to a minimum. All 
materials are received at and all products are shipped 
from the two interior and one exterior spur tracks, or 
the large truck docks at the north side of the plant. 
Also located in this area are the tank farm, solvent 
recovery building, boiler house and oil storage unit, 
all of which receive bulk material in carload ship- 
ments. 

The two-story office building faces Touhy Ave., and 
is T-shaped, the stem of the T connecting to the 
manufacturing plant. In this stem are located in- 
tegral plant-office services such as personnel, medical, 
and offices of the manufacturing and engineering di- 
visions. Also located in this connecting unit is the 
cafeteria which is used by both office and plant per- 
sonnel. The modern cafeteria seats 284 peopie and 
serves 3,750 meals each week. 


Plant Is Well Ventilated 
One of the features of the new plant is a completely 


| automatic ventilating system which changes the air in 


the plant once every ten minutes. In addition to this 
mechanical ventilating system, the office structure and 
areas are completely air condi- 


More than 7% miles of fluorescent lights in the 
plant alone assure carefully controlled lighting. Spe- 
cial glare-reducing glass has been used to enclose all 
window areas in the factory unit. 

To reduce employee fatigue and to provide more 
efficient working conditions, the “warm light” series of 
industrial colors were used throughout the plant in- 
terior. The series, which consists of four variations 
of cocoa, is used on the walls, machinery, structural 
steel, pipes and conduits, and light fixtures. Gray was 
used as a neutral accent color, yellow for control 
devices, moving and safety equipment, and fire red 
for all fire fighting equipment. In contrast to the pro- 
duction areas, locker and wash rooms are decorated 
in a restful light green tile. 

A landmark which can be seen for miles is the 
spherical water tower which stands 128 feet above 
the ground. The tower holds 100,000 gallons of water 
for use in the fire protection systems. 

A 450-car parking area has been provided for the 
1,000 people who are employed in the plant and offices. 


A. B. Dick Company History—1884-1949 


The story of A. B. Dick Company is also the story 
of the development of mimeographing, for it was 
Albert Blake Dick who reached for and found this 
quick, easy and economical duplicating system. In 
the year 1884 this young man from Moline, Ill., came 
to Chicago to establish a lumber business. During the 
course of his work he found it increasingly difficult to 
supply his customers with frequent price lists. There 
was a definite need for a means by which he could 
write the same thing many times in no longer than a 
few hours. 

Mr. Dick became absorbed in finding a means of 
duplicating letters other than printing from movable 
type. One day, while seated at his desk, he held a car- 
penter’s file in his hand. On his desk lay a sheet of 
waxed paper—the same kind that wrapped the popu- 
lar stick candies of the 1880’s. He placed the waxed 
Sheet over the file and casually drew an awl across 
the paper. When he held the paper up to the light 
1949 
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eres one of your best sellers 


Get acquainted with the new Cavalier! 
It’s styled for good impressions and priced 
to please the value-wise. Sturdily 
built like all Myrtle desks—the Cavalier is a 
complete series in walnut finish, offering 
a choice of models for executive 
and general office use. 
Be ready for a good start in 1950, and make 
it your best year yet by having a proper 


stock on hand from the first day. 


MYRTLE DESK COMPANY 


HIGH POINT, N. C 


Bom &S K S ARE 





—DESKS, 
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he saw that it was perforated along the line made by 
the awl, which would permit ink to flow through the 
perforations and form the image on a sheet of paper. 
He immediately recognized that this was the basic 
element he een seeking. 

With the basis of the new process established, Mr. 


Dick’s next problem was to develop a machine for 
applying it. He constructed a flatbed device which, 
when used with a waxed stencil sheet and a printer’s 


ink roller, would produce the desired copy. This was 
the first A. B. Dick duplicator—and the mimeograph 
of today still uses the principle of the old flatbed 
that enabled Mr. Dick to produce numerous copies of 


nis lumber price ists 
Worked With Thomas A. Edison 
When Mr! Dick 


he found that 


already obtaines 


applied for a patent on his device 
good friend, Thomas A. Edison, had 
a patent on the principle of per- 
forating a stencil from the lower side. Although Mr. 
Dick’s device and stencil sheet went far beyond the 
simple patent taken out by Edison, Mr. Dick always 


referred to Edison as “the grandfather of all stencil 
duplication.’ 
Mr. Dick secured from Edison permission to manu- 


facture under the patent, and on March 17, 1887, 
A. B. Dick Company sold its first duplicator—the 
primitive flatbed model. 


By now the typewriter had become an accepted | 


piece of office equipment. Looking for an ideal ma- 
terial for a typewriter stencil, Mr. Dick noticed a spe- 
‘ial kind of tissue paper wrapped around a pair of 
patent leather shoes he had purchased. It was found 
to be a Japanese tissue, the makeup of which was 
ideally suited to the impact of the typewriter keys. 
The substitution of this imported paper for the more 
expensive fabrics that Mr. Dick had been experiment- 
ing with brought into realization the typewriter sten- 
cil 

The next important development in the A. B. Dick 
mimeograph duplicator was the change from the flat- 
bed to the cylinder. At the turn of the century, the 
frame of the flatbed was bent into the form of a 
cylinder, with the stencil wrapped around it and the 
ink spread or painted on the inside of the cylinder. 
A roller replaced the “bed” of the flatbed machine 
and paper was fed between the cylinder and the roller 


Machine Marketed in 1904 


At first the cylinder did not revolve continuously; 
t had to be rocked back into position before the next 
sheet of paper could be fed. It was in 1904 that the 
first true rotary type mimeograph, accompanied by 
an improved wax stencil, was put on the market. 

In 1912, the new Dermatype stencil sheet replaced 
the wax sheet, and in, 1924 an entirely new departure 
in the process was made when the Mimeotype stencil 
sheet was introduced. The new stencil was made with 
a cellulose coating on an imported base, and, unlike 


the Dermatype stencil, it did not require a moistening 
fluid 
Keeping p: with the great improvements made in 


the stencil sheets were the mimeograph machines 
Such features as automatic inking, automatic feeding, 
Closed cylinders and electrically-driven models were 
added. 

In 1938 a complete refinement of the process seemed 
to have been reached when the 90 Series of automatic 
machines was introduced. It was the 90 Series that 
faithfully served the Armed Forces in World War II 

In 1948 the introduction of the new 400 Series of 
A. B. Dick mimeographs marked the results of more 
than 60 years experimenting and refining of the 
tencil dupli process—by the company whose 
name was fil in mimeographing. The six new mod- 
once again made duplicating history 
their color and styling, the 400 Series 
featured “Flexamatic Control” which made possible 
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‘ Garo 
those who frequently xt~—ring up two 
sales instead of one. And these dealers 
look to Dennison Handy Helpers ARR. 


to help them cash in $$$ on profitable 
related selling. Index tabs Hf gummed 


and gummed labels, 


os 
GS for example, sell readily to 


purchasers of loose leaf notebooks and 





paper. A display of deluxe parcel post 
labels DE in the gift department moves 


speedily, along with regular gift item 


sales. Stock, To display, GES sell 


Dennison Goods... make two or more 
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faster over-all operation, wider use and more exact- 
ing duplication. 

To make the new duplicators more efficient, A. B. 
Dick recently introduced a complete new line of sten- 
cils, inks, Mimeoscopes, styli and other accessories— 
each designed to meet all the requirements of du- 
plicating. 

Probably there is a substantial number of businesses 
conducted by the third generation of the founders: 
the number of which the succeeding generations held 
the presidency is less; the number of which the three 
generations bore the same name is few. The record 
is almost unique 

—> 


UNDERWOOD MAKES THREE APPOINTMENTS 

W. F. Arnold, vice-president and general sales man- 
ager of Underwood Corporation, has announced three 
appointments. 

J. A. Malarcher, Jr., is appointed manager of the 





— 




















J. A. MALARCHER, JR. R. L. JOHNSON 


Underwood branch office at Jackson, Miss., with head- 
quarters at 133 E. Amite St. 
Named manager at the Johnstown, Pa., branch office 

















H. J. SMITH 


ee: : 
O is R. L. Johnson, with headquarters at 244 Market St 


H. J. Smith was chosen manager at the Tucson, 
Ariz., branch office, with headquarters at 272 E. Con- 


IMMEDIATE SERVICE gress St 





> 


AT ATTRACTIVE PRICES ULBRICH OPENS BRANCH STORE 
The Otto Ulbrich Company, Inc., of Buffalo, N. Y.., 


has opened another branch store on the University 
Plaza in North Buffalo. 

Otto G. Grauer, president, announced that Donald 
V A I L Clark, manager of the branch at 17 West Chippewa 


St., will supervise both stores. Mrs. Eva Kock will be 
MANUFACTURING ; _ 


resident manager of the new store 
COMPANY The new store was opened to provide better service 
for the company’s customers living in the North Buf- 
900 East 95th Street Chicago 19, Illinois falo area and near-by suburban communities, Mr. 
Grauer said.—GET 





130 OFFICE APPLIANCES, December, 1949 








eee 





ict- 


en- 
eS 
au- 


SSCS 

ers 
1eld 
iree 
ora 


| 
| 
J 
| 
| 





eaa- 


iffice 


St 
>son 


Son- 


rsity 


nald 
ewa 


ll be 
rvice 


Bul- 
Mr 


1949 





















Style-Master Steel 
Conference Desk illus- 
trated. Top: 78” x39” 
(9” overhang at front 
& both ends). Height: 
29”, adjustable to 
304%”. Other Style. 
Master Steel Equip- 
ment Shown in Sketch. 





A top executive's main job is to direct the efforts to his desk and get down to brass tacks in com- 
of his Lieutenants. That means plentyof meetings. fort; 3. The extra large top gives him room to 
The “Y and E” Conference Top Desk is IDEAL for spread the work out for all to see. « And the top 
a TOP EXECUTIVE for three reasons: |. It gives him executive gets all these advantages without mov- 
an efficient, handsome desk when he works ing from his chair! Send for asupply of steel office 
alone; 2. When his men gather, they can pull up equipment folder No. 4002. It will help you sell. 


Also Makers of Quality Filing Systems and Supplies 


— . 





YAWMAN»DFRBE MFG.(O. 


1015 Jay St., Rochester 3, N. Y., U. S.A. 
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“The Franchise That Means Quality 
Merchandise” may be open in your 
community. Your inquiry is invited, 
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A HAND FULL 
OF VALUE... 


THE SUMP] 


ADDING MACHINE 





Zipper Carrying 
Case Available 





The lowest-priced 9-column adding 
machine on the market. Check these 
features: 6% pounds, short-stroke 
handle, 9,999,999.99 capacity, visi 
ble totals, two-color ribbon, standard 


keyboard, and many other features. 


If your local dealer cannot supply 


you, write: 


SWIFT 


BUSINESS MACHINES CORP. 


Great Barrington, Massachusetts 
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REVIEW TAX-SAVING OPPORTUNITIES 
(Continued from page 21) 


tion when personal deductions will not aggregate the 
allowance. Before electing what to do, and before year- 
end, he should weigh the possibilities for tax savings 
in alternately itemizing his deductions one year, and 
taking the standard deduction the following year, or 
vice versa. 

Personal deductions can be itemized in the long 
form only if actually incurred and paid. It is this 
fact that makes it possible sometimes for the tax- 
payer to deliberately elect before year-end which 
form will be most advantageous to him for the year 
drawing to a close, and make it even more advan- 
tageous by certain before-year-end acts of his 

Can Crowd His Savings 

Thus, before year-end, he may crowd a maximum 
amount of personal deductions into the year, so that 
considerable tax savings will be made in that year 
by itemizing personal deductions instead of taking 
the standard deduction. This may reduce to a mini- 
mum the amount of personal deductions available the 
following year. In the following year with, perhaps, 
only five per cent in itemized personal deductions, use 
of the short form or standard deduction will effect 
a saving. As the taxpayer has exceeded the ten per 
cent in one year, without losing the ten per cent in 
the following year, the combined savings for the two 
years by alternating represent a clear tax advantage 
he otherwise would not have had 

Take a typical case. The taxpayer calculates be- 
fore year-end that his personal deductions (contribu- 
tions, interest, taxes, losses from casualties or theft, 
medical and dental expenses, non-business bad debts, 
and so forth) will aggregate about ten per cent of his 
adjusted gross income. It appears it will be imma- 
terial whether he takes the standard deduction or 
whether he itemizes his deductions. In either case 
the tax will be about the same. This is the way mat- 
ters stand on December 15 of the tax year coming 
to an end. 

However, this taxpayer is alert to the tax savings 
inherent in alternating between itemizing one year, 
taking the standard deduction the next year. So, be- 
cause he is already at the break-even point, he realizes 
it may be possible to exceed the standard deduction 
by accumulating additional deductions which, nor- 
mally, might ride until the next year 


Pledges Can Be Paid 


First, he finds he has pledged $50 to a certain charity 
which he had intended paying in 1950. He pays it 
before year-end 1949. Now the sum total of personal 
deductions stands at $50 above the ten per cent break- 
even point. He is committed to using the long form 
and itemizing deductions. 

Next, he finds there are some non-business taxes, in 
the amount of $150 which, ordinarily, he defers pay- 
ing until January. These, too, are paid in December. 

He has already paid medical, dental and hospital 
bills to the amount of five per cent of his adjusted gross 
income. (This five per cent is not deductible and should 
not erroneously be calculated in determining whether 
all deductions exceed ten per cent of adjusted gross 
income.) However, additional medical bills above this 
five per cent are fully deductible. So he immediately 
pays a $200 doctor bill, and wipes out a $50 bill for 
drugs, prescriptions and vitamins, and also pays a $20 
bill for ambulance services he has neglected honor- 
ing 

He remembers that a dependent daughter has been 
postponing needed dental work which certainly would 
be done in 1950 at the latest. This is completed and 
paid for before year-end 1949. All in all, he picks 
up another $300 in medical and dental deductions 
which, otherwise, would have gone onto the new year. 
In that event they’d probably be of no value as a 
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The Seasons 
Lreetings and Hest 
Wishes to All 
Hur Friends in 


the lrade 


—THE JASPER DESK COMPANY ——— 


JASPER, INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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FLUORESCENT DESK LAMP 


UNDERWRITER APPROVED 


or ths 3S 











LIST PRICE 
No. 4900 


only 36 95 


less bulb 











ORDER YOUR SAMPLE LAMPS TODAY. 





Baked Enamel on Bonder. 
ized Steel for Lasting 











LIST 





Wired for 110 
volt, 60 cycle 








Finish 36 95 Height: 11% 
One Piece Shade, Rolled Length: 20 
Edge Weight: 81 
Instant Starting Switch . ibs. packed 
Each Lamp carries Under. ’ Individve! 
writers’ Label cartons 
UNEQUALLED EYE APPEAL UNEQUALLED 


LIGHT APPEAL . . . UNEQUALLED PRICE APPEAL 


Here is the answer to the demond fora s 


Desk Lamp priced within the reach of millions 


sacrificed to produce the highest quality fluores 


the morket today. No dealer can afford to mis 





sales 
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eons ae 
WATCH your sales volume 
go up when you display 
this Lamp 


store traffic and stimulate 


perior quality Fluorescent 
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A “NATURAL” FOR HOLIDAY SALES 


INDUSTRIAL LAMP CORPORATION 


ELKHART, 
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deduction because of the five per cent exclusion clause 
where medical-dental deductions are concerned 

Now if this taxpayer had let matters run their 
course, he probably would have wound up by taking 
the ten per cent standard deduction in both 1949 and 
1950 returns because his personal deductions, if not 
reviewed before year-end 1949, would have been rather 
evenly spread over two successive years. In neither 
of these years would they have exceeded the ten per 
cent standard deduction. By crowding a maximum 
amount of his personal deductions into 1949 he has 
almost 20 per cent in itemized deductions for 1949 
Regardless of what his 1950 itemized deductions may 
aggregate, he will be entitled to the standard deduction 
at the very least in 1950. If, before year-end 1949, 
he had not been alert to these tax-savers he would 
have had only ten per cent allowance for deductions in 
both years 

Conversely, on analysis, the taxpayer may decide 
he does not have enough personal deductions and 
cannot accumulate enough by year-end 1949 to item- 
ize them. In that event, he may deliberately post- 
pone paying as many of these deductions as he can 
until 1950, thus crowding part of 1949 as well as all 
1950 deductions into 1950. 

A word of caution. Exclusion of deductions to a 
later year must be a matter of fact. For example, 
if a contribution has been made in 1949, this is a 
fact. It cannot be entered in the 1950 return simply 
because it will save taxes in that year. Facts cannot 
be altered. It is when and how the facts are made 
that effects the legitimate tax saving 


Do Your Figuring Now 


Some shrewd taxpayers make what might be called 
‘dry-run” individual income tax returns one or two 
weeks before year-end. That is, they actually make 
out a tentative income tax return showing antici- 
pated adjusted gross income, as well as exemptions 
and total itemized deductions to date. Thus, before 
year-end they have knowledge of what tax bracket any 
of their taxable income is in. They know what tax- 
saving inducements they have. They know which 
steps here enumerated they should take or, possibly, 
postpone until the next year. 

While it is realized that these tax-saving opportuni- 
ties involve extra work before year-end, and include 
rather close estimating of what the year’s income will 
be before the year is ended, it may be a profitable 
employment of the taxpayer’s time. It may be far 
more remunerative, time considered against the sav- 
ings made, than any other business activity during the 
entire year 


—>-— 





VICTOR VISIBLE SCHOOL—Attending the Victor Visible Training School 
at The Mayfair Hotel, S. Louis, Mo., October 17-21 are (left to right): 
Donald L. Carlson. Poundsford Stationery Co.. Cincinnati, Ohio; C. M. 
Cigno, S. G. Adams Co., St. Louis. Mo.; Michael Verona, Springfield 
Stationery Co., Inc Springfield, Ill; R. Gordon Walker. Holdan- 
Kahler Co., Cedar Rapids, Iowa; Richard W. Brown. Rader Office 
Equip. Co., Omaha, Nebr.; H. W. Barnes, Victor Safe & Equip. Co.. 
Inc.. North Tonawanda, N. Y.; Charles W. Patterson, Skinner & Ken- 
nedy, St. Louis. Mo.; Ralph C. Brissenden, S. G. Adams Co., St. Louis, 
Mo.; Donald I. Brady, Skinner & Kennedy. St. Louis, Mo., and George 
E. Thurgate, E-Bee Business Service. Belleville, Ill. Absent from the 
picture were Harold D. Duffy. sales manager of S. G. Adams Co., St. 
Louis, Mo., and Michael J. Harris, S. G. Adams Co., St. Louis, Mo. 


OFFICE APPLIANCES, December, 1949 


- 








ae ee 


Ce — Sieelnases ast 











for nineteen fifty < 
It's S7eelnasfer's 


: <= sp\FFY NiFTiES 
. = THRIFTY SPIFFles 


= = gare THRIFy, lES 











« | ALL ADDING UP TO BIGGER AND BETTER 
“ SALES FOR Sef masters FRIENDS 


,Ouls 


the | ‘ 170 WEST 233rd STREET - NEW YORK 63 N. Y 





949 § OFFICE APPLIANCES, December, 1949 135 



























JUST ONE 
COSTUMER 


Onder ar you Sell 


ALL SHIPMENTS LEAVE OUR 
FACTORY WITHIN 24 HOURS 


We Will Drop Ship 


To Your Customers 
e 


No. 320 Office Grey 


Complete oven baked grey finish 
to blend in with other office equip- 
ment. 





15 Ib. cast iron non-tilt base 
4 everlasting steel hooks 
Heavy gauge steel tube. 


$1190 


list price 






Write for Dealer Discount & Catalog 
on Complete Costumer Line 


3 Hook Wall Space 
Saver 


Use waste corners and walls for 
this very useful and attractive fix- 
ture. 

Made extra strong from heavy 16 
gauge steel tubing —finished in 
triple plated chrome. 

Three steel—unbreakable hooks— 
also triple-plated chrome. 


ae) Shp. wt. 2 Ibs. $450 
FIXTURES Sc 





























312-14-16 BLUE RIDGE 
KANSAS CITY 3, MISSOURI 
PHONE—CLIFTON 9034 














SALES-SERVICE CLINIC, SPRINGFIELD, MO. 
(Continued from page 47) 


salesmen should get into the habit of asking for the 
order at all times, everywhere. 

The last address by a member of the trade was given 
by Alvin Bakewell, sales manager, Victor Adding Ma- 
chine Company. His topic was “Dealer Opportunity in 
Adding Machines.” Stating that up to ten years ago 
the adding machine industry was in its infancy, Mr. 
Bakewell said that the present output is at least four 
times what it was ten years ago. During the last four 
years a decided change has become apparent in that 
the need for adding machines has become recognized 
by the business public. New and improved adding 
machines have come into being in response to the 
new demand. The dealer is the first avenue of dis- 
tribution because he is already established in business 
and is calling upon natural prospects for adding ma- 
chines. While advertising helps to put the prospect 
in a buying mood, personal selling is still necessary 
and most of it must be done outside the store. The 
four principal types of buyers are businessmen who 
have no machines, those who have inadequate ma- 
chines, the big business organizations, and a miscel- 
laneous group of consumers who want machines for 
individual use. Reaching those markets is not easy 
but it can be done through salesmen who are in- 
formed, enthusiastic, earnest and persistent. 

At this point Chairman Weiner introduced Emilee 
Jones, daughter of Rock Jones, and Bill Frichette, who 
entertained with songs, tap dances and accordion 
playing. Their presentations were applauded enthusi- 
astically. 

The Economic Outlook 


The final address of the convention had no direct 
relation to the office machine industry. It was given 
by Dr. L. E. Meador of Drury College, who spoke on, 
“Our Foreign Policy and the Business Outlook.” Dr. 
Meador was cautiously optimistic, asserting that he 
saw no signs of a depression evident as yet. He com- 
pared economic conditions following World War I 
with those existing today and found quite a number 
of differences upon which to base the assumption 
that a depression is not inevitable. In commenting 
about the total debt, national and private, he said 
that it adds up to about the same currently as it did 
in 1929. Public debt is at its highest level but private 
debt is at its lowest. The big spot on the sun of our 
economy is the current method of deficit financing. 
The budget must be balanced before too long, Dr. 
Meador said, because not even the United States can 
continue to spend more than its income. 

Dr. Meador’s concluding remarks were in reference 
to Russia. He is confident that Russia does not want 
war as long as the United States can out-produce the 
world. In the contest between free enterprise and 
regimentation or slavery, Dr. Meador gave as his con- 
sidered opinion that free enterprise will win. 

Just before recessing for luncheon, Rock Jones pre- 
sented to Jim Ward a plaque carrying the names of 
all the donors to the fund of fifty $50 bills which were 
presented to Mr. and Mrs. Ward at the testimonial din- 
ner given in honor of them in Chicago on Saturday 
evening, October 8. 

Mr. Jones closed the session with thanks to manu- 
facturers, dealers and O.A.M.I. staff members and stu- 
dents for their help in making the Sales-Service Clinic 
a success 


Special Sales Demonstration 


After luncheon the group was called together for a 
special demonstration by Floyd Kavanaugh, Floyd J. 
Kavanaugh Company, Galveston, Tex. Mr. Kavanaugh 
very cleverly revealed a number of ideas and sugges- 
tions on the operation and use of a typewriter which 
he has used effectively in his sales work. 

For the rest of the afternoon and up until 8 o’clock 
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the display booths and clinics were crowded by deal- 
ers seeking information. The 21 manufacturers who 
exhibited merchandise were as follows: 


4 ~ 


11. Ohmer Corp 
12. Precisa Distributors 
13. Remington Rand, Inc 
B e Mfg 14. Royal Typewriter Co. 
Multipli« rp 15. Shipman-Ward Mfg. Co 
l 
l 
l 
l 


Ba Rit 


Keg-M ter ge Ci 6 Thomas A. Edison, Inc 
, ‘ 7. Tiffany Stand Co. 
8. Underwood Corp. 
’ Victor Adding Machine 
Steel Pr ~ 20 Webs r Addressing Co 
ter Add! 21. Woodstock Typewriter 
‘ ype Ser rar Co 

Service clinics were conducted by Ames Supply Com- 
pany, Clary Multiplier Corporation, Ohmer Corpora- 
tion, Remington Rand, Inc., Royal Typewriter Com- 
pany, L. C. Smith & Corona Typewriters, Inc., Under- 
wood Corporation, Victor Adding Machine Company 
and Woodstock 7° Vewriter Company. 

The success of the Sales-Service Clinic was so pro- 
nounced that many dealers in attendance asked for 
assurance that it would be held annually. Mr. Jones 
could not give that assurance but he felt quite con- 
fident that the same sort of thing would be made avail- 
able to interested leaders in some way in coming years. 

_— ee 
NEW G-W TRADEMARK NOW AVAILABLE 

The new trademark of The Globe-Wernicke Co., pic- 
tured here, is now available. It incorporates the G and 
W within a globe symbol with the full name, Globe- 
Wernicke, passing between these letters in crisp and 
sharp lettering. The W was purposely made smaller 
than the G since Globe-Wernicke is popularly known 


\ 





GLOBE-WERNICKE’S NEW TRADE-MARK 


to the trade as Globe. This new trademark will be used 
on all G-W advertising literature as well as on all 
Globe-Wernicke products. 

New identification plates are now ready for dealers, 
available from the advertising department of The 
Globe-Wernicke Co., Norwood, Cincinnati 12, Ohio. The 
dealers can secure these free of charge to mark desks, 
files and other steel equipment they now have in stock. 

=< - 
CENTRAL DESK NAMES REPRESENTATIVES 

C. A. Normann, treasurer of Central Desk Manufac- 
turing Company, has announced the appointment of 


four manufacture! representatives who are calling 
upon dealers in the East and South and the West Coast 
area. The eastern representative is J. B. Tompkins, 
who has headquarters at 60 E. 42nd Street, New York, 


and will travel a group of states in the north and cen- 
tral Atlantic are 

The Southeast covered by George Slater, 526 East 
Lake Drive, Decatur, Ga.; the Southwest by Fred 
Deutsch, 3525 Southwestern Blvd., Dallas 5, Texas. The 


West Coast area assigned to William Tonkin, 3515 
Griffith Park Blv Los Angeles 27. His territory is 
Denver west or 11 western states. Ail four are ex- 


perienced office furniture men and are well acquainted 
with the dealers in the areas they travel. 


a 
NEW TYPEWRITER FIRM OPENED 

William Leisher, formerly of Beloit, Wis., began busi- 
ness operations recently at his newly-established type- 
writer and adding machine exchange in Belvidere, II 

Mr. Leisher attended a school for specialized train- 
ing in typewriter and adding machine mechanics. He 
is a former employee of the Beloit Typewriter Exchange 
and the Finn Office Supply Company in Beloit. 

The new Belvidere firm will repair all types of office 
machines and will also sell new and used machines and 


Office supplies 
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Look- No Holes ! 





Something NEW 
in a Binder 





SLIDE LOCKS CLOSED 





By Actual Test 
THE CADO PUNCHLESS BINDER 
Saves 80% in TIME 


@ Hard to believe? Try it yourself. Make a “time 
study”. Compare any other method with the 
‘‘Punchless” method. Zip! it's open-— Zip! it’s closed! 
No time wasted punching holes—no messing with 
“gadgets”. Papers are bound or released 


by merely pushing two slides. 


The binder cover, thin enough for use as a file 
folder, is made of genuine pressboard in a choice of 
red, black or grey. Letter or legal size with 


"‘punchless”’ clip at top or side. 


Here’s one of the hottest items you have ever carried. 
It's a quick seller and a steady repeater. Don’t 
delay. Send your order in TODAY. Cushman & 
Denison Mfg. Co., 135 W. 23rd St., N. Y. 11, N. Y. 








CADO 


‘PUNCHLESS BINDER 
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NATIONAL BUSINESS SHOW 


(Continued from page 43) 
Bruning Company, Inc. The Model 50 can produce 
10,000 square feet of black-and-white prints in an 
ordinary working day. The new streamlined Model 10 


is specifically designed for the fast production of small 

b | é copies—letters, office forms, charts and the like. Also 

eeeee IT S NEW: on display was the Bruning Whiteprinter Model 93 

for large volume automatic production of prints and 

the popular Model 21 was shown. All are designed to 

simplify office procedure by making copies just as 

they appear in the originals without transcribing any- 
thing by hand or typewriter. 

The new Magne-Dex, a magnetized Spin-Dex rotary 
filing system, product of Business Efficiency Aids, was 
introduced at the Koller & Smith Company’s exhibit. 
Magne-Dex, permanently magnetized, combines the ad- 
vantages of a visible filing system with the economy 
and space-saving of a vertical file. Due to the mag- 
netic forces employed, card records quickly separate 
at a mere touch of the finger and hundreds of indi- 
vidual names can be seen at once without mechanical 
assistance. 

At the Speed Products Company’s exhibit a pretty 
girl dressed in the costume of a bunny attracted con- 
siderable attention distributing samples of staples. 
The company’s complete line of stapling machines 
and other products were attractively displayed. 

Occupying a large end space consisting of three 
booths, the Itkin Brothers’ exhibit stressed executive 
suites along with commercial furniture groupings and 
decorations showing modern office treatments. Col- 
orful draperies highlighted the arrangement showing 
an imposing array of office furniture to the best ad- 
vantage 





At the colorful Diebold, Inc., exhibit were to be seen 
the new line of four-drawer letter files and the new 
V-line desk for modern office systems. The complete 
Flofilm line of microfilming and rotary, vertical and 
IT OPENS AN ENTIRELY € visible record-handling equipment was displayed. Also 

shown was the extensive fire protection and hold-up 

NEW MARKET © protection lines, including the electrically-operated 
Rekordesk safe. 

Credit for a job well done in a very satisfactory and 


A MOVEABLE STEEL VAULT workmanlike manner goes to Frank Tupper, head of 
the National Business Show Company, and to his sons, 


Edwin Tupper and William Tupper. To the manufac- 
turers who made the show a success, the industry is 





Diebold Exhibits Products b 








. that makes present wood or steel files 
fire resistant. Any filing cabinet can be moved 


sasily into the vault and be protected from grateful. 

fire and beitiehidis ioe ee . To the official photographer, Lester H. Hodax, we ex- 
_e yim & press thanks for the booth pictures reproduced with 

The PROTECTAFILE will instantly appeal this report. We are likewise grateful to Itkin Brothers 


who loaned furniture for use in the Orrice APPLIANCES 


to business and professional men or anyone ; 
: I ; booth during the week of the show 


using filing equipment. Wherever records 
should be protected from fire, you will find Office Week Forums Are Held 

i i *ROTECTAFILE. Its sim- rah ee ; 
“na ‘ — E - os ak . allie ee Increasing interest was displayed in the Office Week 
piicity and ow cost will make saleg easy. Forums, sponsored by the Office Executives Associa- 
tion of New York, and contributed to by three other 


e All welded construction throughout 

@ 2” proven insulation plus dead air space associations active in New York. These are the Rec- 
© 3 way positive action bolt locks ords Management Association, the Transcription Su- 
@ Sizes for both letter and legal files pervisors Association, and the New York chapter of 
@ Requires very little extra floor space the National Association of Cost Accountants. The 
@ Shipping weight 225 pounds Forums held ten sessions in the Grand Central Palace 

during the week of the business show 

Low list prices, which eliminate sales resistance, A fine program of speakers on many phases of office 
plus high discounts guarantee you large profits. management was opened with the address of Major 


General John Hilldring, U. S. A. (retired), who, from 
WRITE FOR CATALOG, PRICES, AND DISCOUNTS the vantage point of his service in the Army, the State 

EXCLUSIVE DEALERSHIPS ARE AVAILABLE Department, and as a delegate to the United Nations, 
made an eloquent plea for understanding of the UN 
and its problems by the American people. 


R 0 T t C TA Fl [ ra C 0 M PA N Y “I am disturbed by the attitude of many Americans 
toward the UN—about its works and about its effort,” 
the general said. “In general, too many Americans 


112 W. 19th ST. . KANSAS CITY 8, MO. _ believe that the UN is simply a facade—a forum where 


too much talking is done, where nothing else is done, 
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For limited space and limited budgets 


| the new Gunlocke 
2683 


Here is the ideal chair for the small private 


office where large lounge chairs are barred by 





space or cost factors. It is a logical choice too, 
for reception rooms and Director’s rooms. 

Its characteristically modern, clean, simple 
lines and unique style are responsible for its 
popular reception. And it’s as comfortable to 


sit in as it is luxufious in appearance. 


_ Made in genuine walnut... with 
a a genuine top grain leather, of course 


. it reflects Gunlocke quality 
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of TABLE MAKE THIS EXCELLENT 
- CONVERSATION GROUP 
ne Chairs for Your Working Comfort 
: H. GUNLOCKE CHAIR COMPANY 
“ WAYLAND, NEW YORK 












“”~ 
SENG 





Critical Customers 


More and more executives are learning that dis- 
comfort and fatigue cost money in lowered work 
output. They are learning, too, scientifically de- 
signed office chairs, with engineered tilting con- 
trols, are essential to the comfort and efficiency 
of office personnel. To keep working efficiency 
at a high level, be sure your wood or metal chairs 
are equipped with SENG Syncro-Tilt, the chair 
mechanism that has five adjustments for fatigue- 
free posture control: 


1. Correct seating height. 


2. Back support positioning for any per- 
son, tall or short. 


3. In-and-out adjustments for back rest. 


4. Spring-tension control of seat tilt and 
back support. 


5. Correct angling of back tilt. 
Insist on SENG Syncro-Tilt . .. the chair action 


control whose quality adds value to America’s 
finest chairs. Remember .. . to sell a SENG- 


equipped chair is to sell satisfaction. 


1450 N. DAYTON AVE. 
CHICAGO 22, ILLINOIS 


SENG QUALITY PROTECTS YOUR REPUTATION 








and where nothing else can be done. This is unjust, 
as well as a dangerous point of view.” 

Coleman Maze told his listeners that they had a job 
apart from the purely technical aspects of manage- 
ment work. Office managers, he said, should do every- 
thing to increase mechanization in the office, but 
mechanization isn’t the sole answer. Rather, people 
supply the answer, and it is up to management to 
improve the attitude of its people. One of the areas 












































sae aie 
THE FORUM IN ACTION—Gen. John Hilldring makes the 
opening address at the Office Week Forums sponsored by the 
Office Executives Assn. of New York at the recent National 
Business Show. Elmer L. Helm of Shell Oil Corp., president of 
O.E.A., is on the platform with the speaker. 


International News Photo) 


requiring attention is in the employee’s understanding 
of the business he or she has gone to work for. 

“It is a dangerous thing to have a high school kid 
come to work and assume that his firm is clearing 
40 to 50 per cent net profit,” Dr. Maze pointed out 
“There should be no difficulty in your understanding 
their dissatisfaction.” 


Hear Vera A. Avery 


In the evening the Records Management Associa- 
tion of New York sponsored the address of Vera A. 
Avery, well-known authority on filing, who emphasized 
those requirements which make for good filing prac- 
tice. She was introduced by Mrs. Alva Menzies, of 
A. R. Menzies Associates. 

Theodore Lemcke, Standard Brands, Inc., was chair- 
man of the Wednesday morning session which heard 
Albert Pleydell, former Commissioner of Purchases for 
the City of New York, speak on “Improving Office 
Purchasing Methods.” 

Mr. Pleydell, recognizing that the drive to reduce 
operating costs was again getting under way, said that 
the original sources of saving (the production side of 
business) have been exhausted. 

“The office is the new field for cutting costs,” he 
said 

That afternoon, Michael A. C. Hume, of the account- 
ing firm of Bennett, Chirlian & Co., spoke to the 
office managers on “How to Mechanize an Accounting 
Office.” In the evening Madeline S. Strony, Gregg 
Publishing Co., and Amy Lorton McKay, of the Lorton- 
McKay Agency, shared the rostrum under the spon- 
sorship of the Transcription Supervisors’ Association 
of New York 

“We seem to lose sight of the fact that office as well 
as industrial employees must be trained if we are W 
keep down office costs,” Mrs. Strony said. 

Mrs. McKay, in her talk entitled “The Huma 
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kid 
‘ing 
out, 
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Your way of doing business . . . your business success . . . is instantly 
conveyed by the. appointments of your office. Afford those who call upon 


vou the distinctively gracious reception of a CRESTLINE Office by 


Security Steel Equipment Corporation of Avenel, New Jersey. 











IMMEDIATE 
DELIVERY 


for 
DOMESTIC & EXPORT 


TRADE a 
REBUILT 


DICTAPHONES - EDIPHONES 
SOUNDSCRIBERS 
AUDOGRAPHS 
WIRE RECORDERS 


QUALITY REBUILTS 
SINCE 1923 


== 


CHOOSE YOUR MODEL 


The one you want, from a stock of approximately 
1000 machines; all models available. Modern ef- 
ficiency and voice clarity are assured when you 
purchase our guaranteed rebuilts. 
LARGEST STOCK OF LATE MODELS 
CONVERTED AND SLIGHTLY USED 


MACHINES, WAR SURPLUS EQUIPMENT 
AND MODERNIZED EARLY MODELS. 


CLEARTONE CYLINDERS 


Our economical, lined, smooth textured product of 
long years of experiment and research, is the ideal 
cylin tin for dictating perfection. Complete satis- 
faction guaranteed with every order. 


Write Us Today 
Regarding Your Needs 


AMERICAN 


DICTATING MACHINE CO., Ine. 
235 FIFTH AVE., NEW YORK 16, N. Y. 








Margin of Profit,” stated that “understanding between 
employer and employees will yield a larger return than 
any other single economy available to management 
in 1950 and many years beyond.” 


Tells of Job Evaluation 


Dr. William Turner, dean of the school of social 
Work of the University of Pennsylvania, took the place 
of Herbert L. Rhoades, of the Metropolitan Life Insur- 
ance Co., on Thursday morning. 

With “The Practical Aspects of Job Evaluation” as 
his subject, Dr. Turner told his listeners that job 
evaluation was a full time job that required the en- 
thusiastic co-operation of everybody in the executive 
levels if it was to succeed. 

Richard R. Crow, United States Rubber Co., New 
York, spoke on “Developing Competent Supervision.” 

Mr. Crow, introduced by Carl Basler, called for a 
closer acquaintance with each supervisory job; proper 
supervisory selection; proper awareness of replacement 
possibilities for each supervisory job; and a program 
whereby management could periodically appraise line 
executives by personal contact. These are prerequisites 
to a management development and training activity, 
he said. 

That evening, in his talk “Conditioning the Office 
to Combat Fatigue,” Kenneth H. Ripnen, Kenneth H. 
Ripnen Co., Inc., New York, said that “The park-like 
setting for office buildings is just beginning, and the 
United Nations buildings, and those of the Pittsburgh- 
Dowling-Equitable project will go Rockefeller Center 
one better.” 

The next morning, Paul B. Mulligan, Paul B. Mul- 
igan & Co., New York, spoke on the “Use and Benefits 
of Clerical Time Standards.” Mr. Mulligan showed how 
such standards could: stabilize office costs; appraise 
systems improvements before installation; establish 
comparisons of efficiency between departments; make 
employee compensation more equitable. 

In the afternoon, M. G. Bastianello, of Statistical 
Tabulating Co., New York, told “How to Get Results 
From a Punch Card Installation.” 

Mr. Bastianello recounted the early history of the 
punch card system of tabulating, and then described 
the basic principles of the operation in order to orient 
non-users. 


NATIONAL BUSINESS SHOW EXHIBITS 
Acme Bulletin Ge., New York 3, N. Y¥.--On display was the firm's line 
f etin and directory boards changeable tt signs, cork bulletin 
boards and menu a statistical boards. John S. Gray, Charles Gray, 
Mr (oreoran and Mrs Gallagher were in attendance 
Acme Visible Records, Inc., Chicago 3, U1.—Shown to the general publie 
f t first time was the new package line tr hinge-pocket binets, 
\ tured ere é iltiple cabinets, new imint oks and 
alu lexoline ane is well as the entire line f cabinets, card 
books i reference equipment W. M. St. John a } ‘assady were 
i the s r from the New York ‘ Mces 
‘Addo Machine Co., ine., New York 19, N. Y. re Addo-X 
! th | 1 and electric models, wit! nd it? t redit 
hal I fror capacity &/s to 10/11 Those in rae ere slter W. 
f i Svivia Ni 
Aetna Products Co. stow York 17, N. ¥.—Demonstrated here was Dek 
é radicable t riter ribbon, Fast Actior el-¢ ye eradicator, 
Preferred rete vriter ribbon and Aetna Kopykat 1 charge were 
t v's partne Fred Newman and Alb Ru 
“American Automatic Typewriter Co., Chicago 22, III. eatured here was 
t t t ! ndard and select or automati et \ ers includ 
iodels in t ew A itotypist “50 Series the 5020 standard, 
sh-button single selector and the 5050 push-but 1 dus selector, 
ge was William M hulz, vice-president ted Moran, 
Shay, James Barton, Joe Power and Jerry Lew : ¢ is men 
f the Chi ig @ ‘ staff 
“American Cpmens | Co.. Inetrument Div., Buffalo 15, N. Y. n display 
Spencer Model MC Detling ype and icrofilm 


Pp ne I 


r te ' 
“American Writing Me ond Corp., Holyoke, Mass...\ featur tion at 

t t was le-A miniature pape aching } peration, 
the world, the machine produce: pape 1 » juous well 

wide \ hown was Eagle A boxe type ter uper. cull 

well as flat papers. Shel Bradle mgr. of advertising 


Audograph Sales Co ‘New York 18, N. Y. } dels ¢ he Aude 
h Electronic & ’ er were show! € xecut r dictation 
Master mir tion dic ‘tation-t r 1 I r [ 
telep! ‘ rding and the Secre 
Special feature f the Secretarial n 
vn. In atte 
W. Stewart as s sales repres 
“Russell e. Geum. _ Pamadetpite 6, Pa.— Exhibit 
imt w offices, printing plants, bool 
. harge the exhibit were L. Hi I. Rude nd 
" Reck Duplicator Corp. The, aoe. of a ge! Inc., New York 11, 
i atin and sten achines and dupli 
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ACCURACY, DEPENDABILITY and 
of Allen-Wales adding machines have 
on Yo Cok tomb aaKele(-soeMe—ja'abbaleme- bate o)(-1- tsb ate, 
the bright look for the right figures. 


ALER FRANCHISE AVAILABLE IN CITIES 
[ERE WE ARE NOT AT PRESENT REPRESENTED 


ALES ADDING MACHINE DIVISIO 
IONAL CASH REGISTER COMPANY 
_ 444 MADISON AVENUE 
NEW-YORK 22, N. Y¥. 





Y WwW 


THE NEW 


SPEEDY METHOD 
OF KEEPING LISTS 


that your customers 

glad to yse if show 
amazing possibilities. Avail- 
able in the three different 
lengths in sizes for uP t° 4 
typewritten lines, these self- 
aligning strips are easily 
chained together and held 
securely in 9" 82 x ee 
strip holder ..- 


RING Books 
LETTER FOLDERS 


Designed for 8 
Victor Visible equipment 
equipment ADD-A-LINE references can 
_ Pocket Adapters are 
of strips. Show 
your custom i in mind) how 
this adapter “ 


CLOTH BOOKS STEEL SECTIONS CARD FRAMES 
METAL re leL.e N Tele) ®) SECTIONS CARD PANELS VISIBLE CABINETS 


WRITE F 
OR FURTHER INFORMATION AND LITERATURE 


2 
VIC TOR THE vic 
ee usa EQUIPMEN 
H TONAWANDA T Co., INC. 


é NEW YORK 
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: Also feat e No. C15 electric automatic rotary dupli a fae 
t i the S g t bed duplicator with a paper feeding tray (Pi 
In attendance we Offer, vice-president, Miss 8. J. Browa and tas 
Milton oot o 
Bircher Co., Inc., Rochester, N. Y.—Or exhibite were 7 different models ‘ 
f Lighting lett two of the Lighting mail sealers In 
attend ew R. 1 manager, assisted by R. J. Ludlow and 
Dp. W. Mar N t 
A. Blank, Inc., New York 4, N. Y¥.—-Shown were steel desks, filing cab 
nets ge : ibinets and chairs Wood desks, wood i 
writers and floor covering were also on 
list I s I ( ry-Jamestown, Leopold Desk, Imperial Ss | Me Gr | 
Ur Sturg t f an Carpet and thers In attendance Di TIN TIVE i BA * 
I Blank, d Harry Blank 


Bruning, Charles, Co., Inc Chicago 41, 1.—-Shown was the firm’s line 
f ‘ standa achines, electric erasing machines, trans U PHOLSTE RE D Cc HAI as 


and copy paper. Special emphasis was 


9 teprint ypying anything translucent, transparent 
wit! des or in color without using stencils or 
A variety t lored lines of paper are available and 4 
I medium or large volume whiteprinter S 


} G } n Ww 
Business Archives Center, Inc., New York 25, N. ¥.—Described here was 
the f rvices tter storage, cutting record-keeping costs 
nt guards protecting back records and com 
g rence, inventory, arrangement and evalu 





; Business Systems Corp., New York 14, N. Y¥.—-Featured were the Pay 
t r t Ferris rotary file, forms and supplies for 

' st nee were Samuel Heller of Business Sys 

t f Ott kuch, president of Férris Business Equip 


Cineque Colorfilm Laboratories, Inc., New York, N. Y.—On display was 
f matic slide and filmstrips projectors. Neil 


) | ray Sass, assistant sales manager were 
Coin Audit Sales Co., Boston, Mass...See Mailers Service & Equipment 
Cole Steel Equipment C< Inc., New York 17, N. ¥.—Shown here was a 
f luding the combination units Nos. 469 

were Air Flo files, the new convert 

{ ture and blueprint files, as well as the 

ind smaller storage cabinets such 

W Scheinman was in charge aided by 

Chapman, Benja n B jlatt, Samus. 

Mort Melvin Schnall, John Lewis and Alan 


Collister Corp., New York 16, N. Y.—-Displayed here were Rite-Line copy 


hime-Mati« signalling device on the 
tion equipment Collister is the New ' - 
SoundScriber Corporation and the Rite No. 956 2 Adjustob 
’ endance were Norman J. Collister, pres tilting back. Spring us 
st L. Weber 
holstered pat Ss non 
Comprehensive Fabrics, tn New York 1, N. Y.-B. Ff Goodrich’ s olster se 
: kk us upholstered furniture, draperies tilting 
ered witl rose 
; Connolly, J. J ine Nw York 18, WN. Y. As distributors of Peirce dic 
: t nstrated the new Peirce system featuring 


belts, dises or cylinders to handle or 

‘ t 80 or 60 minutes of dictation 

. ling the Master Model 260, a complete 
H. P. Rutherford iles manager, was in 


? 


Copy-Craft, inc New York 7, N. Y.-—Exhibited were the Copy-Craft 
bons, stencils, duplicating inks, hecto 

Flagship metallic-back carbon was also 

H ling's new Tempe push-button control 

The firm is the New York distributor 

ent and supplis Alonzo Putnan 


Crystal Copy Corp., New York 10, N. Y¥.--As New York and New Jersey 





Duplicating ¢ thi firm showed the No 932'A Aristocratof 
ystal stencils in blue, green, ivory and c rs. Sof 
f carbon papers r ked ribbons and at PPS neon ne 
rge was M. Alkon, H. T. Calo, L. V vat? milil) meat it 
W Krentz 
Cummins Business Machines Corp., Chicago 40, 111.—On display were per 
lorsers with special emphasis given the 
; M f it the booth was the booklet, How to 
; | Error, Negligence or Fraud,”’ containing 
t rking and fraud protection for banks 


nd t f Scupholm, branch gr.. was in charge 
Cushman & Denison Mfg. Co., New York 11, N. ¥.—Shown for the first 
. r Flo-Master inks. With the Flo-Master 
Cado paper fastener, the punchless binder 
and L.E.B. binder cl ps R bE Cooley 
rtising megr., were as ted by W. H 


These high back upholstered revolving 
chairs are outstanding in design, with 





Detecto Scales, Inc., Brooklyn 5, N. Y¥.—On display was the firm’s line 


i the industria ! f seales In at - ° _ : 
Jaffe, Wm. L. Weiss and Samuel many “built-in” features that provide the max- 
Diebold, Inc., Canton 2, Ohio.The new line of Grade A four-drawer imum in comfort. Especially recommended for 
k f odern office systems were intre . . . 
= of tnbetetiietan end setere. eeetien use as Judge’s chairs in court rooms, but 
ent was on disp Also shown wa . . . 
hold-up protection lines, including the equally appropriate for private offices, espe- 
fe. W. Harvey Thompson, manager of ' 
. " os gedeted te tt» cine oa cially those of the legal profession. 
Domore Chair Co ive Elkhart, Ind.—Show: va tw new Domore 
‘ ew secretar r. the Debonaire 
ding new comp te mnstructior ane 
were President H. B. Williams and ¥y 
N M together with seve embers of his For such an intimate piece of furniture ai a chart 
t f home office representatives a _ 
Elliott Addressing Machine Co.. New York 13. N. Y¥.-Shown were a there (4 #0 sahishacloryg substitute ,or WOO? 
I tr N 150 mact for post card adver 
pewriters for tt stencils Robt 


p * n attendance 
Evropean-American Trade Development Corp., New York 5, N. Y 


: Executone, Inc New York 17, N. Y¥ A highlig? [ is exhibit was 
! | isual signa ge device featured it 
tercommunicatior equipment just 

I Pre ng any butt itomatically ar 
ects I means of dulated chime 
| 4 Richar iles promotior 

F.A.I Milan Italy ere W the |! ne of Tota 
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TRANSFER CASES THAT 
ROLL EASIER! 
SELL EASIER! 


LLLZLZZ 
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PHT ATHI 



























o Fon 
Drawers push and pull easily 


under full load. Reinforced 
heavy gauge, welded steel! 
construction. Bolt together 





vertically and horizontally— 
interlock feature 





CARDINAL 


STEEL TRANSFER 
CASES 








ORDER YOUR STOCK NOW — 
BE READY FOR TRANSFER TIME 


Place your order now for these exceptional Transfer Cases. Olive 
Green baked enamel finish. Made in Letter, Cap, Invoice, Ledger, 
Document 2 compartment, Check, Card and Tabulating Card sizes 


3"' high base and follower blocks available 
WRITE FOR BULLETIN AND PRICES 


ILL 





CHICAGO 44, 


W. MADISON ST., 
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s1dding machines and Numeria calculating machines. In attendance was 


Alfredo Ponti, engineering director 

Federal Cash Register Co., Kansas City, Mo.-U. S. Federal Cash Reg 
listers we shown, including the complete line of new ) Class press-down 
, ters with printed 





key j the model Kal4 electric receipt and slip prit 

detail strip and the n Kal9 itemized receipt printer with multiple 
totals. Roger Creek, general mgr., was in charge ssisted by Messrs 
srooks, Wyatt and Nilsson 

Felins Tying Machine Co., Milwaukee 6, Wis..-See Mailers Service & 
Equipment 

Fototype, ine., Chicago 13, Ili.—See B. J. Kolber ( 

Friden Calculating Machine Co., Inc., San Leandro, Calif.—Featured 
were the new _ Friden ilculators, including the STW Ultro-Matic model 
that is fully automatic and the CW model that is semi-automatik In 
charge of the booth were L. B. Taylor, J. Arthur Russell, John M. Lund, 
vice-president and general mgr., H. A. Richardson and Walter Johnsor 

Graphic Microfilm Corp., New York 6, N. Y.—Exhibited were Kodak 
Micro-file equipment, K dak model C readers, 16 and 35 mm. Gris 
combe equipment, Yawman and Erbe film cabinets, American Optical 
readers, 16 mm. Bolse cameras and readers. R. W. Batchelder, presi 
dent und M. E. Brand, vice-president and treasurer were assisted by 
a as wk and J. T. Wengen 


Guide System & Supply Co., New York 13, N. Y¥.—Products on 











included the DeLuxe Transfile, the steel-front bearing t 
file, the Leader Transfile, the steel-front heavy-duty transfer file, and the 
Regula Transfile, an all-corrugated model. Also shown were the Guide 
0-Folder hanging folder, the Guide-O-File, an all-steel personal f with 
the Slide-O-Matic t the Guide-O-Tray steel desk drawer unit d the 
Guide-O-Fra steel file frames for Guide-O-Folders I attenda were 
Irving Kremsdorf, president and secretary, George Meltzer, Jerome 
Kremsdorf Nathan Yanowitz, treasurer, Charles Lefkowitz Barney 
Meltzer, Julian Kremsdorf and Robert Yanowitz 

Hammond, C. &., & Co., New York 21, N. Y.—On display were ales 
territorial maps of the United States, including total and sectional cov 
erage together with breakdowns of individual state inty and city plans 
Various forms of mountings and map equipment designed to 1 t ar 
ticular requirements, a variety of atlases emphasizing either the d tic 
field reign coverag globes were also shown Douglas 8S. Safford 
manager of the retail sales division, and his assistant, Edwin S. King 
were assisted by G. W. Lapham and Stuart L. Har nd 

Harding, Milo, Co., Los Angeles 15, Calif.—Being demonstrated w the 
new Tempo duplicator electric model Tempo fil stencils, inks and 
duplicating supplies were a featured. James Harding and Richard 
Bailey were in attendance 


Henko Supply Co., New York 18, N. ¥.—Listed under Kr 





Henning & Cheadle, Inc., Detroit 26, Mich.—On display wer isua 
Ca verhead projector including the new Travel nodel, the O Cast 
projector and Visual Cast presentations. In charge were Ralph W. Siegel 
sales mgr. of Victorlite Industries, and Philip S. Sayles, N repre 
entative for Henning & Cheadle 

” Meyer Corp., The, Chicago 23, ili.—Featured were Heyer port e ad 
dressers together with the firm's line of duplicators and sup} Arthur 
Zitt, branch mgr. of the New York office, was sted by Cl ‘ H 
Lee, sales mgr 

Houghton Mifflin Co., New York 16, N. Y.--On display was Webst« 
New International Dictionary in the second editior In attendance were 
Wm. H. Denne, Miss Lillian Law and Lewis I McS} 

Hunter Sreetre- Copy ict Agency, Inc., New York 7, N. Y.—-Ex ite 
were PI opy machines and papers as well as a mplete line sul 
plies "1 photo-copying needs. One-Step positive ,P up T was introduced 
it this time President John B. Tupper Was assi d by Benja Gra 
han vice-president 

Hush-A-Phone Corp., New York 11, N. ¥.—On display was the new mode 
Hush-A-Phone, the phone silencer solving three phone problems—voice 
privacy, office quiet and improved hearing in noisy places Adaptior an 
be made to various types of dictating machines. President H. ¢ ruttle 
ind Stanley W. Clulow were in attendance 

oe age inc., New York, N. Y¥.—Featured for the first time was the 

pys device which can be attached to any standard typewrit Max 
Pc ack was in charge 

itkin Bros., Inc., New York 17, N. ¥.—Products of the following com 
panies were shown: Alma Desk Co., Myrtle Desk | Commer Fur 
niture Ce Shelbyville Desk Co., Taylor Chair ¢ Bright Chair Cs 
Imperial Leather Fu Co., All-Steel Equipment, Inc.; Sec ty Steel 
Equi ent Co., Sligh Furniture Co., Frank Scerbo & Sons, and Harter 
Chair Corp Messrs Bet Abe, Sam and Phil Itkin were assiste: their 
sale staff 

Kee Lox Mfg. Co., New York 16, N. Y¥. The pany’s line nked 
ribb ind « arbo m papers was displayed, together with a carbon device 
for se with contin forms and the Kopy Aligner box used dis 
pensing and ollectit g carbon papers. John A. Noonan, New York mgr 
was assisted by E. R. Foudy and Bert Olsen 

Kolber, B. J., Co., New York 7, N. Y¥.—Featured were cardboa and 
transparent letters for reproduction purposes. Methods for setting up 
lettering for offset zincs and silk screen were demonstrated. B. J. Kolber 
was ll harge 

Koroseal, B. F. Goodrich Material Comprehensive Fabrics, inc., New 
York 1, N. Y¥.—Also listed under Comprehensive Fabrics, In 

Krayer Mfg. Co., Iinc., Elizabeth 1, N. J.—On display was Kleen-All 
leansing cream, Dandy double-action hand cleaner, KM( luy ating 
fluid, KMC liq lid si ap, typecleaner and blanket ar lier cleaner. Pres 
ident Walter E. Krayer was assisted by Henry Knoth, secreta and 
treasurer! 

Koller & Smith Co., Inc., New York 7, N. Y¥.—On exhibit was tl mn 
pany’s line of file folders, guides, indexes and systems forms with 
1 full showing of housings for all types of business records. Shown it 
pul for the first time was the Magne-Dex, a card index w ep 
arates cards by magnetis President J. B. McMahon was assisted by 
the Messrs. Christenson, Biggie, Zimlinghaus, McMenomey, Higg an 


several others 
The Linguaphone 


records of home 


New York 20, N. Y.—Exhibited were pho 


conversational irses in foreigi an 


Institute, 
study 


ograpl 
ges together wit! mpanion texts. Ann Sofaer was in charg 
_ Lithomat Corp., eget 41, Mass.—Lit! it ffset plate wert 
d nstrated and the complete line of equipment and supplie was 
: In attendance was E dwin L. Miller 
‘Ludiow, R. J., dr., New York 13, N. ¥.—See The Bircher Compar Im 
rther details 
Mailers Service & Equipment Co., New York, N Y. Featured w the 
{ idit Sales’ s ing inting and wrapping ne and the Felins 
Pak Tyer machine made by the Felins Tying Machine ¢ Any In at- 
tendance were George Catuna, Paul I. Gross and M el Hal ri 
Marchant Calculating Machine Co., Inc., Oakland 8, Calif. Displayed for 
he first time was the ) iny s complete line 1utomat and low 
st smi-automatic Figuremaster calculat ] tendance w Wil 
T Criswell, Charies H. Wilkinsor Ede B. Jessuy president 
Leslie T. Carr and representatives 
Marr Duplicator Co., Inc., New York 7, N. Y Featured he ‘ the 
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Right in 
Mosler Dealers’ 


Hands! 


That’s the number of “live” prospects Mosler advertising delivered to 


Mosler dealers in the last year—to help them do more business. 


Mosler advertising 


works for the 
Mosler dealer 
—the direct, 
not the 
indirect way. 


TERRITORIES STILL OPEN 


Here’s your opportunity to 
sell the finest line of fire 
and burglary protective 
equipment, backed by the 
cooperation and sales help 


of the greatest namein safes 
and safety. Your territory 
may still be open—write to- 
day for full details. 
The Mosler Safe Company 
Hamilton, Ohio 





OFFICE APPLIANCES, 


Then, all names are rushed 
quick follow-up, bringing in the 
highest percentage of actual sales. 


Yet this extra business 


bonus doesn’t cost the dealer 


of advertising in 


magazines and 


Each year, Mosler r 


thousands of dol 


trade publications, to S¥ 


prospect inquiries .. . 


direct to the proper dealers for 


a cent! 


December, 


Leading the way in value and sales... 


Je Mosler Sa 


Safes 


Money Chests 


Insulated 
Record 
Containers 


Vault Doors 


1949 


FACTORIES: 
Hamilton, Ohio 
Largest builders of safes 
and vaults in the world 

































space-saving high stacking . . . how they give a 
full 2559” of clear filing space. 


Yes, you cash in when your customers face their 
annual problem of finding safe, compact and easy- 


















to-use storage for inactive records. You can make You can point out, too, that Berger’s all-steel 
big-volume sales fast when you demonstrate how welded construction protects valuable records 
Berger’s heavy channel frame construction and against damage due to moisture, fire or vermin. 
reinforced drawer heads make these Transfer. Cases Customers are favorably impressed when you 
extra strong, rigid and durable . . how they allow tell them that Berger has furnished business with 


more channel-reinforced steel transfer units than any 
other manufacturer—and, this very fact also means 
steady, profitable repeat business for Berger dealers. 














Make transfer time extra profits time—stock, 
display and sell Berger Steel Transfer Cases in 
sizes for ledger sheets, legal forms, letters, 
invoices, checks and tabulating cards. Write 
today for full information. 





Colorful and convincing ... helps put across your 
sales story ... reminds customers of your business 

. suggests new items... creates new sales. 
Envelope stuffers, folders, catalogs describing all 
Berger equipment are available for your use. 
See your Berger representative ... orf write us, 
















ee asentecterine Division ia 


REPUBLIC STEEL CORPORATION ¢ CANTON 5, OHIO 
OFFICES IN PRINCIPAL CITIES 







STEEL OFFICE 
EQUIPMENT 


















5, 4, 3, 2-drawer steel transfer plan drawer double door steel book Also steel shelving R 
steel filing cabinets cases ossemblies storage cabinets shelf units ond lockers j 
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' el } tion feed stencil printing press with positive 

t dels of duplicating machines and supplies 
4 how! Marr, president, was assisted by Harold M. 
Walter W nd members of the sales staff. 


Master Addresser Co., Minneapolis 16, Minn.—Master Addresser Models 
i were the latter shown for the first time. Geo. H. 
ast was assisted by Harry Schwartz and James 


Mayhal Photocpy Corp. of America, New York 11, N. Y.—In actual 
n at t the latest model of the Mayhal photocopy 
and d f achines. Actual photocopies were made for 
I I yooth were Robert B. Mayer, Joseph Harrison 
\ Abra 

Michael Lith C« New York 19, N. ¥.—Displayed here were duplicating 
ting pplies, duplicating inks, reproduction equip 
sup] r with a listing of various services offered such 
ng tset printing, platemaking, blankets and plates, 
ypin er and mailing service. Multilith and David- 
Elect ror iplicating machine was also featured. In 

arge was R. V S eee and E. A. Sullivan. 
Mimeo Mfg. Co., New York 13, N. ¥.—Stencil duplicator machines and 





re In charge were Joseph Adragna, Vincent 

‘ g I l \ } L. Siddall 
Monroe Calculating Machine a Inc., Orange, N. J.—The firm’s full 
i ng g and bookkeeping machines was displayed 


new line of modernized adding machines, 


ting the fully-automatic Monromatic calculator 

I Manag G. J. Schmucki, R. A. Winan and W. L 

M ‘ the sales force from the uptown and down 
New } Newark and Paterson offices 


Mosier Safe Co., The, New York 1, N. Y¥.—Featured was the Fire For 
the ew st if ymmbining both fire and burglary protec 
I glar-re hests, insulated filing cabinets, ledger desk 
afes and » r home and office were also exhibited. Assist 

rect ttlehale was assisted by the sales force 
sodern Telephone Corp New York 22, N. Y¥.—Internal office commu 
g equil ired, together with paging facilities operated 
b Martoccia, vice-president, and Arthur Menlain, 
were assisted by Messrs. Mahoney, Grogan 


Muzak Corp., New York 3, N. Y.—Transcribed music by Muzak was 


Hillstrom was in charge of the booth 
National Assoc. of Cost Accountants, New York Chapter, New York 17, 
N. Y / phiets describing the organization were dis 


National Duplicating Co., Denver, Colo.—See Crystal Copy Corporation 

National Office Management Assn., New York Chapter, New York 18. 
ganization was avaliable 

National Records Management Couneil, The, New York 3, N. Y.—De 

‘ f offered by the organization, such as con 

ng operations, evaluating records accumu 


New York State Employment Service, New York 17, N. Y¥.—This booth 
f mployment service 
New York Telephone Cx New York 7, N. Y¥.—100 jack board was fea 
wit Guests were invited to insert the plug in 
rt to win either a free New York state call 
call between four specified cities 


OFFICE APPLIANCES Chicago 6, 1.—Described here was “Office Ap 


nical trade journal of the office equipment 
Index the new complete directory of 
rge was George { Wheeler, eastern man 


ip and Jehn Gilbert, president, from the 


Office, The, New York 16, N. Y¥.—Available here were copies of The 
nt William Schulhof, editor, was in charge. 
Office Management & Equipment, New York 10, N. Y¥.—Copies of the 


Office Executives Assoc. of New York, Inc., New York 18, N. Y¥.—Litera 
Olivetti Export Division European American Trade Development Corp., 


New York 1, N. ¥ here were electric automatic printing calcu 
A mstrated. { 4. Cavalieri and A. Orlas 


Oxford Filing Supply C« Inc., Garden City, N. Y¥.—On display were 
flex g er and the Pendafiexer file and utility desk 

front storage files, Pendaflex steel filing 

desk-file combination and the movable 

ndance were Richard A. Jonas, Jr., pres 

F tary; Chas. E. Reynell, sales mgr.: San 

N g Messrs. Hurley, Cameron, Armitt, Beyer and 


Ozalid, Division of General Aniline & Film Corp., Johnson City, N. Y. 
) t ete line of Ozalid positive-printing dry 
ng the Ozalid Printmaster, the new Super 
0 ner Also shown were the many different 

and foils currently available. In attend 

H 4. Travis, W. J. Terrence, sales represen 
the market development and advertising 


Payroll Tax Service, New York 1, N. Y¥.—This display consisted princi 
I a device that automatically aligns payroll 
eliminated and payrolls are completed by 
Other products include the W-2 Multifixt 
tems. In charge were E. A. Laskey, Joel I 
| LASKCY 
Peirce Wire Recorder Corp., Evanston, ili.-This display featured a 
y er recorders in use. See J. J. Connolly, Inc. 
Permoflux Corp., Chicago 39, !.—Featured here was the tape writer 
t g gned as a portable. Jerry A. Enger, general 
R i r, general mgr., were in attendance 
Plus Computing Machines, Inc., New York 7, N. Y.—Exhibited was the 
t f machines, including three part-keyboard 


2 


along with special equipment such as 
analysers. John C. Schou was in chargé 
Pronto File Corp., New York 17, N. ¥.—A mplete battery of Pronto 
r the 60-foot exhibit The display demon 
terlocked to form a solid wall 
Queen Ribbon & Carbon Co., Inc., Brooklyn 11, N. Y.—-Featured here 
I ffers continuous billing operation without 
own was the new Super-Sovereign type 
Sovereign carbon papers. The firm’s new 


papers also was exhibited. Henry Ring 

L. DuPre, sales mgr., were in attendance 

New York 11, N. Y¥.—Featured here was the 
atlases and globes, with special emphasis 

up, the executives’ indexed map, the 


Rand McNally & 
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giv eC you more. »! 





20 MODELS 
FROM $89.50 TO $377.50 


Easy to Operate. Anyone can use. Versatile 
@ Victors add, subtract, and multiply. Auto- 
matic Credit Balance. 


See What You’re Doing. All items immedi- 
* ately visible at all times. 


Carry It With You. Sturdily built Victors 
o easy to carry. Light, compact; occupy desk 
space no larger than ordinary letterhead. 


Precision made, fully guaranteed. Electric or 
hand operated; choice of full key or 10 key 
keyboards. Liberal trade-in allowances; con- 
venient credit terms. Victor branch offices or 
authorized dealers in all principal cities. 


@ World's Largest Exclusive Manufacturer of 
Adding Machines —Now in Our 31st Year 





VICTOR ADDING MACHINE CO. 


Chicago 18, Illinois 
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For hastor piling and. pimding | 
The FINDIT filing sysiem § 








TIT" CRAE ise 
PS PayRE Inc 
AR ROLBUCK $Y 








@ LETTER SEANICE— 





1 





STRAW CO OFF 
wosTROm ~ 
CEMERAL Fiat mouURamct a 
jon Gor b8Au™ . 
BavIO GRAD co » 

MARSMALL FUELS ¥ 

Fito ae 

Tipe Lit’ ShPER 
TiLEFSOw MOTOR SERYKE 
wT goo. Eston & Co . 
ALER CGEP IMC 











= woTes out ial - 
Reeth: ioe 
DAARE HOTEL 248 
DiLLON & CO 


Dik & COLLINS 
AB DICK CO 



























FINDIT me 
SYSTEM 
A TO : 





Filing System. you 
do more than make a sale. You make a real contribution 
to the filing efficiency of another office. The 
FINDIT Filing System provides packaged filing efficieney 

ready to make “filing and finding” effortless. The crystal 
clear plastic tab angled for greater visibility is an out- 
standing feature. Send for illustrate 
literature. 


EVERY TIME you sell the FINDIT 


: . 
usiness 





Established 1921\| 


U. L. BARBLEY & CU. 


Munufacturers of Filing Supplies , 


1220 W. Van Buren St. Chicago 7, Ill. 
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Cosmopolitan map of the world and the commercial a and marketing 
guide In varge was J. 8. Frazin, mgr. of the east« mmercial div 
sion, assisted by eastern sales representatives. 

Rex-0-Graph, Inc., Milwaukee 12, Wis.—Listed under Van Hawk Sales 
Lo 

Reynolds & Reynolds Co., The, Dayton 7, Ohio.-On display was the 
Paywrite board, specialized carbon interleaved forms, distinctive checks 
and the complete matched line of stationery. Assistant Sales Promotion 
Mer. J. Morrow_and New York Sales Representative C. F. Horder were 
assisted by the Messrs. Thoerle, McManus, Swanson and King 


Rite-Line Copyhoider Div., New York 16, N. Y.—-See Collister Corp 






Robotyper Corp., Detroit 34, Mich.Shown for the first time was the 
new Carlson Selector Robotyper. Also displayed was the standard model 
tobotyper. In charge were J. F. Stewart, sales prom. mgr., and G. W 
Carlson, chief engineer, assisted by J. E. Gilligan, mgr. New England 
division, and J. E. Willett, New York branch mgr 

Rockwell-Barnes Co., Chicago 1, til.—Rock-a-file module and sectional 
office furniture was exhibited here. Leonard O. Rose, mgr. office equip 
div., and H. O. Atwood of H. O. Atwood and Assoc were assisted by 
James Rowe, Charlies Fisk and Prosper Boudart 
Safe-Guard Sales Corp., Lansdale, Pa.—Featured was a new traveling 
display for bank and office supply dealers that describes forgery and 
forgery prevention. Also shown was the full line of Instant Safe-Guard 
checkwriters set ount, new automatic keyboard release on button-type 
machines, Air-In-Ventilators and a new Safeguard air room humidifier 
In attendance was Ewald Mayer, sales manager from the home office 
Joseph Strauss, Walter 8. Arnstein and Frank J. Roderick 

Sheaffer, W. A., Pen Co., New York 16, N. Y.—Featured in this dis 
play was the complete line of writing instruments, with emphasis on 
lithographed Fineline pencils and Fineline ball points, as well as on the 
Safeguard desk set with the non-spillable feature Howard G. Jubenville, 
sales promotion mgr., was in charge, assisted by C. R. Boyd and C. W 
Bonney 
Cc. E. Sheppard Co., Long island City 1, N. Y.—On exhibit was loose 
leaf record-keeping equipment, including posting board systems, visibl 
record books, business forms, binders and loose leaf covers for advertising 


purposes. In charge was A. A. Goldstein, vice-president, assisted by 


Alfred Shagoury. 


Simpiex Time Recorder Co., Gardner, Mass.—On display in this exhibit 
were the Simplex hourly three-wire corrective master system and the 
complete line of Simplex payroll and cost clocks; the Productograph, 
used st and job work, the complete line of Simplex time stamps, 
Simplex program units for ringing bells or sounding warnings at stated 
intervals and a new watchman’s clock with accessories Also shown were 
spe bank stamps, automatic interval timers and numbering machines 

















along with the new time and production measuring unit. Assistant Sales 
Mgr. Pau! Hallock and A. C. Staur, New York City district sales mgr., 
were in attendance 
SoundScriber Corp., The, New Haven 4, Conn.—-The firm's new Tycoon 
and Lady Tycoon was unveiled here. Such features as the Quick Review 
microphone and Television indexing were among the new advanecs whict 
SoundScriber is showing to the public for the first time. Staffed t 
handle volume demonstrations of the new series, the exhibit also fea 
tures photomurals of equipment and use against a background of Sound 
Scriber green. In charge was J. McKeon, director of sales promotior 
and advertising. n attendance were Walter J. Niles, vice-president 
R. W Davidson, sales mgr and Norman J. Collister president of Uol 
ister Corp 
Speed Products Co., Inc., Long Island City 1, N. Y¥.—On exhibit here 
were Jeweltone staplers, the various styles of Swingline staplers, Speed 
mat heavy compression tackers, Speedway pressboard yvers and fold 
rs with Speedway and Koverlox fasteners. Parrot binder clips, Speed 
erasing shields, Parr finger tips, Speed ring book and post binder indexes 
Parr twirler rings and typewriter keys and the Swingline Staple X Tractor 
was exhibited. Charles H. Parker, sales direct was assisted by 
Messrs. Loewe, Seff, Rosefield, Schnieder, Desmarais, Liderman ar Feld 
mar 4 assisting were Nell Lee Litvak and the Speed Products Rabbit 
Girl 
Standard Manifold Co., Chicago 6, t.—The Repeat-O-Pak and Roll) 
Pak irbon forms were shown and demonstrated These enable the user 
t write several thousand words without reloading 4 general line of 
arb paper and inked ribbons also was on displa) In attendance were 
L. K. Fleischmann, president; William Fleischmaz ice-president, and 
F. L. Eicher, vice-president and manager of eastern sales 
Sunroc Co., inc., Glen Riddle, Pa.—This display featured the improved 
Sunr Model 26 elect water cooler, which provide na sing it 
cool drinking water, trays of ice cubes and rigerated storage 
space Also shown were dels for specific applications su ra ad 
ars al motives. The Sunroc purifier, water pecial 
emphasis. Jack Quinn was in charge 
Thomas Mechanical Collator Corp., New York 7, N. Y.—Introd 
the Vacumati« collat which gathers pages int sets auto 
through the use - 7 jum An electric stapler was also « 
together with the entire ne of redesigned mechanical collators 
dent W. E. Thomas was assisted by Miss E. Arnett, R. L. Hickey, T. E 
Waish and G. W. Oliver 
Tiffany Stand Co., Popular Bluff, Mo.—Shown here were portable busi 
ness machine stands ng stands for typewrit aiculating ma 
chines idding machine billing machines, bookkeey machines and 
thers William Simpkins was in charge, assist b ther ¢ o! 
+} taff 
Tru-Rite, Inc., New York 4, N. Y.—On disp we the new green 
Whiteha eye-ease n-glare Triofilm top stenci the Tri-Brar rri 
film stencil in blu é w and white, fast rying imeogray and 
multilith inks in black a rs, Tri-Brand 1 é i offset papers. 
Den rations were ade on the closed dru I eograph machine 
4. E. Schreyer and Jack Sheldon were in attenda assisted by sales 
staff 
Universal Cash Registers, Nottingham, England.—Tota! adding machines 
ving number of st rs, number of no-sale and the number of 
t the machine is r were displayed here The machines are of 
essdown key! ! type B. M. Wise, genera inager, was if 
Van Hawk Sales Co., New York 12, N. Y.—0Or 3] was t Rex 
graptl ne including the atest type electric systems machine 1 the 
new, improved low é Rex-o-graph models and supplies Ir end 
were Charlies Bartlett, treasurer; Leslie Christi n, sales manager 
und Bob Swain 4 f Rex-o-graph, In and J Hawkins and Ed 
Sullivan of Van Hawk 
Victorlite Industries, Los Angeles 43, Calif...see Henning and Cheadle, 
In 
Warshaw Mfg. Co., Inc., The, Brooklyn 1, N. Y¥.—Shown were filing 
supplies, including file folders, index card guide rtical file guides, 
index rds and adding machine rolls. Also ol splay were gummed 
specialities including loose ik af patches, index ta pr abet : blank 
index strips, trans t index strips, sealing ta rolled folde abels 
und pin tickets. Ir arge were Jerry and S Warshaw, assisted by 
Alfred McGrain Also in attendance was President Abe Warshaw 
Webster-Chicago Corp., Chicago 39, ili.—Feature ind den rated 
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STAPLE .< TRACTOR 


a 


removes all sizes of office staples faster, easier! 


bIVES @male}io Mt isl-Mislele) am 
OUT! SAVES TIME 


as it extracts it! A 


Colorful, red 
steel. Famed 


wear. Reta 
it Ss the elai 


space on the 


Toltlan 11 





Dynamic Display Card — mounts 
12 units (3 of each color). Order 
oh astgel Mlcl ae dlslele) a Me lale Mee) lalla: 


cmentll 


ZZ SPEED PRODUCTS COMPANY. INC. - LONG ISLAND CITY 
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Button Back 
Sofa No. 960 












Presen ling DWistinclive Hyling 
and Gn dividuality in 
eather Yurntline... 


Our furniture is designed with a thought 
for the dealer who is particularly interested in 
building customer goodwill and for the cus- 
tomer with discriminating taste for styling and 
good value. 


Each piece has been selected for its fine 
styling, dependable construction and full value, 
to give our dealers and their customers a 
lasting satisfaction in performance. 


FRANK SCERBO & SONS INC. 


Manufacturers of 
Distinctive Upholstered Furniture 


536 Pearl Street © ##New York 7, N. Y. 





Seasons Greetinas 
and sincere good wishes 
fora Happy and Prosperous 

New Year. 





A FEW OF THE MANY BEAUTIFUL CUSTOM BUILT "STYLES BY SCERBO 
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e ' e recorder for low-cost dictation A num 
th shown in addition to an assortment 
r} f Sanford Electronics Corp., N. Y. dis 


Wespey International Corp., New York 18, N. Y¥.—Featured here was 

th P t-Fix, the ly distributed mimeograph stencil dupli 

m the new principle of using paste i 

than ordinary stencils President (ar! 

“ was Leonard Bernstein, Seymour Schneider and 
“ VW 

Wheeldex Mfg. Co., Inc White Plains, N. Y.—Exhibited were Wheel 


’ f ecard records for direct posting and refer 
tandard ar sizes for any volume. Motorized units were 
i wi In charg R. P. Schofield, assisted by the sales staff ss 
Wireway Corp. of America, Brooklyn 22, N. Y. Precision-built wire 
s featu g Wire Wavy Secretary was featured here. The 


Wastebaskets 


| VV 


BUSINESS SHOW GUEST BOOK 
The following are the names of visitors at the Busi- 
ness Show who stopped in at Orrice ApPLIANCEs booth 








and signed their names in the Guest Book: 
A Fowler, R. G., Allen-Wales Add 
‘ I . ness ing Machine Div., National 
~ t Cash Register Co 
I | \ Meta Frost Herbert F Speed Key 
| { | Pa Corp 
4 N ! Fueci, Nick Business Machines 
i igeport, { In New York, N 
‘ i, W. F., I Cor} G 
\ im Vow « Supply Geismar, Stanley, Joshua Meier 
{ ig | Co., Im 
\ k I ey-M Gibson, F. H Allen & Co 
r k ¢ } a Golde Ed Golde’s Stationers 
\ Cha t H. ( At Im New York, N. ¥ 
4 N N. ¥ Grand, William, Grand Station 
b ery, Yonkers, N. ¥ 
F | W ‘ Gray John R National Office 
rfl \ Furniture Assn New York 
.j& & ( t N 
M ( Graysor Ber S Ace Fastener 
} New Cor] 
N. ¥ Graysot Herbert Ace Fastener 
i Tp 
Mfg. ( Greceo, James J taymond H 
H Kohl ¢ Westport, Conn 
— Ml Green, I., Green, Baron & Woll 
New nan, New York, N. ¥ 
_ ¥ Grog k } Grog Co Paris 
\ | 4 | New France 
ght } b N ,' room Thomas Thomas Groom 


° ; G ( & Co Bostor Mass 
4 in Hart { Grover Noel G Grover Type looke 
cus- Mi ‘ P writer Service, Upper Darby, Pa eee 
} H I t re H 












and i Ml Harris, Richard 8., Dictaphone 
; | \ Cory Corp P 
( ( Harvey, Roland M., press ph Made of hard vulcanized 
fine state bn es Se eer fibre, Vul-Cots give a lifetime of service. They are 
Heaton | I Pawtuck ) 
jue, ght, H Ce Typewriter | Exchange, Pav attractive, light weight, noiseless, do not crack, 
— kshire Hedin, Uno, Swedecraft, It splinter, dent, rust or corrode . .. do not mar floors or 
tol Ne ork N J 7 . 
. : — ..@ 3 pe fixtures. Vul-Cots greatly reduce waste handling and 
. B. gor: cada m maintenance costs. Write today for catalog sheet giv- 
r eris se0OT RE Jonnson mir . . . . “ 
c Co ing sizes, prices and discounts. 
( Sul Herr, I B I I Herr & Son, 
‘ Lancaster P dea rtios ~ sae y laa ® 
N ( weet | E's eee Practical Style 8: Round Taper (Nos. 2 & 3) pop- 
; . ' ards Asso Inc., New York ular for office and school room use; Square Taper 
. + .tenieees BB. Gees See (No. 5) a distinctive style ideal for executive of- 
( i M te ness Machines ‘ ‘ - x My T 
owen, Ka, i. = nw awe fices; Round Straight (Nos. 9 & 10) perfect for 
a ( ti, A Cor Hooks, Herb Co., Moore Push-Pin washrooms, basements, stores, mail rooms, fac - 
( } I Me to 4 ° 
‘ss Pa Sein Senne ©. Get ites tories. All styles are available n two standard 
| tior Supply ¢ colors: maroon-brown and olive-green. 
r ¥ \ Tag Itkin Ber Itkin Bros., New 
Co., New ¥ York, N. '¥ 9 / 
H W tee Itkin Sam Itkin Bros., New New! mprroved 
t { York, N. ¥ . : 
Greatly improved manufacturing process 
D J F | 
Ef Jackson, Henry W., Fredericks makes sible new bonded seam construc- 
} ' ad ~~ mil > . . . 
‘ ae oo eee Inc., Fred tion. This adds strength, improves appear- 
. lesen Gam, tattéhte Beauties ance, assures cleaner waste handling— 
fa Co., Montreal, Canada your assurance of an even finer Vul-Cot! 
Jefferson, Lee, Jersey City, N. J ’ > = . 
Jordan, Marie E., The Flintkot For Sale by Stationers Everywhere 
re 
, K SESSUESUEESLIZSISISISS/ 
Katz Sa ie! Art Steel Sales / 
‘ & Corp 
Keller. James S.. Cotterel Co uarantee This Vul-Cot waste basket 





E Harrisburg, Pa 
} Kerzner, William B., Pearl Type 
writer Corp., New York, N. ¥ 
Kirstel, Le Expanding Envelope 
Co., Jersey City, N. J 
Koch, Ann K., Business Ma 
chines, In New York, N. ¥ 
w.A Ad Kohansky, D., Aetna Safe Co 
[ Kohl, Raymond H Raymond H 
Kohl Co., Westport, Conr 


; snes emaconias “te een PACOOCSIIMABAANAADAAL: 


with ordinary usage should last a lifetime. It is 
absolutely guaranteed as to material and work. 
manship for a period of five years from date of purchase, 
when used only as a waste basket. If during 
that time in such service it proves defective, 
return and a new basket will be supplied. 


NATIONAL VULCANIZED FIBRE CO. 
Wilmington, Delaware, U.S. A. 





MLA LLANMNIANN 


= om. wa wae Loe NATIONAL VULCANIZED FIBRE COMPANY 
iy Machine Landis, Frances, Frank Scerbo & WILMINGTON + DELAWARE 

ERrso | N \ y Sons, Ir 
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VALCO 








= COS 


SPUN 


ALUMINUM 


functional as 
well as beautiful 


TUMERS 


@ TORCHIERS 








Landi Jack Frank 5S t & 
Son In 

Lasner Irving O., Goldsmith 
Bros., New York, N. ¥ 

Lavelle, Frank, Grand Stationery 
& Supply Co., Yonkers, N. 2 

Lederer, Arthur, Pyle Letter C 
New York, N. ¥ 

Leedom, F. B., La Porte & Aus 
tin, Inc New York, N. ¥ 
ALL _irving M., Art Steel Sales 

Pen ur Charlies W., George B. 
Graff 'C ) 

Liewellyn, Lillian C., R. H. Lie- 
wellyn Co., Manchester, N. H 

Llewellyn, R. H., R. H. Liewellyn 
Co., Manchester, N. I 

Llewellyn, R. H., Jr., Manchester 
N. H 

Lowe Lee, Browne-Morse Co. 

Luket Charies W., Yeo & 
Lukens Cx Philadelphia, Pa 

M 

Mahler, F. H., Allen & C 

McGar, Stan, J. F. M Oy Meri 
jen, Conn 

Meyers Charies sS., Charles 8S 
Meyers, In Miami, Fla 

Mills, E. 8., Monroe Calculating 
Machine C« 

Morgan, Hugh T., manufacturers’ 
representative 

Myers Premier Supply Corp 


New York N Y 


ae ~ 


Spohn, Gertr 
Steinke, H. E., Upy 
Stone, Miltor 
representative 
Suttner, L. A 
Equipment, 





peed Key Cor; 
ver Darby, Pa 
Stewart, R. E Unc 
manufacturers 


lerwood Corp 


Suttner’s Office 


Johannesburg, Soutl 


South Afric t 
T 
Tam, Robert, Hong Kong, China 
Taylor, Jessie I., Globe Type 
writer & Adding Machine Co 
Inc., New York, N. Y. 
Taylor, Ward The Walcott 
Taylor Co., Inc., Washingtor 
D. C. 


Toussaint, E. J., ¢ 
cator & Type 
den, N. J 
Tupper, Ann, Sout! 
Tupper, Mrs. E. ¢ 
ton, N y 

Tupper, Frank |} 
ness Show { 


Yentral Dupl 


writer Co., Can 


ampton, N. ¥ 


)., Southamp 


National bus 


Tupper, Mrs Frank E., § 
ampton, N. ¥ 

Turquand, W G Underw 
Corp 

Van Raalt Ju J b 
Press, Rott ‘ “i sland 

Vecchir, Lo F. A. Rus D 


Vreeland, Ed, Roy 
Co. 











P grove J 4 ran 
Parker, Leonard E Park Ste — ‘a awet be x. vi t 
@ SMOKING STANDS Products, ‘Ine. x} 
pees San Re Sow Beat te Warner, H. A., National Of 
Founders, Elizabeth, N. J ohne — 6, Soe 
Pr Dan, Reflecta Corp A a = ‘ PF 
™ SAND URNS yer needa 
' Al, A, Blank, I New Warshaw, Jerry, Warshaw M 
\ N. ¥ Co In 
kK om. Charles eerle 
Reichman, George W., Mooney’s yn “ ., Peer 
ft New York, N. ¥ Weiser, Michac Norta Distril 
Reyne ( } Oxf i | g Sut uting C 
ply ‘ e smal St < ian 
Ring Henry Q Ribbon & = a : wd as 
Cart Co., In . = 
Rink, Mitchell K., Anderson's, “Vpalen, Mr. & Mrs. John, A 
Ritchie LR. Typ writer Dis Wiley M Mrs. Bi 
No. 17-C tributors, Inc. New York N. ¥ aa ' New Yak Y - 
COSTUMER See Geese, oan TE. gn Witlame, H. Ben, &r., Dow 
orgy <b mo squgment Co Willan eg anufa 
eter base, heavy Rudnick, Harry L., R Type representative , 
ily weighted. |'/2 writer UX Wood, Ray L., Esterbrook 1 
diameter upright s =<, 5 
4 double hangers Schafe I United Typewriter and. Mahent ea 
with finished pro ( New York, N. \¥ =e. R oH, Eat F : 
tective knobs S ler Kenneth W Royal Wray, George B a 
Typewriter Co - enantat , ‘ 
Simpkins, Bill, Tiffany Stand Co. ee 
Sma W. M., Johnson Chair Co. 
Smith, G. Williar Ir Dominion Youn 4 WwW Ld Tow | 
Serv Ir Cha esville, . a 
No. 25 Va & Carson ‘ 
> nse! F. ( Reg I itu z 
TORCHIER { I New \} . N | Zecha Ar I si Z 
3 way Mogul sock s i iva Ilva ‘ I ( Bat 
et. 14° diameter 
shade. 65"' high— . —~ee 8 
IV diameter ' 
ope h et... CHICAGO’S BOWLING STATIONERS IN CLOSE RACE | 
1a eter —_ f 
heavily weighted With the 1949-50 season at the one-third mark in | 
the Stationers Bowling League of Chicago, the usual 
nip-and-tuck battle for top honors has already de- | 
veloped. Topping the heap at the 33-game mark are | 
the Giants, captained by Bill Slechta of Utility Supply 
No. 56-S Company, with 22 won and 11 lost. In second place | 
SAND URN were the Phillies, led by Harry Fiddelke, Graver-Dear- 
Height 20 born Corporation, with a 20-13 standing, a single game | 
Top tray. 14 ahead of the deadlocked Yankees and Braves. ' 
diameter 3 . , : _ . — ; 
pa y acho Leading the field with an individual average of 178 | 
~ —— it ae was Tony Peters, Horder’s, Inc., closely pressed by John jf 
° extra san in : cio 
ion of aon Stuercke, Rogers Loose Leaf Company, with 177, and | 
ss weighted by Bill Bruner, Office Stationery & Equipment Com- [| 
iZ in . = ’ 
» eb AB pany, with 174. 





Team high series honors were held by the Yankees 
with 3197, well ahead of the Braves’ top mark of 3165. 
Team high single game honors was dominated by the 
White Sox with an 1125, 37 pins ahead of the pursuing 
Giants. Individual series honors were being defended 
by Dick Singer, Globe-Wernicke Co., whose 734 led 
Frank Giuntini, Utility Supply Company, by a full 40 


SEND FOR INFORMATION TODAY 


VALCO COMPANY 











pins. Topping the individual single game field were 
2937 Sheridan Avenue, St. Louis 6, Mo. H. Utterberg, Commercial Stationers, and John 
Stuercke, Rogers Loose Leaf Company, with 277 and 
272, respectively 
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ECONOMY 


Alma offers you the desk your customer 
wants! The STANDARDIZER fulfills his every 
need...sound design... functional beauty... 
outstanding value. That’s WISE ECONOMY! 
And a satisfied customer means repeat sales. 
Give them what they want, at a satisfying 
price, and you have the key to successful 
business. Write today for literature on the 
complete Alma line...let WISE 

ECONOMY sell for you. 





The Best 
Desks Are 
78 Made of 
Wood 
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Our 8200 certainly reaches a new high in smart appearan 
for any Chippendale. And it has been accomplish 

with added comfort and economy in mind. The 8200 provid 
all of those quality features for which Boli 


is known, together with many refinements i 


workmanship and styli 

You can look forward to ‘50 with a lot m 
assurance when you carry our complete line, whi 
includes several new items not yet announce 





ag eT ake 
pote ne: 
2 2 Fy we 
€ 2 ae ee eer 
t 7 < Hy 
s ‘ Pe > Tiel 
° . Z ey 
a 
ne 
* s 
~~ ree? 


OPES) HIGH POINT BENDING & CHAIR CO., SILER CITY, NORTH CAROLI 
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it has happened before... but this time Boling is taking thé 
bows for bringing Mr. Chippendale up to date 

















NEW EQUIPMENT, DEVICES AND SUPPLIES 
(Continued from page 60) 
duced from it very inexpensively and quickly. Further 
information and samples are available from A. B. Dick 
Company 


<=>. —___ 
NEW CENSUS MACHINE DEMONSTRATED 

The Electronic Statistical Machine, developed by In- 
ternational Business Machines Corporation, 590 Madi- 
son Ave., New York 22, N. Y., for use in compiling the 
1950 Census, has been formally presented to Philip 
M. Hauser, acting director of the Bureau of the Census. 
The machine was demonstrated this week at the Cen- 
sus Bureau’s Washington headquarters by IBM in the 
presence of Census officials and company representa- 
tives 

The demonstration revealed that the new machine 
combines in one operation the simultaneous functions 
of classifying, counting, accumulating, and editing. 





NEW CENSUS MACHINE PRESENTATION—Dr. Philip M. 
Hauser (right), acting director of the Bureau of the Census, 
receives the electronic statistical machine developed by IBM 
for use in compiling the 1950 census. Louis H. LaMotte, IBM 
vice-president, is making the presentation. 


The machine then prints the statistical data resulting 


from groupings of information and automatically bal- 
ances the totals to insure their accuracy. Prior to the 
levelopment of the electronic statistical machine. 
these functions required one or more operations with a 
1umber of machines. It is estimated that, working by 
hand, it would take 500 persons all of their working 


lives to accomplish what the electronic statistical ma- 
chines will do during the 1950 Census period. 

The editing function is one of the most fascinating 
features of the new machine since it automatically 


letects and rejects punched cards containing improb- 
able data. For example, a card might indicate through 
error that an eight-year-old boy is a war veteran. The 
electronic machine’s editing feature would automatic- 
ally reject this car When the technique is applied, 
automatic editing eliminates the need for manual 
editing which involves the visual examination of mil- 
lions of questionnaires to make certain that entries 
were properly made in the proper places, and that the 
information is reasonable and consistent. 

The new machine is equipped with two separate 
printing mechanisms which operate in a manner simi- 
lar to a typewriter carriage. These allow the machine 
to print on a single line not only the totals for each 
of the 60 groups, but also the grand totals. As a fur- 
ther check for accuracy, the printed totals of each 
of the 60 groups are balanced automatically against 
the grand totals. At the same time these other opera- 
tions are being performed, all of the information can 
be relayed automatically to another machine con- 
nected by cable to the statistical machine, and punched 
into cards which are used later in the preparation of 
still other statistical reports. 

Use of Electronic Statistical Machines along with 
Ootaer improved machine tabulation equipment devel- 
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A WINING COMBINATION 





FINEST CUSTOM QUALITY 





MIDCO 2000 Series 
Adjustable-Arm Floor Lamp 


The MIDCO Floor Lamp combines Utility 
with Beauty. 


Completely portable, its many adjust- 
ments and flexibility enable the user to ob- 
tain the maximum light—up to 200 foot 
candles—over any type of working surface. 


Adaptable to many uses in an office—over 
executive and clerical desks, drafting and 
drawing boards, business machines of all 
types-—wherever good light is needed. 


Its graceful lines and beautiful finishes 
harmonize perfectly in surroundings of fine 
appointments. 


Unsurpassed in lighting efficiency, beauty 
and utility—the MIDCO Floor Lamp has no 


equal. 


Send for descriptive literature on the most 
complete line of finest quality portable 
fluorescent lamps for offices. 


MIDWEST NATURLITE CO. 


228 West Kinzie Street, Chicago 10, Illinois 
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SALES 

























TANLEY 


roe! woe's 


WHEN YOU SELL 


STANLEY 


SWIVEL CHAIR NO. 301'/2 


Meet a new member of the famous Stanley 
Family of fine leather upholstered office and 
club furniture! Stanley Swivel Chair No. 3011, 
is so beautifully designed... so sturdily con- 
structed...so downright comfortable... it 
looks positively distinguished in any setting. This 
smart, handsome chair is upholstered with finest 
top grain leather throughout. Extra seat com- 
fort results from hand-tied coil springs. Choice 
of oak or walnut and five colors of leather. 
Matching companion pieces are Stanley Side 
Chair No. 301 (armchair) and Stanley Side Chair 
No. 300 (without arms). Write for illustrated 
literature and prices. 


SALES REPRESENTATIVES 


Henry Deutsch Wm. Tonkin Ray S. Froeba 

$103 Pershing 3515 Griffith Park Box 188 

Dallas, Texas Boulevard = New Orleans, La 
Los Angeles 27, Cal 

Dave C. Neuhaus 83. T. Sullivan J. B. Tompkins 

12 W. 70th Sr. 553 First Avenue 60 E. 42nd St 

Kansas City 5, Mo. Salt Lake City, Utah New York, N. Y 


STANLEY MANUFACTURING CO. 


2310 N. Main Street, Fort Worth, Texas 
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oped by the Census Bureau is expected to speed up 
release of information to be collected in the 1950 
Census regarding America’s 150 million people, 45 mil- 
lion homes, and 6 million farms. The millions of facts 
collected in the census will be recorded on 270 million 
punched cards—one for every person, one for every 


dwelling unit, and eight or more for every farm 
—>_- 





OFFER MODEL 40 MASTER ADDRESSER.—Master Addresser 
Company now has available the new Model 40 Master Ad- 
dresser as well as Model 25, a smaller machine. 
(Story appeared in November issue, page 220 
EE SE 
OFFER NEW CLIPBOARD DISPLAY SET 

Hardboard Fabricators, Inc., 59 Branch St., St 
Louis 7, Mo., manufacturer of tempered hardboard 
chair mats and clipboards, is offering a new clipboard 





CLIPBOARD DISPLAY PACKAGE 


display package. This display is designed to bring #@ 
the dealer’s counter or window displays five different 
sizes of clipboards, a variety of clipboards offered for 
use in a commercial way. The company offers this dis- 
play in connection with a package of clipboards. 


nahetlieasameelimii 7 
REM-RAND INTRODUCES ALL-NYLON RIBBON 
An all-nylon inked ribbon has been introduced Df 

Remington Rand, Inc., 315 Fourth Ave., New York 10, 

N. Y. 

Sharp impressions are produced by the new ribbom 
due to the thinness and flexibility of the fabric, claims 
the manufacturer. It is said that this is made possible 
by the strength and resilience of the nylon thread§ 
which are continuous with no stray fibres to affed 
the type impression. 

The new all-nylon ribbon does not depend primarilf 
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Burroughs microfilming is fast, simple, 
efficient and economical. Its adaptability 

ermits its use in both current record 
wor ied and in reducing storage records 
to permanent film copy. 


With this versatile microfilm equipment, 
you also obtain the knowledge and exper- 
ience of your Burroughs representative to 
help you apply it to your methods, your 
needs, for greatest efficiency. Burroughs 
has been helping mechanize office meth- 
ods for over 60 years. 


You can count on continuous operation of 
your microfilm equipment at peak efh- 


BURROUGHS 
MICROFILMING 


assures 


precision results 


at 
lower cost 


This modern, precision-built recorder 
permits hand or automatic feed and a 
choice of three reduction ratios. A 
flick of a switch selects 8 mm. or 16 
mm. photography on 16 mm. film. 


ciency because of its dependability . . . plus 
the skill and availability of the nationwide 
Burroughs service organization. And Bur- 
roughs processing centers are strategically 
located to assure rapid handling and im- 
mediate development of exposed film to the 
highest technically controlled standards. 


Here’s another important point. You will 
own the microfilm equipment you are 
operating, which further reduces micro- 
filming cost. 


Ask your local Burroughs man to show 
you specifically how Burroughs micro- 
filming can help you. 





Burroughs 


DISTRIBUTOR 


Saves Spece—Normally over 


SS 


MANUFACTURER 


using the automatic feeder. 


The Two Important Names 
in Microfilm 
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4,500 
cubic inches of documents can be re- 
duced to 16 cubic inches of microfilm. 


Saves Time— As many as six documents 
can be photographed in one second, 


WHEREVER THERE'S BUSINESS THERE’S 


Burroughs 


Five Basic Advantages of Burroughs Microfilming 


Saves Money— Saves labor, filing equip- 
ment, storage and working space. 
Assures Accuracy— Photographic accu- 
racy is unequalled. 

Assures Protection— Reducing documents 
to microfilm protects against misfiling, 
extraction or alteration. 
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3 chairs that say 
“BUY ME?” 


hecause. . they’re first in style. 


> 


beauty and sales-making economy . . BECAUSE thev’re covered 





with new Kalistron.* thus creating built-in sales appeal that speaks right out and says: 
Better value! .. . BECAUSE “covered with Kalistron” has double importance 

these davs. It means glowing. three-dimensional beauty—and with Thomas styling, 
it means finer furniture that makes sales quicker. Compare! 

Feature these chairs for Christmas giving. 


s, 


Patent applied tor 
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FURNITURE COMPANY HIGH POINT, NORTH CAROLINA 


December, 1949 
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upon the quantity of ink applied. Instead, the manu- 
facturer states, a specially developed ink is scientifi- 
cally applied according to individual requirements of 
specific machines, thereby making possible perfect 
impressions. 

The new ribbon, supplied in 16-yard lengths, is said 
to be ideal for use on electric typewriters and is also 
recommended for standard typewriters, electric billing, 
pookkeeping and accounting machines. 

_><- 
G-W DEVELOPS ONE-DRAWER UNIT 

The Globe-Wernicke Co., Norwood, Cincinnati 12, 
Ohio, has developed through research in filing methods 
and systems a pre-packaged, one-drawer unit as a 
trouble-free file drawer 

Two styles have been issued: the Safeguard, designed 


* SaFEOUARD *Stendguaré 





GLOBE-WERNICKE’S PRE-PACKAGED ONE-DRAWER FIL- 

ING UNITS.—Left: the Safeguard, designed for exclusive 

franchised dealers. Right: the Standguard, a similar unit 
designed for distribution by open line dealers. 


f exclusive franchised dealers, and the Standguard 
unit for open line dealers. Both packages are identical 
n size and construction, but of different color—the 
Safeguard in blue and black and the Stanguard in 
green and black. Donald Deskey Associates, New York, 
N. Y., designed the packages. 

—- 


HILBURN JOINS BATES SALES FORCE 
Ralph Hilburn, a stapler specialist for 12 years, 


recently joined the sales force of The Bates Manufac- 
turing Company. He is already well known in the seven 
states that comprise the southeastern territory. 


A veteran, Mr. Hilburn served with the Ninth Air 





‘ 
ze 


RALPH HILBURN 


Force in the European Theatre. He confesses to a 
fair game of golf and says that he’s an ardent, but not 
too hot, huntsman and fisherman. Says Mr. Hilburn 
I’m little, so I firmly believe that ‘it’s the little things 
that count.’’ 
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TO OUR GOOD FRIENDS EVERY- 
WHERE WE EXTEND CORDIAL 
GREETINGS AND SINCERE GOOD 
WISHES FOR A HAPPY HOLIDAY 


SEASON AND A PROSPEROUS 
NEW YEAR 


STURDY Steel CABINETS 


STORAGE — WARDROBE 
COMBINATIONS 
COUNTER AND DESK HIGH UTILITY AND 
SMALL PARTS UNITS. NON-SUSPENSION 
LEGAL AND LETTER FILES. 








e COMBINATION « 
WARDROBE and STORAGE CABINET 


CAT. #7218-CW 
Height 72" x 18" Depth x 35" Width 


CAT. 2+7224-CW 
Height 72" x 24” Depth x 35" Width 
IMustrated Literature and Price Lists Available. 














STEEL EQUIPMENT CO., INC. 
15 LOMBARD STREET @ PHILADELPHIA 47, PA. 
‘Wien 





Manufacturers of Steel Equipment for Office Institutions 
and Factory 





165 











ANSO 


POSTAL SCALES 


ete line of office mailing 
the market today. 


s 2 |bs. to 50 Ibs. 





the most compl 
| scales on 


Four models — Capacitie 
Model 1546—List...... $4.95 


A handy desk scale, case 
made of durable, heavy 
Lustron plastic. Capacity 
2 Ibs. by 1 ounce. Com- 
putes postage for air and 
first class mail, and for 
merchandise up to 2 Ibs. 
Large dial. Platform 2” x 3’. 
Dimensions overall 5'/2"’ x 
24" x 6". Packed one 
to a carton. Shipping 
weight, 1% Ibs. 


Model 1509 
BR $8.50 


The postal scale for 
average office use. Ca- 
pacity 5 Ibs. by 4 
ounce. Computes 
postage for airmail, 
first class and mer- 
chandise up to 4 Ibs. 


Dial 62", glass covered. 
Platform 51/2" square. 
Dimensions overall 61/2" x 
60" x 92". Packed one 
to a carton. Shipping 
weight, 5 Ibs. 


Model 1530 
i PPRg $8.50 


Parcel Post Scale. Capac- 
ity 25 Ibs. by 1 ounce. 
Computes postage for 
merchandise up to 25 Ibs. 
for all postal zones. 
Dial 62", glass covered. 
Platform 52" square. 
Dimensions overall 61/2’ 
x 60" x 9Vo". Packed 
one to a carton. Shipping 
weight, 5 Ibs. 


Model 1515 
es it $10.50 


Parcel Post Scale. 
Capacity 50 Ibs. by 
2 ounces. Computes 
postage for merchan- 
dise up to 50 Ibs. 
for all postal zones. 
Dial 8’, glass covered. 
Platform 7" squore. 
Dimensions overal! 

8" x 742" x 10”. 
Packed one to ao carton. 
Shipping weight, 82 Ibs. 


















Model 
1515 
Dealer advertising electros, mats or display cords available on 


request. One and two column plates 75 lines high 

Consumer stuffer available for dealer use. Contains illustrations 
and descriptions of four scales, also revised domestic postal rates 
effective Janvary 1, 1949. 


Order from your supply house 


HANSON SCALE COMPANY 


525 North Ada Street, Chicago 22, Illinois 
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MEETINGS—DINNERS—CONVENTIONS 
(Continued from page 90) 
November 21, at which NSA General Manager Paul 
Burbank was scheduled to speak. 

Guests present at the luncheon included Bob Hof- 
herr, Kendrick Furniture Company, Chicago, and Roy 
Hansen, who recently joined the Chicago Globe-Wer- 
nicke office. 

I 


BOSTON STATIONERS HONOR PAST PRESIDENTS 





Harley J. Lewis, Correspondent 





Nine past presidents of the Boston Stationers Asso- 
ciation were honored guests at the Past Presidents 
Night held at the Boston City Club Grill Room on 
Monday, October 17, a night set aside to pay tribute 
to the men who have served the association faith- 
fully. 

There were 81 members and guests present at this 
meeting, honoring the following past presidents, seated 
at the head table: 


James T. Towhill, James T. Towhill Company, 
1925-27. 
Samuel B. Groom, Thomas Groom & Company, 
1927-28. 


George W. Pratt, Thomas Groom & Company, 1930- 
32 and 1934-35. 

James R. Cowan, Thorp & Martin Company, 1932-34. 

Arthur L. King, Ward’s Stationers, 1935-37. 

Daniel L. MacDonald, D. L. MacDonald Company, 
1941-43. 

Bernard Willander, 
1943-45. 

Courtney F. Bird, M. T. Bird & Company, 1945-47. 

Elwin P. Johnson, Johnson Printing & Stationery 
Company, 1948-49 

Those who could not be present included Walter F. 
Cushing, Adams, Cushing & Foster, 1895-1900; Frank 
J. Merrill, Peaks Island, Me., 1921-23; George R. Hayes, 
Thomas Groom & Company, 1939-41, and Walter E. 
Trites, Harris Bookstore, Port Arthur, Tex., 1947-48. 

Letters were received and read from each of the four 
who were unable to attend, including Walter F. Cush- 
ing, who was present at the first meeting of B.S.A. in 
1888. He was the fifth president. Now 92 years of age, 
Mr. Cushing still spends a few hours daily in his office 
at 57 Franklin St. He did not attend the association 
meeting as he does not go out at night. 

A pleasant surprise was the attendance of Courtney 
F. Bird, who is much improved in health. 

Each of the past presidents was given a certificate 
bearing the notation of years served and each one 
received a gavel with a bold band on which were en- 
graved the name of the president and the dates of 
his administration. In the presentation Arthur L. 
King described some of the happenings at the first 
meeting of the association, held in Young’s Hotel in 
Boston, October 25, 1888. Mr. King was asked by 
President Harry Azoff, Federal Stationery Company, 
to assist in the ceremony. 

The senior past president of the group present, 
James Towhill, was called upon to represent the group 
of distinguished guests. He told of his early experi- 
ences in the stationery business and the years that 
he served as president of B.S.A 

An added attraction was the 
Nettle on his electric violin. 


Thomas Groom & Company, 


music by Rudolph 


— 
TORONTO STATIONERS OPEN FALL SERIES 
The opening meeting of the fall season of the Sta- 
tioners’ Guild Club was held on October 12 at the 
Oak Room, Toronto Union Station. A very interesting 


program was presented. 
Two color films were shown by the courtesy of Har- 


ris-Seybold (Canada), Limited, of Toronto. H. E 
Stewart, a representative of the company and now 
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Where there’s business 
there’s figure work... 


and where there’s figure work there’s a need for the eco- 
nomical TOPflight adding machine—with fast, accurate 
10-key touch method keyboard .. . lists and totals to 
$99,999.99. You can tap the TOPflight market with extra 
sales to small businesses . . . retail shops .. . professional 
men in your area. For complete details on the entire 
TOPflight line—the world’s fastest selling dealer adding 


machines—call your local Remington Rand Dealer Sales 


Two-tone gray Model 
9371-5. Cushioned pow- 


er, all-electric ... adds, 
Representative or mail the coupon today! \e subtracts and multiplies. 


, - “ Copyright 1949 by Remington Rand Inc. 








Please send complete details on the plus-profit features of the 
TOPflight line for dealers. 


Name 


7 ] DEALER SALES DIVISION 


bliin Z First with Combined Lines 
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FI CARBC N AND RIBBON MA - 


Flagship is curl-proof, not just 
curl-resistant 


Flagship’s metallic back means extra 
wear, easier handling 


Flagship makes sharp, 
permanent copies 


Flagship allows smudgeless 
erasures 


WRITE DEPT. A 


ALLIED 


CARBON AND RIBBON MANUFACTURING CORPORATION 
General Offices and Factory: 165 Duane Street, New York 13 
Western Office & Warehouse: 1629 So. B’way, Los Angeles 15 





READ HOW | FLAGSHIP, 
WITH ITS DISTINCTIVE 
METALLIC BACK, OPENS 
THE DOOR TO GREATER 


CARBON PAPER VOLUME! 


Every stationer knows how much an attractive, 
easily identified package can do to keep a pro- 
duct moving off his shelves. FLAGSHIP comes in 
that kind of box—one that sells on sight. And 
yet that’s only part of the story. Every single 
sheet of FLAGSHIP has its own gleaming “pack- 
age”! The very same metallic back that gives 
this carbon paper its superior quality, gives it an 
identity —an individual “style’—that no user can 
forget. Customers come back asking for FLAG- 
SHIP by name. And once they learn that it is 
available only at your store, watch your carbon 
paper volume zoom! Some exclusive dealerships 
are still open —for FLAGSHIP and the entire Allied 
line of business-building business aids. Better 


inquire today! 
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branch manager in Montreal, made a few timely 


comments. It was a profitable evening for some 70 Cc 
—>-—-~ 


NEW YORK OFFICE EQUIPMENT DEALERS MEET N IY] e14 K | Kié —~MACRINGS 
Eighty-five members and guests assembled to attend : 

regular monthly meeting of the Office Equipment 
Dealers Association of New York held on Monday eve- 
ning, November 7, at the Brass Rail Restaurant, New 
York, N. Y., with President Guy Rentsler, Remington 
Rand, Inc., presiding 

President Rentsler introduced the following guests: 


Howard S. Sanders, The Stationers & Publishers Board 





the 


The 
AMERICAN 


NUMBERET TE 


3 Movement 
Numbering Machine 


of Trade, Inc Robert Berger, Stow-Davis Furniture 
Company, New York, N. Y.; Joe Levin, S. M. Levin 
Company, Boston, Mass.; Milton Hirshbaum, Banov- 
Bernsley & Company; and Mrs. Paul Fletcher. New 
members introduced were Burnham Matthews and 





Lewis E. Hendrichson, both of The Harter Chair Cor- 


Consecutive 

C poration, and J. Spencer Ordover, Gift Craft Leather Duplicate 
‘ ’ Repeat 
Company eh 


Fully Automatic 
All Steel Construction 


Congratulations were then extended to Adam J. 
Andrasick, president, and Robert Hayward, vice-pres- 












ident, both of whom were recently elected officers. of Self Inking 

is Macey-Fowler, Inc., New York, N. Y.; also to George —= Drop Ciphers 
Howland, who recently established his own business Safety Lock for easy 
under the name of Brooklyn Desk Company, Brooklyn, 654321 setting and inking 

' N.Y Facsimile Impression Weight—Only 7 ozs. 

R Chairman of the activities committee, Bernard H. 

7 Nemlich, Regan Office Furniture Corporation, New For sharp, legible numbering, 
York, N. Y., then introduced the guest speaker of the Number it with a NUMBERETTE! 


evening, Paul Fletcher, instructor of sales training at 
the City College of New York, whose topic was, “The 




















FE! Time for Selling is Now.” In a brief but dynamic and The 
® informative dissertation, Mr. Fletcher pointed out the 
urgent need of sales training now, for the present and AM E RI Cc AN 
future welfare of business. 
Telling of the work of the City College of New York 
in preparing men for a sales career and the success at- 
tained by the college in turning out good salesmen who 
as are successfully employed, he stressed the fundamen- 
tive, tals that motivate men to buy and the technique de- All Metal 
signed to create favorable situations for the sale. He Dating Machine 
pro- went on to say that the framework of business success 
the United States is built around the important Pg FB 
es in task of selling and the ability to sell what we produce. 
He stressed the point that selling, hand in hand with Automatic 
And management, establishes a friendly, co-operative rela- G Inking 
: tionship. In nelusion, he declared that top-level Many Years Capacity 
jingle management is emphasizing sales training and warned 
dealers not to neglect the opportunity of building up | Beautifully finished 
pack- an efficient sales organization, one of the most im- in Nickel 
gives portant factors for a brighter future with greater NOV 18°72 Weight—Only 7 ozs. 
earnings and : Facsimile Impression 
it on Committees Are Named STANDARD TINY TYPE 
ir con After the minutes were read by Secretary Godfrey NOV 18°72 NOV 18'72 
, ' H. Dallek, Dallek Desks, New York, N. Y., and approved, For regular commercial work, For dating in small spaces 
FLAG- the treasurer’s rt port was made by James M. Glen, shedde statements, bills as pass books, ledger cards 
_ Manhattan Desk Company; New York, N. Y. Mr. hecks, memorandums, et: margins in books. cards, ete 
it is Rentsler then appointed the following committees: 
Finance—Chairman, Seymour L. Nathan, Charles S. Specify sine when ordering 
arbon Nathan Inc. Ne Ww York, N. ¥.; James M Glen, Man- Clean — Economical — Necessary 
; hattan Desk Company, New York, N. Y.; William Date it with a DATERETTE! 
ships Sproul, Clark & Gibby, Inc., New York, N. Y. meted ad . ; 
Educational—Chairman, William Sproul, Clark & 
Alliea Gibby, Inc., New York, N. Y.; Richard Berry, Berry, DESIGNED Ne uptime pA, 
Dickie & Stettler. New Y ; 4 AMERICAN NUMBERING MACHINE NY, 
Setter] Sikes Company, ‘Inc; Semon’ Nemlich, Regan Office MANUFACTURERS GF THE WORLD FAMOUS 
. Aaa a ‘ : one “VISIBLE” AND “S IN 1,” HAND NUMBERING 
Furniture Corporation, New York, N. Y.; Carl Willich, MACHINES. 
Home Shoppes, I New York, N. Y.; Herman Lakow, 
Sam ie] Lakow & Sons, Inc., New York, N. ¥.; E. E. WRITE FOR DETAILS AND DISCOUNTS 
Gilbert, Metw Office Furniture Corporation, New 
York, N. Y 


Activities—Chairman, Bernard H. Nemlich, Regan RICAN NUMBERING MACHINE CO. 
TIO# Office Furniture Corporation, New York, N. Y.; John AME 
Mossman, Desks, Inc., New York, N. Y.; Seymour Na- 
Jes 15 than, Charles S. Nathan, Inc., New York, N. Y.; Adam a 


ATLANTIC AND SHEPHERD AVES., BROOKLYN &. N.Y 
105 WEST MADISON STREET, CHICAGO 2, ILI 
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| Write for Sales Plan 
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$950 HART 


plus tax MODEL HM 49 


Simplfed  WIMEDGRAPHING 





$9500 HART 


plus tax MODEL HM 149 





$1 4950 HART 


plus tax MODEL HM 249 


SOME 
TERRITORIES 
OPEN mimeographs 
and supplies 
- 


HART MANUFACTURING CO 
ST. PAUL 4, MINN 
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J. Andrasick, Macey-Fowler, Inc., New York, N. Y.; 
Godfrey H. Dallek, Dallek Desks, New York, N. Y. 

Membership—Chairman, Alex Burkhardt, Victor Safe 
& Equipment Company; Joe Wallace, manufacturers’ 
representative; George B. Wray, manufacturers’ rep- 
resentative; Charles Brantl, Dancker & Sellew, Inc., 
New York, N. Y.; Ben Levin, B. & L. Office Equipment 
Company, New York, N. Y.; Harvey Bright, Bright 
Chair Company; R. B. Booth, The Leopold Company; 
Sam Katz, Art Steel Sales Corporation; H. Berman, 
New York, N. Y.; Joseph Weiner, David Kramer, Inc., 
New York, N. Y. 


Hear John R. Gray 


John R. Gray, executive director, National Office 
Furniture Association, in reporting on the progress of 
N.O.F.A., announced that another chapter has been 
formed in Pittsburgh, Pa. He passed among the mem- 
bers a sample of the new decal showing the N.O.F.A. 
insignia which will be distributed to members in addi- 
tion to a card of identification. He called upon each 
member of the O.E.D. of New York to work for increased 
membership in that association. In conclusion, he 
announced that a second course of sales training is in 
course of preparation to follow the present course and 
urged dealers to have their salesmen enroll now. In 
this connection he informed members that at the con- 
clusion of each course of sales training a $50.00 sav- 
ings bond will be awarded to the student having the 
highest rating and a $25.00 bond to the student having 
the second highest rating according to the college 
standards. ; 

Seymour L. Nathan, Charles S. Nathan, Inc., New 
York, N. Y., presented a beautiful gavel to President 
Rentsler in appreciation of his services to the associa- 
tion. In accepting the gavel, Mr. Rentsler expressed 
his thanks and appreciation and took occasion to 
thank all who have given of their time and talents 
toward making the association the success it is today 
and declared that all members pulling together can 
do much for the improvement of the industry. 

Before the meeting was adjourned, chairman of the 
activities committee, Bernard H. Nemlich, Regan Office 
Furniture Corporation, New York, N. Y., announced 
that the next meeting will be held on Monday, Decem- 
ber 5, and promised a good speaker for the event, 
Joseph Sullivan of the accounting firm of Seidman 
& Seidman. 

(8 NR + 
DANJCZEK HEADS EXPORTERS’ GROUP 

At the annual meeting of the American Office Sup- 
ply Exporters Association on October 19, William 
Danjczek of Koh-I-Noor Pencil Company was elected 
president. Other officers are vice-president, Henry Wil- 
liams of R. A. Stewart & Company, Inc.; Tracy Higgins 
of Higgins Ink Company, Inc., treasurer, and David 
Manley of Efectos de Escritorio, secretary. 

The current board of directors includes Frank Mason, 
Loose Leaf Metals Company; William Danjczek, Koh-I- 
Noor Pencil Company, Inc.; Robert Cook, Weldon 
Roberts Rubber Company; Paul Spoerry, Speed Prod- 
ucts Company; Otto Gaffron, Eberhard Faber Pencil 
Company; Tracy Higgins, Higgins Ink Company; Henry 
Williams, R. A. Stewart & Company; Sidney Berman, 
M. Grumbacher & Company, and R. J. Banner, Under- 
wood Corporation 

—- 


ELECT SOUTHERN CALIFORNIA 0O.F.A. OFFICERS 

The regular dinner meeting of the Southern Cali- 
fornia Office Furniture Association was held recently 
at the Nickodell Restaurant at Hollywood, Calif., at 
which time the group conducted a business meeting 
and the election of officers. The business meeting con- 
sisted of: 

1. A discussion of the various methods of arriving 
at an accurate cost of merchandise delivered to the 
consumer. 

2. Various methods of determining the difference 
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Now! 


s LEW ome RECORDER 


Py both attendance time and job cost records 





IBM’s New Consecutive Spacing Time Recorder is ideal for printing 
irregular starting and stopping time as well as regular time. 


Overprinting, or wrong registrations, are things of the past. This 
new IBM time recorder automatically places each registration in its 
proper sequence no matter how complex the schedule—no matter 
how little or how much time has elapsed from one registration 
to the next. 


The new IBM Consecutive Spacing Time Recorder is designed to 
print job cost or attendance time or both—accurately. Sounding 


signals automatically and indicating irregularities are only two of its 
many extra features. 


Inquire about the best means of obtaining better time records for 
your business. Write or telephone IBM today. 
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D9, 


>For flexibility, economy, and accu- 
racy never before achieved, IBM brings 
Electronics to time systems. Clocks, re- 
corders, and signals are controlled 
uniformly fo the second utilizing regular 
lighting circuit wiring. Mention the Elec- 
tric Time System with Electronic Self- 
regulation when discussing the new 
Consecutive Spacing Time Recorder with 
an IBM representative. Send for litera- 
ture on this time system and on other 
IBM Electronic Business Machines. 


INTERNATIONAL BUSINESS MACHINES CORPORATION 
World Headquarters Bidg., 590 Madison Ave., New York 22, N. Y. 
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A NAME YOU CAN SELL 


... Because it Means 


Ya aud Figo 


since 1909 the name “ENNIS” has had a double meaning: top 
quality and top profit. That's why ENNIS has grown the way it has 
and why more and more suppliers turn to ENNIS for fast- 





PRODUCTS 


me moving, sure-profit converted paper products. 
A WIDE VARIETY OF STYLES IN ALL THESE ITEMS! 
= File Folders © File Guides © Index Cords * (Cord Guides © Stenographers’ Notebooks 


wt Typewriter Paper © Adding Machine Rolls * Memorandum Books * Loose Leaf Fillers 
Composition Books © Tablets © Legal Ruled Pads ©¢ ‘Scratch Pods * Guest Checks 


Salesbooks © Tags * Manifold Order Books l Available in Both STOCK and 
Receipt Books { MADE-TO-ORDER Styles 





YOU'LL GET MORE CUSTOMER GOODWILL 
— AND MORE CUSTOMERS — WITH 


' Ennis 


WRITE 


FOR CATALOG 
AND SAMPLES 





TAG & SALESBOOK COMPANY 


Vanufacturers of Paper Products 





General Office and Factory: ENNIS, TEXAS * Eastern Division and Factory: CHATHAM, VIRGINIA 
WAREHOUSES: HOUSTON, TEXAS; BIRMINGHAM, ALA.; NEW ORLEANS, LA.; ALBUQUERQUE, N. M. 
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between profitable business and unprofitable business. 

3. A discussion of the effects of belittling merchan- 
dise by using it as a price impression item. 

4. Methods of determining the merits of various 
merchandise. 

This business meeting was followed by the election 
of officers for the coming year, the following being 
chosen: 

Art Willis, Atlas Desk & Safe Company, president. 

Mike McMahan, McMahan Brothers, vice-president. 

Ray Alba, Compton Office Equipment Company, sec- 
retary-treasurer. 

Members of the board are: 

Ben Tufeld, Western Office Furniture Company. 

Sam Yocum, Sam Yocum Office Equipment Com- 
pany. 

Floyd Fenn, California Desk Company. 

Bill Poil, Wholesale Office Equipment Company. 

Herman Klein, Miller Desk & Safe Company. 

Doug Holman, Los Angeles Desk Company. 

Harry Ryan, Pacific Desk Company. 

Gordon Anderson, Anderson School Equipment Com- 
pany 

Don Rosen, Hygrade Office Equipment Company. 

Sam Paull, Eastern Cabinet Company. 

Floyd Charles, manufacturers’ representative. 

The executive committee for the coming year con- 
sists of: 

Herman Klein, Miller Desk & Safe Company. 

Mildred Segall, General Office Furniture Company. 

Danny O’Hern, Hollywood Office Furniture Company. 

Ben Tufeld, Western Office Furniture Company. 

Doug Holman, Los Angeles Desk Company. 

Art Willis, Atlas Desk & Safe Company. 

Floyd Fenn, California Desk Company. 

Mike McMahan, McMahan Brothers. 

Cal Adams, Stationers Corporation. 

Homer Jonas, National Office Furniture Company. 

Art Fleck, Barker Brothers. 

Sam Yocum, Sam Yocum Office Equipment Com- 
pany 

Harry Ryan, Pacific Desk Company 

—~—_-—-- 
MEILINK CONDUCTS DEALER MEETINGS 

Ed Daily, sales manager of Meilink Steel Safe Com- 
pany, Toledo, Ohio, recently conducted a series of 
sales meetings in Chicago for the benefit of Meilink 
dealers in that area. Some 15 sessions took place in 
the offices of Gunvir Industries; 542 S. Dearborn St., 
Chicago representatives for the safe firm. 

Three sales meetings each day were held by Mr. Daily 
with the help of Harold Johnsen of Gunvir Industries. 
The meetings were held at 9:30 am., 1:30 P.m., and 
5:30 p.m. These sessions were all well attended and the 
dealers expressed appreciation for the constructive in- 
formation that was provided on the subject of safes 
and fire and burglary equipment. At every meeting 
Mr. Daily laid emphasis on the necessity for creating 
the desire for safe equipment. In other words, he 
stressed the importance of “selling the sizzle instead of 
the steak.” By so.doing, he assured the group that the 
sale of equipment would follow automatically. 

A brochure developed by the Meilink Company and 
devoted to the general subject was presented at the 
Outset of each session. This pamphlet was titled, 
“Facts Every Businessman Should Know—The Life of 
Your Business Depends on Them.” It pointed out that 
of 100 business companies who experience serious fires, 


43 per cent do not resume business. Furthermore it is 
Suggested that when a fire destroys a company’s im- 
portant records, serious loss may result in any of the 
following ways 

1. Fire insurance cannot be collected in full because 


of inability to prove the loss. 

2. Accounts receivable cannot be collected in full, in 
many cases not even to 50 per cent of their value. 

3. There is inability to successfully resist unjust 
claims as to accounts payable, and so forth. 

4. Resumption of business is handicapped because 
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We make chairs and noth- 
ing else. We believe this spe- 
cialization is money in the 
pockets of Sturgis dealers. 
Further we make only meta/ 
chairs, confident that metal 
chairs belong to the present 
and the future. We foresee 
an ever increasing demand 
for metal office chairs and 
it is our intention to help 
our dealers meet it. ° 


PRESIDENT 


A complete line of executive, steno- 
graphic, reception and institutional 
chairs posture designed for the person 
and the purpose. 


ee, | 
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POSTURE CHAIR 
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YOU INCREASED 
SALES AND PROFITS 


1) a We 
$frOw) You how 
CARBON PAPERS 


TYPEWRITER CARBON BILLING CARBONS 
FAN-FOLD CARBON PENCIL CARBONS 
CARBON JACKETS REGISTER ROLLS 


INKED RIBBONS 


TYPEWRITER RIBBONS TABULATING RIBBONS 
Addressograph RIBBONS TIME STAMP RIBBONS 
Bookkeeping Mach. Ribbons ADDING Mach. RIBBONS 


HECTOGRAPH SUPPLIES 


HECTOGRAPH CARBONS MASTER UNITS 
HECTOGRAPH RIBBONS DUPLICATING FLUID 
Hand Cleansing CREAM CORRECTION PENCILS 


clo- MFG. CORP. 


270 Latoyette St 
tl Pittsburgh 22, Pao. New York 12, N.Y 
Factory Coradpolis Pa 


Franklin St 401 Wood St 
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of absence of miscellaneous records, such as cost, pur- 
chasing, inventory and sales records, and so forth. 

At the conclusion of Mr. Daily’s formal presentation, 
a question-and-answer period took place which gave 
dealers and their salesmen an opportunity to raise 
specific problems that they wanted information on 

sstincinesiciclteeiaaa 

PHILLY OFFICE EQUIPMENT DEALERS MEET 

The October meeting of the Office Equipment Deal- 
ers Club of Philadelphia, Pa., was held on October 10 
at the 2-4 Club in Philadelphia with an excellent at- 
tendance of 41 members. 

The highlight of the meeting was the election of the 
officers for the coming year. After a spirited contest, 
the election of the following officers was announced. 

President—V. L. Caldwell (John Wanamaker). 

First vice-president—Frank Hughes (F. Hughes Com- 
pany) 

Second vice-president—Sidney Lichtenstein (manu- 
facturers’ representative). 

Treasurer—Elmer Rees (A. Pomerantz Company). 

Financial secretary—Seymour Golden (Business Fur- 
niture). 

Recording secretary—Russell M. White (Dubin Com- 
pany, Inc.). 

The new officers were then installed by Ed Lutz, the 
retiring president. 

Under the heading of new business, an interesting 
discussion was then held on the problem of manufac- 
turers competing with dealers and it was decided 
that a committee be appointed for the purpose af 
studying the problem and presenting recommendations 
to the body at large. 

—-- 
WEST VIRGINIA DEALERS ELECT OFFICERS 

The West Virginia Office Equipment Dealers Associa- 
tion in a meeting October 29 at the Hotel Daniel Boone, 
Charleston, W. Va., elected the following officers: 

President—Paul C. Kell, The S. Spencer Moore Com- 
pany, Charleston 

Vice-president—E. B. Jarrett, Southern Office Supply, 
Bluefield 

Secretary-treasurer—Harold E. Compton, Compton 
Office Machines, Huntington. 

Directors—V. J. W. Scott, Rose City Press, Inc., 
Charleston, and R. W. Stutler, James & Law Company, 
Clarksburg. 


°°? 





DEMONSTRATION—John P. Norris, salesman for the Miles 
Fox Co., Detroit, Mich., a member of the Alumni Advisory 
Council of Detroit Commercial College, not only puts on a 
display but also demonstrates the use of Globe-Wernicke 
filing supplies. The occasion was the graduation of a class 
from the college, which sponsored a business show in which 
manufacturers and dealers of the Detroit area participated. 
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To the independent dealer who can recognize an 
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exceptional opportunity, R. C. Allen 
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ied Business Machines, Inc., offers a complete line of 
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ons attractive, low-priced bookkeeping machines, 
adding machines, cash registers and calculators 
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CASH 
REGISTERS 











680 Front Ave., N.W., Grand Rapids, Michigan 

1 am interested in whet you say about Unlimited 
Opportunities for dealers and salesmen and wovld 
like more information. 


| R.C. Allen 


Mile Business Machines, Inc. 
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on a 680 Front Ave., N.W., Grand Rapids, Michigan 
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We, at Jasper Chair Co., take this 





oppor- 


tunity of wishing you a Merry (Christmas 


and all good things in the New Year.... 


Jasper Chair 


INDIANA 


James S. Fowls, (Southern) 





JASPER, 


REPRESENTATIVES: 





R. A. Browne, (West) 
208 Orpheum Bldg. 
Seattle, Wash. 


327 Sunset Drive, North 
St. Petersburg, Florida 


W. H. Brown, (Chicago-Midwest) 


Geo. A. Litchfield, Sales Mgr. 
Fred Deutsch, (Southwest) 


R. J. Freeman, (Eastern) 


385 Madison Ave. 
New York, N. Y. 


6708 Glenwood Ave., Chicago 26 
(Phone ROgers Park 4-3644) 


3525 Southwestern Blvd. 
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NSA CONVENTION ADDRESSES 
(Continued from page 37) 


imbition and character. They are left 
suddenly we see Communism revealed 
levastating, if you please, than a con- 
or a contrary political philosophy. It 
n against moral responsibility. 

rome to the third item—more important than the 

tw You know a newspaper man is taught to write in 
story everything that is important in the first paragraph 
then dribble « But in making a speech you should do 
s the contra! You should, if possible, work toward a 
1x in your reasoning. I come to the third item which I 
all the road to peace I guess we are all more interested in 
that, speaking of tl way of the world at the moment, than 
aI ther one thing Last year I sat at luncheon in London 
al later in his off 

1id something 
He said there s ne 
itily armed Ur 
ntinuing cor 

ng power 


se two things 
out f Communism, & 
as etning 
trary onomit 


that bothered me for quite a while. 

guarantee of peace and that is a 
a mighty western Europe and 
on the part.of Russia of our 


States 


isness 


“Only an Armed Truce” 


I do not need to tell you, that is not 
armed truce. It may last all the rest 

done, perhaps all the rest of next 
that so long as the greatest nations 
their stockpiles of men and ammuni- 
} one day there will come the great 
because you can’t unwrite history. True peace will 
the race track of competitive ar- 


and gent 
That is only 
tl year now 


e time is late and we have to begin to 
cre going to do about that situation if 
ed truce. You remember the story of the 
ke up about daylight and the clock began 
ke He in’t know there was anything wrong with 
triking mec} sm of that clock and it went on striking 
né ; five, six, up past twelve, thirteen, four- 
teen and he couldn't stand it any longer. He jumped out of 
i I I corridor shouting at the top of his 
later than it ever was.” 
friends, but what it is later than it 
ed Dr. Einstein the other day, know- 
was in his thinkin relative to 
bacterllogical warfare, “Dr. Einstein, 
your pir vill be the weapons of World War 
silent and thoughtful for a moment 
not know. I do not know but I can 
pons of World War IV will be. They 
x bows : vs."" 
and zg we are told that we mustn't live in 
the present, be up and coming and 
1 I say to you today that any man 
x ntent t e in the present is hopelessly outdated. 
I must lift the levels of our think- 
ns of our imagination and live 


we 
pusl riz 


United Nations—Road to Peace 


what is tl I i to peace? I say to you that we shall 
\ upon the earth until the United 
t W devoted as a first great step, is so 
the powers of a world government, 
1 ' ur nd the power to enforce law. Doesn't 
to us, per! t as often as it should, that the only 
ver that can enfor aw, is government? How is law en- 
your cit By the city government. How in your 
t vernment. How in America? By the 
ernment And we cannot have law throughout 
i witl enforcement by government. 
Nations Charter—I was in San 
written—contains within itself 
nendment. Today there is in the 
by 100 representatives and sena- 
men in both houses, calling upon 
re the possibility of making the 
of world government. Every- 
afraid of that. The minute the 
are used, somebody says, “You 
f bandon any of our sovereignty, that 
t ‘ t of our rights? What rights 
e have 1] Only one. We would give up 
right t right is that? The right to commit 
I rrible kind of war. That's all we 


nately ‘ ite, 


was 


Senate resolut ned 


: type 
rT think hit 

‘ rid ¢ nt’? 
vy ¢ ¢ t 


any 


ng d } nk it would take the nations to de- 

r government which had the power 

War III? Only so long as the 

their fountain pens on paper. Do 

é ve to go thr that inconceivable catastrophe before 

ve rn that les I hope that there are men and women 

r ] gx to the United World Federalists 

organizations, seeking to make the 

sort of a world government. You 

never happen in our time.” Ladies 

y great movement has to begin some- 

ist be nin our thinking. What can we do about 

! t to the last thing in item three. What 

about it 1 tell you. What is the most powerful 

ade thing on t face of the earth? The thing that 

tear vn, can create and destroy, the thing 

aut can st igainst. You know the answer—pub- 

How ide? Not by what a few men write. 

large! hat you think and what I think be- 

day is translated into words. It’s 

what I say because what we say 
tion 

saying the greatest idea man can 

1 of personal responsibility for or- 

t of an enlightened public opinion, 

i government, is our personal respon- 

ne cr t r f public opinion I liked what the 

; t f t Council of Church Women said a 

iong time ag« It t it was put beautifully. She said 

States didn’t enter the League o 


war a World 


" ‘ y 


Nations int me 


made by what ¥y nd 


< , iow trar te v 
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Nations? Because we were unable to create an ocean of 
public opinion upon which to launch and keep afloat the ship 
of a great idea.” That's our responsibility 





Must Keep Our Faith 


Now in closing, my fourth item—and without that we shall 
zo nowhere—lI label simply by the word “Faith.” Sometimes 
our faith takes a licking because we lose our sense of per- 
spective. My, we are a lot of scared people a good deal of 
the time This we say is the worst thing that ever happened 


to the world. Friends, it was exactly 100 years ago this year 
1849, when Disraeli, the great prime minister of Britain, rose 
in his place in the House of Commons and said, “Wherever 
I look in commerce, industry and agriculture, I see no hope 

Apparently he was unaware that he stood on the very 
threshold of the great Victorian era during which Britain 
rose to its greatest height of power and glory. Two years 
later, 1851, the old Duke of Wellington, having put Napoleon 








away ona lonely island to die, said on his death bed rhank 
God that I shall not be spared to see the consummation of 
this ruin which comes down upon my country.’ We are 
losing our perspective 

Things have been so much worse in the history f the 
world Look back in your history Travel with Alexander 


the Great who sighed because there wa no more blood to 
shed, no more worlds to conquer. Come up to the 100 Years’ 
War, and the Thirty Years’ War between 1618 and 1648. Read 


No. 104 the history of the French Revolution again hose were 
were crises VUurs are 


crises, ladies and gentlemen, those 


. secondary compared to some of them through which we have 
Office Supply gone. Let's not lose our perspective. We must have faith 


pulpit or any place and I expe: 


’ 


H When a man gets up ina 
Storage Unit it more oftea in a pulpit or schoolroon ind says that only 
the application of Christian principles will ever make a bet- 
P ter world, who says that the only way we will ever have 

A versatile all different world is to have different people and he proposes 
steel storage unit to make them by individual application of Christian princi 
. ples, he is put down as a hopeless idealist with his head i: 

for office and the clouds and trying to bring his feet up after him 
shop use. I have come to a conviction in my thinking, and it’s dar 
gerous to come to a conviction because what seems to be 


today’s truth may be destroyed by tomorrow's revelat ) 
but of this I am pretty sure. I have come to the conviction 
that those who believe that the application of Christian prin- 
ciples is the only solution of our problems are the only tru: 
realists that are left I expect to find idealism in many 
places. I did not expect to find in a five-star, hard-boiled 
Atrwwrwrrsrr= |= |. officer of 47 years of experience in the United ‘States Army 
Vv the most complete idealist I have ever known. One day at 
luncheon, in his dramatic manner, General MacArthur said 
“You know, there can never be another war.” I said, “That's 
a big order. Why?" He said, “Ah, don’t you see. Man has 
at last made the great discovery. He has discovered how t« 
destroy everything that he has created and from here on 
it's a spiritual problem and involves a change in the basic 
thinking of men 
That's what I mean by realism. Faith indeed we must 
have, and a renewed faith, that the great architect of the 
universe never built a stairway that leads to nowhere Was 
that idea of meaning and direction and purpose in life ever 
more beautifully expressed than in that verse by the great 
British poet, Alfred Noyes? I don’t know the name of the 
poem I wish I did. I wish I Knew all of it but I will give 
you in closing this last verse: 
In the light of the silent stars 
That shine on the struggling sea 
In the weary cry of the wind 
In the whisper of flower and tre 
Under the breath of laughte! 
Deep in the tide of tears, 
I hear the loom of the weaver 
That weaves the web of the years 


GETTING THE MOST FOR YOUR 
INSURANCE DOLLAR 
By George V. Whitford, 
Assistant Manager, 
Fire Association of Philadelphia, 


Chicago, Ill. 


| B' SINESS SUICIDE is being committed every day The 
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coroner's verdict is inexperience, careless management 
insufficient working capital, too large an inventory and yes, 
i no insurance, . or the wrong kind of insurance, 
or insufficient insurance. The business risks of inexperience 
insufficient capital and mistakes in buying must be borne by 
management. But for a business to fail for lack of insurance 
is a crime that we should all be ashamed of. Less dramat 
than complete self-destruction is the unwise and wasteful 
expenditure of money for insurance protection. We buy fro 
friends or customers instead of businessmen. We buy some 
of our insurance on an annual term instead of the money- 
saving three- or five-year term. We insure our neon sig! 
and forget about our public liability hazard. We have in- 
surance on our building, but we have never bought the value 
in line with present day replacement costs We insure ou 
furniture and fixtures and stock, and forget about the effect 
of the interruption of earnings during a shutdown. And se 


No 154 it goes, example after example . ill resulting in tragic 
: for you, and a blot on the reputat that 


. circumstance 

Closed Units American business has for ingenuity, planning and sound 
management 

lition? Is it the buyer 

two sides, but 





. Whe is to blame for this shoddy cons 
Write for Catalog “A” or the seller? Like every question there ar : 
in the final analysis, it is the buyer who must assume the 

responsibility for his insurance program, or for his lack of 


desire 


it It is the seller, however, who has to create the 


HILCO MFG * MP N vho must analyze the exposures, and who must recon mend 
° O A Y the protection. When you decide to buy a new automobile, 
you don't wait until the salesman happens to call on you 


Dept. OA-1721 N. Elston Ave. * Chicago 22, Ill. \ to the salesroom. and ask to be shown the car. Whee 
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you see—|'l| 
have to let you 


‘7 


know...... 





Who gets the carbon paper orders? 
—the man who fumbles and stammers? 


—the man who produces the right 
‘answer in a jiffy? 
The salesman who knows his business is 
the salesman who inspires confidence, who 
brings back the orders. 


Now every retail salesman—if he can read 
English—can have all the answers by 
merely consulting the PESEL CS 
CARBON SELECTOR. 


This fact-packed, easy - to - understand 
carbon guide answers practically every 
question a customer wants to know about 
grades, weights and finishes—about the 


right sheet for the right job. 


Why let your men grope in the dark? 
We'll be happy to send you a PEERLESS 
CARBON SELECTOR for your sales- 
men. They’re free. Just write and tell us 
how many, please. 






“Duh...well, 












“A GREAT NAME IN CARBONS” 








‘ 





“That's easy — 
here's the answer in the 


PEERLESS 
CARBON SELECTOR!” 


carbon 
paper 


Selec ; 1 


ea your: Ghethine,’ 
with the proper theet of carbon paper Yor their *. 
work is to ascertain the weight of copy paper 
customer utes to make carbon copies, 


Then turn te the same weight COpy paper in this 
book, on which you will see printed all th: intor. 


mation you need fo give your customers: the 
carbon paper that will do the best job for them 


_ i 


SSoprege V0 VEROLESS GapeRiA CO sn, Me wARe | 
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% An improved line—guaranteeing sharp write, long life. 
% A complete line—ribbons, carbons, spirit and gelatin duplicating carbons, master 
units, carbon ribbons, carbon rolls for every business need. 


LET’S GET TO KNOW ONE 
ANOTHER — the engagement 
and the marriage will surely 
follow. 
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your wife’s fur coat wears out, she picks out a new one 
and you learn about it when the bill comes in. When your 
y becomes six or seven, you go to the sporting goods store 

: buy him a bicycle 
But what about insurance? Your local agent would die of 
shock if you called him on the telephone after returning 
me and said, “Bill, I need $15,000 more on my stock policy. 
write it up and send mea bill” Your agent (turning 
t nother man) would feel as if the world were coming to 
an end, if you walked into his office and asked to buy a 
public liability | y And so, the peculiar characteristic 
ir product that it has to be sold ... it is rarely 

ght. Do any of you doubt me? 


Insurance Has to be Sold 


Think for a nute of something that you would rather 
iave than anything else in the world. You're thinking of a 
new car to replace your 1940 Buick. You would like to take 
that vacation to the mountains that you have been planning 
for years ou wal to enlarge your store and display area. 
You want a new ranch-type home with all living on one 
floor. Let your imagination wander, and think of one thing 
that you want above everything else. Pause. Now, please 
answer quickly 4 that want an insurance policy, please 
raise your hands. Pause. You see, no one WANTS insurance 
: t has to be sold 

This peculiar characteristic of insurance has created sev- 
eral distinctive types of buyers. These composite personai- 
ties can be placed in four or five categories. The first type 


never buys anything without a struggle, and he makes the 
poor agent feel like a skid-row tramp. After waiting for 
an hour outside f his office, and fighting past his secretary 


und a few other stacles, he greets his “friend” at the door 
wit! WELL, WHAT DO YOU WANT? The second type 
buys everything. He likes to collect insurance policies like 
your boys collect stamps or cigar bands. He has loyalties 


for every agent in town, and it takes an hour just to count 
his policies. He feels as if he has better protection because 
he has more pieces of paper. The third type knows more 
ibout the insurance business than the agent who has been 
n the business for years. He curses the companies, claims 
they are making exorbitant profits, and argues with every- 
thing you say. The fourth is the strong, silent type. He 


never Says a word. He doesn’t look at you, he doodles, he 
lraws pictures, |! asks no questions, and when you are all 
t igh, you feel as if you had been talking to a blank 
Wa The fifth is the humorous type. All insurance is a 
ke ha, ha, ha. He sticks his chest out and bellows, 
I've been in business for 50 years, and I’ve never had a loss 
The insurance nies are way ahead of me. It’s just a 
a et should ave gotten in it myself.” The sixth type 
is the man that t nsurance industry would like to see 
re of He buys insurance in as intelligent a manner as 
he buys the kind merchandise that results in a profit. He 
buys insuran¢ is | buys medical or dental service. He 
buys insurance t iarantee, within the limits of his busi- 
ness, that his bu é will survive and continue to have 
earnings, even tl h an insurable hazard strikes. He does 
hi isiness wit ve informed, trained insurance man. 
How can you get more for your insurance dollar? Ob- 
sly, the hazards to which any business are exposed are 


berless. The neon sign may blow down, the oil-burner 

ay have an explosion, your best customer may slip on the 

loorway, your new plate glass window may have to be re- 
placed, your trusted employee may start playing the races 


ir expense, the building next door might take fire and 
spread to your store, burglars may force your safe and steal 
valuable merchandise, your messenger may be held up on 
the way to the bani 4nd so on, indefinitely. The hazards 
present in our society are limitless. In fact, when they are 
recited to you, or when you see a list of them, you feel con- 
fused and bewildered. You naturally exclaim, “I can’t buy 
everything. You insurance people will have me broke; be- 
sides half of the things you mention couldn’t happen to me.” 
4nd so most of us iy insurance against those losses which 
believe are 1 t ely to occur. A farmer, for example, 
will carry fire and windstorm on a $100 corn crib, and fail 
to protect himself by automobile public liability insurance 
because he believe he is more likely to lose the corn 
crib than to have an automobile accident that will involve 
hi trouble. A home-owner will carry a fair amount of 
surance or s dwelling, but insures his household 
is for one-four their cash value. He does this because 
é nks that t ( nees of a total loss on furniture are 
r te 4 mer t l carry fire insurance on his stock 
valued at $5,000, but he won’t buy public HMability coverage 
which will protect exposure of $50,000. Why is this? Be- 
ause he thinks |} tock is more likely to burn than is 
someone to get } t bout his premises, which may or may 
} tru va? 


4 Tried Rule to Follow 


Our problem is to } w which kind of insurance to carry. 
And so my initia vice to you on how to get more for 
your insurance dollar is to follow in principle this rule, THE 
INSURANCE WHICH I NEED THE MOST, WHICH I MUST 
CARRY BY ALL MEANS, IS THAT WHICH WILL PROTECT 
ME AGAINST ANY LARGE POSSIBLE LOSS, AGAINST ANY 
SINGLE LOSS THAT WILL BE A SERIOUS MATTER FOR 
ME IF IT OCCURS WITHOUT INSURANCE. Whether or not 
such a loss is likely to happen is beside the point. For when 
any loss does occur, it will do as much damage, and be just 
as costly to you whether or not it was LIKELY TO HAPPEN. 
THERE IS REALLY NO RELATION BETWEEN THE PROB- 


ABILITY OF AN OCCURRENCE AND THE AMOUNT OF 
LOSS OR DAMAG THAT MAY RESULT. 

And so, the intelligent buyer of insurance first protects 
his business against every kind of loss which he might suffer 
and which without insurance could be serious. What kinds 
of losses are ther n a business of your type? Basically, 
there are three sucl issifications of risks: (1) Loss by fire; 
(2) Loss arising out of legal HMability because of the opera- 
tion of your business r the ownership of automobiles; and 
3 ss by burglary r by the infidelity of employees. 

Certainly one of your most serious exposures is loss by 
fire. Last year in America, there were nearly 900,000 individ- 
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ial fires totaling close to a billion dollars in property ioss 
I know three men in this room who have had serious lo 
by fire within the past year. While the need is generally 
recognized for fire insurance on your building and your 
contents, the protection of your business earnings or y 
gross sales, in event of interruption by an insurable haza 
This is appalling when you ré 








is generally over! K 
hat in your busines 


can lose more dollars through a 


t ‘ 

prolonged interrupation of your business than you « ld 
possib!l ose through complete destruction of your st 
Your ow! associatio has told Dun & gradstreet that 
office equipment an ipply store with sales averaging 
$200,000 a year spends $119,200 to buy the merchandise whicl 
s later sold for a profit. This results in gross earnings for 
uch a store of approx ately $80,000. From this sun the 
owner of such a business pays his salaries, his rent is 
debts, his trade association expenses, and all other expenses 


and last, but not least, he realizes his NET profit. The turr 


over in a business this size is approximately 3, and dividing 


this fi~ure into the cost of goods sold, the average invest 
ment in inventory ex] ed at any one time is nearly $38,006 
It doesn’t take Einst« to realize how foolhardy it is 
protect 305,000 In oO pocket and neglect entirely 380,00 
it ther pocket vhen the same disaster can cause 


Loss by Legal Liability Claims 





li he years 194; ¢ d 1948, a total of 57,211 liability 
exclusive of automobile were made against policy! e! 
of one large compa an average of 78 per day he 
liability losses paid insurance companies in one recent 
year totaled almost $60,000,000, while the uninsured ses 
paid by individuals and corporations, for which no figures 
were ivailable, were stimated to have been in the 
year everal times that amount The tremendous increas 
in claims made ever year is not due to changes in ths 
fundamental principles of law, but to changes in ecor 
‘ tions, the creati of new hazards, changes in the 
tudes courts and iries, and claim-consciousness 
put ( 

: t of negligence imposes a responsibility on eve 

responsibility to exercise care to avoid injuring the 
rr I (bodily injury), or damaging property (prope 
da ge) of another, whether by act or omission. Negligence 
s not defined by statute; it must be determined in each case 
by tl facts and circumstances. In most damage suits base 
on negligence the irt decides questions of law the ry 
decides questions of facts. Consequently, there is no rule 
w hicl will guarante: mmunity from legal liabilit fe 
negligence, and there can be no final answer to the que 
of ibility in a cl: for damages without recourse to law 
Anyone who owns, leases or uses property, anyone engage 
in a business or profession, is subject to the law of eL 
ie 


Fidelity Losses 


While it is estimated that employers in the United States 


lose $300,000 yearly through employee dishonesty, by cl ce 
and inclination, the majority of employees are honest. Dis 
honesty is as old as humanity, and is no more a phenomenor 
if the present times than are other violations of the Ter 
Commandments, nor is the embezzler pecullar to ar one 
city, climate, or business e is usually t of the cri : 
type In general, he has held a position of some trust nd 


responsibility and has enjoyed a good reputation 
The typical embezzler belongs in the white collar class. He is 
36 years old, he is married, and he has a wife and two childre: 











He is not psychopathic or of feeble mind, nor does h: ve 
in a eighborhood where crime is prevalent He is not the 
lowest paid person in his employer's organization, nor is he 
the highest His friends, and very often his wife image 
that his salary is $300 a month or more but it is ne 
$175. He has a high school education, lives comfortably 
lias in edium-priced car. His traveling has been confined 
ccasional week-ends and a two weeks’ vacation in the 
summet! He is a good mixer, he participates in social and 
community affairs, and enjoys a good time He likes a drink 
but he rarely take t during business hours He lives in 


every state in the union, in large cities, in small cities. Hes 
is employed in every type of business. He is competent and 
smart. He has held his position for five and one-half years 
His employer re rds him favorably, and he has honestly 
earned the position of trust he has attained. This is the 
man that absconded with over $200,000,000 last vear 

Some of you have had protection against this kind of ss 
for many years. You should know, however, that lossé sus- 
tained by trusting employers are nearly $0 per cent greater 
th the amount rotection which has always be 

lered sufficient 





Must Guard Against Largest Loss 


H can you get more for your insurance dollar First 
recognize that the insurance which you need the most. w el 
you must carry by all means, is that which will protect you 
against any large possible loss, against any single loss that 


be a serious matter for you if it occurs without insurance 
Secondly, centralize responsibility for your insurance pro 








gT in a qualified agent . in a qualified agent. What ad 
I mean by centralizing responsibility? Simply this 
sufficient amount of \ ir business should be placed é 
| ified agent it rder that he can afford to give the 
é you need Put yourself in the ] e of the ocal 
ran gent ir community You give Agent Brow! 
$ 00 policy ! ir contents You give Agent B your 
sal burglary p Agent C has your automobils cy 
Agent D, who belones to the E with you, has y« s 
ty nsurance And what happens Agent A s 
e\ ll on you, but mails the poli because he in't 
aff to take the t e to deliver it Agent B know that 
he Ses money on every account written that pays ess t an 
$2 n premiums In short, no one takes respor ty 
because YOU have not directed anyone to present 
print of your risk problem. When ar nsured loss 
along, they all throw their hands in the air, and there 
] whom 3 an place responsil . 
e National Cas Register Company reports that ir 44 
stationé 1 office store spent approximat 60 
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become the world’s most popular duplicator. 


Many new outstanding features including — Accu- 
rate Registration — Half Ream Feed Table — Auto- 


matic Roller Release — Accomodates Stock from . mest 
3x5 to 9x14 inches, In Futuramic Grey or ebony World d 


black wrinkle finishes. Will reproduce anything 


that can be typed, drawn, traced or photographed Duplicatord 
on a stencil, 





(Plus Federal Excise Tax) 


SPEED-O-PRINT CORPORATION 





161 EAST GRAND AVENUE . CHICAGO 11, ILLINOIS 
SPEED-O-PRINT (CANADA) LTD. 77 ST. CATHERINE ST., WEST ° MONTREAL 
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use this new 
sales tool... 





to sell JACKSON DESKS! 


In a new booklet titled “LOWER 
OFFICE COSTS,” we discuss the bal- 
ance sheet phases of office furniture. 
You will want to study this booklet 
and employ its message in your day 
to day selling of office furniture. This 
vital message will be mailed to you 
without obligation or cost. It can 
mean thousands of dollars in in- 


creased sales to you. 


Depend on the new OFFICE MASTER Series to 
deliver complete satisfaction whatever your cus- 
tomer's desk requirements may be. Illustrated above 
is No. CF1776—an executive conference desk with 
9" overhang on 3 sides. Three drawers in each ped- 


estal * All walnut exteriors on walnut desks. Comb 


WASPER OFFILE FURNITURE LCO.— 


JASPER, INDIANA 





No. CF1776 


grain oak exteriors in Softone oak desks * Deep 
file drawers equipped with ball bearing suspension. 
Interior equipped to accommodate hanging file 
folders * Desks equipped with adjustable glides for 


leveling and adjusting desk height 29" to 30!/,". 


REPRESENTATIVES 


James H. Davison, Route 1, Box 120, Los Gatos, Cal. 
Marion V. Follin, 220 Fairbanks Road, Riverside, Ili. 





George B. Wray, 130 W. 42nd St., Room 819, New York 
Howard Maley, 115 Tarbell Ave., Bedford, Ohio ne 
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L. H. McDaniel, 1414 West Tucker St., Ft. Worth, Tex. 
Harry Wells, 235 E. Breckenridge St., Ferndale 20, Mich. 
Homer Nix, 3858 Concourse, Jacksonville, Fia. 
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cents of a d sales for their merchandise. 40 cents re- 
mains as gros nings. Salaries account for 21 cents; rent 
for two cents tising one cent, taxes other than income, 
ne cent, and ther expenses six cents, resulting in a 
net profit of apr ximately six cents. How much is spent 
for suran Although no actual study has been made in 

business, v know that similar businesses spend about 

ulf of o1 per cent. That doesn’t sound like very much, 


1o¢ i ou 1les were $100,000 last year, it accounted 
for approximately $500. If your sales were $500,000, it ac- 
nted for nearly $2,500. Please remember that these are 
tional averages, and it is difficult to compare what you 
nd with what your competitor might spend. He may have 
‘ oye may have seven. He may be in a fire- 
rent part of a frame block. He may 
may rent. And what you spend 
nal thing to you. Without exaggera- 
nsurance dollar is the most important 
Insurance bought wastefully or care- 
lifference between survival and disaster. 
nsurance man stands between you and 
of your assets. 
to the natives of Indiana as “Abe 
reputation for combining wit and 
» or two of prose. Many years ago 
disgrace to be poor, but it might as 
we be It’s 1 grace to neglect your insurance program, 
laphaz j or to do business with untrained men. 
when the ke ! cleared away, or the judge has 
auditors have told you that your 
mploye drained your assets, remember this—IT 


Oo ling 
wn his bulid 
surance 


so 


Martin,” had ! nal 


iz sine 


las 


tne 





A VITAL PROGRAM FOR INDUSTRY 


By Wallace F. Bennett, 
President, 
Vational Association of Manufacturers, 
Vew York City 
onths of my 


D RING THES NINE m service as a traveling 
al tle f f enterprise, I have come to 


realize that there 


i e great , em that faces the American people. It 
is « that that ‘ to talk today. That problem is the prob- 
ler f freed rty if you please 
we An fortunate. We have a great heritage of 
the sings « n. We are the heirs of the countless 
n of mer vyomen who, ever since the beginning of 
recorded time : een struggling with this same problem. 
Ma f the their lives without hope of attaining the 
goa f freedor eir time Many of them contributed— 
thro gh pain, tl ; iffering, through thought, and through 
leat hip om<¢ the vast amount of human effort, that 
it } rea practical, livable atmosphere of freedom as 
tl ex] the constant blessing of the men and 
w £ 
Ww : fortunate because we live in this great 
land nly country in the world’s history 
which has had phy of government based on the funda- 
t f freedom. In other nations men have won 
f1 painf to it slowly. But fortunately America 
tl I ene at a time when more men in the 
v had fa é So it was possible for such men as 
W I gtor left M adi son and Franklin to write into our 
Cc tituti he f hat the ordinary man could be en- 
t ted wit t I ge of freedom, and that it was possible 
I phy and an organization of govern- 
i(l—a complete rejection—of the 
) right of kings, and of the idea 
t ned by a force itside of them- 
Are the Heirs of Freedom 
don One of the great mistakes that 
s the idea that all of the accumula- 
r was developed solely for him, with- 
us in his turn becomes not an heir 
but trustes¢ rs of the Constitution realized this 
u t I the preamble of the Constitution: to 
4 e | berty to ourselves and our poster- 
it not r ves 
4 F t posterity, and our fathers did a good 
je l of liberty for us. But as we look 
around t W k around our own country, we realize 
that j é t power and strength of human freedom 
ha i} ‘ than strengthend We are not as 
fre Tati 
ke t 1 about freedon What is freedom? 
Wwe ur inderbrush and first say what it isn’t. 
Fre is r phere or blessing that can be created 
I I sical force LW Physical force can destroy and 
weake  % ! reate it. Laws can describe it, but 
+} ‘ 4 
Fre i thing. Freedom rests in a man’s heart. 
Fre men are spiritually responsible. The 
gT is not law, or force, or power, but 
fai ( within himself the sustained power 
of be king that, he looks for some force out- 
sid el and control—and freedom becomes 
a Freed personal thing. I’ve already suggested 
tr I outside of man. It must grow from 
wi 
I I el rder to enjoy freedom it must be 
shared N ? self can be free when other men are 
round ! neoln put that very aptly in his own 
t he ol t the institution of slavery enslaved 
tl rs just h as it enslaved the slaves. Freedom 
is thing. Freedom is a personal thing. Those of us 
wl t lefend i preserve and strengthen freedom in 
4 st er fact about it—that freedom itself 
is in end. | a means, and the great end to which 
fre ur i e means is the end of human happi- 
ne n 1 free can he hapnp. No man can be 
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You Could t But 


More Comforl 





The Two 


Taylor 


No. 484312 


Comfortable Posture Chairs 


shown, have this maximum of comfort because 
_ they have 4-way balanced adjustability for the 
| body. They are TAYLOR designed to give the 
support needed where it 
is most needed. The re- 
sult naturally is the elim- 
ination of twisting and 
slumping to get into a 
comfortable position — 
much less body fatigue 
—greater alertness and 
morning freshness at the 





884512 close of day. 


Taylor Comfortable Posture, All Wood, 
Upholstered, Turned Leg and Modern 
Chairs. Write for catalog and dealer 
proposition today. 


No. 484372 is styled for general office use. 
No. 8845'2 for stenographic and office machine use- 





The‘Taylor Chair Company 


BEOF . » A 





THE TAYLOR CHAIR COMPANY, Bedford, Ohio | 


Please send me Catalogue 133, dealer proposition and 
territory open. 


Address 
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*SUPREME in All 17 Degrees 


SUPREME: 





Slig-lalelia “ Smooth 


6B to 9H 
*SUPREME in Uniform Quality 


*SUPREME in Meeting 


~ Opaque 


© 
> 


Sharp Line 


Clear 


= I$ 


Perfect Reproduction) + 


Ask for */500.../OF 


=e in LL, & C. 


NA 
u.S.A 


=} 2) 
NEW 


for the RIGHT } 


HT pe 


G 


MSBURY 


> RI 
R PEN 


The 





Exacting Requirements 


ERSEY 


BL 


N 


HIN 


| €@) = (ole) 3] 


Be Sure You Are Well Stocked With ALL 17 Degrees 


Pe 
oO 
2) 
o 
i 
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— === KOH-I-NOOR 


SS ee : 


= KOH-I-NOOR 


KOH-I-NOOR 


KOH-I-NOOR 


KOH-I-NOOR 





ippy ess he can preserve his personal integrity, unless ‘ 
I his elf-respect And no man who is without 
ave ther integrity or self-resp« 
Can't Have Both Faith and Hostility 
LT [ i i belong, and the need of a ma 
hie g tl ndamental needs of mankind. Mer 
happ whe they n satisfy those needs But I do 
izres Mir (he e that hostility between employer 
p it a Ssary if am right Assu 
that ea aa ! basis of freedon nd the w 
Ame lrean s fait then obviously I accept 
> that hos is inevitable tl ' you 
! t ith and hostility 
l ggest that an’s basic aspirati can 
i ed i man cannot be ir elf unles 
free il il grow to his full stat I ss s 
free e the d ction, the place, and the rea in 
he cl se 8 r wishes grow 
A I and ecog tion are a mockKer ess the 
‘ the a n of free men And ‘ ging 
i i ee to choose that eg ip to which 
Ww! per Well, I'm sure it jous I ] 
ne we ha through two World Wars We have 
e the inifestatio1 physical force exerted on many e! 
n the world W have seen many countri¢ go down—backed 
nto the hadow of slay under the power of physical f 
And 1! wn « intry fear has been generated 
wi men act ir ar they obviously do not act in fai 
Ihe vl seek s for their own gains use xte i 
for ha‘ risen t wer in our own country The peopk ! 
thi vy have begu lose their faith in freedom. Th s 
‘ ve ha bee physically beaten—that would sti 
n Americ: it we have begur t lose freedot 
pl ica deologi We've begur » le it by default 
Prey r fea here are many leaders in America whi 
ure t persuade us to abandon our freedor in exchange 
\ t é tell us is security 
r " two wa which this is being done | think 
} aware < ‘ Obviously we ar eing prese i 
with hilosophy false security in all the iring &£ t 
I cl that coward idea can be dressed 1} Bu 
i ! rs that w have been told about freedor Ww 
ist irs in an att pt to persuade us that it is not worth 


~ was we " 
against The first ice is the old, old device “divide | 
conqu Ve have been told recently that there are many free 
dot ount th hey name them. The erence is t 
tl many tt doms that we can afford give up on¢ 
" de to s thers that we think " be f 1 re 

“It's Only One Freedom” 

Tl eat truth of freedom, ladies and gentleme! that 
thers niy one treedo! We meet it in different aspect and 
different experiences ife When we go to tl church « I 
choice on Sunday, it’s freedom of religion; and when we id 

w orite paper, it freedom of the press ind whe \ 
lecide into the tationery business, it’s freedom of 
prise But it’s all | ally the same freedon 

The fundamenta iilosophy of the attack on i 
t ita the has been in the econon irea Marx 

! ostle of philosophy that life is materialisti a 
leni e spiritual aspects of freedom Because his phi 

ph ised on naterialism, and because ts concul 

l ialisn has the same materialist isis h st 

h tr citads freedom is in the ‘ mk i ol 

e ¢ é We ire told in America, as they have bee ld 

xte! in England and brutally in Eastern Euroy hat 
f ad f enterprise is wasteful, selfish, and inherer t 

! hat w find in human weaknes We ure ] 
t ad just willing to give up treed ot ¢ 
um s pla ate ownership and state contré he 


I se 


Sav al ne the men 


OFFIC 


must be on 


and 





uur problems would disappear 
n which freedom ha 
across the waters yo 
freedom of religion 
always lisappeared ! 
( } The 


essfu lestroyed 


look 
reedom 
peech—have 
a“ been suc 
reedom 
don and 


or weakens 


] 


n order t onquer al 


every successful atta 


Device” 


He ‘ ~ 1de< t t 


“Cheapening 


which we r ' 
ant or valuable a ve think j 
pening In le day whe ny rand- 
ind settled in tl West 
with it the prep tik t Me 
aon as opportunity r t 
freedom to grow freedor to w ip— 
yw they talk to ibout the freedon 
ach to freedon freedor fro! ‘ 
ough anyone ruarantee t 


is freedom f ‘ ! t it a 


a 
a 
tl 


freedom 
hat we must 
gehts and privileges 


we must lear t t each of these 


pay f eed \V « 


else nm life i that the 
geht to} e, the th 
making 
fundamental price eed 
s the price _ ! ind tne 
ries with it the re bilit f ik- 
t with it the =} f kit 


the r 
for 


irries 
ond price 
a denial of 
ested in he 
our fundamenta ‘ sibilities 

lity to devel wr ga a 


nsit 
ong our 


super ‘ wisl I 
and wome rk fe I 
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OF 


New Tumbler Analysis Pad 
With Exclusive “ema. 


NUMBERED LINES AND COLUMNS... ALTERNATE COLORED COLUMNS... 
EYE-EASE* PAPER—GIVE YOU JUMP ON COMPETITION AND BOOST SALES 





Business today needs more accurate records and Display these sales winners. Be sure your salesmen 
needs them faster. These new National Tumbler Pads have a sample. Let your customers know you have 
— 15200 series — meet these needs. Look at the fea- them—and they will take them away from you. Place 
tures below. They are new, exclusive—only National your order with National today. 


pads have them all. 


Forms contain from 2 to 21 columns. Sheets come N ti Rg " 4 Kk C 
in sizes from 8%" x 14” to 25%” to 17”. Units are a ona an 00 ompany 
ruled from 10,000 to 1,000,000. 

The Tumbler* binding lets sheets turn easily. Each HOLYOKE, MASSACHUSETTS 


sheet is perforated for easy removal. NEW YORK CHICAGO BOSTON SAN FRANCISCO 


= 


UY ACT KAYE 
a aa POSING ry 


4A / 
Rytiit ‘ : VA 










Numbered lines with every 
fifth line ruled heavy for ac- 
curate posting to correct line. 











444+ 


Bane Ty ) HH “tttt| Numbered columns for accu- 
oan uit rate posting to correct column. 





a4444et 


tT tii 1 | Alternate colored columns for 


Se NUMeEREO << SN t it | wse such as — cost and selling 
ED LINES © 5 Tt A es *. 
nuMee S muni tt vanes wUsLUee *| —debit and credit — etc. 


PLUS Your Big Sales- 
| maker... 














oc, NATIONAL (~) AND YOU 
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“~2 


DON’T SELL YOUR 


7ME>s CUSTOMERS SHORT! 


Recommend and Sell Meilink Double-Door Safes 
To Anticipate Future Requirements of Patrons 






A safe is not an annual purchase. That’s why it pays 
to purchase one with an eye to the future. You can 
render a valuable service to your customers by 
selling them ample capacity for years to come. And 
at the same time, you can easily step up your dollar- 
volume of this profitable kind of business. 


MEILINK #445 
TWO-HOUR SAFE 
Underwriters Laboratories 
Class B 1-20 Label 





























MEILINK +545 
FOUR-HOUR SAFE 
Underwriters Laboratories 
Class A ‘¥-20 Label 


MEWINK #13 
ONE-HOUR SAFE 
Safe Manufacturers’ 
National Association 
Class C Label 





MEILINK STEEL SAFE COMPANY - Toledo 6, Ohio 
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| faith of the men and women who work 
ee! ans by which we can contribute 
1 and women in industrial America 


tha ho people naturally and ir 

t ! of ti rganization of whicl 

ng to admit that because 15 million 

America ire nembers of tabor 

45 million who are not I do not 
mployees are nherently hostile 
a great manifestation of faith 


and we were fortunate that we 
years ago who could write that 
If the foundation of freedon 

S a sjNrituail power then the chal 
I I've traveled about this countr 
ome to rea e that the Americar 
tual heritags 


Workers Must Believe, Too 


‘ rving ftreedon in its econon 
I sure that is obvious to you 
ho work in American business and 
part of it or they will deny it and 

tr te ipport free enterprise 
Y in’t persuade them with this 
the me ind women in America 

r ! rsuaded that the 
ntinue because you, as the 

able to demonstrate to them ir 
n your ace f business, that 

in their lives and that you have 

then 

challenge of freedom and liberty 
mat ind our generation wa 
escape our responsibility for 

ir fi fa s did such a mag 

Amel! i's political philosophy on t 
ternal vigilance s the price of 
secret of freedor s courage. But 
mple line out of the New Testa 
spirit of the Lord is, there is 

to your spiritual leadership |! 

that the iture of America is 

_—~—- « 


PSYCHOLOGY IS YOUR BUSINESS 


By Leo M. Cherne, 
Executive Secretary, 
Research Institute of America, 
Vew York City 


| \ N \ e to disassociate the Stevens fror 
ti which have taken place 

working here at the Stevens 

I ‘ tl ks of enthusiasn 

I ym Ww ng a Gerald L 

i That r nz has a bearing 
that Gerald Smith is a master 

f 2,000 , | don’t suppose there was 

1 Smith gave them what they 
wers ind till does, to their 

s of their lives A master of 

tes i coherent senter! but 


word or phrase 
isy answer! 


yur time d this complexity 
da the har tans who pre 
lies for the confused and 
ne } owledge of the 

dg of his ne l 


Suffer From A Delusion” 


ss op before i 
ip t form wearing 
I qu i them that I 
S taste, but I 
s I notivatior 
! uth nat 
s saw his r 
H broke t 
\ It may well t 
Fe e |} nan being 
nt some tin 
W iff oO! the delusion 
sely VW the one 
i t the ! gs whicl 
I s f how ney 
bef tha if they 
ther for 
? iy iaAtior 
\ n ti 
2 ndling 
we ha 
< we ! 
ight t 
th ? i 
they firs 
mibe ’ 
prot 
its imy 
wi ! 
Curious 
s lustrial lea 
S sSatistry 
‘ ong. N 
“hat's why they tay 





LOOK 


The Toledo Metal Furniture Co. 
PRESENTS 


Little Dandy 


Typewriter Stands 








No. 671-LSX 


TWO SIZES 
With or without side leaves 
With or without locking device 


FIVE-PLY WOOD TOPS 


and side leaves 


COLD ROLLED STEEL 
bases 


Our name is your guide to 
quality 
IMMEDIATE SHIPMENT 


Send for catalog and price list 


The Toledo Metal 
Furniture Co. 


1001 Hastings St. . Telede 7, Okie 
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The 


FIBEROK 


Fibre Cans and Receptacles 


New Better Grade Fiberok 
Fibre 


New Improved Construction 


s + ij 
Liginal 


New 
Lower 
Prices 





No. 2-42 For Office— 
School—Home 





No. 10-300 All Purpose 
Receptacies 





Fiberok Receptacles 
Are Light 
Saving Transporta- 
tion. 


Sturdy 
For Heavy 
Usage 





No. 150 Line—-Utility Cans 
With Rubber Casters 


No. 110 Line—Same Style 
Without Casters 


Where Waste Accumulates 
The Need Is Met by FIBEROK 


BAINBRIDGE, KIMPTON & HAUPT, INC. 


Office Equipment Distributors 
WHOLESALE STATIONERS 
218 Greenwich St. New York 8, N. Y. 
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in after they join. They join because unions satisfy emo- 
tional needs to a far greater extent than they satisfy the 
economic needs. Emotional difficulties and frustrations may 
focus on economic need, but the economic need is not the 
cause. In survey after survey which has been taken of the 
preferences of employees in their relationship with their em- 
ployer, with their work, there has been no survey on which 
wages have come higher on the scale of desires than fourth. 
It doesn’t look that way in a collective bargaining agre 
ment It doesn't look that way at the moment in the steel 
industry and, yet, on no single survey has the wage been 
1e fourth inducement for working 








more than ti 
In American labor relations, the pioneers of improved 
working conditions were inevitably the ones struck hardest 


when they were struck. Kohler, Wisconsin—Hershey, Penn- 
sylvania. When the lightning strikes it strikes where the con- 
ditions are best Why Because once again the wages, the 
hours, the tangible working conditions are the words or the 
issues through which emotional frustrations and needs speak 
and those needs as frequently as not have n ng to do witl 
the wages, the hours, or the working cond ~ 


4 Safety Valve Is Needed 


Now I’m not pretending for a moment that there aren’t any 
economic conflicts between the employer and his employees, 
that a wage doesn’t make any difference and you can work 
anybody any number of hours if you know how to motivate 
him. Of course there are economic conflicts. All of American 
life is made up of conflict. If there were no economic con- 
flict, there would be competition. There is a very real 
conflict between competitor and competitor and even more 
real conflict between buyer and seller But there is a big 
difference between those conflicts and the « flicts between 
labor and management and the difference this—if your 
storekeeper is too unpleasant and his demands too unreasor 


able if his price is too outrageous or quality too shabby 

you finally walk out. That's the safety valve in the conflict 
But in the labor-management conflict, the frustration and the 
difficulty occur because there is no means of expressing it 


until you get to the picket line. One of the most acute needs 
in American industry is the need which has been repeated 
over and over and for which in most institutions there is still 
no adequate answer the need for communication. The need 
for expression Many companies have assumed that com- 

re 


munication means a better house organ that it means 





effective loud speakers—that it means more frequent con 
pany announcements Well, that’s one-half of the need but 
actually the need isn’t for the company to express itself as 
much as it is to give the other guy the pportunity to re 
spond. If you wish you can ignore this need, but that doesn't 
mean that the desire to speak back will be quieted It 
merely accumulate it build up and will finally express it 
self in terms of wage working conditions, hours, or any- 
thing else that seems handy 

Let’s examine that need for expression I in well under- 
stand the disappointment of the average executive wher 
ifter every effort to pay a decent and good wage and t be 
fair toward the work staff, we discover for the first time that 
there is ingratitude and hostility; that some f them don't 
like us Let's take a look at this hostility toward us, the 
employer, and its background. It comes with a great shock 
to the parents whe suddenly the child in an outbreak says 
to his mother or father, “I hate you.” An unpleasant thing 


for a parent to realize is that on certain occasions, and, ap- 


parently without reason, the child wants to express hostility 
towal is parents. He resents his dependence on them and 
the authority they represent as dispensers f his security 
It’s part of the process of growing up—of breaking away and 
asserting his owr sell Then the child goes to school and 
confr ts for the first time a substitute parent the teacher 
Because the teacher doesn't require quite tl ame kind f 
cid glove treatment as the father, here the hostility fre 
quently is a chance to really express itself For the Amer- 
ica in particular, a premium is placed on not be ga 
sissy r not apple-polishing and Knuckling under to the 
teacher It's a sign that he’s aggressive ndependent and 
sissy n other words, he’s the one most likely to succeed 
Now the child grows up. He gets out school. We expe 
him a the age of 16, 17 18, or 22, all of 1 sudden to droj 
any hostility for anybody who stands in the role of parent 
because that’s exactly where the employer stands He 


' 


stands in the shoes of the teacher before him and the parent 
before that. By what miracle do we expect this new grown-up 


child to be a package of sweetness and light, reasonableness 
and gratitude? Now what does the union provide? Several 
things in opportunity to express hostility for one thing 
You pay somebody to call the boss names 


“There Is No Solution” 


What's the solutior I think the most rts 
the solution is the realization that there is ne 
a lot of approaches and a lot of answers and 
techniques. There I olution. There are tl 
be done to ar ise the feeling of belonging 
f ident ression. And the pl 
has to mong those wh 
for yo the foreman or supervi 
told hil nent, and you w 
beliey esn't think like ma ze 











does! self like managen 
inage In the first |} ( 1 
good at managing. H vas invariably 
wa best at the particular job he was 
taken off that job and put at another 
bly is not best at all the job of an- 
most cases he wa given no training 
»b. He has just : ich need for 
portance and identity is those vl 
He doesn’t get paid very much more 
in’'t even belong t the union and h 
‘ ina ent either—-not automatically The 
problems of making the foreman and the supervisor an in 
telligent representative of management is a job whieh will 
occupy American business for the next ten years 
Yes, psychology is ir business. Fortunately, we in Amer 


ican business have made better use of psychology than busi- 
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in Oxford PENDAFLEX’ 


the folder that hangs 


Pendafiex means plenty-quick-filing — and plenty of customers are going all- 
out for this time-saving filing convenience! Pendaflex takes the fuss out of 
filing. Each folder hangs straight and firm; is easy to identify, easy to 
reach, easy to handle. Business people everywhere are learning that this is 
the new time-saving, easy way to file. No new cabinets needed; your cus- 
tomer simply puts a frame in 4is own cabinet and Pendaflex folders hang 
from the frame! 


For one-cabinet cubbyholes or five-floor firms, Pendaflex installations mean 
plenty of profit for you! Write us for complete details about this great 
filing aid: proven successful in thousands of offices throughout the country. 


di FILING SUPPLY CO., INC. 
Garden City, New York 
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1950 3 just ahead 


OVER YOUR STOCK OF 
YEAR-END Filing Needs 























VERTICAL FILE POCKETS 


VERTICAL FILE JACKETS 


Here’s a one piece construction vertical The famous LEATHEROID file pocket... 


file jacket with double tops to give added 
strength ...an economical filing container 
for letters, legal papers, orders, contracts, 
and other important papers. Now avail- 
able in 3 sizes with 1'2 and 2” expansion. 
Quality Tag and Red Fibre stock. 


five piece construction with glue welded 
double fronts and backs ... paper or tan 
cloth gussets .. . ideal for bulky corres- 
pondence, contracts, orders, specifications, 
blueprints. Now available in letter and 
legal size, with 1°4, 3'’2and 54"‘expansion. 





% Also, four sizes of Flat Filing Envelopes and Flat Filing Jackets in either heavy 
manila or Kraft stock—packed 100 to box. (See your Quality Park catalog 
for all year-end filing envelopes.) Sold through dealers only. 


{or Cinévtmar --- all of us at Quality Park 
join in extending warm season’s greetings and best wishes. For 
1950, we pledge a continuation of the high quality, dependable 


service, and careful packaging that have made Quality Park 


products First Choice. 


QUALIDYe@PARIGEN MEL OPEIGON Dasliry a 


General Office and Factory, Quality Park, St. Paul 4, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
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world or we would not have learned 


ve have thus far. In essence, all we need 

s keep re ering that Narcissus legend. “Every 

ra cert portion of the time lives in a world in 

} e is at the nter; it revolves around him. He’s fallen 
ove with his image and his preoccupied soul.” 

to I treat him as an individual; recognize his 


status and expression and you have 


—> 


TRAIN § ALESMEN THE NSA WAY 
By Paul E. Burbank, 


General Manager, 
National Stationers Association, 
Washington, D. C. 


ual convention with you people and 
I yed off of every program as far as 
ing to you erned, other than to make announce- 
ts and di ‘ f those things and it was with some 
emerity that I yself on this program. You know it's 
great racket 1ild the program, so there was nothing 
t t 4 the to do was print it so I was on, but I 
wanted to ta t you and I knew that in doing so I was 
ly I I First, because you all know me 
well and we'r ng together and, secondly, because |! 
s eliberate receding Ralph Carney, (By the way, he 
vas writte ] e “Saturday Evening Post” of last week 
[ hope you fi vy it.) He's the greatest salesman and so 
n what for you last year that we asked him 
back this rand here I am up just ahead of him 
But I'v got s ‘ x I want to talk to you about and I 
tt I t ti isly important 
r t t least with one phase of salesmanship 
rnine think we need it. Heard a great exampl« 
ight, by t \ of salesmanship. It happened that we 
I & part of the staff ate in the Park Row 
tai id an awfully courteous waitress but 
x dragging nd we had to leave We decided we 
have rt, so, in a facetious manner, when she 
i ver s int that horrible thing that comes at 
the er f the nd she said, “Just a minute, I'll get 
the enu ‘ t lot of desserts tonight.” We, how 
ve! get ] there on time with the horrible thing 
nes att it what an example of salesmanship 
tl igh it w etious, she picked it up and reported 
vith the dessert ve were talking about the check that 


Felis of NSA Advancement 


when I first came, I think, was 
ed big thing. Without knowing it I 
think they t ' line from Daniel Burnham, because 
i r t small plans; they have no magic to 
s 1 And we haven't attempted small plans 
going t t you too much about the Association 
I st to say that two things have happened 
is your internal advancement. And 
in take r services, listing them briefly—your 
Desk Sheet, the é mn your own magazine, the research 
that has been « mprovement in your regional meet 
ne , the your national convention I thin 
f you nee e proof of that change any more 
tl } ir rday’s genera 
x That proof I need that we are thinking 
f rs Externally, also, another interesting 
ng has happer How many of you have ever said, “I'n 
sta ner ] mebody say, “Yes, I know, we buy 
Ps r fror your competitor.” The name is un- 
it zg to 1904 and the outside public to 
ll f t ve a comprehension of what this in 
s, and what ells, and what it does in the business 
wo! to mak« e the continuance of manufacturing, 
ssiona I of any kind of business that there 
it ir t ildn’t run. In the last three years 
It < J an I report to you that the work you have 
ir cé vith your Association, has brought 
greater nence in the eyes of the general busi- 
world acr t intry than any period prior to that 
4 t of it has ne through the bigger thinking that 
hav ma nd to which you have contributed 

I think t é isly important 
vithin your organization which has 
I t want to talk with you for just a 
‘ ent re You've heard a great deal about 
t s col you’re going to hear a great deal 
ore I Ss ; It isn’t too far back that we 
I the best one you had, was the 
etfully and make the customer 
is favor That day S gone You have 
two hundred and fifty billion 
lucts in this country in a year 
lars is—well, good old Jack Lacy 
with 3 ear, told a group in Washington the 
ght what n dollars is. If, when you were bor: 
t isand dollars every day and you 
rs old continuing the process, you 
of it and you would have had t 
lic Figure it 
; We've got a twe 
fift llar market in this country. We'v« 
| tion, producing ) per cent of 
S £ ds. Big f Vashing machines, automobiles—al- 
x mi es this year you can take then 
: - ¢ — as I. There's no need for me to 
iw yn the I t s the thing to which we're geared 
t t f it unless somebody sells it, and 
int thing. We talk so 


wit} ' f te 


Session at yeste ] 


much about 
‘ é ) w much we actually do about it 
What mates I'm not going to tell you that 
t en who will give it to you. I'n 

of points. However, I thinh 
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In Extending 


1950 
Seasons Greetinas 


To our friends 
Old and New 


+ 


We again pledge to continue our ef- 
forts toward the manufacture of the 
finest quality carbon paper, inked rib- 
bons and carbonized rolls. 

To our OLD FRIENDS, thanks for 
your confidence and patronage down 
through the years. 

To our NEW FRIENDS, please con- 
sult us on your ribbon and carbon 
problems. We offer you the benefit 
of our long experience and thorough 


knowledge of the dealers’ needs. 
Service and a square deal for all. 


“The Complete Line” stands the 
test of time. 


f 


pe 


BS 








*Rconos erent” 


reset sane 


H. M. STORMS COMPANY 


STORMS BUILDING 
BROOKLYN 16, N. Y. 
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FOR YEARS THE BEST SELLER 





£ Campisee Simplified Book- 

eeping System and Tax Rec 
a Ali in One Book. 9'2 x 
1244” looseleaf binder, con- 
taining ample supply of tri- 
colored pen ruled, self-explan- 
atory forms. 


ff NOW...WATCH YOUR 





SALES 





A SYSTEM FOR S 


EVERY BUSINESS WITH THE NEW 


Merchants 
Manufacturers 
Beauty & Barber Shops 
Cafes & Taverns 


SELLING 
IDEAL DISPLAY 


For the past quarter of a century, 
Ideal Systems, by reason of the 
many exclusive features, have been 
the largest selling line of simplified 
Bookkeeping and Tax Record 
books on the market. Now with 
the added sales stimulant of the 
new, attractive, Birch 
Wood displays, your 
Ideal sales will 
skyrocket to 
new heights! 


Restaurants 
Drug Stores 
Grocers & Markets 
Cleaners & Dyers 
Business Service 
Farms & Ranches 
Real Estate Brokers 
Doctors 
Professional Service. 


Garages & Service Stations 


agped to iit 
cur harciness 


Jewelers & Watchmakers 
Apartments & Hotels 
Hardware Dealers 
And Many Others 








ADDED FEATURES— 


In addition to Ideal's new, handsome, self 
selling displays, and specia! packaging, other 
features have been added to the Ideal line 
such as specimen sheets which are included 
in each book giving practical facsimile re 
productions of proper entries. Another ap 
preciated feature is the Depreciation Charts 


which give average life and depreciation 
rates of furniture, equipment, buildings, er 
$2.00 - $3.50 - $5.00 - $7.50 


from 
YORK 


many cities 


Immediate delivery 
LOS ANGELES or NEW 
and wholesale stationers in 





’ IDEAL 
IDEAL SYSTEM Company SYSTEM | 


DESIGNERS AND MANUFACTURERS 


346 SO. FLOWER ST, LOS ANGELES 13, CALIF. 
6 CHURCH ST., NEW YORK 6, N.Y. 

. : ‘ I 
| Our latest illustrated Catalog and detailed circular of New, FREE, | 

Self-Selling Displays will be sent you upon receipt of this coupon 
attached to your letterhead or card. Mail to The Ideal System Co., | 
| 346 S. Flower St., Los Angeles 13, Calif. You will receive the above | 
i by return mail marked to — 
| Attention of | 
ie ee ial eaten canes ent eteneety Sage cms eees ee eae ein ome On eats ome cams me en amen 


IDEAL SYSTEM 


pack eT) 












! V 
and I feel 





one thing that makes him is that you imbue him with a con- 
viction of service to this business economy which he has to 
keep running. Nothing will make him work like motivation 
of feeling that he is contributing, doing something, to be a 
part of this great America with that productive capacity 
t's essential that you do it. You've got to have initiative, 
the dramatic ability to make things look beautiful as he pre- 
sents them. Of course, he has got to work, he must have 
skill, he has got to combine that skill with work. How many 
of you thrilled, last Sunday I think it was, when the Yankees 
and the Red Sox finished up the Series? When a boy comes 
out of the hospital and goes into that game and for-a 
crippled New York Yankee team drives ther into the pen- 
nan t You know why Joe DiMaggio is better than some other 
ball player—for the simple reason that the only difference 
between a 250 average and a 300 average one extra hit 
every twenty times at bat—that’s all. One extra sale every 
twenty times of contact is the difference perhaps between a 
mediocre and a good salesman as well as the 250 to the 300 
ball player—one extra hit each twenty times at bat 

In our opinion. however, before any of those other things 
come into play your salesman needs knowledge and that was 
Vhat lay behind the planning work for your product training 
course and we're calling that the “Training Method the NSA 
Way because we have no staff large enough to go into the 
field and work with you on the other phases certain at this 
time If you keep growing goodness knows what we can do, 
but we can give you knowledge of this industry an industry 
where even the smallest of our dealers has 000 items, the 
largest of them somewhere between 15 to 20,000 items. What 
a tremendous need for knowledge! 

Finest Act on the Course 

Most you have seen parts of the course You may say 
“Why talk about it here we've seen it Gentlemen, you 
have seen it but you haven't acted on it anywhere near as 
you should. You remember how it came out to you. The first 
chart on my right represents the book that came out on 
“How to Sell Stationery Satisfaction.” A magnificent job of 
gener! lling information. The second one was “How to 
Sell Filing Supplies There came your specialized work—a 
book just crammed with knowledge on filing supplies. That 
was filing with a third which went to you in early Septem- 
ber How to Sell Loose Leaf.” We're giving you a preview 
of number four, “How to Sell Fountains Pens and Mechanical 
Pencils Those are your highlights. Those are the books 
for you 

Now are they good I can say only this—that the letters 
that have come in are the most magnificent testimonials that 
any organization could ever have I think we should print 
them and send them out to you. Let me give you just a few 
excerpts: “Just a brief but very sincere note to say thanks 
for your cop) of ‘How to Sell Loose Leaf’ and to give you the 
hearty congratulati s of this organizatio1 It is, without 
doubt, the outstanding piece of educational material for this 
industry and the Association should long be remembered for 
it. It would have made you feel mighty proud to have heard 
the remarks made by our employees who were present at 
the sales meeting Thursday night when I passed out the 
sample of the first two booklets. The remarks also made by 
the office manager who went over them and said, “This is what 
we have needed for years.’ “It just can’t be possible x 7 
hadn't seen it with my own eyes I would never believe that 
anything as fine as Manual No. Three, ‘How to Sell Loose 
Leaf’, could ever be produced in this industry. As you know, 
I have spent most of the years of my life in this industry 


qualified to pass on a booklet like that.” 


Ch we took the help of the various aids that go with it 
In the center panel above my head you're going to find just 
an outline of the various things which go along “The 
Leader's Guide,” how to teach the course, the questionnaires 
that go with it, the supplementary material that you can 
purchase and give to your key accounts “Make Your Files 
Smile There has been more good comment on that, it has 
been used by many of our dealers, we have had orders which 
have gone as high as three thousand for distribution from 
one dealer on “How to Make Your Files Smile The question 
is—Is it going to be worth while to you? It is our hope and 
our firm conviction that if this course is used, if it’s taught 
in your stores to your men, the answer is no theoretical 
answer, the answer is an increase in dollar sales volume 
because he is not confused he knows h ymplex industry 

A Long-Range Problem 

So the work of jy ir Association is designed to take that 
bewilderment away a long-range prograt You're going to 
get probably about six books a year. We can’t Keep quality 
and give you faster production. We hay had some people 
say that’s too many, we can’t use that many. Some have said 
that’s not enough. Remember this, you can postpone using 
them if they’re too rapid You can also supplement them, 
and should, with other material from your m eee irers 
material of your own, if they’re too infrequent. We're going 
to keep the quality so when this thing is done dad have 
an encyclopedia of this industry that cannot be beate! 

Most of you know how you get then We send you the 
original copy when they're first produced as part {f your 
service from this Association. Additiona opies we sell you 


at what they cost us to produce 
But the thing that I want to 
period of “Salesmanship.” This is 


Say to you is this this is a 
just phase of it 


National Asso 


a tremendous operation on the part of y 
clation How many people in this room have seen “The Death 
ff a Salesman?’ Not many I wish you l had. It’s iperb, 


agwedy in drama Your heart will be 
who Was a ilesman And not 


superb! It’s tr 
tut by Willie Loman 


simply 
wrung 


only is it tragedy in drama in that it’s great theater but 
there's a thought to it for any modern thinking man of sales 
because Willie Loman built his sales career on contacts and 
only on contacts, and as Willie Loma ized the contacts 
faded away. He did not have knowledge, he did not have 
anything modern in that mind of his and he went out and 
killed himself and over Willie Loman’'s grave in the final 
act is one small soliloquy from his friend Charlie, who had 
been his pal through ail the years, who had watched Willie 
but couldn’t understand him. And Charlie said, “Nobody dast 
blame this man for killing himself. You don’t understand 
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profit from 
the durability of 


‘s) Leopold office furniture 
installation for the 








First Bank and Trust 
Company. Installed by 


office furniture Business Srotems, lns.. 


2» the superb styling and carefully designed efficiency of its office furniture, 


opold adds the finest materials and craftsmanship to give users a durability that means added profit. 


It is the combination of ail these elements that has meant thousands of satisfied users 
the country over. The discriminating buyers who choose Leopold have a habit of repeating the choice 


whenever added needs require. 


Dealers and office furniture buyers alike profit from the durability which has been 








traditional with Leopold since 1876. 
BURLINGTON, IOWA 
MEMBER OF THE WOOD OFFICE FURNITURE INSTITUTE 
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MEANS BUSINESS 
»ee more business for you 












u € igh 


8 on/ »f 
WY Gin to Ourse | 








eee ete PPeees,, 
** *« 





-* eo, 
. - 
e* ee . Keyboarg 
” T * : es 
. © <é nf, ore —_ : 
a oO "ete = ; nomica| for 
" AYs ns wlan agg” Plate ig 
. ° &8 additin, D 8ure work ax 
og 3 4 





4 ‘ / 

~ ® d > . 6 u f , - 
7 oO Cc U T rx veighs on}, | Ye tandling 
. IN G.coliy ‘ 
Oo FF t i ie olumn, total 1 

Cc ° 1Ode ( 4 d 
E ° ° arrying ; 
® Oo Ss T Ss : © “48 availabl 
bd > 
> 
>. e* 
. 






Costs only $340 00 
















Sizes and available j,, 
time a Cpe SPecial s¢ ttings Ay several 
Work Ts measure mad idding 
F 
there's y JUSt press the | ncies ba ; 
K a we This is the third in 
one ae Means ape Plus’ continuing 
means SPeed PLI R ng 
pep series of hard-hit- 
hthienaed low prices, ting pages to your 
> ioe * you can P 
that mea, eu? Work and — customers and pros- 
means minutes saved Bet the Speed pects se Office. 


4nd money a: 

is Office Management, 
Fortune, Business 
Week and Dun’s 
Review —a strong 


U hie, Zz ' ‘ 7 
fit Oil bay ug | lees campaign designed 
PLUS COMPUTIN 4 = "8° descriptive bookie, to arouse plenty of 
sean” Murrey mind MACHINES line ' a interest and inquiries. 
wi? Of Bell Punch Com part 7%: ¥ ; pine: ‘This adds up to a bigger 
Wile for name ot prys tenes _ H fans Fall selling season for 
“ | ie, you, because Plus means 
é' STATE business—more business 


for Plus distributors. 


Ve dim ip... yoiit Cell bly, tb 
PLUS COMPUTING MACHINES Inc. 


37 Murray St., New York 7, N.Y. 


Subsidiary of Bell Punch Company— Established 1878 ; 
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A e Was . n, and for a salesman there is no rock 

the f He don’t put a bolt to a nut, he don't 

, : g you the medicine. He's a man way 

thers n t riding on a smile and a shoe shine 

v} t smiling back—that’s an earthquake 

4 then yo get ourself a couple of spots on your hat 

] Nobody dast blame this man. A sales- 
s gott boy It comes with the territory.” 

Say it a salesman has got to dream but 

t got ! as did Willie Loman He's got to 

t f edge That's because we want to give 

the material with which to give 

\ is fundamentally beneath every 

se t t do. That's why this course has been 


example with you that some 
‘ I ed before. I'm repeating it purposedly 
the } vhether or not the books represented 
I r ead do something for this industry 
person in this audience. It was a 
stor I told 1 at the regionals of the old prophet in the 
f his scanty garment but with a 
in his belief, in his faith, and 
And there's a big bully that 
I I orning trying to discredit him, with 

s gee fists « round a bird, the tiny feathers sticking 
his fingers And he said, “Old man, if you be 

é r it's dead or alive The old man 

a moment and he said, “It is as 
will.’ And, of course, it was. He 
ind or he could let it go on to life 
1 people in this industry that if you 
of your pe ople here's one tool 


osing 


that . . ’ habls 
ew I men 


S as you will, 
<2 - 





NEW WATERMAN DISPLAY—This ball-pointer merchandise 
counter card was devised by the L. E. Waterman Co., 344 
Hudson St., New York 13, N. Y., for the Christmas trade. It 
is lithographed in Christmas green, red and black. The card 
is equipped with a special envelope containing 12 individual 


folding cartons, which make up as individual gift packages. 
oi 


NSA DISTRICT NO. 4 MEMBERS COMPETE 
FOR $50 PRIZE AND CERTIFICATES 
NSA members in District No. 4 are competing for 
high rating in two projects which were endorsed at the 
regional meeting held last spring at St. Petersburg, 


Fla., the winners to be announced at the 1950 regional 
session 

Zac Smith of Zac Smith Stationery Company, 
Birmingham, Ala., and vice-chairman of the distribu- 


tors division of the NSA at that time, offered a cash 


prize of $50 to the individual stationer or local station- 
ers association the district judged to have written 
the best article accepted by Miss Rose Cushman for 
publication in the National Stationer. The incoming 


governor of the district shall determine the winner and 
the award is to be made next spring. 

In addition, the incoming governor of District No. 4 
was instructed to appoint a committee to set up the 
machinery for the awarding of certificates of 
merit to the dealers in the district submitting the best 
sustained advertising program for the year. Entries are 

1950 regional meeting and may 
rram or a particularly successful 
in one mailing or a series of mail- 


necessar'\ 


to be presented at the 
a complete p! 
promotion containe 


cover 


ings. They may newspaper, radio and/or direct 
mail advertising Dealers are divided into the follow- 


ing classification 
Dealers with sal 
Dealers with sal 
Dealers with sal 


volume of $100,000 or less. 
volume of $100,000 to $250,000 

lume of $250,000 and over. 
1949 


OFFICE APPLIANCES, December, 


















Bigger .. . Better... 
New limes added .. . 
Showing the most com- 
lete line of MARK- 
» ING DEVICES and 
SUPPLIES we have 


ever offered. 
Write for Copy 
on your 





MARKING DEVICES 


Domestic & EXPORT TRADE 

















Line Daters and Numberers, Die Plate 

Daters, Self-Inking Stamps, Time Stamps, 

Stamp Pads and Inks, Notary Seals, Stamp 

Racks, Rubber Type Sets, Sign Markers, 

Brass and Fibre Checks, Corrugated Box 
Dies, Badges, etc. 


CONSOLIDATED STAMP Mee. o., Ine. 


MAIN OFFICE AND EXPORT DEPT. 


44 WARREN STREET, NEW YORK 7, N. Y. 
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A SALESMAN 


with 
Every Box! 


Yes, that’s what you get with SEA FOAM BOND 
BUSINESS PAPER. This box doesn’t just sit on the shelf... 
it actually sells itself. Maybe you don’t believe this.. 





% 
34 vas 
Fenn ¥ 









| STATIONERY || 





But when you stock it and display 
it, you'll see the Sea Foam Salesman go 
to work on customers. One glance at the 
top of the box, and they know the whole 
SEA FOAM Sales Story. 6 ways better 
for office use. 


THE SEA FOAM BOX is the only one that tells 


and sells your customers with words and pictures. And too, 
it’s nationally advertised ...a name that quality made 


famous. For 35 years, it’s been the buy-word with offices 
AND office suppliers. 





( BROWNVILLE PAPER COMPANY, 12 Bridge St., Brownville, N. Y. \ 
1 could use an EXTRA SALESMAN. Please rush sample of l 
: your SEA FOAM BOND PAPER in the famous self-selling box. 
| SP rrr re ere Prey TTeTrerTTiTi Tie Tier ir t rT iil | 
| Sch 6h ceateektateeesssetcosertensnebocnncieesees | 
dh dese betberednenevedeseeasetdchenesepeendeses : 
Sei ciate bce dhanndecsseseebsnegesecesesesuent / 
EERE SPenesietronrshrhshssreecseceresonesasoccsessenese 


| valued at £7,747,434; 


| £7,165,846; 


AUSTRALIAN NEWS NOTES 
(Continued from page 66) 


ing a number of drawers with longitudinal slides on 
each side slidable in oppositely disposed guideways in 
the cabinet, is characterized in that the slides are each 
provided with downwardly extending projections and 


| upwardly extending projections, the projections being 


adapted to engage in the recesses to hold the drawer 


| closed, the projections being adapted to engage in the 


recesses when the drawer is withdrawn so as to secure 
the drawer in a downwardly tilted position.” (W. A. 
Hose, Victoria.) 

130,244—-Ribbon holder attachment for typewriters 
—‘An attachment which can be used in machines of 
different makes and sizes to support one or more auxil- 
iary ribbons along the writing line to produce one or 
more copies without the use of carbon paper, has 
means for adjustments to distance between the teeth 
on ribbon supporting arms and the ribbon. The adjust- 


| ing means comprise a member secured to arms by a 


set screw through a slot. When a bail bar is set to rest 
between the teeth, the upper portion of the ribbon is 
disposed along the writing line of the machine, after 
which the bail bar is lowered between the teeth when 
the lower portion of the ribbon is used.” (J. J. Miller 
Printing Co. Pty. Ltd., Victoria.) 


* * * 


The Commonwealth Statistician reveals that whereas 
imports of paper and stationery into Australia in the 
financial year July 1, 1938, to June 30, 1939, were 
in the year 1943-44 they had 
dropped to £5,648,461. But in 1944-45 they were up to 
in 1945-46 they were at £8,979,418; and at 
1946-47 (the last date of full official figures) they were 
at an all-time high of £14,733,298. Actual value of im- 
ported stationery and paper manufactures in these 
years was: 1938-39—£2,390,558; 1943-44—£2,004,383; 
1944-45—£2,452,667; 1945-46—£2,688,407; and 1946-47 
£4,181,439. 

The Victorian Statistician reveals that imports of 
writing and typewriting papers into that State during 
the years 1942 to 1946 were: 1942—£77,446; 1943—£73,- 
718; 1944—£323,521; 1945—£230,948; and 1946—£244,603. 
Imports of pens and pencils were £61,235; £47,845; £63,- 
308; £68,520 and £78,502, respectively. 

Australian manufacturers of office stationery are 
seriously concerned at the use by government depart- 
ments of large quantities of Australian paper, while 
manufacturers are forced to use expensive imported 
papers for many of their lines. 

The trade reports excellent sales of ball pens during 
the past few months. A wide variety of makes is now 
on the market, including a number of lines from Brit- 
ain. Many buyers would like to see some of the Amer- 
ican lines made available. 


Patent Applications Are Made 
Several applications for patents on merchandise of 
interest to the office appliance salesman have been 
lodged at Canberra recently. One, for a writing instru- 
ment (application 130,303) was lodged by Scribal Pty. 
Ltd., Victoria, details being as follow: “To prevent leak- 


| age of ink from the air vent, when not in use, the reser- 
| voir of a writing 


instrument comprises a tubular 
member having a longitudinal bore and apertures ex- 
tending through the ball from the longitudinal bore to 
the periphery, thus forming cells for ink. On inversion 


| the ink runs into the cells.” In modifications the groups 


of cells may be in the same plane or in staggered rela- 
tionship and may extend in a direction normal to the 
central bore. The outer ends of the cells may be con- 
nected by grooves, which may be longitudinal, helical 
or circumferential. 

Another patent application (No. 132,325) is for a pro- 
pelling pencil (B. P., A., R. and E. Rosenblatt, Victoria), 
details being: “To enable long leads to be used and to 
prevent overwinding, a pencil includes a lead guide 
tube fixed to a tip and slidably accommodating a 
pusher rod with an offset head projecting through a 
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ACE STAPLE 


REMOVER 


ACE FASTENER CORPORATION - 


IN CANADA e ACE FASTENER 
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QUICKER-EASIER/ 





When you sell an ACE STAPLE REMOVER 
you give the finest! No mechanical device ever 
designed for removing staples compares with 
ACE for the years of service and satisfaction 
it gives. The ACE Staple Remover is precision 
built. Only the best grades of materials are 
used. Its smooth, effortless performance never 
fails. Handsome plastic moldings fit the fingers, 
and match office furniture. Sturdy steel jaws 
snap out staples quickly without damage to 
papers. Here’s another worthy unit in the com- 
plete ACE line of better Stapling Equipment. . 
the line dealers everywhere depend upon to 
give complete satisfaction. 


SOLD THROUGH DEALERS ONLY 





3415 NORTH ASHLAND AVENUE «+ CHICAGO 
(CANADA) LTD., 1 NOTRE DAME ST., WEST, MONTREAL 
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MONTHLY REPORT TO DEALERS OF 


Johnson Chair Company |Hle 


EVERY MONTH BY JOHNSON CHAIR COMPANY, 4401 W. NORTH AVENUE, CHICAGO 39, ILLINOIS 
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slot in the said tube, and a spring helically wound 
about the tube and passing through and anchored in 
the central passage of a sleeve to move the pusher rod 
along the tube upon rotation of the tip. The ends of 
the spring are free and the convolutions so wound to 
allow the head to pass through either end of the 
spring 

A third (No. 132,438—W. A. Jackson, New Zealand) is 
for a holder for stencils: “To file and store used dupli- 
cator stencils indexed arrangement, a holder com- 
prises a base supporting at one end an upright or panel 
with an arm or arms extending from the upper end 
thereof, having a stop or stops. The arm is capable of 
receiving and holding stencils on hooks.” 

H. Elliott Is Honored 

Herbert Elliott, of Elliott’s, Perth, a firm which does 
a good business in office furniture, has been elected 
chair of the Projects Committee of the World Council 
if Young Men’s Service Clubs. 

Clive Hogbin, of Clive Hogbin Pty., Ltd., Sydney, a 
firm which handles a variety of office equipment and 
appliances, has been making a number of interstate 
business trips of late 

The Australian Furniture Trades Convention was 
held recently in Perth, members of firms manufactur- 
ing office furniture attending. It was stressed that the 
industry was a mass production one, and mass Sales 
were needed if output was to be maintained. A feature 
of the convention was the fact that it was attended by 
manufacturers, wholesalers, retailers and trade union 


representative 


_—_-) 


HOLD LEIPZIG AUTUMN FAIR 
Reinhold Thiele, Correspondent 


The past Leipzig Autumn Fair was animated by the 
hope of the Germans to realize the interzonal trade be- 
tween East and West and vice versa, which is absolutely 
necessary for both parts of the country. The city of 
Leipzig had been prepared by an appropriate organiza- 
tion of the Leipzig Fair’s office, as in pre-war times, to 
show the world that Leipzig, with its 700 years tradi- 
tion in the fair business, is still the proper place for a 
worldwide exchange of goods. 

According to the tradition, office machinery is exhib- 
ited exclusively a comprehensive show on the vast 
exhibition grounds of the Technical Fair in spring only, 
at the foot of the famous “Voelkerschlacht” monument. 

A considerably greater number of foreign countries 
taking part may be characteristic of the next spring 
Fair. Already, the countries of southern, southeastern, 
and eastern Europe take special interest in this fair, 
besides other countries already asking for detailed 
intormation 

Russians Show Machines 

A small office machine show was presented by the 
Russian Technoexport, Ltd., who offered typewriters, 
adding and bookkeeping machines of the makes: “As- 
tra Mercedes Olympia” and “Rheinmetall.” Fritz 
Beyer, Berlin-Neukolln, showed his new calibre, an im- 
proved and patented soldering tool, which may be used 
for any standard and portable typewriter fitted with 
slotted types, without having to dismount the segment. 
Another patented type of such a calibre for soldering 
types was den trated by Arthur Ackermann, Bors- 
dorf-Leipzig 


There were many displays of the German ball pen 


manufacturers, who exposed their new products in a 
great variety of types and colors. 

The branch of office equipment and supplies had its 
displays in three large floors in the building “Stentz- 
lers Hof.” 

As a consequence of after-war conditions, it has been 
only recently that the sale of ball pens has been started 
by Reynolds Company, Ltd., Bremen, and that German 
fountain pen manufacturers and others commenced 
production. Am others we saw a three-color ball 


pen with a bewildering one-hand manipulation, a prod- 
uct of Gold-Lilie fountain pen works Ltd., Meldorf- 
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Looking For New... Tested 
... Proven Office Equipment? 
BOOST YOUR SALES WITH THIS 


TYPEWRITER TABLE 


Featuring an exclusive 
Adjustable Typewriter Platform 


Priced to Sell 





> 


Patent Pending 


ADJUSTABLE 
26” to 30” 


Free chart with every table 
showing how to adjust to 
proper typewriter height. 





Increases Efficiency 
Adds Comfort 

Reduces Fatigue 
Increases Typing Speed 


Specifications: Top—width, 18 inches; length, 
34 inches; height, 27 inches. Typewriter base 
instantly adjustable to any height from 26 
inches to 30 inches. Made of Indiana white 
oak. Sturdy legs — 1%” x 1%” — tapered. 
Rigid construction. No vibration. Beautiful 
golden oak finish. Shipped knocked down. 
Easily assembled. Shipping weight: 36 pounds. 


MANUFACTURED AND SOLD BY 


HAMMOND ,.,, 


5248 Hohman Ave . 





Hammond, Indiane 


201 











| Holstein. HP-Technik-Ltd., Berlin-Friedenau, offered 


| Ballo ball pen with guarantee certificate. This ball pen 


FOR GREATER CHAIR VOLUME 


RELY ON.... 
JASPER SEATING COMPANY 


BEAUTIFULLY 
TAILORED 
UPHOLSTERY 


Du Pont’s Simulated 
Leather 












No. 1600 











CORRECT STYLING—CORRECT POSTURE 


QUALITY 
CONSTRUCTION 
AND 
FINISH 
Finished Oak, 
Mahogany, Walnut 
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is fitted with a spring tension which enables a soft 
writing, and which may be also stretched tightly, so 


| that several copies may be obtained with more facility. 


The well-known fountain pen manufacturers, for 
many years represented at the Fair, were: 

Selasco (Selasco Fiillhalter-und Lederwarenfabrik, 
Immenreuth/Optf.) 

Kaweco (Badische Fiullfederfabrik Friedrich Grube, 
Wiesloch bei Heidelberg). 

Columbus (Columbus-Werke Rakete, Fiirth/Bayern). 

Pelican (Pelikan-Werke, Hannover). 

Montblanc (Monthblanc-Simplo-GmbH., Hamburg). 

Selasco presented as a novelty a fountain pen with 
covered pen. 

Many Pencils Are Shown 


Big and comprehensive pencil assortments were pre- 
sented in first-class quality by the old firms, some 
known for hundreds of years: Lyra-Orlow-Bleistift- 
Fabrik, Nirnberg’N.; J. S. Staedtler, Niirnberg; A. W. 
Faber-Castell; Stein bei Nurnberg; Vera-Bleistiftfabrik, 
Inh.; Koh-i-Noor Ltd.; Fiurth-Rehbach-Ltd.; and 
Nordhalben/Bay. 

Many manufacturers of general office supplies ex- 
hibited products, among which we found articles espe- 
cially suitable for export, such as: 

—A feature to hold the telephone when speaking, 
so that both hands would be free for desk work. 

A new manual punched card system 

—A mechanism for fixing the drawing board, and 
mechanism for parallel leading of the wooden T-square 
or drawing rule. 

A compass of special construction with lengthening 
parts. 

—A special slide rule for computations of any kind 
in manufacturing. 

—A special machine, electrically heated, for closing 
transparent bags, made of plastic (bakelite). 

-A patented drophead typewriter desk, the machine 
dropped and raised absolutely in vertical position, in a 
similar way as a lift 

Ribbons and carbon 


paper were represented by 


| Gehawerke, Hannover; Gtinther Wagner, Hannover; 


Kores-Biirochemie AG., Waldheim; Dr. Adolf Holken 
GmbDH., Berlin-Tempelhof; Typo-Werke H. Nehls, Ber- 
lin-Mariendorf; Hannalin-Fabr.f.chem.-techn. Buro- 
bedarf, Oranienburg-Berlin; Molineus & Co., Wupper- 
tal; A. E. Hauffe, Pulsnitz; Walter Heisse KG., Halle; 
and Walter Janicke, Wiehe-Unstruttal. 


Export Business Improves 


The export business was apparently most promising, 
for many visitors came from Holland, Sweden, Den- 
mark, Norway, Switzerland, Belgium, eastern countries, 
Finland, U.K., and U.S.A. Important orders were placed 
for pencils, fountain pens, drawing sets, ribbons, car- 
bons and general office supplies. 

This time, at the Leipzig Autumn Fair, the main sub- 
ject was to offer contact again between East and West, 
and exhibitors, as well as visitors, welcomed the occa- 
sion to change ideas and views about future business, 


| which, it is hoped, will have a real start when the 


pending negotiations for the East-West interzonal 
commerce as well as foreign commerce are concluded 
favorably. 

It is supposed that all formalities for these trades 
will be established soon. and that the goods exchange 
facilities at the next Leipzig Fair in the Spring of 1950 
will approach its pre-war standing. 

Sr ts ee 
AMERICAN FAIR PLANNED IN JAPAN 

Ambitious plans are being made for the holding of 
an American Fair at Osaka, Japan, in Nishinomiya 
Stadium, March 20 to May 31, 1950, under the sponsor- 
ship of Asahi Shinbun, one of the two largest news- 
paper companies in Japan. 

Every effort to secure articles from America is being 
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BROWNE-MORSE OFFICE EQUIPMENT 


a complete new line 
for every office need 








The Junior Executive Desk with a 70” x 35” 
Plastic Top is one model of a completely new 
Browne-Morse Line. 


The new Browne-Morse line of office 
equipment was the center of attraction 
at the recent office equipment show. 
It attracted the admiration of buyers 
because it offers more comfort, con- 
venience and beauty than ever before. 
The Browne-Morse line of desks, files 
and chairs has been newly designed 
throughout after a thorough study of 
modern office needs. It makes each job 
easier because it provides the proper 
combination of working space, storage 
space and other necessary elements. 


Here is a line with real sales appeal 
because it provides new efficiency for 
every office need. Get ready for sales 
... get your Browne-Morse equipment 
on display today 





Back View of the Junior Executive Desk. Back Panel can be 
inset 8’ to provide knee space for conference use. 


Get Your Copy of the New BROWNE-MORSE Catalog 


MUSKEGON g R O WNE- M O R SE MICHIGAN 


Architects of Efficiency for America’s Office 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT AND FILING SUPPLIES FOR OVER 39 YEARS 
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CHECK THESE 
EIGHT HILCO 
FEATURES 











me 


Onenecene tex 





ont Paper Stop. Assures Accurate Registration. 
1, Front Paper Stop Reg 
2. Automatic Roller Release. Eliminates Smudged 
Sheets. 
3. Automatic Counter. Counts only printed sheets. 
4. Enclosed Drum. Automatic Inking. 
5. Hilco Slipsheeter can be attached. 
89 Plus Tax 6, Automatic Feed. 
7. Paper Pusher is automatically lifted and carried 
IMMEDIATE DELIVERY. back to feeding position, to eliminate lint on the 


stencil. 
DEALERS ARE REQUESTED TO WRITE FOR 8. Drums are quickly interchangeable for color printing. 
COMPLETE CATALOG AND DISCOUNTS. 


TECHMNVYGRAPH COmPAany 


TECHNY ILLINOIS 






















Pat. No. D 144,677, other Patents Pending 


THE COUCH WITH THE ADJUSTABLE HEAD REST 


Featuring the new “MAGIC-HOLD” 
mechanism which locks the headpiece at 
any position. 















Write for 
our new 
catalogue 


















The “Leisurest’’ couch is now being featured 
in Leading Trade Publications to Doctors, 
Dentists, Institutions, Purchasing Agents, and 
Executives. 











} 


It will pay you to look into “Leisurest”. Write Today! 


IMPERIAL LEATHER FURNITURE CO. 


315 WEST 47th STREET 
NEW YORK 19, N. Y. 
Rn oO. 
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made, it being hoped to give “the proper perspective 
and understanding as to the various branches of his- 
tory, politics, economy, culture, industry and citizen- 
ships of the U.S.A 

The five-storied baseball stadium will be used for 
the various halls displaying articles dealing with the 
various phases of American life. 

On the second floor of the main grandstand it is 
planned to exhibit office supplies and appliances. 

Information can be secured from K. Sakata, man- 
ager of Sakata Shokai, Ltd., 52 Shibata-cho Kita-ku, 
Osaka, Japan 

—_>- ——- 


OFFICE MACHINES SET NEW CANADIAN PACE 

The way grandfather or even father did things is 
not good enough for the 1949 Canadian businessman. 

All office equipment, from streamlined accounting 
machines to order books, must be geared to the vast 
pace of today’s business. 

The vast changes brought into the Canadian busi- 
ness world during the last few decades are reflected 
in exhibits at the three-day business show which was 
staged recently at the Mount Royal Hotel in Montreal, 
Que 

Not only small gadgets and cumbersome apparatus 
are designed to save time and money, but their silent, 
high-speed operation and the many comforts they 
mean for all office workers reflect the improved work- 
ing conditions of mid-twentieth century. 

The show, which was sponsored by tne Montreal 
Chapter of the National Office Management Associa- 
tion, was the largest ever organized since the first one 
was opened here five years ago. 

While the last war naturally slowed down the mar- 


keting of new types of equipment, makers have made 
up for lost time and even old-timers at the show 
admitted that a wide range of the newest devices on 


the market was being exhibited. 

The 1949 businessman, a visit through the exhibi 
shows, not only uses Teletypes to communicate across 
the country, relies on fast card-sorting machines to 
compile statistics, but realizes that “right-posture”’ 
chairs may mean higher efficiency in his office. 

Most modern business machines and equipment also 
indicate the ever-increasing scientific progress and 
behind-the-scene” business activities in general. 

H. S. Dawson was chairman of the show put on by 
the NOMA Montreal Chapter, of which A. P. Clark 
is president.—PG 

—- 


END OF CONTRACT EXTENDS IBM 
TRADE IN BRITISH EMPIRE 


Cancellation of a patent contract with a British firm 
has enabled International Business Machines Corpora- 
tion to increase its sales territory to cover an additional 
area with one-fourth of the world’s population, Thomas 
J. Watson, chairman, recently announced. 

Mr. Watson said in a talk to employees over a world- 
wide telephone hookup that in 1908 the British Tabu- 
lating Company acquired an exclusive license to the 
company’s accounting-machine patents for countries 
in the British Empire, exclusive of Canada. On Octo- 
ber 4, he added, an agreement was signed by mutual 
consent of the British firm and International Business 
Machines to cancel this contract. This action, he said, 


gives IBM the right to operate throughout the British 
Empire and “greatly broadens our opportunity for the 
future 


The company, he said, now can pioneer in the de- 
velopment of the IBM products in these various coun- 
tries just as it has done in other areas during the last 
35 vears 

i 8 
BUFFALO FIRM FILES BUSINESS NAME 

A business name has been filed in the Erie County 
clerk’s office for Buffalo Stationers, 217 Doat St., Buf- 
falo, N. Y., by Gerald V. Leary—GET 
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ROUNDED 
CORNERS 


A 
Cardinal 
Feature 


An Outstanding 
Advancement 
In Design 

and Beauty 


NO INCREASE IN COST 


CARDINAL 


STORAGE 
WARDROBE 
COMBINATION 


CABINETS 


In this new Cardinal Design you will find the Beauty of 
Smooth Round Corners, sturdy construction and the utmost 
in utility. These cabinets can be quickly assembled, when 
shipped knocked down—or they can be shipped set up, 
ready to display. 


Write for bulletin 
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: 5631 W. MADISON ST., CHICAGO 44, ILL. 
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DARNELL 


Office Chair 


CASTERS 


DARNELL CORP LTD 
LONG BEACH 4 CALIFORNIA 
60 WALKER ST. NEW YORK 13 WN Y 
36 N CLINTON CHICAGO 6 itt 
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Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


(Because of the large amount of NSA convention ma- 
terial, this column had to be withheld from the Novem- 
ber issue. This was especially unfortunate in that the 
apology which appears below was delayed another month. 


By inadvertence in this column in the September 
issue H. C. Lyles, who represents the F. S. Webster 
Company, was also credited with being manager of 
the Bates Manufacturing Company, 8631 S. Alameda 
St., Los Angeles. Mr. Lyles was at one time connected 
with the Bates Manufacturing Company, Orange, N. J. 
Apologies are due to Mr. Lyles, to the F. S. Webster 
Company and to the Bates Manufacturing Company. 
We are sorry the slip occured. 


* ” * 


H. E. Williamson, manager for the Friden Calculat- 
ing Machine Company in Los Angeles, has found the 
new neon sign, which was erected some months ago 
and hung from the corner of his building, to be one of 
the best attention-getters that he has seen in con- 
nection with an office supply business firm. 

The sign is a perfect reproduction of the new STW 
calculator. It is set at a 45-degree angle so that it 
can be observed from more than one direction. Nu- 
merals on the keyboard flash on first; the 456 in the 
multiplier flashes on next; then as both numbers hold, 
the answer flashes on in the upper dials. The curious 
find the answer to be correct. 

The value of an animated sign, particularly if it 
is definitely outstanding, can not be overestimated, 
Mr. Williamson feels. The Wilshire and Figueroa inter- 
section in Los Angeles is one of the busiest intersec- 
tions in town so the sign is seen by a vast number 
of people 


a ” 


Remington Rand Inc., Los Angeles, reports an at- 
tendance of approximately 2000 at the company’s busi- 
ness show held October 12, 13 and 14, on the fourth 
floor of the company’s headquarters at 711 S. Olive St. 
The attendance was far in excess of expectations, 
according to D. C. Walker, branch manager of the 
systems division. 

The new electrified Cardex, Vericon Television, elec- 
tric typewriter, punched card collating reproducer 
and many other items which have recently been an- 
nounced were featured. 

J. A. Grundy, sales promotion manager from New 
York, who was present during the show, gave the Los 
Angeles office the benefit of his experience gained in 
directing similar business shows in the East. 


* . * 


Hazen Ames, president of the Ames Supply Company, 
564 W. Randolph St., Chicago, visited the company’s 
Los Angeles office, October 28 to November 5, according 
to F. R. Marshall, manager. Mr. Ames also spent ‘sev- 
eral days in San Francisco. 


> - * 


The Stationers Association of Southern California 
announces the recent opening of the following sta- 
tionery stores in the Los Angeles area: Prudential 
Square Stationery, 5711 Wilshire Blvd., Jack Fields, 
proprietor; Sepulveda Stationers, 15323 Parthenia St., 
Sepulveda, Sam Unjian, proprietor; At-Lyn Office Sup- 
ply, 11305 Atlantic Blvd., Roger W. Skida, proprietor. 


* > * 


W. S. Masters, proprietor of Master’s Printing and 
Stationery Company, 721 Santa Monica Blvd., Santa 
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LOOKING AT IT FROM ANY ANGLE, 
this desk has a leading advantage over 
other functional furniture .. . -— 


BECAUSE. 


— 
_— 
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Weustroted Above 
Medel 5807 — CONFERENCE DESK 
Size of Top: 76 in. x 39 ie Size of Bose: 58 in. « 30 in 
Hough! Adjustable 29 in. t0 30) in 





. it has the METAL-INTERIOR UNIT* and because 
all the regular STANDARD Qualities of Material, 
Design and Workmanship are combined with this 
Unit! The result: a truly functional Group of Wood , 
Office Furniture representing real value for the in- — 


vestment of Office Equipment §$ $ $. 











IN ADDITION TO THE MODEL ILLUSTRATED, THE 5800 GROUP — METAL INTERIOR SERIES INCLUDES: 


Model 5807 — Single Pedestal Clerical Desk Model 5883 — Telephone Cabinet Model 5888 — Open Bookcase 

Mode! 5809 — Receptionist Desk Model 5884 — Waste Receiver Model 5893 — Pedestal Typewriter Desk — Left Hand 
Model 5817 — Comptometer Desk Model 5885 — Costumer Model 5896 — Pedestal Typewriter Desk — Right Hand 
Mode! 5875 — Stationary Platform Typist Desk Model 5886 — Enclosed Bookcase Model 5807 — Tables — 4 Different Sizes 


All of the Above Units are Available in OAK, WALNUT or Beautiful PALOMINO Finish 











For Folder giving complete detoils, write your neorest Stondard deoler or the Stonderd Furniture Company, Herkimer, N.Y. 
STANDARD Office Furniture is sold by leading Office Equipment dealers in principal cities and ens See your 
representative — or write us — for details concerning the Metal Interior Desk or any other STANDARD products. . . 


903 net standard untess ct's Manufactured by the Standard Furniture Company, Herkimer, N. Y. 
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Ring Books in many 
grades ond bindings 


eS 


WRITE 
FOR 
CATALOG 


Post Binders in a 
wide range of styles 





The C.E. SHEPPARD CO. 


Long Island City 1, N. Y. 





44.07 Twenty-First Street ° 


CESCO Dealers enjoy the advan- 
tage of being able to offer a com- 
and modernized 
Record Keeping Equipment. If 
our catalog is not on file, send 














otf LOOSE 
LEAF 
EQUIPMENT 


Catalog Covers » Sample Books 

Ring, Post & Prong Binders 

Accounting Systems 
Visible Records 
Business Forms 
Special Printing 
by letterpress 
and Offset 


line of 














The newest 
catalog binder 
with Automatic Expansion 









OUR 50th YEAR 
OF SERVICE TO 
MODERN BUSINESS 








New! MODEL 40 
flier thé reid e 


The Model 40, a new, faster, more versatile machine takes its 
place with the Model 25, the original Master Addresser. Like 
its companion, it addresses cleanly, quickly, economically, from 
carbon impressions typed on a long strip of paper tape. Sup- 


plies are interchangeable with the Model 25. 


e New automatic tape movement places successive addresses 
into printing position. 


e@ New variable margin guide allows positioning of address 
anywhere from 34" to 414" from either top or bottom of 


paper. 


e New visible fluid supply with metered control. Saves fluid 
—makes more impressions from tape. 


e New streamlined design combines castings and stampings 
of heavy-gauge steel. 


e New spool crank on both front and rear spools. Tape can 
he easily wound in either direction. 


NO STENCILS - NO PLATES - NO RIBBONS - NO INK 
Model 25 $2 450 af 


Master Addresser fivs Fed. ta 





upplies extra) 


The now-famous original Master Ad- 
dresser, proven and accepted by thou- 
sands of users. This popular Model 
25, at the same low price. 








~ 





New Model 40 
Master Addresser 


$3,9°° 


Pius Fed. tax (Supplies extra) 
Your customers will be delighted with the handsome ap- 
pearance, the simple, easy operation, the lasting satisfac- 


tion of this new Model 40. Nationally advertised to stimu- 
late customer interest and action to buy. 


Place your order NOW! 


folder rhe C2 





5508-D Excelsior Avenue, Minneapolis 16, mana! 
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he has recently added a complete 


Mol ica report 
tock of comm« stationery. 
David T. Ligon, proprietor of the Glendale Type- 
Glendale, and 


writer Exchange, 159 S. Central Ave.., 
president of the ithern California Office Machine 
Dealers Associ reports that the television pro- 
era sponsors the association are proving very 
valuable in acqua ing the public with the legitimate 
office machine dealers in the Los Angeles area. The 
programs, all of educational nature, are directed 
by Hal Petit, « fornia Typewriter Exchange, Los 
Angeles, the vicé ident, and G. S. Brewer, Holly- 
wood typewriter S! secretary-treasurer 
The progra! | be given every Sunday until 
over KFT television 
retary of the Stationers Associa- 
ifornia; R. E. Shepherd, president, 
rmer regional governor of District 


Blake Lockard 
tion of Souther 
and R. A. Thon 


14 of the NSA m« ith the Phoenix, Ariz., stationers 
November 2 t ce preliminary arrangements for 
the District 14 re meeting to be held April 24 


and 25 in Phoer 
Edward R. Harrington of Heinze, Bowman and Har- 


rington, Inc., 228 W. Washington St., Phoenix, is now 
egi Ove District 14 

re itive pl made for a luncheon and busi- 
é met Monday, April 24, to be fol- 


lowt by a beef steak fry at a near-by ranch resort 


Plenty of ent ment will be provided, according 
to Mr. Locka! iding an old-fashioned square 
lance Busine ions will also be held Tuesday 
mor} fo lf 

Ine ladies wil iven an interesting bus trip on 
Tu 

The two day ing will be concluded with a ban- 
quet at the We Ho Hotel, where western and 
cowboy atmosph«s prevail 

Paul Burbank, | manager of the National Sta- 
oners Associati Washington, D. C., and his troupe 


of s} will the various programs 

Earl R. Kochheiser, Mansfield, Ohio, president of the 
National Associ ilso plans to be present at the 
Phoenix meetil rding to Mr. Lockard 


eakers 


The Golden §S Travelers Club held its first fall 
meeting Octobe the Clark Hotel, Los Angeles 
William Jenkins, rietor of the Jenkins Index Card 
Company, 417 W St., the president, presided. The 
Golden State T1 are planning to participate in 
the Southern ‘ ia Stationers meeting to be held 

Phoenix, Apri : 1d 25, according to Mr. Jenkins. 


M. G. Swarthout, West Coast field administrator for 
The Todd Con Inc., 1250 Wilshire Blvd., Los 
Angeles, annou recent visit to the West Coast of 
Gilbert Owen mpany’s general sales manager, 
and I. L. Greene, manager in charge of public 
relations and adve! 1g 

Mr. Owen Greene visited the company’s 
offices in Los A San Francisco and Portland. 


On they made stops in Chicago, 
Da sevE cities where Todd branches 
are ¢ isne 

M Owe! nied her husband on the trip 
The p re Rochester following tne Port- 

C. W. Hunt er of the Los Angeles zone 

The Flo-Ball | ration opened its new plant 
at 6 Rivert Ave., N., Hollywood, October 17, with 
ce es i number of celebrities of the 


entertainment isiness fields took part. Hosts 
were Mike Borman ident of the firm, and Roy 
Rogers film st 


Hal Pettit ifornia Typewriter Exchange 
43 S. Sprin inces the publication of a 
mo! whole e bulletin on all makes of used 
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GUIDES AND FOLDERS 

















ADVANCO 
STEEL FRAME 
Gr arairie é 
for ray: with 
Suspend-O-Folders 


SUSPEND-O-FOLDER 


Personal Desk Fili 


SUSPEND-O-FOLDER 


I M ; 


Steel Frame 


Advanco 








| 


°o 


i 








For more than 25 years, 
our wares through the dea! 
Write for our Illustrated Price 
VU anutacture 


SUSPEND-O-FOLDERS . FILING SUPPLIES 
MANIFOLD BOOKS @ PRINTED STOCK FORMS 


ADVANCO 
ADVANGO PRODUCTS 


Division of {dvance Saleshook Co. 


148 West 24th Street, New York 11, N. Y. 
Telephone CHelsea 3-1276 
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the Worden 


SECRA-TYPE, 
Desk 
















in beautiful Walnut or Oak wood, 
enables you to offer an article that 
appeals to Management because it 
contributes to more efficient and 
speedy output by employees. 





No. 242 ST—42” x 32” Patent No. 2133807 


Of great importance, this desk contains a station- 
ery compartment (as well as a typewriter) placing 
letter-heads, envelopes and other supplies where 
they are instantly accessible, without turning con- 
stantly from one side of the desk to the other. 
Available in several sizes with the stationery com- 
partment and in the 36” length without the com- 
partment. 


Flat top desks available in all sizes 
to match. . 


No. 252 ST—52” x 32”. Patent No. 2133807 


Literature showing complete line is 
available upon request. 


The 
Worden Company 


200 East 17th Street 


Holland, Michigan 
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typewriters and adding machines. The bulletin, called 
the Cal-O-Gram, quotes current prices. It is being sent 
regularly to West Coast dealers and is available to any 
dealer not already on the mailing list. 

Anyone wishing the Cal-O-Gram may write the Cali- 
fornia Typewriter Exchange, Los Angeles. 

- - > 

Southern California Office Furniture Dealers Asso- 
ciation’s regular monthly meeting was held October 13 
at the Nick-O-Dell Restaurant in Hollywood. 

The main feature of the program was reports by 
the following members who attended the NSA con- 
vention in Chicago: Ben Tufeld of the Western 
Office Furniture Company, William Tonkin of the 
Sturgis Chair Company, Art Willis of the Atlas Desk 
Company and Douglas Holman of the Los Angeles 
Desk Company. 

* 7 ” 

Plans for the 1950 Southern California Business 

Show to be held April 25 through 28 at the Biltmore 


| Hotel, Los Angeles, are in the making. Reservations 


of display space are nearly all filled, according to 
George Feichtmann of the Workman Service Company, 
620 S. Main St., who is secretary and in charge of 
reservations. This will be the third show of its kind 


| held in Los Angeles. The first two were sponsored by 


the National association of Cost Accountants, Los 
Angeles Chapter. They proved to be so successful that 
many have asked that the event be made an annual 
affair. 

Last year there was an attendance of 15,000. The 
major Los Angeles papers publicized the show in 
feature articles and pictures. 

H. Leslie Rogers of the Leslie Rogers and Company, 
Accts., 453 S. Spring St., is president and Otis Johnson, 
sales representative for the National Cash Register 
Company, 936 E. Green St., Pasadena, is vice-president 
and chairman of the show. 

. + 7 


Gene Hart, proprietor of Hart’s Typewriter and Add- 


| ing Machine Company, i259 S. La Brea Ave., Los An- 
| geles, is covering the West Coast for Sparkle Bright, a 


new liquid type cleaner, manufactured by Tom Paine 
of Houston, Texas. Mr. Paine, who was formerly pro- 
prietor of the Thomas Paine Office Equipment Com- 


| pany of Houston, plans to open a plant in Los Angeles 
| very soon for the manufacture of his new product. 


Mr. Hart will also cover the territory with his own 
Jack-A-Desk. 
* * ” 
Ralph M. Alexander, proprietor of the Alexander 
Stationery Company, 1519 Vine St., Hollywood, and 246 


| S. Western Ave., Los Angeles, reports that Christ- 


Grifith Park. Twenty-five 
* 


mas card sales began earlier this season than in any 
previous year. 

The company recently .entertained the employees 
and their families at a Sunday morning brunch at 

were present. 

> * 

G. G. Ralls, district manager for the Royal Type- 
writer Company, with headquarters at 1034 S. Broad- 


| way, Los Angeles, after visiting dealers in Arizona early 


in October and visiting Southern California distribu- 
tors later in the month, plans to take a well earned 
vacation. 

Arnold Hoppe, who was recently appointed assistant 
to Mr. Ralls, was formerly assistant district manager 
in Chicago from August of 1947 to June of 1949, when 
he became acting district manager in San Francisco 
during the illness of C. E. F. Russ. Mr. Russ returned 
to work September 15 and Mr. Hoppe then assumed his 
new duties in the Los Angeles office. Mr. Hoppe has 
been with Royal since his discharge from service. 

C. Lloyd Kamrath, 877 Roanoke Rd., San Marino, 
Calif., head of the Sales Training Institute, and in 
charge of advanced training at the University Exten- 
sion, University of California, is organizing a unit of 


| the National Salesmen’s Clubs of America in the Los 
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Fail w FUG ta tut. PROFITS ! 


Stebeo ve iccuc 


rue 4 HOTTEST SELLING 
FEATURES IN AMERICA! 


Offered Only by Stebeco 


LIFETIME EDGE 


A special type rein- 
forcing rail that 
prevents edges from 

WIE scuffing, fraying, 
RS breaking open. Guar- 
iE anteed for life! 


+x Stebeco PATENTED 





Stebeo PATENTED 
LIFETIME HANDLE 


Made of solid leather 
for cushioned comfort 
and reinforced by a 


wo” leather covered steel 


band. Cannot break 
or tear loose. Guaran- 
teed for life! 


Stebeo TurFIDE 


Looks like leather... 
feels like leather ... 


yet oufwears leather 

as proved by abrasion 

tests. Scuff-proof, 

peel-proof, chip- proof 
LEATHER ture @Nd washable! 


Stebeo MATCHING 
BUSINESS CASES & LUGGAGE 


Perfect traveling 
tompanions — smart, 
distinctive luggage 
perfectly matched 
with sturdy, practical 
business cases. 


wd Stebeo i Noliowally ldvectoed 


EYE-APPEAL 


Packed With: BUY-APPEAL 
PRICE-APPEAL! 


No. 7-D-25 
RING BINDER 


(144 x. 11%") 3 

one-inch rings for 

11 x 8%” sheets. 

Finest ring metal, 

booster opening, 

*ring protectors. 

Full length ex- 

as pocket. 

xtra zipper 

. 3-3- pocket. 2-way re- 

UNDERARM PORTFOLIO taining pocket. 


(17 x 13”) 3-way zipper case 
with 2 full length expanding 
pockets. Full flat pocket and 


flat divided pocket. Expand- 

ing gussets. Solid leather No. 4-H-29. MULTIPOCKET PORTFOLIO 

outside disappearing handles (17 x 13 x 3”) 
Extra capacity 
with 3” expand- 
ing gusset. 6 ex- 
panding noe 
plus 2 at di- 
vided pockets. 
Sturdy, match- 
ing. solid leath- 
er outside dis- 
appearing han- 
1 


No. 9-6F-26. BRIEF BAG 


(16 x 13”) Patented LIFETIME 
handle and LIFETIME edge. Yale 
3-extension lock; interior center 
pocket twice the width of the other 


two pockets. P 


When you can offer your customers top quality business cases 
styled right . . . made right . . . and priced right . . . volume 
sales are a certainty. And that’s what you offer in the STEBCO 
line! STEBCO is a bigger, better and broader line than 
ever before. 


For example, look at the 4 STEBCO business cases illustrated 
in smooth aniline dyed top grain cowhide. Even your most 
demanding customers will be pleased with the smart styling, 
superb construction and outstanding quality of these cases. 
Feature STEBCO for PLUS PROFITS! 


WRITE FOR FULL INFORMATION AND CATALOG 
ABOUT OUR COMPLETE, REVISED, NEW LINE 


. Stebco PRODUCTS 


1401-17 West Jackson Boulevard, Chicago 6, Illinois 


Stebco Products and Frank Mashek Products Now Consolidated Into One Great Line 
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BOOKKEEPER’S 
RULE 


Made of carefully selected Rock 
Maple. Two coats of varnish, gloss 
finish. 146 inches wide, %.4 
inches thick. One brass edge, 
scaled in 1éths on one edge both 
sides. Flexibility is the outstand- 
ing feature. It actually bends 
with the ledger. 


GENERAL 
OFFICE RULE 


Made of carefully selected Rock 
Maple finely varnished, natural 
color. 144 inches wide, '4 inch 
thick. Packed 1 dozen in a box, 
single brass edge, and scaled in 
1é6ths on the bevel. 


TYPIST’S RULE 


Scaled pica type, 10 characters to 
the inch on one edge. . . elite 
type scale, 12 characters to the 
inch, on the opposite edge. 

Opposite side scaled 6 lines to 
the inch on one edge with a six- 
teenths simplex scale on the op- 
posite edge. One brass sianting 
edge ond a wide green celluloid 
opposite edge. 















.sengbusch Handi-pen 


now equipped with 


(screw-in feed and point) 


. «ea new feature that satisfies a popular demand 
and makes extra sales for you 


and waste. The same pen holder, well-balanced, for effortless 





Nibin screw-in feed and pen-point is an added feature in the 

Sengbusch Handi-pen line. 
ote! The popular wedge-feed is still available, because 
many large users like the economy of this feed when replac- 

ing pen points. 

Nothing else has been changed. Nibin is a plus feature. You 
still have: Sengbusch’s famous Capillary Action inking prin- 
ciple that eliminates ink deterioration 





writing. The same tasteful styling that appeals to everyone. 
New circulars P-49 and N-30S are now obtainable to 
further aid your selling effort. New catalog pages PHP 1949 
and HPN 49 replace pages PHP 48 and HPN 48 now used 
in catalog 47 oad fa your salesman’s price book. 
You're all set to cash in on popular demand — just place 
your Handi-pen order today. 


SELF-CLOSING INKSTAND CO., 3129 Sengbusch Bldg., Milwaukee 3, Wis. 
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Angeles areé 
by the national nization. 

Members of tl ib are given intensive training in 
salesmanship, practice and criticism in sales talks and 
‘ustomer approa Many experienced salesmen, rep- 
resenting leadil firms, have become members of the 
Since membership of each club is 
limited to 30, gi he members greater opportunity 

personal traini other Los Angeles units will be 
lat ling to Mr. Kamratn 

lle 
CHICAGO FIRM CHANGES NAME 
ister Parts Company, 2810 Addison 

changed its corporate name to 

h Register Parts Company. The 


local club will be given a charter 


Uni ago Cas! Re 


new name m juately describes the real scope 
of the firm’s business and avoids confusion with any 
other company) imilar name 

When orga! about 12 years ago, the firm 
operated la local sales basis in the Chicago 
area. Since tl sales have increased until to- 
day they eml practically the entire commercial 
world in the ted States and over 20 foreign 
countries. Thi ease has been approximately 500 
per cent duril he past five years alone, as new 
ite y t] been added to their line. Today 
the Internatio! h Register Parts Company sup- 
plie he tra more than 3,000 replacement 
parts and su} hich they themselves manufac- 

Guy W. I been well known in the office 
machine field f past 27 years. He began in the 
pI iction e1 he business, later going into field 
service and sal 1943, he took over the general 
management of cash register company. Since 
then most of it : rdinary growth has taken place 
Mr. Edmun established reputation in the 
fiel f engine evelopment, being the originator 
tentes new items in the business ma- 


—_-_2--— 


APPOINT JIFFY MAILER REPRESENTATIVES 
Tr} Hollyv Mailing Products Company, Holly- 


Calif., ha ed the following manufacturers’ 
ative ffer Jiffy Mailer service 
R tA. 8 353 Roosevelt Ave., Hasbrouck 
Height N. J ering the states of Maine, New 
Hampshirt Ve Massachusetts, Connecticut, 
Rhode Isla N York, New Jersey, Pennsylvania, 
V and We \ inla 
Ke Busst K Bussey Associates, 20 E. Jackson 
Bly Chica ‘epted assignment covering Illi- 
noi ana, Mi ri, Iowa, Wisconsin and northern 
Mi 
I e Gel 1688 Farmington Rd., Garden 
City, Mich vice the requirements of dealers 
I R. Ott Ellsworth, Dallas 14, Tex., ap- 
ed t ery as well as Oklahoma, Arkan- 
sa Li 
L. R. Parke 1 S. Spring St., Los Angeles 13, 
Cali vill cove hern California, Nevada, Utah, 
A and Ne } 
D UM. Thon 355 Market St., San Francisco 3, 
Cal ce ignment in northern California. 
E Sheahal Weatherly Bldg., Portland, Ore., 
Washington and Oregon 
°—> 
M. L. RUDIN OPENS TYPEWRITER SHOP 
M L. Rudi ently announced the opening of 
Rudi Typewri Shop at 831 Main St., Cincinnati, 
Ohi Engage e typewriter field for more than 
20 ye Mr. R vas formerly manager of the 
Am«e Ty} Store and more recently branch 
mar f the r sales division of Remington 
Ral t The store will carry a com- 
plet f ypewriters, adding machines 
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> od a 
We Steciak oa Your 


(cre 


UNUSUAL 


Enveloge Yee ad 
Sank Exvclopes 


FOR EVERY BANKING 
NEED 









*Mailing and Window Styles 
*Registered Mail Envelopes 
*Coupon and Coin Envelopes 
*Bank Filing Envelopes 





Write for Prices and Samples 





Seed Envelopes 


For Seeds, Samples of 

Grain, Ore and Sand, 

Machine Parts, Jewelry, 
Etc. 













*Metal Fold Envelopes 
*inter-Fold Seal Styles 
*Gummed Seal Flaps 


justrs is 








Currency Gift 
Exvelopes 


ENGRAVED MONEY 
HOLDER ENVELOPES 


*Holiday G Everyday Designs 












*Genuine Steel Die Engraved 


*Used by Banks—Sold by Sta- 
tionery Stores 






Write for Prices and Samples 


Exvelopes 


DURABILITY FOR 
PERMANENT FILING 


*Flat and Expanding Styles 
*Sizes for Every Filing Need 


*Used by Attorneys, Courts, 
Real Estate G Finonciol Firms 


Justrits 


















Pass Book Covers 


MADE TO STAND LONG, 
HARD USE 


*Used by Financial Institutions, 
for Protection of Pass Books, 
Time Payment Books- 


Report Card Jackets 
FOR PROTECTION OF SCHOOL 
REPORT CARDS 


*An Excellent Advertising Me- 
dia for donation to Schools. 


Write for Prices and Samples 
\ lo les ~t 
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ENVELOPE Qa COMPANY 


T 4 7” <¥ - 
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Dealer Franchises 


to handle 


America’s First All-New 
Tape -Riter 
now available for principal cities 


A Money-Making Opportunity 
No “Live” Dealer Should Miss! 


— 
a 


CONSIDER THESE 


Permoflux 
SUPERIOR FEATURES 


@ Exclusive Magazine Load enabling user to make a quick 
change of tape without need of handling tape itself. 
@ Exclusive Selective Automatic Backspacer—for one 
word or a whole sentence. 
@ Single "Unicontrol Lever giving user full control of 
the tape. 
@ Fast Forward—Fast Reverse. 
@ Large Index Card. 
@ Exceptionally High Fidelity and True Tone Quality. 


@ Automatic Stop at End of Tape. 
@ Lightweight and Portable. Occupies only letterhead 
size space on desk. 
@ Transcriber-Dictator in a Single Unit. 
@ Easy to Erase. 
@ Telephone Recording. 


Economical to use because magnetic tape can be used 
over and over thousands of times. Tape is stronger and passes 
over the recording head like a whisper. No “backlash,” dis- 
tortion, twisting or warpage. 

Most recording studios and radio stations have switched 
to tape because it reproduces the human voice more faith- 
fully than any other medium. 





Write for Franchise Proposition and 
Illustrated Literature. 
Fullest Cooperation Guaranteed 


Permoflux Corporation 


MANUFACTURERS 
Prominent for Years Past in Radio Field 


4900 W. GRAND AVENUE 
CHICAGO 39, ILL. 
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NEWS NOTES FROM NSA DISTRICT NO. 8 





E. J. Mitchell, Correspondent 





The Wood Office Furniture Institute held five in- 
structive sales clinics in October and November in 
eight region cities, all of the meetings being attended 
by practically every interested dealer Organization in 
each city. 

On October 21, 93 representatives of St. Louis, Mo., 
office furniture dealers attended the clinic held at the 
Statler Hotel. November 1 saw 50 Kansas City and 
Topeka representatives at the meeting in Kansas City 
at the Phillips Hotel. One Joplin, Mo., furniture man 
attended. 

At Omaha, Nebr., on November 4, some 75 Nebraska 
and Iowa representatives found the clinic held at the 
Parton Hotel to be of vital interest to the future of 
their businesses. 

Similar clinics were held in Little Rock, Ark., at 
the Lafayette Hotel October 25, and in Oklahoma 
City’s Skirvin Hotel on October 28. 

Howard Gatewood of the Wood Office Furniture In- 
stitute conducted each meeting, doing a masterful job 
of presenting an excellent program. 

. ” . 

Richard (Dick) Fuller is the new sales representa- 
tive for Smead Manufacturing Company in Indiana, 
Illinois, Kentucky and Missouri and has moved his 
family to East Alton, Ill., where they were most for- 
tunate in finding a nice home. 

x * a 

Dave Neuhaus of Kansas City, Mo., recently added 
the Clemco desk line for representation in several mid- 
western states. Dave has been representing Stein Bros. 
Mfg. Company for some time. 

* * * 

Mr. and Mrs. Ernest Hazel, Jr. and Ernest III of the 
Hazel County Record Binders, St. Louis, Mo., spent 
their vacation at Green Lake, Minn., where they had 
a wonderful time and landed a six-pound Northern 





pike. Now there isn’t anything too wonderful about 
catching a Northern of this size except that it is about 
five pounds and eight ounces larger than any fish Mr. 
Hazel ever landed before. Most of his fishing previ- 
ously was done for sun fish in the small lakes near 
Atchison, Kans. 

The fellow holding the fish in the accompanying 
picture is not “Honest Joe,” the Indian guide, but Mr. 
Hazel, himself, in disguise. 


> . . 


Joe Gordon, for many years with Wilson Jones Com- 
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BRIGHT 
&> OFFICES 


No. 8502 REVOLVING 





Here are two 


of our 


latest numbers... 


and the new 
BRIGHT catalogue 

shows dozens 
of others .. . send 


for it today. 


No. 850 ARMCHAIR 





CHAIR COMPANY-INC, 
127-133 BLEECKER STREET, NEW YORK 12,N.Y. Gramercy 7-56 


" FHE WORLDY MO/T VERATILE DEKE 


THE NEW 3000 SERIES 


: FEDERAL ” 
forre 


Desks and tables of laminated woods with the efficiency 
and durability of steel drawer-interiors have created an 
outstanding advancement in the construction of functional 
business furniture for lifetime durability, utility, and beauty. 
Interchangeability of pedestals, drawers and tops affords 
greater flexibility and economy of Dealers’ inventories. 
Write for catalog and prices. 





DESIGNED, PRODUCED 
AND DISTRIBUTED BY 


SOLD EXCLUSIVELY THROUGH 
AUTHORIZED DEALERSHIPS 





2412 PENNSYLVANIA AVE, N. W. © Tel. Di. 6868-69 * WASH. 7, D.C 








OFFICE APPLIANCES, December, 1949 ; 215 




















SENTRY’S “ON-SPOT” PROTECTION 
STRONG SALES STORY TO HOMES 


Farm and city dwellers alike are eager for posit boxes, actually pays for itself in saving 
the 24-hour on-the-spot protection from fire box rentals. 
and theft afforded by a Sentry Safe. 

These—together with its exclusive construc- 


Dealers who make the small effort needed to. tion features and bottom-of-market price 


promote Sentry to this huge untapped market make Sentry a sure bet for you to trade on 
will find surprising results in additional for more business now and for years to come. 


sales. It is working beautifully in isolated 


sections all over the country. 


DIMENSIONS: 
Tell prospects how perfect Sentry is for safe- Inside 
‘ 121 
keeping valuable papers, books. records. 15 2 12 x 12 2 
cash. even f ilv heirl S} he | Outside 
asn. en tam lelriooms, 1oW them how 244 «171 x 171 , 


Sentry is far more convenient than safe de- 





{ BRUSH-PUNNETT CO. 


S545 West Avenue, Rochester 11, N.Y. 

















No. 399 — TRI-PLY 


No. 3900 — TRI-PLY ““WHISK”’ 
with new style brush 


CENTER PLY — soft gray ink ———— 
and type eraser 


OUTER PLIES — red rubber, ——_____-_ 
for erasing carbon smudges and pencil. 


TYPISTS’ 





WORLD'S QUALITY STANDARD sAVORITES 
FOR 
WELDON ROBERTS RUBBER COMPANY CLEAN 
ERASING 


Newark 7, New Jersey 
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pany, in Missouri 
covering several midwest states for Blair Aluminum 
Furniture Company, and others 
> - + 
Harold Reinke, for several years a manufacturers’ 
representative living in Chicago, recently made some 
changes in his factory connections and now is covering 
several midwest states for McLeod Furniture Com- 
pany, N. T. Shepherd Chair Company, and Doro Manu- 
facturing Company. Harold’s father, Paul Reinke, as- 
sociated for about three years with Harold, was fatally 
injured in an automobile accident during the summer. 
” os = 
Guy R. Logan of Little Rock, Ark., was recently ap- 
pointed by Automatic Pencil Sharpener Company to 
represent the firm in Arkansas, Missouri and near-by 
states, succeeding Harry Rogers, who now covers ter- 


ritory east of the Mississippi River 
> + + 
Word comes that Dan Consodine of Kansas City, 


Mo., for many years the Richard Best Pencil represen- 
tative in these parts, is now representing several man- 
ufacturers in the midwest states. 
” om > 
It it with regret that we announce the recent pass- 
ing of J. U. Hausam of Hutch-Line, Inc., Hutchinson, 
Kans. Mr. Hausam was a brother of the late George 
Hausam and uncle of Lee B. Hausam, president of 
Hutch-Line, Inc. His death was very sudden, having 
occurred at the close of the business day while he was 
still busy at his desk. Our sympathies to the bereaved 
family and business associates. 
—- 
T. P. HUNTER, JR., BEGINS AGENCY 
A new manufacturers’ representative 
has been starte y T. P. Hunter, Jr., at 3903 Dismount, 
Dallas 11, Tex 
Mr. Hunter is 
ing & Manufact 


busines as 


representing Thompson Engineer- 
y Company, Perma Products Com- 














TOM P. HUNTER, JR. 


pany, Fisher Pe C Chair Com- 
pany, Inc 

He travels Tex Oklahoma, Louisiana, 
and New Mexico twice a year. 

The new representative is also interested in addi- 


mpany and Bright 


Arkansas 


tlonai iines, 1 
desks, tables and other office supply items 
=— - 
APPOINTS JERRY A. ENGER 
rporation of 4900 W. Grand Ave., 
ducing the new Permofiux Tape- 


PERMOFLUX 
The Permofiux C 
Chicago, recently 
Riter, has appoint 
manager. For three and one-half years he was a mem- 
ber of the Clary Multiplier Corporation sales force, in- 
stalling many agencies throughout the country. 
Mr. Enger plans to have the Permofiux products 


handled through appointed dealers in principal cities 
and dealer fran es are now available 
This is a 12-y« ld concern long known to the in- 


dustry 
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and surrounding territory, is now 


ncluding steel equipment, wood chairs, | 


Jerry A. Enger as general sales | 




















EFFICIENT 


Reading plate at correct 
angle for easy vision. 
Eliminates eye strain. 


Quick, easy adjustment 
for spacing from 0 to 4 
lines. 

. 


Only copyholder offering 
complete intermediate 
spacing — accomplished 
by simple pressure on the 
actuating arm. 


Holds stenographers' 
notebooks and up to 
30 sheets of copy pa- 
per, 9 x 15 inches. 

* 
Convenient back clip 
provides quick method 
of holding sheets as 
they are completed. 

7 

Chip-proof green 
crackle ename!l 
finish eliminates 
glare. 

* 


Actuating arm easily accessi- 


ble. 


ECONOMICAL 


Less than half the price of comparable 
copyhoiders 


Compact and portable. Can 

e be moved into position to 
Fully guaranteed for two years. Any 
part found defective during that time 
replaced at no cost 

+. 
Moving parts are case-hardened steel. 
No rubber parts to wear out 

a 
Base and reading plate are rust-proof 
aluminum alloy 


meet individual eye require- 
ments. 


Line guide support is spring steel. 
Cannot become distorted. Assures an 
even line at all times 





SEND SAMPLE ORDER NOW 


Price 


$7 49> 


F.0.B. BALTIMORE, MD. 


THE W. F. TURNER CO., INC. 


112-18 S. EDEN ST. BALTIMORE 31, MD. 
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ONLY 


a feathertouch /.. 





ADDO-X, featuring a featherlight touch, 


simplicity, 


noiseless operation and 10 key 


puts more speed into listing calculations 


and offers extreme operating comfort. You 
can rely on ADDO-X for unfailing accuracy. 
ADDO-X is the key to all your calculating 
problems. 





ADDO MACHINE CO., Ine. 
145 W. 57th Street New York 19, N. Y. 
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NEWS NOTES FROM NSA DISTRICT NO. 7 





A. J. Nordstrom, Correspondent 





Frank Wenner, genial manager of the stationery 
department of Fidlar and Chambers, Davenport, Iowa, 
is somewhat of an inventor. Frank has received a 
patent on a self-adjusting weight and line attachment 
for duck decoys. You duck hunters, such as Roy Clarke, 
E. Mortimer Hansen, Bob Davies, Art Grayston and 
Bart Dahlberg, take notice. Frank says he will be glad 
to demonstrate how he “knocks ’em out of the sky” 
over these decoys any time during the hunting season. 
The line forms at the right for all of the so-called 
“experts.” You had better know your stuff when hunt- 
ing with Frank. 

* ~ - 

Mr. and Mrs. George Celusta of the A. and E. Supply 
Company of Duluth are the proud parents of a boy 
born on October 24, weight 7 lbs. Mrs. Celusta is a 
daughter of Ben Gustafson, president of the A. and E. 
Supply Company, and George is the store manager. 
The Herbert Monsens of that same organization be- 
came the parents of a boy weighing 9 pounds on Oc- 
tober 18. Herb is the stationery buyer of A. and E. 
Congratulations from the Northwest Travelers Club. 

+ + * 

Weygant and Goodspeed of Duluth have redecorated 
their store on Superior St. in a new pastel green, and 
placed new fluorescent lighting the full length of the 
store. 

Jack Ruhe of Ruhe’s in Watertown, S. Dak., sends 
word that his firm has moved into new and larger 
quarters. Ruhe’s features Boorum and Pease, Wil- 
son Jones, General Fireproofing and Smead filing sup- 
plies. Jack, who is quite a golfer and fireworks dis- 
penser, is quite proud of his new location and well he 
should be. 

* 7 ” 

Joe Crane of Crane’s Student and Office Supply Com- 
pany, announced that the grand opening of his new 
store would be held on November 18. 

” * * 

Among the Minnesota mourners after the Michigan 
win over the Gophers, and I mean mourners, were 
Herb Olson, Archie Hoffman, Herb Fall and Charley 
Strand of Japs Olson Company. 

- 7~ * 

The following was taken from Fred Schaefer’s scrap 
book on the Northwest Travelers column as written 
by Fred Constantine himself, some 20 years ago: 

The Twin City Stationers gave a rousing banquet, 
Nov. 19, 1929, at the Nicollet Hotel, in honor of Arthur 
Walker, newly-elected president of the National Sta- 
tioners Association. Jim Lacey of the Northwest Trav- 
elers Club was the master of ceremonies. 

The fifth annual dancing party was given by the 
employees (so says Fred) to their employers on No- 
vember 23, 1929. 

Harris and Woodmansee, stationers of Bismarck, 
N. Dak., are moving into their new building across the 
street from their old location, after the holidays. 

The Northwest Travelers Club wishes a Merry 
Christmas and a Happy New Year to its friends... 
by Robert Blanchard Valleau, president; Roy E. 
Clarke, first vice-president; Fred Foster, second vice- 
president; Ham Warnock, secretary; Paul Buckwalter, 
Chicago secretary; Edward Friedman, treasurer, and 
Joe E. Hildreth, auditor. 

* + - 

That smile of triumph on Dapper Dan’s face, and a 
bit of collecting on his part, was also due to the 
Wolverines win over those same Golden Gophers. As 
this is being written Gerry Paardekooper and Bob 
Brown of Koch Brothers are smiling, particularly since 
the Gophers were taken into camp by Purdue. Don’t 
be too hasty, Tallcorners ... Minnesota is not Oregon 

are we out on a limb? Prediction, Minnesota 
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MEET THE “BIG SIX” in numBERine!! 


















MODEL 95 MODEL 37 






Outstanding in MODEL 35 Leader in lever MODEL 53 
multiple move- Most popular in action machines, The superior dater 
ment machines combined num- die plate. 


bering and dat- 
ing machines. 


mo 


7s 











MODEL 49 
oo. Foremost in the 
low price field 





These essential machines are available 
to answer industries’ diversified num- 
bering requirements, attractively priced 
—guaranteed. 


ROBERTS FOR NUMBERING 
ROBERTS NUMBERING MACHINE CO. 


701 JAMAICA AVENUE 





"heen e 





MODEL 90 
The most versatile 
of all standard 
numbering ma- 
chines. 


BROOKLYN &, N. Y. 











The Dome Record 
fits EVERY TYPE 
of Business— 


News Dealers 
Painters 
Photographers 
Physicians & Surgeons 
Plumbers 

Restaurants 

Variety Stores 


America’s FASTEST Selling 








Newspaper Mats and 
Displays Supplied. 


DOME PUBLISHING COMPANY, Inc. 


49 WESTMINSTER STREET . 
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e i 
|ncwome Bookkeeping Record! 
i 
| Accountants | —_— 
Attorneys a ° 
Barber Shops Display DOME-the ONE RECORD 
Beauty Shops ° . 
| | Beer, Ale & Liquor (Retail) that fits EVERY small business 
Billiard Parlors 
Bowling Alleys 
marry These SPECIAL FEATURES explain why the DOME 
Dine & Dance Centers 
ee RECORD is sweeping the country . . . 
mbal mers 
“ee sa 1. Dome is the simplest, one page weekly cumulative record ever 
Fish Markets published. 
Florists 2. Provides a complete and accurate record for fu// year. 
Garages 3. No knowledge of bookkeeping required: specimen pages show 
Gasoline Service Stations how easy it is to keep. 
Gift Shops [= 4. Dome Record gives complete information needed for making 
Grocers all tax returns. 
Hardware (Retail) $ 5. Dome includes income and expenses; also, weekly payroll record 
Jewelers | RETAILS FOR of employees. 
Laundries (Small) 6. Shows weekly net profit. 


Lists 276 business deductions allowed by law. 
WRITE TODAY FOR FULL DETAILS 


PROVIDENCE 3, RHODE ISLAND 
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Jenrific ODDS onc SURE THING... The CHAMP | 
will get you 4 Sales to 1 against all opposition any Time @ 


TWO OPENINGS FOR 


USE ON SINGLE O8 

DOUBLE DESK 
2%” DEPTH AFFORDS 
MAXIMUM CAPACITY 


ALUMINUM 
DESK TRAY osm MANA 


“A Better Desk Tray in Every Way” 

The name NU-CRAFT PRODUCTS a Ps 
co. stamped on every tray is your guar- CORNERS FOR , —_ 
: antee of quality and construction Cone scree al 


| POINTS OF SUPERIORITY 






























































| e Constructed of one solid piece of aluminum— CUT OUT TO GIVE 
not three pieces. —t,. A@ AVOW 
. FPUMBLUING FO P 
e Riveted for extra strength—not spot welded . mens 





We eliminate all danger of broken spot welds 







Made in five finishes to blend with every type 





of office furniture. RUBBER 
e Colors are baked on tray—not air dried FEET 
e Rubber feet securely eyeletted to tray will not 





scratch or mar finest furniture. i 
e Neat streamlined design and pleasing finishes a nt 
makes THE CHAMP a welcome addition to ° a ners oo 








FIVE FINISHES 


any office. . — NT 
° ‘ . TIERS MAHOGANY — WALNUT — GREEN 
Write today for illustrated circulars and GRAY=SATIN FINISHED ALUMINUD 
complete information on dealers prices 


and discounts. AVAILABLE IN LETTER AND LEGAL SIZES 


NU-CRAFT PRODUCTS CO. 


163 Pacific St., Brooklyn 2, N. Y. 
Triangle 5-8831 Dept. A. 












¢ Carry no Inventory! 
¢ Shipments made in 24 hrs.! 
¢ We make drop Shipments! 





For the best in ALUMINUM 
SAND URNS—SMOKERS—COAT TREES—TORCHERES 
WALL RACKS—UMBRELLA STANDS, ETC. 























ee P| - No. 559 


rg LATEST CATALOG JUST OFF THE PRESS— 
- SEND FOR YOUR COPY No. 410 No. 235 





FAR ROCKAWAY, N. Y. 





3711 EDGEMERE AVENUE * FAR ROCKAWAY, N. Y. . PHONE FArrockaway 7-3560 
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UTILITY STATIONERY PROMOTION SCORES 


Aggressive advertising, dramatic window displays 
1 of merchandise and prices are nec- 


and the right kil 


essary for a successful promotion. 


It was alon hese lines that the Utility Stationery 
1unched a promotion of personal sta- 


Stores recently 


tionery, center! 

types ol boxe 
In order 1 upture public interest, the entire dis- 

play space of six windows at 65 W. Washington St., 


iLround a job lot of three different 


5 they Te es 
STATIONERY PROMOTION—Presiding at a recent success- 
ful promotion of personal stationery by the Utility Stationery 
Stores at 65 W. Washington St., Chicago, were (left to right) 
Oscar Tischer, manager; Yvette Siegel, stationery buyer, and 
Alfred Wolfe. merchandising manager. 


ie hea ( igo’s downtown district, was de- 
oted to a ma play featuring a box of 50 sheets 
and 50 envelop $29. This sale was so successful 
that business i 1e personal stationery department 
vas quadruple the first day and steadily in- 
creased in vo ntil shortages of stock forced the 
discontinuance he promotion after five days. 
Success of t e amply demonstrated a pet theory 


of Alfred Wolfe erchandise manager of the Utility 
Stationery Stor that a sale conducted along these 
proper co-operation of the per- 

prove successful. Another fac- 
tor in the succt f the campaign was the recent 
addition of Mi Y te Siegel to the Utility organiza- 
tion as buyer al stationery and greeting cards. 
A promotio1 type is very definitely not re- 


nes and witn 


? j , ‘ 
sonnel iInvoive 


stricted to boxed stationery—but can be used with 
equal or perhay ater success on other merchandise 
of higher unit says Mr. Wolfe 
—- «¢ 
TYPEWRITER FIRM UNDER NEW OWNERSHIP 
Arthur W. Ne n is the new owner of the Missouri 


Office Equipment Company, 120 S. Main St., Independ- 


ence, Mo. He h the Royal Typewriter Company, 
Inc., for 25 yea ashier, credit manager and sales- 
man f 

The Missouri Office Equipment Company has the 
gency for new st lard Royal typewriters and han- 
dles repairs, rentals and sales of all makes of used 
typewriters 
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rravelers Club of 1949 through its 
occasion to wish you and yours a 
very Merry Christmas and a most happy and pros- 


mailed out shortly advising the mem- 
ership of the date for the Travelers Christmas party. 





| and selling promises. 


TODS a cs 
4gga01-* 


yn Sd 


axa us : 
‘ONY : SSaNduVHS 
LVLI3dX3 : MAMIX 
1909: 3LYAILIN 


vaba 
- SNOI 


tvs. 





LITTLE Quality Carbons 
and Ribbons build dealer 
PRESTIGE — guarantees 
maximum service and satis- 
faction to the user. 


LITTLE Dealer protection 
eliminates competitive ef- 
fort. 


LITTLE Factory Coopera- 
tion really helps the dealer 
to obtain a_ satisfactory 
share of the best customer 
requirements. 


LITTLE means profitable, 
clean cut distribution, plac- 
ing the dealer at the top in 
quality, dependability and 
protection. 


SIXTY-ONE YEARS con- 
stant adherence to the 
above policy has created 
confidence and good will 
which means much more 
to our dealers than price 


Write for details and samples. 





“QUALITY EXCLUSIVELY SINCE 1888” 
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MOORE'S STAK-TRAY 


OUR customers will want 
the new Moore Stak- 
Tray! 

They'll want—and will 
buy it—because the Moore 
Stak-Tray introduces an en- 
tirely new design for greater 
office efficiency. 


Front, side, and back— 
every edge is hemmed. There 
are no sharp edges any- 
where! 

Durable, yet extremely at- 


tractive, the Moore Stak- 
Tray is a rigid unit con- 
structed of heavy gauge steel. 
Each section slips together 
with ease. There are no 
bolts or screws to come 
loose. 

Additional trays can be 
added for any desired height. 


Trays hold papers up to STAK-UNIT 
9 x 12 inch size with legal Patents Applied For 
size also available. The units 
have openings in the back as 
well as front. To prevent marring, base unit is mounted on 
rubber feet. Baked enamel finish in either green or gray. 

Opening between trays is a handy 44 inches. Front of 
trays are dotted. 

Display the Moore Stak-Tray in YOUR store and watch 
it sell! 

It’s new— it’s better—it’s more efficient! 


LIST PRICES 


Two Tier Base Unit . ; 
Additional Stak-Trays . ... . 
Usual Dealer Discounts Apply 


Base units packed one to a carton 
Stak-Trays packed two to a carton. 


P.O.B. Peoria—Terms 2%—10 days, Net—30 days. 


STANDARD INDUSTRIAL PRODUCTS CO. 


1710 MAIN STREET PEORIA, ILLINOIS 





2-TIER 
BASE UNIT 





$3.00 each 
1.50 each 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





Donald D. Eldridge, in the stationery business of Mt. 
Vernon, Wash., where he was born, has received new 
honors in his appointment by Governor Arthur Langlie 
of Washington as trustee of the Western Washington 
College of Education at Bellingham, Wash. Although 
but 29 years old, this young stationer has already 
achieved a position of much distinction and prestige in 
civic affairs of a wide region. 

” * - 

The Archway Book & Stationery Store at 1615 Third 
Ave., Seattle, Wash., staged an autograph party re- 
cently with Roderick L. Haig-Brown present to meet 
friends of the store and autograph “The Western 
Angler,” “The River Never Sleeps,” “Return to the 
River,” and other similar works. 

* * + 

Underwood Typewriters at Seattle are entered as one 
of the strong bowling teams in the Queen City Loop 
this season. 

” * 7 

Carrying forward its encouragement to local artists, 
Lowman & Hanford Company, Seattle, Wash., has 
bestowed its prize upon William L. Neilor of Bothell, 
Wash., for his picture entered in the thirty-fifth An- 
nual Exhibition of Northwest Artists at the Seattle 
Art Museum. 

. . ” 

Tom Cockerham, manager at Seattle of the National 
Cash Register Company, with offices at 1923 Fifth Ave., 
has recently become a new member of the Seattle 
Chamber of Commerce. 

. - a 

The Prompt Printers and Stationers of Seattle have 
recently been appointed as distributors for the Sound- 
Scriber, with offices and sales rooms at 816 Second 
Ave., Seattle, to serve not only the dictating equipment 
needs of the Pacific Northwest, but of Alaska as well. 

+ a - 

The Typewriter Clinic, featuring repair and rental 
of machines as well as sales, has been set up at 1912 
Third Ave., Seattle, Wash. 

- + . 

After a three-year leave of absence, Hal Johnson 
has returned to the staff of the J. K. Gill Company in 
Portland, Ore., as advertising manager, George Halling, 
general manager, has announced. Mr. Johnson has 
been at Cannon Beach for the past three years. 

- > * 

W. W. Herrington, general manager of the Baker 
Company (office equipment firm) at 2700 Second Ave., 
Seattle, has become a new member of the Seattle 
Chamber of Commerce. 

* +. . 

E. J. Lawrence of the Monroe Calculating Machine 
Company, with offices at 2404 Third Ave., Seattle, 
Wash., has been chosen for special membership in the 
Seattle Municipal League. 

« * 7 

Robert H. Westover of Portland, Ore., has recently 
been named Pacific Northwest representative of the 
L. E. Waterman Fountain Pen Company. His sales 
territory extends through Washington as well as 
Oregon, into Idaho, northern Nevada and northern 
California, from headquarters in Portland. Keith Mor- 
rill, whom he succeeds in the Northwest, has recently 
been transferred to the southern California base of 
operations of the company on the West Coast. 

* - 7 


Joining the Tacoma Chamber of Commerce recently 
was A. N. Brambach, branch manager of the Interna- 
tional Business Machines Corporation, at 625 Perkins 
Bldg., Tacoma, Wash. 


Eddie Vine, long active in the pen and stationery 
business of Seattle, was derby chairman recently for 
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And today Automatic files, through constant improvement, offer in 


addition to this feature the finest, and strongest construction—plus these 


ADVANTAGES 


Automatic originated and pioneered the Expanding and Compressing file drawer over 
20 years ago 


Greatest usable capacity of any file! 


Extremely low cost per filing inch. 


2 
3 


Fire Protection of papers, guides and folders— 


through Compression. 


Greatest utility and convenience—through 


Expansion. 


4 


Fastest filing and reference time. 


5 


These are but a few of the reasons why AUTOMATIC dealers are realizing 


FULL PROFITS by eliminating all compet 


ion. 





APPLY FOR SALES RIGHTS NOW—AND REMEMBER— 


“Only AUTOMATIC gives Expansion and Compression” 


AUTOMATIC FILE & INDEX CO 


549 West Washington Blvd., Dept. A-1 11 


inois 


Chicago, Ill 
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RITE-HEAR 


the New, Always Handy 


for the New Type Telephones 


l—Never gets lost or misplaced. 2— 
Beautiful in design. 3—Does not obscure dial. 4—Cannot collide with receiver. S— 
Has tear-off leaves pad. 6—Refills easily, any standard pad. 7— 
Has handy trough for pencil. 
Sells fast at $1.00 each, Retail 
Liberal discounts to Dealers 
WRITE FOR ILLUSTRATED LITERATURE 


A few choice territories still open for Sales Representatives 


RITE-HEAR PHONE PAD CO. 


1000 First National-Soo Line Building Minneapolis, Minn. 






































I 
S 
25 STOCK SIZES 
F 
2300 SPECIAL SIZES FOR NON-STANDARD FORMS 
a 
DOLIN Stee! TRANSFER FILES 
n 
Si 
srrae tHE LINE FTO Sect! ir 
~~ CHECK THESE “EXTRAS” 
al 
|. Heavy gauge furniture steel. a 
2. Four rollers for smoother drawer action. st 
3. Electrically welded throughout. “ 
4. Reinforced. insert angle corner brackets. 
5. Continuous Eutectic welded corners for additional rigidity. a 
6. Brass handle and card holder. os 
7. Easily interlocked into solid batteries. ka 
8. Attractive office green enamel finish. 
I 
cia 
AVAILABLE FOR IMMEDIATE DELIVERY pla 
IN ALL POPULAR SIZES cifi 
E 
WRITE FOR DESCRIPTIVE LITERATURE ON ALL SIZES sch 
the 
Nor 
DOLIN METAL PRODUCTS, Inc. at 
e The 
Nor 
and 
189 Varet Street Brooklyn 6. N. Y _ 
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the Youth Cant Salmon Derby, whereby he aided 
the young folk in the raising of funds for their down- 
town teen-age center 


een 


* > - 


C. Fred Christensen, in the stationery business at 915 
Pacific Ave., Tacoma, Wash., was recently elected to 
membership in the Tacoma Chamber of Commerce. 

: * 

The Northwest Envelope Company of Seattle, Wash.., 
took a large stride forward in the purchase of a two- 
story, concrete and millwork building at 1426 Dearborn 
St., Seattle, containing some 48,000 square feet of floor 
space. The purchase was made in order to make pos- 
sible further expansion of the large envelope business. 


> » » 


One of the pioneer office furniture and printing busi- 
nesses of the Oregon metropolis, Bushong & Company, 
323 S. W. Park Ave., Portland, Ore., celebrated its 70th 
anniversary and the passage of another milestone 
with flying The business was established in 
September, 1879, at S. W. Front and Stark Streets, under 
the name of Lewis and Dryden. Shortly afterwards, 
however, the controlling interest in this business was 
acquired by the late Will Bushong and the late Milton 
Markewitz, who changed the firm name to Bushong, 
which it continues to bear. Since 1906 the firm has 
occupied the four and a half story building at 323 S. W. 
Park Ave. Office equipment and stationery was added 
to the inventories of the business in 1910. The build- 
ing was destroyed by fire in March, 1927, and rebuilt 
the following Ernest Markewitz, president of the 
firm, actively heads the division devoted to office fur- 
niture and office supplies. Lee Ryan is vice-president 
of the firm which has a personnel of 65 on the staff, 
while Arthur Markewitz, secretary and treasurer, as 
well as a lithographer by trade, heads the large print- 
ing and lithographing department of the Bushong 
business 


coiors 


yeal 


* 


Already owning a busy stationery outlet in his East 
Pike Variety Store, Ed Coleman has expanded this 
stationery outlet as well as that for other variety 
merchandise with the recent purchase of the Madison 
Park Variety store, both in Seattle, Wash 

> oa - 
ster’s Pen & Greeting Card store 
at 1410 Fourth Ave., Seattle, Wash., for several years, 
W. W. Nettleton has now purchased this growing busi- 
ness, which he will continue to operate as a downtown 
Seattle stationery, gift, pen and card establishment 
in one of the bu locations of the city 


~ * 


Associated with F 


SIeESI 


E. E. Frazier has established a new typewriter sales 
and repair business on Lake St., Kirkland, Wash., using 
a portion of Young’s Sporting Goods Store on that 
street to launch special business. He formerly 
lived in Bellingham, Wash., but had previously played 
on the Kirkland baseball team. 


Office 


The 
lished a 


Supply Company has estab- 
and modern set up for its many 


Spokane 
new home 


diversified office lines at 916 W. Riverside Ave., Spo- 
kane, Wash 
For extensive alterations and improvements a finan- 


cial outlay of more than $10,000 will spruce up the 
plant of The Standard Paper Company, at 1950 Pa- 
cific Ave., Tacoma, Wash. 
“ 7” 

stationery, paper, pencil and 
school supply outlet along with other variety items, 
the J. J. Newberry Company is coming into the new 
Northgate $12,000,000 shopping center, now being built 
at the north doo! gate, as it were, to Seattle, Wash. 


Embodying a 


The new Newberry site is to be just north of the 
Northgate Bon Marche development. The stationery 
and variety goods outlet has 33,000 square feet of base- 
ment, main floor and mezzanine floor space in its own 
OFFICE APPLIANCES, December, 1949 


Just what the 
Uoctor ordered! 









No. 5412-S 
54” x 30” 


The new 54’ 
EXECUTIVE DESK 
by NATIONAL 


Ideal for professional offices, small ex- 
ecutive office and for the home, this 
new executive desk has kneehole space 
large enough to accommodate a full- 
With its attractive 


lines accentuated by the natural beauty 


size swivel chair. 


of American walnut exterior (hardwood 
interior also), this new desk will prove a 


popular seller. 


This model is also available with secre- 
tarial mechanism in either right or left 
pedestal. Ask for No. 5412 PF. 


Order floor samples today. 


NATIONAL DESK COMPANY, INC. 


HERKIMER, N. Y. 
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Fin, Tage 

{ MUSCATINE, JOWA 
CC 


These handsome aluminum card files stimulate im- 
pulse buying. Their smooth round corners attract 
the eye. Their gleaming silver-grey enamel looks 
clean and pleasing. The durable thick aluminum 
feels right-——promises years of service. Each packed 
in individual colorful container. Makes appealing 
window or counter display. Order now. Green or 
grey in 3x5 and 4x6. The Home-O-Nize Co., 
Muscatine, Iowa. 
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Organize and Modernize with Home-O-Nize 














ORIGINAL 


3 MILLION WOMEN 
HAVE BOUGHT.. 


30 MILLION 
WOMEN 
WANT... 





America's leading cuff- 
protector. Tailored in soft 
Vinylite Plastic. Individually 
packaged in colorful cello- 
phane envelopes. 

1. TALON ZIPPER ELBOW 
LENGTH MODEL 1947—Assorted 
color trims. Retails $1 poir. 


2. SNAP BUTTON MODEL 1946 
— New, longer and improved. 
In assorted color trims. Retoils 
50¢ pair. 


3. SLIP-ON STYLE, MODEL 1948 
—Snug-fitting elastic wrist-work 
electronically bonded into fab- 
ric. Assorted color trims. Retails 
50¢ pair. 





4. SLIP-ON STYLE, EXTRA 
LONG, MODEL 1949—11% 
inches long for EXTRA PROTEC- 
TION. Snug-fitting elastic wrist- 
work electronically bonded into 
fabric. Assorted color trims. Re- 
tails 60¢ pair. 


ORDER FROM YOUR 
DEALER OR JOBBER. 











PRODUCTS CO. 
93-06 Corona Avenue 


Qualified Mfg'rs. Reps. Inquiries 
' Elmhurst, Queens, N. Y. C. 


State Territory. 




















226 


building which is due for completion about March, 
1950. Joe Howard, the Pacific Coast manager of the 
Newberry chain, which formerly had a Seattle store 
handling numerous stationery items, stated that the 
decision to return to the Seattle area was based on the 
city’s amazing sound growth and post-war develop- 
ment. 
ee ee 
KOL APPOINTS J. HAROLD CARLSON 
Kol, Inc., St. Paul, Minn., recently announced the 
appointment of J. Harold Carlson as sales manager, 
with his headquarters at the factory, 410 N. Syndicate 
St., St. Paul, Minn. The former sales office in Minne- 
apolis has been discontinued. 
K. O. Larson continues as president and U. W. Heller 
as secretary and general manager of the firm. 
2 —_—_—_—_— 





; 2" : 

™~ : od aN 
NEW HOME OF E. L. BATTERSHALL OFFICE SUPPLY AND 
EQUIPMENT STORE IN ALLIANCE, OHIO.—Formal opening 
of the new store at 1928 S. Union Ave. was held on Friday 
night, Sept. 9. Back from service just three years, the owner, 
E. L. Battershall, has made exceptional progress. Top: the 
store front’s plate glass windows assure a store-length 
view for passers-by. Center: one section of the office furni- 
ture department. Bottom: partial view of the store's well- 

arranged commercial and social stationery section. 
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400-unit installation at 
home office of The Ohio 
Casualty Insurance Com- 
pany, Hamilton, Ohio 


PROFITS 


STACK UP 
when aytu tel RiG\D-STAK 


STEEL RECORD STORAGE FILES. 


Pictured here is an example of the vast 
sales potential for these money-saving steel 
transfer files. And here is a surefire selling 
suggestion: 

With just a few figures on costs of replacing "board 
boxes every year or so, you can quickly show prospects how 
it pays to buy Rigid-Staks. If you need to go further, men- 
tion these extra advantages: 


Rigid-Staks lock together, stack safely. They have smooth 


Q\ eee 
. 





sliding drawers (follower block optional). They can be used 
anywhere. They keep records clean, safe from vermin and 
mold, reduce fire hazards. 


wo 
s gu 
— 


Available in all these sizes: letter, legal, invoice, tabulat- 
ing card, check, ledger sheet, microfilm, freight bill, 5” x 8”, 
4” x6", 3” x5” cards, document file, deposit ticket file. 
Finished in green to match other office equipment. 


HERRING > HALL* MARVIN 
SAFE COMPANY y Soy Ohio 









You Can't Buy Handsomer Leather Upholstered 
OFFICE CHAIRS, DAVENPORTS & RELATED FURNITURE 
than those designed by EHRLICH 


Priced to Assure Dealers of Nice Profits! 





No. 420 No. 208 
35" overall height 35" overall height 
31" overall width 33" overall width 
38" overall depth 39" overall depth 





Top grain, snuffed leather — 
combining distinction and 
comfort to the finest offices 
and reception rooms. 


For Immediate Delivery 


Representatives Wanted 
Some Territory Available 


A Line Popular for 26 Years Past 


Write for Photos of Entire Line 
: and Dealers’ Price List 


GRAND RAPIDS LEATHER FURNITURE CO. 


201-207 FRONT AVENUE, NW. GRAND RAPIDS 4, MICHIGAN 
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GREATEST 
SALES CL? 


siING TOOL 


EVER OFFERED! 





we 


sPEEDRITE 





Checkwriter 
Volume and Profits 
Upped by Dealers 
Who Use It 


Brand new! Startling! As a 
dealers’ sales aid “The Speedrite Al- 
bum of Evidence” hits prospects 
right between the eyes. Drives home 
vital need of Checkwriter in every 
business. Proves forcefully dangers 
of unprotected checks. As 
dealer said: ‘There's a sales training 


one 
mene course in every album.” It works! 
Let us tell you how you can make 
sales — and long profits — with it. 


ADDRESS: 40 MT. HOPE AVENUE 














7 Vhw Aitiab le 
1950 


SERVICE and FULTON 


DATERS and NUMBERERS 


All of high grade rubber — deeply moulded 
| to give clearer impressions. 


@ DeLuxe and Special Business Outfits 

Sign Makers and Chart Markers 

Fulton Stamp Pads and Ink 

All Weather Wood Block Pads and Ink 
Achilles and Iron Castor Racks 

All Types of Marking Inks (submit sample of 
material for faster service) 


And... 


Fulton's Dri-Kwik Pad of Special Merit. Carefully constructed 
of special woven felt and muslin on perfectly insulated block 
—inked with Dri-Kwik, a special ink that is odorless and dries 
instantly after use but remains moist in stock. 


ORDER YOUR 1950 DATERS NOW! 
New Style—Open Face—No. 40 Pica—42 Premier Dates 


Prompt Shipment Assured = Catalog on Request 











we ies SPECIALTY COMPANY 


| Factory and Showroom 


82 Fulton Street Elizabeth 1, N. J. 























FOX PRESENTS 


GOOD/YEAR 
NEW 
Melded 


RUBBER 
2” FOAM FILLED CUSHIONS 


Regular Dealer Discount 
302% VELOUR & PANAMA REVERSE 









A $7.50 B_ $7.00 C $6.50 
40242 FRIZETTE & PANAMA REVERSE 
A $7.00 B $6.50 $5.80 

A 17x19" B 15x17’ 144ax15” 


FOX 





GEO. E. FOX & CO. 


317 N. Wells St., 
Chicago 10. Ill., U.S.A. 





HIGHER QUALITY — LOWER PRICES 


STORAGE — WARDROBE 
AND COMBINATION CABINETS 





Made of heavy gauge 
steel . . . electrically 
welded construction 
and completely rein- 
forced throughout .. . 
shelves adjustable 
every two inches... 
dependable three way 
locking device. Storage 
cabinets measure 72" 
x 35" x 18". Wardrobe 
and combination cabi- 
nets also available. 


The all new IM- 
PROVED Parker Stee! 
Cabinet featuring 
crackle finishes in 
Green and Gray. Also 
baked-on enamel fin- 
ish in Green-Gray or 
Grained Walnut and 
Mahogany. 


WRITE FOR YOUR LATEST CATALOG 
AND NEW DEALER PRICE LIST 


PARKER STEEL PRODUCTS, INC. 


Manufacturers of Steel Office Equipment 


54-60 COLUMBIA ST. BROOKYLN 2, N. Y. 
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CANADIAN NEWS NOTES 


S. J. Luddington, Correspondent 


Thomas B. James, chairman of the board of W. J. 


Gage and Co., Ltd., commercial text book and station- 
ery manufacturers, Toronto, who died in July of this 
year, left an estate valued at $326,000, according to his 


will probated 


recently 

The Office Specialty Manufacturing Co., Ltd., with 
head office at 31 Timothy St. E., Newmarket, Ont., re- 
cently awarded the contract for the erection of a one- 
story plant unit on the site it has purchased at Holland 
Landing, near Newmarket. 

G. L. Manning, vice-president and general manager 
company nnounces that the plant by next 
April will be producing steel lockers, shelving, steel of- 


or tne 


fice and factory titions, and steel storage equip- 
ment 

The National Office Management Association, Winni- 
peg Chapter, recently presented the first office equip- 
ment display western Canada at the Royal 
Alexandra Hot Winnipeg, Man. The show, which 
lasted three days and for which no admission charge 
was made, featu displays by leading office equip- 
ment and supp! 

Ramsay Busin¢ Systems, Ltd., 7 Adelaide St. E., 
Toronto, has bee ppointed exclusive Canadian dis- 
tributors for the high-speed Contex adding ma- 
chine. The com} is planning to open several ter- 
ritories to distribut Retail price of the machine is 
$59.95 


y and Gift Shop on Whitewood 


Anderson’s Stat 


Ave., New Lisk« Ont., recently suffered a heavy 
loss from fire ater when fire broke out in the 
basement of the building 


. * 


Dorothy Johnston recently opened a_ well-stocked 


stationery and gif re at 79 Robinson St., Simcoe, 
Ont 

R. E. Smith ecently appointed general sales 
manager of International Business Machines Com- 
pany, Ltd., Toronto. Mr. Smith joined the company in 
Toronto in 1936 for the last five years has been 
manager of the H ton, Ont., office 

= 

D. H. Gosse 308 Water St., Saint Johns, 
Newfoundland een appointed exclusive repre- 
sentative for Roya pewriters in Newfoundland for 
the Royal Typewrit Company, Ltd., with head office 
at 70355 Park Avs 


Montreal, Que. 
. * 


Edward A. Coveney, 
phone Corp., Ltd., ¢ 


44. sales engineer for the Dicta- 
Adelaide St., W. Toronto, died 
recently at Toronto East General hospital. Mr. Coveney 
23 years a ‘iated with Dictaphone Corpora- 


was Io! 


tion, Ltd., and ws merly sales manager for Canada. 

He is survived by his widow, the former Hilda Han- 
cock; one son, Donal 1. daughter, Joan; his mother, 
Mrs. G. C. Coveney 


i a sister, Mrs. LeBert Mitchell. 


Morley P. Wilkins 
Paper Mills, Ltd 3 Wellington St. W., Toronto, died 


recently 


Various method anufacturing paper were in- 
terestingly demon ited to members of the Station- 
ers Guild Club of Toronto at the club’s inaugural ses- 
sion of the new s« vhen members visited the Don 
Valley Paper Com} lant recently in Toronto 


+ 


D. L. Campbell o! 
son Manufacturing ‘ 
appointed a 


Montreal office of the Denni- 
pany of Canada, Ltd., has been 
manager of the company in 


ssistant if 
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retary and salesman for United | 











STRENGTH 


—, 





ws) 
Strength is a combination of things in the 
'U.S.” Line—quality and range of products 
speed and accuracy of service and 


prices that offer better than average profits for 
the dealer. 


We invite business machine dealers, sta- 
tioners, importers and exporters to get tangible 
proof by writing for our price list and free 
samples. 


The only obligation is 
you should get the facts! 


to yourself 


General Offices & Plant 


U. S. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY STREET 
PHILA. 6, PENNA 
Established 1595 


































-( mermy |... 
; ) HRISTMAS | ° 
HAPPY C 
NEW YEAR \_° 


Staple Sam and Staple Sal 


Your 
everloving MARKWELL Pals 


SW 








Are you getting these services 
from your present source? 





¢ REINFORCING 
¢ PRINTING 


e CELLULOIDING 
¢ PUNCHING 


A complete line of STOCK INDEXES, 


A to Z and 
all from one 
reliable source. 


insertable 


NEW INSERT PAGE 


Colorful page to fit in a 
3-ring binder, to promote 
the sale of indexes. Space 
for Dealer Imprint. Ask 
for supply of insert pages 
with your index order. 





New York Sales Office 
97 Reade St 
New York 13, N. Y. 


eastern Canada with direct supervison over Quebec 
and the Maritime Provinces. Robert Liddell has been 
transferred to the Montreal office and Douglas Miller 


| of Toronto is now representative in the Maritime area. 
* 


Ale offers these services: 


* * 


Toronto stationers recently completed their schedule 
of golf for the present year at Cedar Brae Club. Trophy 
winners for the season were: Preston Trophy for low 
gross, Maurice Charters, M. C. Charters & Co.; Luckett 
Trophy for low net, Howard Egli, Parker Pen Com- 


| pany; Walker Shield for low gross, handicap of 24 


and over, George Chisholm, Dennison Manufacturing 


| Gompany. Those elected to next year’s committee 
| were: Gage Love, W. J. Gage & Company; Percy Wil- 


Kins, Acme Carbon and Ribbon Company, and George 
Wilson, F. W. Barret Company. 
> . - 


Robert Stitt, proprietor of McLean’s Stationery, Van- 
couver, B. C., recently returned to business after three 
months’ illness. 

- * = 

Members of the Stationers Association in Hamilton, 
Ont., listened with much interest at their recent meet- 
ing to O. A. Clarke, manager, Hamilton branch, Office 
Specialty Manufacturing Company, Ltd. Mr. Clarke 
dealt with ancient and modern filing and appliance 
methods and equipment. Entertainment was provided 
by Walter Jones and Edward Turner of Robert Duncan 


| Company. 










AICO GRP TABBING 
LOOSE LEAP INDEXES 
Special use indexes 




















Bandes 
Card 
Index 
Cabinets 





For 45 years, Bandes has been selling “Quality.” 
Teday’s Bandes Card Index Cabinets are the best we've 
ever produced. Made from our own select grade kiln 
dried solid oak, Bandes Midget Card Index Cabinets are 


sold with an unconditional guarantee against warpage 
and manufacturing defects. The price is right . . . the 
quality unsurpassed .. . it is best to buy Bandes Index 
Cabinets and Desk Trays. 





BANDES “SUPER-TEX” FLOOR MATS 


“Super-Tex"’ means ‘'super-quality" with an unconditional quar- 
antee against defects, wear, discoloration, etc. Available in three 
colors to match walnut, mahogany and green. Sizes: 346" x 48", 
48" x 48", 48" x 4". 


JULIUS BANDES & CO., INC. 


126 W. 22nd Street New York II 














- . +. 


Esterbrook Pen Company of Canada, Ltd., Toronto, 
announces that it is manufacturing the Esterbrook 
Renew-Point fountain pen in Canada for the first 
time. Its distribution is in charge of Brown Bros., Ltd., 
wholesale stationers, 100 Simcoe St., Toronto. 

+. - ” 

Quite a number of the leading typewriter, business 
machine and equipment firms in Toronto and other 
Ontario cities had interesting exhibits of their products 
at the eighth annual conference of the Institute of 
Internal Auditors held recently in Toronto. 

. ” 

The Moore Office Machine Printing Company, of 
Toronto, has purchased land at the east end of the 
town of Kemptville, Ont., and plans to start the con- 
struction of a building in the near future. The firm’s 
output consists chiefly of continuous forms for office 
machines. 

* > > 

One of the finest displays of office equipment in 
Canada was opened by the Winnipeg Chapter of Na- 
tional Office Management Association at the Royal 
Alexandra Hotel, Winnipeg, Man., on October 17. The 
event continued until October 19 and was held in con- 
junction with the University of Manitoba. Those tak- 
ing part in the seminar proceedings held at the same 
time included Dr. A. H. S. Gillson, president of the 
University of Manitoba; Hon. E. K. Williams, Chief 
Justice, Court of King’s Bench; Waldo Williams, Al- 
den’s Inc., Chicago, and W. M. Bennett, Inland Con- 
tainer Corporation, Indianapolis. 

> > + 

The Stationers’ Club of Vancouver, B. C., commenced 
its third year with a most successful dinner meeting 
held in the Hotel Georgia, with President Kenneth 
McKenzie, presiding. Membership of the club has 
reached the 80 mark. Howard Coulter, a Vancouver 
lawyer, was guest speaker. 

> o * 

Stainton and Evis, Ltd., office stationers, 30 Adelaide 
St. W., Toronto, recently purchased the former build- 
ing of the Empire Brass Company and has had alter- 
ations made to increase its warehousing and retail 
facilities, including installation of a modern passenger 


| elevator. 


. . . 


Office Assistance and Typing Service has opened a 
branch office at 704 Centre St., Calgary, Alta., with 
Ethel Zatyko as manager. The firm has a large staff 
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@ It's the original pat- 
ented steel folding chair . . . the 
chair that users named INDE- 
STRUCTIBLE! Thousands of these 
» rugged — yet comfortable — 
chairs are still like new after 
years of use and abuse! The 
all-steel VIKING INDE- 
STRUCTIBLE No. 200 Steel 
Folding Chair is available 
in either Java Brown or 
Dawn Gray. Clamps avail- 
able for grouping the 
chairs in sections. Order 
now! 


WRITE for prices, literature 


Only chair made with full back Opens or closes in a second, with 
rest greater strength, comfort, one hand. Can't bind or stick. Folds 
safety flat to 1%" thin — stacks 75 of 
Heavy channel steel frame and 100 high without tipping. 

heavy gauge furniture r~ seat Generous-size hand grips; cov © to 
and back carry 3 or 4 chairs in one hand 


MAPLE CITY STAMPING CO. ey 


708 PARK AVE., PEORIA, ILLINOIS 
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INDICATOR CARBON 


indicates as you type 


equals... 
larger Sales! 


A SPECIAL OFFER . . . TO DISTRIBUTORS OF 
TYPEWRITER CARBONS AND INKED RIBBONS. 


lf you have the distribution . . . we manufacture a 
fine, large, and varied line of carbon papers and 
inked ribbons . . and have a special sales plan 
to help you to .. . GREATLY INCREASE YOUR 
BUSINESS. Some exclusive territories still open. 


Please give us a line on your distribution. 


ALLEN & COMPANY 


Manufacturers of carbon papers and inked ribbons. 
11-15 Vandewater Street 
Dept. M New York 7, N.Y. 


LLEN SPPET TER (-ARBONS 
IwauystJetter\op/es 
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‘This Display TR/PLED 





CLIP BOARD SALES” 


... says Office Equipment Dealer 







. “it puts the price and full 
size sample right out in front of 
the customer—sizes our customers 
did not know we stocked.” 

You too can Sell More Clip 
Boards with this new Clip Board 
Display Package. 


Write for complete details 











Or BOARD 
en 


HARDBOARD FABRICATORS, 


59 BRANCH S e 


The ADDOMETER does a 
BIG Adding Machine Job 


ela tiy-lemelileme(-tel (-lemel ll 4-2 









Fast Selling—Big Profit 


91295 











Because no other adding machine has all of 
Addometer’s features—and because Addometer fills 
a definite need with users —it sells fast! Because deal- 
ers can earn 49% to 51% profit per sale, Addometer 
is a high-income ‘item! 

@ Addometer handles figure work as speedily and 
efficiently as many big, expensive machines. 

@ Addometer adds, subtracts, multiplies by direct 
action. 

@ Addometer has 8-column capacity; totals visible 
at all times; instant dial clearance—-and many 
other outstanding advantages. 

Free display stand with every order of 6 or more 

Addometers—Add this profit-making adding ma- 

chine to your line today! Write Dept. A. 


Reliable Typewriter & Adding Machine Co. 
303 W. Monroe Street « Chicago 6, Illinois 
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the different 


OFFICE MACHINE 
COVER @ 
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THE COVER THAT... 
FOLDS FLAT! 


...in a JIFFY, every time. Always handy 
for instant reuse. ONE SIZE, for type- 
writers to 14” and for most adding and 
calculating machines. 


INDIVIDUALLY PACKAGED in display carton 
ATTRACTIVE, coated fabric 


WRITE for complete dealer 
information and literature. 


FINK 





MANUFACTURING CO. 
AURORA, ILLINOIS 





TYPEWRITERS 
Ns ee Se - 


TYPEWRITER RIBBONS 
ADDING MACHINE 
RIBBONS 


BOOKKEEPING MACHINE RIBBONS 
CARBON PAPERS 


DUPLICATING STENCILS 


HEADQUARTERS FOR 
ROYAL TYPEWRITER PARTS 
FOR DEALERS 


REGAL TYPEWRITER COMPANY, INC. 


200 Hudson St. New York 13, N. Y. 
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VISIBLE FILING 
EQUIPMENT 


KARDEX-ACME-POST INDEX 

Etc. All types of panel equipment 

Thoroughly Rebuilt 
and Guaranteed 








Surplus Equipment 
BOUGHT 


One of the oldest established 
dealers of visible filing equip- 
ment in the country. 


COMMERCIAL 
CARD SYSTEM CO. 


135 GRAND STREET 
NEW YORK 13, N.Y. 
CA nal 6-5728 


NOW IN OUR 28™ YEAR! THE ORIGINAL 


ULT!ISTAMpP 


STENCIL DUPLICATOR 


SY THE mULTISTAmMP CO. IN NORFOLK. VIRGINIA 








MANUFACTURED ONLY 


Ne ! 
RUBBER STAMP SIZE 


—_ 9"_ 


PRINTS ANYWHERE’ 





OUTFIT 


Prints 1,000 or More Clear Copies 
From One Stencil, One Inking 
Ideal for marking, addressing, dupli- 
cating. Quick change in wording. A 
‘‘Rubberless stamp in one minute for 
about 2 cents.”’ Just type, write or draw 
the stencil, snap it on, and print. Made 
of non-corrosive METAL. No moving 
parts, lasts a lifetime. Replaceable ink 
pads. Complete with supplies. Wt. 2 Ibs. 
Other outfits $19.50 to $99.50. Write 

for FREE FOLDER. 


At Your Office or Shipping Room Supply Dealer 


THE MULTISTAMP CoO., Inc. NORFOLK 1, VIRGINIA 


= 
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of stenographers and offers a complete service from 
taking dictation to supervising the work in the cus- 
tomer’s own office 
> > > 

Jack Ingoldsby, 1022 Second Ave. E., Owen Sound, 
Ont., has added a complete stock of wrapping papers, 
paper bags, twine, paper towels, waxed papers, etc., to 
its regular lines of special printed forms, stationery 


and printing T wo Hil 
* . * = 


The Remington Rand Ltd., office and showroom q " 
operated by G. R. McGregor, has been moved from ONE HAND” KNIFE 


Canterbury St., Woodstock, Ont., to 603 Dundas St., © Finest steel blade 
in that city 











* * * . Unbreakable plastic handle 
Industrial Adhesives, Ltd., 1255 College St., Toronto, e Lestrews colors 
is planning to have alterations made to the office por- © SAFE! 
tion of its factory building at the same address. 
> > > 


Increased sales volume in all companies accounted | G!TS aa m1 SS ee 
for a net profit of $10,730 in the fiscal year ended April | i" weight—is 3%* long, ideal for 


‘ Tille Sta} te pocket or purse. It has a million uses. 
30 for Willson Stationers and Envelopes Ltd., and sub- Biode slides open with one hend to 


sidiaries, Toronto, according to Vice-President S. J. 5 sate-locking positions. Hondle comes 
Vogan. in Pearl White, Bone Onyx, Green 
ie ae Onyx, Red Onyx and Black. Each 


Frank Doerner & Sons Ltd., 115 Bridgeport Rd., | knife individually boxed; 12 knives 
Kitchener, Ont., manufacturers of office equipment, | in @ colorful counter display box. 
including chairs, billing units, filing cabinets, etc., had _ Reteil List 69¢ each with full discount 
a very fine display of their products at the recent  wewiGitsNo. 112DeluxeKnife. Plastic 


Kitchener-Waterloo industrial exhibition held in ge ee 6 oe era 
mis * ° 


Kitchener List $1.00 each. 
> : > 
Bell’s Typewriter Sales & Service was opened re- G g 
cently at 227 Queen St. W., Toronto. The firm will also Molding y 
repair, sell and exchange adding machines and cash 
registers 4600 W. HURON ST., CHICAGO 44, ILL. 
» =a Manvfacturers of the famous Gits Flash- 
lights, Games, Savings Bonks, Protect- 
Eversharp International, Inc., 372 Richmond St., W.., O-Shields, Switch Plotes, Etc. 
Toronto, has arranged for additional space for new CANADIAN DISTRIBUTOR: Myer Bald, Ltd., 69 York St., Toronto 
facilities at 439 Wellington St., W., Toronto. 
7 * om 





Walmsley & Magill, a partnership formed in 1936 
to open a modern stationery store in Oshawa, Ont., 
recently observed the thirteenth year by the opening 
of a new store of modern styling and equipment. 

In the basement, the firm operates a well-equipped 
repair shop for typewriters and business machines. 
The firm is now carrying a larger stock than formerly 
of commercial stationery and office supplies as well 
as office furniture, typewriters and like goods. 


* . 


PRECISION TIME STAMP 


Acme Carbon & Ribbon Company, Ltd., 2356 Gerrard 
St. E., Toronto, was recently purchased by Burroughs 
Machines, Ltd., Windsor, Ont. John S. Coleman, presi- 


dent of Burroughs, has announced that the Acme 

company will continue operations as a subsidiary of FOUR STAR 
Burroughs. J. A. Campbell, formerly president of Acme, SUPERIORITY 
will remain in charge of that company as general 


manager *% 40 Hour Precision 


Clock Movement 


*% Jeweled Balance 
Clock Movement 


*% Patented Universal 
Joint Absorbs Shock 


*% One year guarantee 


7 > 


Diggon-Hibben, Ltd., printers, stationers and book- 
sellers in Victoria, B. C., are converting two buildings 
at the corner of Government and Johnson Sts. in 
that city into a modern retail store and printing plant. 
Cost of the work is estimated at $100,000. 

> > ~ 
The Gehrke Stationery & Printing Company, Van- 


-Ouver ; as appointe . Dis y ~ 
couver, B. C , ha ippointed George H. Disbrown man GIVES YOU SALES AD- 


ager Of its retali store VANTAGES THAT BOOST 
* 2 ¢ VOLUME AND PROFITS 
Cloke & Son, Ltd., Hamilton, Ont., have closed out 
the book section of their store. In future the firm’s 
entire sales effort will be devoted to stationery, print- 


ing, office furniture and equipment. 
1 30, 1. COMPANY 
Robert Reid Murdock, 59, president of Murdock \. I). JOSLI MEG. : 


Duplicator & Stationery Company, 185 Bay St., CHI 
Toronto, died recently from a heart attack. Active MANISTEE MI GAN 


and widely known in club and lodge activities, he was 
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eeeeeeecaoaooeo oo eee eeeee8@@ | district governor of the Lions’ Club and an interna- 


AN IMPORTANT 


ANNOUNCEMENT 


fer used machine dealers 


C. E. C. can fill immediately almost 
any requirement you have for used 
Monroe Adding-Calculators. Here is 
a fine opportunity for you as these 
popular and quick -selling Monroe 
machines, such as K, KA, MA, and 
LA Models, can be furnished in 
reasonable quantities both rough 
and rebuilt — shipment guaranteed. 


Write for further information stating 
your needs. 


CALCULATOR 
EQUIPMENT CORP. 


Orange, New Jersey, U.S.A. 
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Tusutar Com Wrappers 
Stationers! It's your Line—Exclusively! 


“Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pizate your 
customers and cash in on your missionary 
work. 


Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 
Bill Straps Seal Presses 

Bags . Teller’'s Moisteners 
Currency Ba Manual Coin Counters 
Draw String Dass Currency Racks 


Wrapper Cabinets 
Sorting Trays 


Night De Ba 
Linen Shippin 3° "7 Coin Storage Trays 


C7 
Bouncy Change Trays 


HANNIBAL, MO 








THE C. L. DOWNEY CO. 
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| nesota, 


tional director of that organization. He was also a 
member of the Toronto Board of Trade. Born in Min- 
he moved to Toronto when a youth, estab- 
lishing the business which bears his name about 25 
years ago. 


* a + 


Henry Pirzeman, 81, owner and operator of a rubber 
stamp and stencil business in Regina, Sask., for many 
years, died recently in Moose Jaw, Sask., where he had 
lived since 1947. He is survived by six daughters. 

President J. B. Hay recently announced that profits 
from the Western Fair held in London may reach 
$40,000 for the year 1949. Mr. Hay is also president of 
the Hay Stationery Company of London, Ont. 

SS eS 


NEW ENGLAND TRAVELERS CLUB NOTES 

Once again Bailey’s of Brockton, Mass., has expand- 
ed its store facilities. Phil Rooney has changed the 
balcony into a personal greeting card department and 
at the rear a fine bookkeeping department and private 
office for himself. He has moved all of the stock into 
a new space in the basement where a display of office 
furniture is possible. 


« * - 


A booklet, “Store and Legal Holidays and Evening 
Hours,” published by the Boston Chamber of Com- 
merce, is a help to New England Travelers. 

- ” o 


Monday noonday luncheons start at 12:15 at Thomp- 
son’s Spa, Newspaper Row, Washington St., Boston, 
Mass. It’s an opportunity for the travelers to get to- 
gether. 


* . - 

The Boston Stationers Association Christmas Party 
will be held Monday evening, December 5, at the Hotel 
Puritan and the annual banquet and Valentine ball at 
the Hotel Somerset Monday evening, February 13. 

* * x 


Another date to remember is Wednesday, December 


| 28, when the NET club holds its annual meeting at 12 


o’clock noon at the Hotel Puritan. 
- - - 

Many of the travelers attended the funeral mass for 
James F. Duggan, president of the R. A. Wilcox Paper 
Company, Fall River, Mass., on October 25. Mr. Dug- 
gan was one of the leading citizens in Fall River. Be- 
sides his widow, Mr. Duggan is survived by one daugh- 
ter, Mrs. John P. Dwyer. 

* * ” 

Miss Jane Frisbie, daughter of Mr. and Mrs. Horton 
R. Frisbie, was married to Wendell F. Holmes on Oc- 
tober 15 at the Williston Congregational Church in 
Portland, Me. The bride’s father is regional governor 
of NSA District No. 1 

. * > 

These notes are taken from 

edited by John F. Nackley. 
—_<-— 

GAVRIN ANNOUNCES “BEST FORM” CONTEST 

The Arthur J. Gavrin Press, Inc., 46-50 Webster Ave., 
New Rochelle, N. Y., recently announced the opening 
of a competition to determine the most ingenious 
tailor-made one-time carbon form designed in the year 
ending February 28, 1950. First prize winner will re- 
ceive $250 cash and the next ten runners-up will be 
rewarded with cash prizes of $25 each. 

Anyone who designed a carbon-interleaved form 
printed during this form is eligible to enter. The en- 
trants can be employees of the company using forms, 
dealers selling forms, or specialists in designing forms. 

The printing of the forms need not have been done 
by the Gavrin Press. However, in the event that any 
winners are Snapeasy forms of Gavrin manufacture, 
these winners will be awarded double the prize money. 

All entries are to be addressed to the Gavrin Press 


the NET Club News 


| at the address given above. 
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@ A Glass Smooth Plastic Fibre Board 
@ Vice-like Spring Holds Papers Securely 
@ Unreservedly Guaranteed 
Furnished in the Following Sizes 
Stock Stock 


N Size No. Size 

200 1] 205 9” x15’ 

203 ) 206 9°. . sit” 
207 15° x20" 


Packed 12 to Carton 


ive circular and latest price list. 


2035 So. Calumet Ave. 


* Chicago 16, Ill. 





QUALITY PAPERS 


¥ 
iM 
Ws 


PRICED TO SELL 





Adding Machine Rolls 
Duplicating Papers 
Mimeograph Papers 


Second Sheets 
Ruled & Plain Pads 
Note Book Fillers 


SPECIAL REQUIREMENTS TO ORDER 


PROMPT DELIVERY from our big, modern 
plant. Complete satisfaction guaranteed. 


ANCHOR RULING DIVISION 


2015 N. HAWTHORNE AVE. 
MELROSE PARK, ILL. 













Tu 


Lf 
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ARMA! 


PITTSBURGH CUT WIRE CO. 
1112-20 Galveston Ave., Pittsburgh 12, Pa. 





Demonstration 
PROVES 
CLAIMS 


WON’T CURL, 
SMUDGE OR WRINKLE 


Users tell us NEV-R-KURL lives up to our claims. It actually 
costs less to use than ordinary carbon papers because it 
produces up to 50 per cent more clean, sharp copies per 
sheet. It has more body—is easier to handie—saves office 
production time. Demonstrate NEV-R-KURL Carbon Paper 
in all types of office machines. 


oe ee 


PROCESS CO. INC. 


Wi me. i! POCcmPC Re Ce Y 


CARBON PAPER 








we 
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and a wonderful way to satisfy 
_.. customers and get repeat busi- 


i ness on many other items. 


SELL NEWMAN 


SIGNS 

LETTERS 

NAME PLATES 
RAILINGS 
DOORS 

e GRILLES 


ONPANY 


1c we woe 





crafted of Bronze and Alumi- 


num in Newman's own plant 


NEWMAN BROTHERS, Inc. 


664 West Fourth St. e Cincinnati 3, Ohio 











THE TERM FOR A WELL- 
4@]+) 4908 -1@) 9) Mets m0) 10) 
FOR A FRITZ-CROSS CHAIR 






Fritz-Cross chairs 
bine efficiency with com- 
plete comfort. They 
feature steel construc- 
tion, simplified adjust- 
ability, tailored uphol- 
stering. Write for deal- 
er brochure and data. 


com- 
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> Drafting 
Set For 


Young 
or Old 


“PRO” DRAFTSMAN 


5 PIECE PROFESSIONAL DRAWING SET 


for office! 5 precision drawing 
instruments with the utility of 6, made of sturdy 
transparent plastic, attractively packaged. 


SET CONSISTS OF 


@ 12-inch T square @ Sturdy French curve $ 50 
that’s calibrated as @ Highly accurate pro- ° 


a ruler (2 instru- tractor. retail 
ments in one). @ 2 useful triangles. 


Just Out - New 16 Page C-THRU CATALOG - Send for free copy 


For home, for school, 


RULERS + TRIANGLES + CURVES + SLIDE RULES + LETTERING GUIDES + PROTRACTORS + | SQUARES 


Poy iH IA filet lonpuany 


3 eae: me CoO te 





















\ JOIN THE 
OPPORTUNITY 
ORIVE 





(INVEST (N US. SAVINGS BONDS 
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SOUTHERN TRAVELERS CLUB NOTES 


W. S. Schroeder, Correspondent 





It’s a long way off, we know, but make a note of it 
now, and get your reservations in early. Fourth Dis- 
trict convention will be held at the Boca Raton Club, 
Boca Raton, Fla., April 13, 14 and 15. 

- os > 

Roy Martin of Carithers-Wallace-Courtenay, Inc., At- 

lanta, Ga., has been in Veterans Hospital, 48 Peachtree 


Road, Atlanta, since the middle of October, and ex- 
pects to be there until the end of November. Latest 
reports are that he is doing nicely. We wish Roy a 


speedy recovery 
7 * + 
Alex Patterson have returned after a 
to California following the conven- 
Among the points of interest visited 
were Great Salt Lake, Grand Canyon, 
igeles, San Francisco and El Paso. 
> * * 
that Warren Lewis, associate of Alex 
Patterson, will be pacing the floor outside the mater- 
nity ward around the first of January. You may send 
each member of the club a cigar, Warren. 
2 


Mr. and Mrs. 
three weeks’ tri, 
tion in Chicag 
while en route 
Oakland, Los A! 


We understand 


Jos. H. Shanks, formerly with Jack C. Kern Com- 
pany, is now traveling the territory as a manufac- 
turer’s representative. Among his lines are Hedges 
Manufacturing Company of Chicago, Pelouze Manu- 
facturing Company of Evanston, Ill., and Executive 
Furniture, Inc., of Oklahoma City, Okla. Best of luck, 
Joe 

a ~ oo 

How about it 
have been 
around to mailing 
might have this jol 


intending to send but never quite get 
Who knows, one of these days you 
and then you'll be so-rrr-y. 
> a a 

The White Printing Company of Rock Hill, S. C., has 
remodeled the interior, using two stores with 
arch openings in the dividing wall. Bill White has an 
office supply store on one side and a gift shop on the 


store 


other. Private offices are in the rear of the gift shop 
for Bill and his staff. They have also designed and 
made some attractive and ingenious counter show 
cases and wall St 

. ~ + 


John D. Atta 
building a new stort 


Company, Williamstown, S. C., is 
across the street from its present 


fellows? Send in these news items you | 


location. Haven't i any late reports, but they should 
be moving just this time. Call a meeting of the 
S. T. C., John them all to work 

O. G. Penegar Company of Gastonia, S. C., moved 
into the new location at 176 W. Franklin Ave. in June. | 
New fluorescent lighting and fixtures downstairs com- 
bine to make a very attractive store with a modern 
furniture department upstairs. The office machines 
service departme! also upstairs 


» a 


Rowan I 
also done a fine jol 
department 
their store. Using th 


mpany of Salisbury, N. C., has 
f remodeling, moving the printing 
rear and adding part of it to 
balance for a furniture depart- 


ment has given them additional display space, and 
what office supply re cannot always use more? 
. > 
The new store S. T. Wyrick and Company, Greens- 


rth a visit. Moving into a brand 
to their old location, Wyrick’s 


boro, N. C., is well 
new building next 


have custom-made shelving and fixtures that reflect 
the time and thought that must have gone into the 
planning of this modern building. An elevator takes 
you up to the third floor furniture department where 
the latest in office furniture is handsomely displayed. 
The second fioo! ises the accounting department 
and stock room, and there is also a basement for addi- 
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with 
these famous VISIBLE OFFICE 
RECORD CONTROL SYSTEMS 


* REMINGTON RAND KARDEX 

Systems (Reconditioned ) 

* ACME INSITE FILES 
(Reconditioned 


* LEDGER TRAYS (all 
makes) 


* TUBULAR INDEX 
Systems 


Card sizes 3x5,up to 11x9 
Varying drawer capacities 


IMMEDIATE DELIVERY 









Largest Stock in New York of 
OFFICE FURNITURE & EQUIPMENT 
Special Prices to Dealers! 








546 BROADWAY 
CAnal 6-0350 


1 Ww 


EST. 1876 


LAR 


NEW, DUAL PURPOSE 


All Steel TRANSFER FILE 


* Extra Sturdy * Legal or Letter Size 
* Neat, Attractive * Quality Built 
* Stack Ceiling High * Priced To Sell 


It's A Two-Way PROFIT MAKER! 


You can sell this attractive unit as a life-lasting transfer 
file or as a suitable office file to be added to as needed. 
Beautiful olive green baked enamel finish. Operates 
smoothly, easily with two top and two bottom rollers. 
Throughout, is designed and built for long life, hard wear, 
to retain its good looks. %4” channel reinforcing, front 
and back, assures stacking without giving. Available with 
base, follower blocks, extra stacking clips. Packed one to 
A top value, priced to sell and get repeat business. 
Write For Prices, Literature! 


MASO STEEL PRODUCTS 
8] W. Von Buren St Chicago 5, III 


carton, 


Dept. A 
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Here are N EW sales 
———=f NICE profit! 


° gutomatic 
electric 


staplin 1g 














AUTOMATIC . . . smooth, instantaneous, foolproof 
operation. No motor. Portable. SALES WORTH MAKING! 
... to letter shops, banks, large stores .. . efficient busi- 
ness offices and wherever business or commercial mail- 
ings are handled in peak loads. 


THE STAPLEX COMPANY, 70 Jay Street, Brooklyn“1, N. Y 


fasten it the modern 


STAPLEX 














We proudly announce the NEW 





DUPLICATING INK 


Perfect Results igi 
I Movalp heating. Min. TOM *he originators. of 
mum penetration. 
SIRGHERCRES inks comes an entirely 
.No ; 
VV se ey 
cils. new ink—nine years in 
5. For open or closed cy!- ° 
inders. the making. 
6. In any climate. 
7. Black, oor copy. Available in 
8. Stencils and hands easily POUND or HALF-POUND Cans 
cleansed with warm Cc de Reatd D 
water. anode Rapi ry is the latest 
We Guarentee the f = addition to their regular line of 


features of CANODE 
Rapid 7 ink as listed 


Manufactured by 


INK SPECIALTIES COMPANY 


INCORPORATED 
523 N. HALSTED STREET @ CHICAGO 22, ILLINOIS 


Homogenized Inks. 
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tional stock. At the rear of the main floor is a ship- 
ping department and a loading platform. 


McQuiddy Printing Company of Nashville, Tenn., 
has completed the remodeling of the store. The inter- 
ior has been painted and new lighting fixtures added. 
A modern display of office furniture on the main floor 
makes a very attractive entrance to the store. 


LYON METAL OPENS SEATTLE WAREHOUSE 

Lyon Metal Products, Inc., Aurora, Ill., recently an- 
nounced the opening of a new warehouse at Seattle, 
Wash. Primarily this warehouse has been established 
to expedite dealers’ orders and to help lower delivered 
prices to dealers and customers by fast carload ship- 
ments. 

The Lyon warehouse, which was opened October 15, 
is located at 1755 Utah Ave., Seattle. Telephones are 
Mutual 0383 and Mutual 0384. 

Another warehouse and assembly plant is main- 
tained at 3650 Union Pacific Ave., Los Angeles, Calif. 
Sales offices are maintained at Seattle, Portland, Spo- 
kane, San Francisco, Sacramento and Los Angeles. 
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FEATURE “MISS CRAMER”—Miss Janet Jackson, as “Miss 
Cramer,” pins a flower on Wally Etterbeck, purchasing agent 
of the Pacific Public Service Co., at the recent San Francisco 
Business Show of Progress, held at the Palace Hotel, San 
Francisco. “Miss Cramer” demonstrated the Cramer posture 
chair to visitors at the H. S. Crocker Co., Inc. exhibit. Looking 
on is Robert L. Horth, retail sales manager for Crocker. 
ee ae 
BASSICK-SACK APPOINTS WESTVEER 

R. M. Westveer has been appointed general manager 
of the Bassick-Sack Division of The Bassick Company 
at Winston-Salem, N. C., filling the vacancy created 
by the death on September 21 of Ray M. Martin. An- 
nouncement of the appointment, effective at once, was 
made by George L. Meyer, Jr., president of The Bassick 
Company and a vice-president of Stewart-Warner Cor- 
poration, of which The Bassick Company is a sub- 
sidiary. The Bassick-Sack Division produces furniture 
hardware and other metal products. 

Mr. Westveer comes to Bassick-Sack after two years 
with Chautauqua Hardware Company, Jamestown, 
N. Y. He spent 25 years with the Keeler Brass Com- 
pany, Grand Rapids, Mich., where he worked in var- 
ious capacities, principally in production and sales. He 
is widely known in the furniture and metalworking 


industries. 
ee 


HART APPOINTS REPRESENTATIVES 
The Hart Manufacturing Company, manufacturers 
of the Hart duplicator at Minneapolis, Minn., has an- 
nounced the appointment of Erwin W. Leifer & Asso- 
ciates, 542 S. Dearborn St., Chicago, as Chicago metro- 
politan sales representatives. 
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OFF. 


There’s 


EYE APPEAL 


and 
PRICE APPEAL 


IN MIDWEST’S NEW 
CABINET NO. 3018-C 
coo 
Built sturdy with fine 
and of 


lines heavy 


gauge steel. A good 
profit item in any kind 
wide 
72” high 


with four removable 


of times. Size 50” 


18’ deep and 


and adjustable shelves. 
Has a two-way lock and 
all set up ready to go. 
baked 
enamel of olive green, office gray or brown and 


Available in 


weighs 100 Ibs 
Truly merchandise of great quality and priced to 


meet market trends. Write 


METAL MANUFACTURING CO. 
MIDWEST 1818 N. 18th ST.- ST. LOUIS 6, MISSOURI 
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=~ IN FISHING THROUGH THE ICE = 
> , TP-UP FLAG WAVES WITH THE __— 


=== STRUGGLES OF A HOOKED FISH— 
DER A VISIBLE “CALL FOR ACTION’) = 


ah 
ee 
yy 
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URGENT AS A WAVING FLAG 
NU-VISE PROJECTING SIGNALS 
PROCLAIM THE VITAL POINTS 














ON VERTICAL RECORD SYSTEMS . . 
SIGNALS 








ff and MAPTACKS 


GEORGE B. GRAFF CO., CAMBRIDGE 40, MASS. 




















JOIN THE 
OPPORTUNITY 


Invest in 


U. Ss. 


SAVINGS 
BONDS 
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OFFICE 
MACHINES 


WRITE FOR 
CATALOG 


MONTCLAIR. NEW JERSEY 


CARDINELL CORPORATION 
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l your CLEARTYPE MAP 


DEPARTMENT IS READY TO MOVE 







a ~ 





with - 


APS 













We have broken all precedent with the 
manufacture and production of a dealer file 
and display unit to handle a complete line of 

TYPE MAPS. . 
sas for details about how we install this 
unit, help you to advertise and bring PROFITS 


to YOU. 











Reply Dept. A-1 


AMERICAN MAP COMPANY, INC. 
16 East 42 St. N.Y. 17, NY. 











a 
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 Heartivat Holiday S 





¥ 
R 


Grootings xy 


to all our many customers and friends 





CHICAGO SADDLERY CO. 


105 SO. JEFFERSON STREET 
CHICAGO 7, ILL. 








Manufacturers of Smartly Styled 


PORTFOLIOS, BRIEF BAGS, ZIPPER 
RING BINDERS—SAMPLE CASES 


A Quality Line, Carefully Fashioned for 
Business, School and Professional Use 


Write for Illustrated Catalog 
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More Sales Features— 
More Sales 


Led by architects and office planners 
the trend is to Office Valet wardrobe 
equipment. By keeping wraps dry, aired 
and open to germ killing light this 
modern steel equipment helps prevent 
spread of epidemics and resulting ab- 
senteeism. Keeps wraps ‘in press,’ helps 
employee morale, saves floor space, fits 
in anywhere, ends locker room evils. 
Widely advertised in general busi- 
ness, institutional and trade magazines 
this line offers an almost unlimited op- 
portunity for profitable sales to offices, 
factories, schools and institutions. 


iy 


EL TERS Oo 


624 So. Michigan Ave., Chicago 5, Ill. 











ASKED POP TO 
STASH AWAY A 


/ ARcHiE! 
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Wilson G. Turner, Correspondent 


ife, Val, recently presented him with 
nakes four boys and a girl. Some 


Dick Vaughn's v 
twin boys. Thi 
family! 


. 


Frank Rising, manufacturers’ representative of Los 


Angeles, Calif confined to the hospital for a short 
time 

Bill Fry, the Pacific Northwest representative for 
Scripto, has just had northern California added to 


his territory 

7 > > 
Marshall Scott of George M. Scott 
& Sons, Idaho F George Simmons and Bob McCol- 
loch went on a little jaunt one Sunday. On their way 
back Marshall showed the boys what a versatile fellow 


I understand 


he is by demonstrating to them a new wrinkle on how 
to scatter sheep blocking the road. Marshall got out 
in front of the ind started off at a dog trot and 
the sheep part if by magic. By the way, Bob 


McColloch was i é 
with near-pn¢ 


hospital in Seattle for a while 


We have several stationers who have remodeled in 
this area. The Yakima Bindery of Yakima, Wash., has 
ust finished the ent inside and outside of their 

with mugo pines growing in 


ire 
ire 


store It is very ! lern 





INTERIOR OF HENDERSON'S OFFICE SUPPLY 
NEW STORE OPENED AT KENNEWICK, WASH. 


entrance and has quarter-sawed 
Henderson’s Office Supply in 
management of Hal Brutzman, 


brick planters at the 
oak paneling inside 
Kennewick, under thx 


has just moved to a new location. They have done a 
beautiful job on the store. It’s well over twice as large 
as it was in the former location. 
» J > 
General Supply Company of Walla Walla, Wash., is 
n the midst of remodeling the interior. The store has 
a color scheme of green and a light maroon that is 


very pleasing 


There are a couple of new stationery stores in the 
territory. John Morgan and his wife have opened the 
Pullman Office E ment & Repair Company at 111 
Main in Pullman, W The store is not large, but is 
very attractive 

Harold Gass rporated stationery into his 
business at the ¢ Print Shop in Colfax, Wash 
Both firms wi iate having factory men con- 
tact them 

Bruce Shelton Shelton Paper House in Mos- 
cow, Ida., has ju ne through an unusual ordeal 
He had a hemorrh he eyeball that took a couple 
of months of hk ration and wearing of dark 
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Lt roche Gate 


You'll sell more of the 





Nationally advertised in Saturday 
Evening Post, Look, Country Gen- 
tleman, Collier's and others... over 
250,000 in use from coast to coast! 
It's speedy and accurate. Send 
life-size color photo and all details. 


LIGHTNING ADDING MACHINE CO., INC. 


sieli 


543 So. Spring St., Los Angeles 13, Calif. 


ADD-A-FILE 
Like Magic 


Corners acetylene welded ond ground smooth fer greeter 
@ ngidity ond beouty 


Reinforced case uprights for greater strength when stocking 
more thon one or two units oh 


= 


Rolled drawer edge gives strength and beouty when drower is 


extended 


Positive center locking follower block and guide-rod in each 


@ .drower 
Cobinet outside is full 20 deep giving more filing capacity 


VW. I 
. E — 


@ per drawer 


(\ -«, 
; \ /'\ 








— Export Office 
$0 Church St. New York 7 





WESTERN MANUFACTURING COMPANY 


om -mOn-m:' Baan, «| — 
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CONVOY chen-Coard,* 
STORAGE FILES 


MAKE THE COST AND WEIGHT 
OF STEEL UNNECESSARY 





Convoy Chem-board Storage 
Files weigh little over half as 
much as steel files .. . are priced 
in the corrugated paper board 
range — with serviceability in 
the steel range . . . take less 
than 10% more space than steel 
files . . . can be stacked to the 
ceiling without supports... 
mate together top-to-bottom 
and lock together side-to-side 
. . . have wax-like texture that 
makes drawers slide easily . . . 
are shipped assembled for easy 


installation without tools... !*5 pounds—or 200 pounds and 

P P more—are the same to the stand- 
are water resistant — moisture ard letter file drawer in this 
will not weaken them. unusual strength test! 


(*) Chem-board is the preduct of Convoy’s exclusive chemical 
impregnation process that hardens the raw corrugated paper 
board and thoroughly binds the fibers. It is widely used to 


replace steel and wood industrial tote boxes. 

pr i ad 
14 standard sizes; and details 7 board, 
about our dealer franchise. STORAGE FILES 


CONVOY, INC. « P.O. Station B, Canton 6, Ohio 


You'll like Convoy quality and 
economy. Write today for de- 
scriptive folder and prices on 


Something NEW by HODGMAN 
A SELF SERVICE DISPENSER FOR 
HODGMAN PURE RUBBER BANDS 


Assorted Hodgman pure rubber 
bands in a completely self-service 
dispenser that commands attention 
and invites your customers to help 
themselves. You sell more bands 
with less effort. 


This sales compelling counter 
display dispenser, 4%" x 4%" x 
10”, in striking red, gray and 
black, holds 3 dozen cellophane 
envelopes generously packed with 
No. 54 assortment of Hodgman 
pure rubber bands for home and 
office. Special sizes on request. 


Handy thumb-hole makes re 
moval easy—next envelope falls 
into position for another quick 
sale! 





For Bundied Bands, Order Hodgman. 


They're fresh, pure rubber, in gen- 
erous quantities securely bundled 
Available in sizes 12, 14, 16, 18, 32 
and 64 


Write for Catalog Sheet and Prices Today 


HODGMAN RUBBER CO. 


FRAMINGHAM, MASSACHUSETTS 
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| OPEN NEW OFFICES—Underwood Corp.'s regional man- 
| ager, R. J. Heim, recently opened new offices at 750 St 





glasses to clear up. His doctor tells him that his vision 
will be clouded for the rest of his life. Bruce is taking 


it in good spirits and is grateful that it isn’t any worse. 


I suppose that you all know that Bill Kling of Kling’s 
in Lewiston, Ida., is now also a manufacturer. He is 
manufacturing and distributing Hostess Embossing 
through the James K. Sebee Company. It’s quite a 
nice little item for Christmas cards and place cards. 
When one writes with it it comes out in gold raised 
embossing. 

Recently Bob Davis, with the Invincible Metal Fur- 


| niture Company and the Oxford Filing Supply Com- 


pany, of Portland, Ore., had to undergo an emergency 
operation for a ruptured appendix. 
* * . 

Business Needs and Speeds of Missoula, Mont., has 
been purchased by the Missoula Mercantile Company 
and hereafter will operate under that name. 

_ . + 

The stationery department of McKee Printing Com- 
pany of Butte, Mont., is now being managed by Miss 
June Budd Ruhle Claxton. Her sister, Miss Mary Lou 
Ruhle, is managing the printing department. 

. > * 

C. J. Shorb of Shorb’s Stationery in LaGrand, Ore., 

is opening a new store in Coeur D’Alene, Ida. 
ocaistumedamaaaeeai 
SEES GOOD OFFICE FURNITURE BUSINESS 

“Unless all signs fail, the office furniture business 
should be far better in 1950 than it was in 1949,” says 
Gordon D. Meals, vice-president of The Taylor Chair 
Company, Bedford, Ohio. This statement rings with 
a note of authority considering the fact that his com- 
pany has specialized in building chairs for 134 years. 

The 1949 cycle, in which dealers found themselves 
overstocked, has run its full course. “Cats and dogs,” 
leftovers from war years, are cleaned up. Hesitancy over 
downward price trends has given way to a considerable 
degree to fear of a renewed upward trend. A high level 
government and business economy and a fourth round 


| of wage increases has stabilized pricing. Thin stocks 


are out and sales efforts must be supported with bet- 


| tel lines of floor samples than competitors’, declared 


Mr. Meals. 
cvticiigulammaal ae 


A. H. SANDERS MARKS SILVER ANNIVERSARY 

A. H. Sanders, (known to his friends as “Pickles”), 
operating the Sanders Office Equipment Company at 
800 Calhoun St., Fort Worth, Tex., is observing his 


| twenty-fifth year in the office equipment field in Fort 
| Worth and vicinity. 





Charles St., New Orleans, La. This new location has in- 
creased facilities for handling complete Underwood line. 
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334 N. Bell Ave. ae CHICAGO 12, ILL. 
Representatives 
Henry Deutsch, Showroom: Suite 


1063, 2nd Unit Sante Fe Bidg., Dal- 


Western Mdse. Mart 
St., San Francisco 


1355 Market Philadelphia, Pa 
cago, Ill. 
E. J. Mitchell, 5540 Deimar Bivd., 


St. Louis, Mo Richmond, Va. 








Milton Stone, 320 Broadway, Room 
625, New York City, covering N.Y. 
las, Texas. Harry Henkel Assoc., S. Lichenstein, 223 South 10th St., 
Jack Luke, 5240 Sheridan Rd., Chi- 


Stan Mollerstrom, |7 Malvern Ave., 








Uncle Sam Says 





Pow 
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JOIN TODAY 
fx SECURITY 
TOMORROW 











if it’s money worries that make 
you act peculiar, like on the day 
before pay day when your pockets 
are empty, here’s YOUR OPPOR- 
TUNITY to get on the sunny side of 
life. Save the simple, trouble-free 


way—with U. 8S. Savings Bonds. 
Automatic savings through the 
Payroll Savings Plan where you 
work, or, if self-employed, the Bond- 
a-Month Plan where you bank, is a 
sure cure for the between pay day 
“‘heebie-jeebies.""” And—your money 
GROWS—S for every $3 you in 
vest, in ten short years. 

U.S. Treasury Department 
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e Letter size 


e Baked 
Enamel 


e Green 
eof Gray 


heat 
NON-SUSPENSION FILE MADE 


SAFES BANK EQUIPMENT 
VAULT DOORS MONEY CHESTS 


EXCLUSIVE FRANCHISES AVAILABLE 
WRITE FOR CATALOG NO. 16 


UARDSMAN SAFE COMPANY 


John Robertson 
















La Porte, Indiana 
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DO YOU KNOW ? ? 
hEY PRODUCTS 


are being used every day by thousands of satisfied, 
domestic and foreign customers. 


hEY PRODUCTS 


are daily increasing in volume of sales netting deal- 
ers and distributors increased earnings and profits. 


HEY PRODUCTS 


represent a complete line of inked ribbons, carbon 
paper and duplicating supplies. 


“sé ” 
Let “KEY” show how you can 


"benefit by our DEALER’S DISCOUNT POLICY. 
Write today for descriptive literature. 


—©@ 
DON’T DELAY— WRITE TODAY! 


KEY RIBBON & CARBON CO. 


Manufacturers 


65 MINE STREET 1204 ARCH STREET 
NEW BRUNSWICK, N. J. PHILADELPHIA 7, PA. 
CHarter 7-0323 LOcust 7-7461 




















New ACCO Sales Now! 


Every business is now getting ready for 
file transfer time. Plenty of new ACCO 
Fasteners are going to be needed. How’s 


your stock? 


ACCO PRODUCTS, Ine. 


Ogdensburg, N. Y. 


In Canada: Acco Canadian Co., Ltd., Toronto 








p= CACO FASTENER ai a | 
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quality 
r performance 
THE BENTSON 


‘6 0p-Flite 


3200 Series FILE 


Guaranteed long-lasting perform- 
ance is the only proof of master 
craftsmanship. Bentson Top-Flite 
filing cabinets have a reputation 
for highest quality performance 
through the years . . . effortless 
operation, enduring beauty, rigid 
stability. This high standard of 
dependability means satisfied cus- 
tomers and more business for you. 











lf you haven't received your con- 
venient file folder of BENTSON 
catalogs, write for it today. 





| “The Line of Most Assistance” 


(She BENTSON MFG. CO. 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT 
AURORA ° ILLINOIS 











CAN YOU GIVE THEM? 


Conditions are changing daily. Are YOU keeping pace with 
them? Timely information will help you plan sales, act de- 
cisively, push profitable items, keep your stock up to date. 

“The information your Service Bureau gave us was just 
what we needed and pleced us in a position to secure addi- 
tional business that otherwise we could not have gotten.” A. 
R. Taylor Co., Memphis, Tenn. 

OFFICE APPLIANCES brings you the latest styles, news and 
trade gossip every month. The Service Bureau helps you 
gain information, lists and date gratis, almost impossible to 
gain elsewhere at any price. 

Ask for FREE copy of OFFICE APPLIANCES and subscription rates. 


OFFICE APPLIANCES, 600 w. jackson Bivd., Chicage 
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PASSED AW AY 
WILBUR R. GREENWOOD 
Wilbur Rowe Greenwood of Stamford, Conn., vice- 
president for sales and service of Pitney-Bowes, Inc., 
died November 4 New York, N. Y., where he was 
iu! meeting of the Office Equipment 
Manufacturers Institute 


His age was 64 
Mr. Greenwood had directed the postage meter com- 
pany’s national sales activities since 1925, when he was 
called to Stamford from a highly successful manage- 


ment of the company’s Kansas City branch office. He 
| sales manager and was elected 
a vice-president in 1940 

W. F. Bernart, executive vice-president, in the ab- 
sence of President W. H. Wheeler, Jr., who is abroad 
on a bDusiness triy 11d 

Mr. Greenwood leath is a great shock to all of 
us at Pitney-Bows not only in Stamford, but to the 


served first as gene! 





u — —————— 


THE LATE W. R. GREENWOOD 


equall arge numb f employees in our sales and 
service offices throughout the nation. The growth of 
our field organiza from a handful of people 29 
years ago to its present size is a tribute to this man, 
who was widely re nized throughout the office equip- 


the greatest salesmen of our 
keen intelligence and wise 


ouns¢ ne | miss a great friend.” 

Before joining | Bowes in 1922, Mr. Greenwood 
had been a merchandise broker and traveling sales 
represe itive of W. B. Bayless Company, Memphis, and 
later served 11 yea an agent and district manager 
for the Wales A Machine Company at Wilkes- 
Barre, P 

Mr. Gre active in the business machines 
industry, was ele resident of the Office Equip- 

ent Manufa titute in 1935 and served two 
erms 

He is survived is widow, Johnny May Green- 
wood: a son, Wilbur R. Greenwood, Jr.; a daughter, 


Mrs. Harold Ward two brothers, Earl B. Green- 
wood of Birming] Ala.. and C. B. Greenwood of 
Los Angeles 


7 


’ 
-< -< ee 
ry 


‘ 4 
JAMES W. CAMPBELL 
James W. Campbell, 77, former owner of the Camp- 


bell Office Supply C pany in Erie, Pa., died October 
31 after a long illne At one time he was vice- 
president of the Cit National Bank in Corry, Pa., 


He retired 


and lat 


Irom active dDusint 


office supply firm 
1944. His widow, two sons 
and tv daughte! Vive GET 

, ’ ’ 


-< =< « 
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J. WHITNEY BAKER 


J. W Ba insurance executive and di- 
rector of the Eber! Faber Pencil Company and 
the Eberhard Faber Rubber Company, was killed in 
airplane lisio1 er the Washington, D. C., airport 
on November 1. Hi fe, Mrs. Theodora Faber Baker, 
OFFICE APPLIANCES, December, 1949 








FOAM RUBBER 
CHAIR CUSHIONS 


“Perfect” 
FEATURING 


GOODYEAR AIRFOAM 
Peg VF 


EXECUTIVE 
STYLE 


IN THREE 
SIZES 





Covered with velour—fibre & velour—also corduroy & 
fibre in 2"' thickness with boxed edges. 


“Perfect” FOAM RUBBER 


CHAIR CUSHIONS 


One side covered with rich 
pile corduroy for cool seasons, 
the other side with woven fibre 
for hot weather. 

Filled with new live rubber 
having thousands of air cells 
that breathe with every move. 

Colors: Brown, Green. Sizes: 
7 « 18°—15" « 17°—14,," 
: is". 


Write for New Illustrated Folder 
Giving Complete Information 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


Adams Ave. & Leiper St., Bldg. No. 5 Philadelphia 24, Pa. 








NEW 1950 CATALOGUE 


Most complete line of business 
cases ever offered... 
Il price lines ...over 100 numbers 


The new National Brief Case catalogue includes our 
Big 4°° Stock Plan for minimum inventory——maxi- 


num turn-over. Also 1 simplified illustrated Price Chart 
ind Index for easier ordering and stock 
ontrol. These are original with NBC and 
mportant to your profit planning in 1950 


Write today! 
NATIONAL BRIEF CASE MFG. CO. 
532 South Peoria Street « Chicago 7, Illinois 
SOOOHSSSOSOSSSSSSSSOSSOSOSSSOSOOOSESE 
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Are Recognized 
Standard for 


over 30 years 


Consistently high quality 
...Up-to-the-minute packag- 
ing...a profit-and-prestige 
line you'll sell with pride. 
Inquire about our Franchise 
Sales Plan—the short cut 


to bigger and better sales. 


WANSCO 


PAPER PRODUCTS CO., INC 
409-411-413 PEARL ST., NEW YORK ? 


[ie 


New wal 
COSTUME 


Here’s a space saver 
that will sell on 
sight! Show it! 





Completely adjustable . . . simply 
bend braces to suit. Designed 
for strength and flexibility 
With a sparkling eluminum finish 
that will never peel or rust, this 
space-saving costumer will appea! 
to every store or office. It is com- 
pact, yet has great capacity. |t 
is sturdy, but is installed with 
only 3 screws. Shipped 2 to a box, 
complete with screws. 


Write for a sampie at the special sample price 
of $2.20, postage included. 


Permanent DISPLAY BOARD 
furnished free upon request. 


PARK PRODUCTS CO. 


111 N. MARION ST. OAK PARK, 
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who died 15 years ago, was the granddaughter of 
Eberhard Faber, the company’s founder. 

He was president of Carpinter & Baker, insurance 
agents at 99 John St., New York, N. Y., and lived at 
429 Stelle Ave., Plainfield, N. J. 

Surviving are two daughters, Miss Ann Faber Baker 
and Mrs. William Smyth. Mrs. Smyth’s husband was 
also killed in the crash. 


t + 


WALTER W. LANDSEIDEL 

Walter W. Landseidel, 57, chief research engineer 
for Remington Rand, Inc., at Elmira, N. Y., was killed 
at Erie, Pa.. November 2 when his automobile skidded 
on Route 5 and collided with a truck. Mr. Landseidel 
was on his way from his home at Elmira to Chicago. 

Born in Philadelphia and graduated from Temple 
University, Mr. Landseidel went to work for the Dalton 
Adding Machine Company at Poplar Bluff, Mo., a sub- 
sidiary of Remington Rand, as a designer. He invented 
many calculating machines, including a printing cal- 
culator which multiplies, divides, adds and subtracts 
all factors. He was a research engineer on the Norden 
bombsight in World War II. 

Surviving are the widow; a son, Richard W. Land- 
seidel; a daughter, Miss Margaret Janet Landseidel; a 
brother, Harry Landseidel, and a sister, Mrs. Robert 


Rowan 
+ FF - 


WILLIAM SMYTH 

William Smyth, 38, secretary-treasurer of the Eber- 
hard Faber Pencil Company, and of the Eberhard 
Faber Rubber Company, died November 1 in the 
collision between an air liner and military plane over 
the airport at Washington, D. C. He lived at 60 The 
Serpentine, Roslyn Estates, L. I. 

After he was graduated from Yale University in 
1932, Mr. Smyth went to work for the Equitable Life 
Assurance Society of the United States. During the 
war he was a lieutenant commander in the Navy 
at Washington. He joined Eberhard Faber in March, 
1946. 

Surviving are his widow, Mrs. Helen Baker Smyth; 
two sons, William Smyth Jr., and Whitney Smyth, and 
a daughter, Miss Thao Smyth. 


' tt + 


FRANK E. KLIMA 

Frank E. Klima, president of the Hanna Typewriter 
Company, Cleveland, Ohio, and a leader in community 
activities, died recently. He founded the typewriter 
firm with his son, Frank C., in 1937. His connection 
with the typewriter business went back 52 years to his 
first job with the Underwood Typewriter Corporation. 

Mr. Klima founded the First Federal Savings & Loan 
Association and was a past president of the organiza- 
tion. He was a Mason and a member of the Broadway 
Methodist Church. His wife and son survive.—GET 


5 oo 
i r 


EDWARD ROY RICHARDSON 

Edward Roy Richardson, 43, service manager of Bur- 
roughs Adding Machine of Canada, Ltd., Windsor, Ont., 
branch, died recently in a Toronto hotel following a 
heart attack. 

Mr. Richardson was born in Stratford, Ont., and had 
lived in Windsor for 25 years. 

He is survived by his widow, Helen Moriarity Rich- 
ardson, operator of the Style Shoppe, Windsor; his 
mother in Windsor; two daughters, Thomasine and 
Carol Lynne at home, also four brothers and two sis- 


ters —SJL 
+t + + 


KARL SCHMIEG 
Karl Schmieg, 77, founder and president for 42 years 
of Schmieg & Kotzian, Inc., furniture manufacturers 
of 520 E. 72nd St., New York, N. Y., died November 2 
at his home, 12 French Ridge. Born in Germany, he 
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Handle MoreGarments 
in Less Space with 








Seru-Mer 


WARDROBE 
RACK 














Shown here is a f tt 

SERV-MOR Was ‘ 

Rack that accommodatt : 

garments. No other wa 

robe rack on 

today can match the nal features, of hat and coat capacity. 
Note the two hat sl each 18 inches wide and four ft. long. 


A convenient tray s and galoshes on the bottom. The 
brella holder is offe s optional equipment 


* Lightweight, yet rigidly strong, all are welded steel construction. 

* Made in four and six ft. lengths that can be bolted together to give 
any length in multiples of two feet. 

* Smartly finished—in pleasing aluminum that blends with any surround- 
ings 

¢ Shipped set up—no assembly problem. 


IF YOUR DEALER CANNOT SUPPLY YOU—ORDER DIRECT FROM 


APPLIANCE PRODUCTS CO. 


MADISON 4, WISCONSIN 


| 300 new rrems 


IN A SINGLE YEAR 


In a single year Office Appliances announced some 300 
items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 
on the market and always in advance of most sources of 
such news. It is not uncommon for a dealer to tell us that 


some of his best selling lines have been secured from 





seeing the things in Office Appliances. Many readers 
say this section in itself is worth the subscription cost, not 





to mention all the other features. 


if you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
than by entering « subscription to Office Appliances. 


Write for subscription rates 
and specimen copy. 





The Office Appliance Company 


600 W. Jacksen Bivd. Chicage 6, U.S.A. 
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IT’S A 
SELLER 
Because 
it’s A 
SPACE 
SAVING 
Little 
BEAUTY! 





MASO’S NEW $INGLE 
DROP-HEAD DESK! 


@ Only 36” long, 26” wide e Takes All Standard Machines 
@ Stat. Rack in Top Drawer @ Genuine Walnut Veneer 
@ Quolity Built Throughout @ Hand Rubbed Lacquer Finish 


It’s A Steady Mover Wherever Displayed! 


You have plenty of prospects for this gleaming little beauty. 
Provides ample drawer and storage space but is elicientiy 
designed to take a minimum of costly floor space. Genuine 
walnut veneer throughout. Legs of solid gum, walnut finish. 
Easy, fool-proof operating drop-head mechanism outlasts the 
desk. Flat tops in Oak or Walnut also available. All quality 
built, all savers of floor space. 


WRITE FOR FREE CATALOG. ORDER A SAMPLE TODAY. 








MASO STEEL PRODUCTS 


Dept A 8] W. Von Buren St Chicago 5, I!! 











INCORPORATED - CHICAGO 
a 


Manufacturers of Fine Upholstered Furniture 


a 


REPRESENTATIVES 
Arthur R. Frey 
James H. Davison 





Marion V. Follin Henry L. Guth 


©. D. Mann Ralph A. Bender 


330 E. Ohio St. Chicago 11, Ill. 


NIEMANN—A Century of Fine Furniture 
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NOTE NEW i 
ADDRESS 4 


OFFICE MACHINES | 
Expertly Rebuilt 
SOLD — BOUGHT 


CHECKWRITERS PARTS | 
ADDING MACHINES AND | 
CALCULATORS SUPPLIES 


WHOLESALE — EXPORT 
DEALERS: Send for latest Catalog now! 


CHECK Writer Co. INC. 











536 BROADWAY NEW YORK 12, N. Y. 


CASH REGISTER 
PARTS 


WIDE 


SERVICE—HIGHEST QUALITY PRODUCTS 
“WRITE FOR OUR LATEST CATALOG 
INTERNATIONAL CASH REGISTER PARTS COMPANY 


tegister P 


> WwW ADDISON ST CHICAGO 18, | 









Sell ONE Draftsman 
and You’ll SELL THEM ALL! 


Yes... place one CRAMER 
STANDING-SITTING CHAIR 
In A Drafting Department. 
The Chair Will Sell itself Plus — 
@ STENOGRAPHIC CHAIRS 

@ FACTORY CHAIRS 
@ AND OTHER MODELS 


| Cramer... 


POSTURE CHAIR CO., INC. 
ia 1205 CHARLOTTE ry 
\ KANSAS city. 6, MISSOURI! s 


WRITE 
FOR 
CATALOG 





~ 











The TABLE-DESK—a Sure Seller! 


In Oak, Walnut 
and Mahogany 


All the Appearance, Leg 
Privacy, Fine Finish & Con 
struction of a desk—yet 
costing about 40% less 
than any desk of corre- 
sponding size. 


No. 4200 42” x 30" x 30” high 
Ne. 6000 60" x 32" x 30" high 
No. 4800 48” x 30" x 30” high 
No. 3600 36” x24" 30" high 


Write for Catalog 
of Complete Line 





Popularly Priced 
for Prompt Delivery 


OFFICE TABLES «+ PHONE CABINETS + TYPEWRITER TABLES 


DORO MFG. CO. *CiMexco 10) iLiinots 
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came to the United States in 1907. He was a member 
of the New York Athletic Club and a charter member 
of the Winged Foot Golf Club. 

Surviving are his widow: a son, 
Joseph Fisher and Mrs. John Reno. 
and three daughters, Miss Margaret Schmieg, Mrs. S. 

+ - -& 
CARL E. JOHNSON 

Carl E. Johnson, representative of the Reyburn 
Manufacturing Company, Inc., at the Boston office, 
died on October 28, the news coming as a shock to his 
associates in the company. 

Mr. Johnson lived at 55 Beach St., Wollaston 70, 
Mass. He was a member of the Boston Stationers Asso- 
ciation, the New England Travelers Club and other 
lodge, church and local organizations. 

He became associated with Reyburn in 
Boston sales representative. 

His widow survives at the Wollaston address. 

+ - - 
WILLIAM A. LAMB 

William A. Lamb, 70, of 21 Eighth Ave., Haddon 
Heights, N. J., for 40 years a partner in Lamb Brothers, 
Philadelphia stationers, died October 14 in West Jersey 
Hospital. His widow, Mrs. Ida Lamb; a son, William 
M. Lamb; two daughters, Mrs. Oliver Lambert and Mrs 
Dora Sowton; two brothers, Maurice Lamb and Charles 
Lamb, and eight grandchildren survive 

+ ok +F 
WALTER C. ROESSINGER 

Walter C. Roessinger, 69, retired chief chemist for 
the Eberhard Faber Pencil Company, Brooklyn, N. Y.., 
died October 12 in the Kingston City Hospital, Kings- 
ton, N. Y. Born in Switzerland and a graduate of the 
University of Geneva, he served with the Eberhard 
Faber Company for 33 years. 

Surviving are the widow, Mrs. Adele R. Roessinger, 
and a daughter, Miss Jean R. Roessinger 


Se ee) 
4 4 ‘ 


EDWIN WIDRICK 

Edwin Widrick, 55, owner of the Widrick Rubber 
Stamp Company, Utica, N. Y., for the last 20 years died 
October 26 in his home after a brief illness. He was 
associated with the Goodnow Printing Company be- 
fore establishing his own business. His widow, a 
daughter and two sons survive-—GET 

tot + 
H. S. CROCKER APPOINTS J. W. MORTON 

The H. S. Crocker Company, Inc., 720 Mission St., 
San Francisco 1, Calif., recently announced the ap- 
pointment of Joseph W. Morton as manager of the 
Sacramento division at 1201 K St., Sacramento, Calif. 
Mr. Morton has been in the commercial stationery 
business for approximately 12 years, and during World 
War II served in the United States Navy 

Announcement is also made of the transfer of Leon- 
ard C. Curry, Russell D. Croucher, Keith C. Barker and 
Charles D. Ritter from the Mission St. division at San 
Francisco to the Sacramento division 


Charles Schmieg, 


1924 as a 


—-<« 





POSTER FEATURES WEAREVER GIFT SET—Giant-sized re- 

productions of the Wearever Pennant set, No. 2836, ride the 

streets of American cities during the pre-Christmas season, 

prominently displayed in brilliant color on the sides of the 

Railway Express Agency trucks. The set, allowing choice of 

five different pen points at $1.98 price, is made by David 
Kahn, Inc., North Bergen, N. J. 
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RITE-RITE MFG. CO. + DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 





Ma = 
CELLULO/O PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
A 















ose. We build to fit your particular need 
e us for details. 


Markile Company, Mfrs. 


1633 S. Racine Ave. Chicago 9, U. S. A. 





PREFERENCE! 


More and more typists 
prefer NORTA, the mod- 
ern plastic type clean- 
er. No liquids to spill 
or splatter...no mess 
.. quick, efficient and 
longer lasting. A favor- 
ite since 1924. 








THE ORIGINAL 


NORTA 
PLASTIC TYPE CLEANER 


Norta Distributing Co., 1123 Broadway, New York 10, N.Y 








Barrett 


GRAYTONE 


TWO NEW MODELS 


HAND OPERATED 
Model B-192 


ELECTRIC 
Model B-192E 


Capacity $9,999,999.99 
BOTH HAVE 


DIRECT SUBTRACTION 
Oeiormeten Barrett Adding Machine Division 


Lanston Monotype Machine Company, 24th at Locust St., Philadelphia 3, Pe. 








DAYTON STENCIL 
WORKS CO. *ohic” 





IN 


PERFORMANCE 
AND 


SATISFACTION 








Automatic Lock 
Jiffy Operation 
Compactness 
Convenience 
Strength—Beauty 









Sold thru 
Dealers Only 
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THE KING 
OF ALL CHAIRS 


America’s most comfort- 
able true posture chair. 
Cast aluminum base 2” 
ball bearing casters, fin- 
gertip fully adjustable, 
no tools required; up- 
holstered in finest fabrics 





in all popular colors. For 
prices and literature write 


| 

| KING POSTURE CHAIR CO. 
| 953 So. Raymond Ave. 

| Pasadena 2, Calif. 
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TO SELL ... or to GIVE as a Christmas Gift 


STAR ROTARY PRINTING PRESS 


Youngsters (10 to 
14 years) become ee 
enthusiastic print- 
ers with this easily- ’ 
operated rubber (wv mmme | 
type press. Prints | oe» ) 
He" « 7 Ws to ex 
frated newspa- | 
pers, postal cards, 
etc. Comes com- 
plete with type, 
ink, etc. 


$5.95 


List Price 
SUPERIOR MARKING a 
EQUIPMENT COMPANY , satin 
1800 LARCHMONT AVE. - 





CHICAGO 13, “ILLINOIS 











ROLLING STORE LADDERS 
“A” Type Ladders ° Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


rt Made of Oak and Birch, 

in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 














Send for Folder 
and prices. 





Straight Side Style Manufactured by 


I. D. COTTERMAN * 'sstezzerseé Ae 


Library Style 


















Carbon Papers 
and Typewriter Ribbons 


In demand by office workers 
who want the best. 


For Volume PROFITS 
Feature WRITE 
WRITE 


INCORPORATED 


420 Lexington Ave. 
New York 17, N. ¥ 








chests 


SELF-RELEASING 
CHEMICAL PROTECTION 7 
Customer appeal! Special high FY 

Rich FY 
sitver- -gray “steel casing — full Z 
hinge—tumbler lock. Luxurious. GZ 
ly lined. 


WALZ MANUFACTURING CO. 3 SIZES: 


808 SO. HARVEY AVE., OAK PARK, 1LL, $10.95 LIST 
* . $18.58 poe 
$22.50 E 





WRITE FOR FULL DETAILS & DISCOUNT 


~~ DEALER: 
SinES ) SHIP 
4 means 


LEADERSHIP 


What line offers as much? 

STYLE Authority 

INTEGRITY of Product 

Nationally Advertised 

Dealer Advertising Aids 

Exclusive POSTURE Mechanism 
Write for details 


The SIKES COMPANY, Inc. 
20 Churchill St. 


vawno 





Buffalo 7, N. Y. 



















OUR GRADUATE 
OFFICE MACHINE MECHANICS 


are thoroughly trained in the maintenance of 
all standard typewriters and adding machines. 
They are dependable, ambitious young men, 
skilled in their trade, who have chosen office 
machine repair as a career. Our courses are 
government approved for veteran or non- 
veteran training. 


Write for Full Information 
RICHARD J. ZAIDEN 


COMMERCIAL INSTITUTE 


2020 WEST LIBERTY AVENUE, PITTSBURGH 26, PA. 


























re CLASSIC 


SERIES of 
DESK NAME 
PLATES 


Large assortment. 
Plastic and Walnut. 
Standard and custom made. Insert type. 
Names interchangeable. A name plate 
for every type of desk, e.g., gold on blue plastic 
for grey desks, etc. Door plates. Office stick-out 
signs. Gold stamping. Plastic fabrications. Write for descriptive 
list of our many model desk name plates today. 


PLASTIC & WOOD PRODUCTS CO. 
18229 W. McNichols Rd. Detroit 19, Michigan 


(Anything in BRONZE, plaques especially 
from the WALTER E. KUTCH CO. at the same address) 






















CANVAS 
AND 
LEATHER 


MAIL 
BAGS 


FREE DESCRIPTIVE 
CIRCULAR ... 

A CANVAS PRODUCTS CO. 
Corner Marquette 
& McWilliems Sts. 
FOND DU LAC, WIS. 
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ONE OF MANY 
HIGH GRADE 


x PUNCHES 


Designed to aid in assembling 
and filing letters and papers. It 
punches 1/8", 3/16'" or 4" round 
holes—also oblong slots to 
McGill fasteners or a desk spindle 
Accurate, sturdy, good for long 
service 


receive 





Corner Punch 
SPECIAL FILING AID 


THE HOGGSON & PETTIS MFG. CO., 141T Brewery St., New Haven 7, Conn. 


coe 


















ACCURACY 
means QUALITY 


° Wiggins Blank Scored 
Card Stock and Lever Bin- 
der Cases are made for En- 
gravers and Printers who 


have main- 
tain 
As to quality, neither can 
be excelled at any pric 
Samples on request 
@ Carried by the following paper merchants: 


reputations 





ORIGINATORS 
SCORED CARDS 





Ne ew York City ———_ Grand — 
P ‘Pittsburgh Detroit oT e _ Heuston 5 
5 per (<« worth Co i 
THE JOHN B. WIGGINS COMPANY 
634 S. FEDERAL ST 7 CHICAGO 5, ILL. 











pin-Dex 


The Moder Relary Gile 


Transfer your present cards 
into SPIN-DEX without change! 





BUSINESS EFFICIENCY AIDS 


BOX 258-A SKOKIE, ILL. 





Have You | 
a Friend | 


>r business acquaint- 


ike to keep in touch 
sipment by reading 
Office Appliances? If so, send us the | 
name, addr 1} business and we will | 
é 3 sa py with our com- | 


iments. 


THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO, U. S. A 
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panes. ~ 
be ww. > 





of STAPLERS, STAPLES, 
and PAPER PUNCHES | 


SPECIALTIES MFG. CO. =*/ 
Chicago 24 


METAI 
3200 Carroll Ae 





TYPEWRITER & SUPPLY 
SALESMEN 


MAKE 


“EXTRAMONEY” 


Sell spring keys for typewriters; a 
reliable product of exceptional 
value. Add this product to your 
present line for extra profit. Easily sold from a sample key. 


MASTER SPEED KEYS 


Write for Full Information 


SPEED KEY CORPORATION 
270 Chauncey Street Brooklyn 33, WN. Y. 


STEEL PERSONAL FILE 


What every person needs for important 
papers that should be saved. File No. 442 
is Amberg’s 1950 model—made of heavier 
steel and equipped with new type key and 
lock that stays shut. Blue-gray hammerloid 
finish. Letter-size folders, alphabetical, 
monthly and blank. Individually boxed. 
6 to carton. Priced right for quick selling. 


FILING SUPPLIES—Guides, Folders, Roll Labels, Card Guides, 
Box Files, Agate Trays 


BRIEF COVERS ° BINDER INDEXES 























ALBUMS ° SCRAPBOOKS 
WEDDING BOOKS ° BABY BOOKS 
Write for illustrated catalog of complete line. 
AMBERG FILE & INDEX CO. “routers, in 
251 
























Office furniture of unusual distinc- 
tion in Royal square-tube designs 
and Royal's exclusive Plastelle meta! 
finishes. 


Royalsteel 








upholstered in colorful, . 
fire-resistant new 
super-tuftex leatherette 





A VINYL PLASTIC-COATED, fire-resist- 
ant material, produced in accordance 
with Federal specifications. Royal 
developed, and guaranteed for 18 
months against cracking, peeling or 
bubbling. Available in a wide selec- 
tion of colors and in genuine leather. 





BY THE MAKERS OF 


ROYAL METAL MANUFACTURING COMPANY 


fF 





Orsrinct'é 
175J NORTH MICHIGAN AVENUE © CHICAGO 1 

Branch Offices: 25 W. 26th St., New York City 

949 E. 31st St., Los Angeles 
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meets. 
pw 


PORTABLE | See the HEYER TWINS 


DEMONSTRATE THESE 


\ 
9° Cmazing MEYER 
TWIN VALUES. 


ene 







WRITE FOR 
DETAILS AND 
DISCOUNTS 


1852 S. KOSTNER © CHICAGO 




















You're Always in the Money 
with the Underwood Line 











WIN satisfied customers when you sell them an Underwood 
Portable. 
PLACE the Underwood Portable line in your windows and 


on your counters, 








SHOW ... and you'll sell . . . because Underwood means 
real value. Underwood 
The CHAMPION... . at $84.50 plus tax, the odds-on Corporation 
quality favorite with your Customers... Portable Typewriter Division 
One Park Avenue 


The UNIVERSAL. . . at $75.00 plus tax, bound to 


New York 16, N.Y. 
give you the inside track among prospects. . . 





The New LEADER ... bargain-priced at $59.50 plus a i UNDERWOOD | 
tax, a winner in any competition .. . ‘ora 
And all made by Underwood .. . Typewriter Leader 


of the World! It pays to promote 


Build up your Portable Typewriter Profits with these three 


winning performers. A// Underwoods . . . all great values! l} 1 (| e r W 0 0 ( 


And now for a real HOT TIP... order your Underwood 


Portables for Christmas now ... tomorrow may be too late. 


























See 


